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“! sell small accounts and | 


—~—_ ~+-p py 


love it.” Page 82 





An engineer learns about sales 


techniques. Page 90° 


Industrial 
‘Distribution — 


The pro and con of call reports. 


Page 104 








The Beaver No. 102—PD Wide Roll Pipe 
Cutter is made especially for power drives. 
Makes fast, easy cuts with guaranteed track- 
ing. Range '%" to 2”. 


The Beaver 77 Power Drive Threader is 


DES | G N E D FO R ideal for use with Model-D. Dies can be 


opened up. There's no backing off. Range 


ONE-MAN OPERATION AND PORTABILITY. . . ip" to 2°, pipe, bolls or condul 
© APPROXIMATELY 100 POUNDS NET WEIGHT! Aluminum-alloy housing and chuck make the Beaver 


the lightest, smallest, all-purpose power drive now avail- 

ALL GEARS RUN IN OIL! able. The flat top serves as a tool tray. Large side openings 
TROUBLE-FREE. HEAVY-DUTY CHUCK! act as motor ventilation and hand grips for easy moving by 
’ . one man. Chuck is trouble-free with tons of gripping pres- 

ADEQUATE MOTOR VENTILATION! sure. Attractively finished in baked enamel, this new Beaver 
unit can work on the bench, on the truck or with pipe legs 

CONVENIENT OPERATOR SWITCH! on job locations. Parts are interchangeable with Beaver 


SAFETY-LOCKED SWITCH LEVER! Model-C power drive. Write today for full information. 


BRONZE SPINDLE BEARINGS! 


Model-D with drive shaft 
geared tools will cut and 
thread up to 8” pipe. 


OOLS 


216-300 DANA AVENUE + WARREN, OHIO, U. S. A. 
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CLEAR THE AIR and 
unprove service to Cus 
tomers. That's the worthy 
objective of a Chicago 
supply house's bi-weekly 
meetings with salesmen 
and key personnel, You'll 
read how they do it on 
page 55 


EFFICIENCY was a Mil 
waukee firm’s goal in the 
design of their new quar 
ters. The pictures on page 
100—plus detailed text 
how how they succeeded 


_— 


COOPERATION = makes 
for maximum results in 
the sales field. On page 
84, vou'll find out how a 
Norfolk sales manager 
keeps hus salesmen sup 
plied with ammunition for 
plus sale: 


COMBINATION per 
petual inventory-net price 
billing cards are used by 
a Providence firm. Some 
of the benefits are in 
creased efficiency, operat 
ing economy and = cus 
tomer satisfaction. Page 
94 


—> 


ENGINEER to salesman 
is not as easy a transition 
as you might think, On 
page 90, a Florida sales 
engineer lets you in on 
the details of what o« 
curred when he entered 
the selling end of the in- 
dustrial supply field 


a 


CALL REPORTS-~ Yes or 
No? It’s been a contro 
versial topic for years. A 
6-page article, covering an 
Indianapolis and a Con 
necticut hones includes 
pro and con opinions from 
distributors in other se 


tion Page 104 


SCHEDULES set up for 
sales calls are like laws 

they are both kept and 
broken. A San Francisco 
salesman allots one day 
each week for “the un 
usual” and finds he can 
then adhere to a schedule. 
Page 86 


<_— 


BUSY DAYS are ahead 
for salesmen in sections of 
the country where indus 
trial plants are invading 


agricultural areas. You'll 


find a typical example 
that of a Virginia salesman 
on page 95 





REGULAR FEATURES 


Consumers’ Attitudes 7 Supply Sales Trends 114 News 
Talk of the Trade 77 Price Index 118 Selling Is My Business 
Editorial errr re an The Outlook for Business 120) On the Market Today. . 





. the BETTER 
foteniar method. 


CREW ARE 


9. Held to Class 3 Thread Fit . . . Individu- 
ally hand inspected. 


%, GUARANTEED TO GIVE 
UNFAILING PERFORMANCE, 
IK SOCKET SCREWS A 


@ Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 


INDUSTRIAL DISTRIBUTORS... 
; treated to develop the utmost in physical 


The H-K 100% Distributor properties. 
Sales Policy and the Holo-Krome * Quality coos controlled ia } in Holo-Krome's owg) 
ysical 


Guarantee of Unfailing Performance a ey 
mean PROTECTION for you 
and your customers. Interested? 
Write for details! ALL STANDARD CATALOG ITEMS ARE CARRIED IN STOCK. 


HOLO-KROME 
lomplelely (old Forged 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Link-Belt LXS _ bushed roller 
chain transmits power from 
Gearmotor to drive pinion on 
combination revolving scrubber 


and screen 


LX$ Chain Ideal 
For Heavy-Duty 
Drives, Conveyors 


Link-Belt LXS chain ts a fabri 
cated steel type of roller chain 
that ofte rs many retinements in 
design and construction. By 
stocking relatively few sizes, dis 
tributors will be able to meet a 
wide range of power transmis 
sion and conveying needs 
Accurate sizing of full-round 
pins and bushings, as well as the 


Offset sidebar of is pre 
ferred for po transmis 
sion traight idebar for 
conveyor service 
pitch holes in the side bars, re 
sults in a close fit of joint parts 
This produces a closely con 
trolled press fit that assures a 
firm lock against rotation with 
out pin or bushing area reduc 
tion. Rigidly controlled heat 
treating processes account for 
the unusual strength and resist 
ance to wear under severe con- 
ditions 
A wide range of attachments 
for conveying materials and 
products is available 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta + Colmar 
Pa. « Houston + Minneapx 

lis *« San Francisco + Los 
Angeles * Seattl 19.354 


Offices in Principal Cities 











Even in Limited Space, Gearmotors 


Provide Efficient Spe 


Double Reduction Gearmotor 
and Roller Chain drive a revolv- 
ing plate disk making tin cans. 


Link-Belt conveyor is powered 
by Triple-Reduction Gearmotor 
and Roller Chain Drive. 


Steel Industry Offers Large Market 
For Many Link-Belt Products 


The Link-Belt distributor whose 
territory includes one or more 
steel mills can build impressive 
volume in this basic industry. As 
in so many fields, dependable, 
efficient Link-Belt conveying and 
power transmission machinery is 
used in almost every step of the 
process 

Following is a partial check 
list of Link-Bele items widely 
used in steel mills 





Ball and roller bearings, 
bronze bushed bearings, silent 
and roller chain drives, P.1.V. 
variable speed drives and en- 
closed gear drives, particularly 
herringbone type 

Chains and sprockets, includ 
ing LXS, C Class and 400 Class 
with attachments, belt conveyor 
equipment, screw conveyors, 
Flexmount conveyors and car 
spotters. 





New Variable Troughing Belt Idler Announced 


Designed to provide smooth belt 
transition between troughing 
idlers and flat pulley, Link-Belt’s 
new variable troughing belt con- 
veyor idler is described in the 
new iS-page Book 2416. In- 
clination angle of the concen- 
trator rolls is adjustable from 
0 degrees to fully horizontal. 
This permits a gradual flattening 
of the belt as it approaches the 


head pulley, minimizing stresses 
and resulting in longer belr life 

Although designed primarily 
for thicker and costlier belts, 
these idlers are also helpful on 
other applications. They are 
available in two types 

Series 100 in seven belt 
widths from 24 to 60 in. and 
Series 200 in six bele widths 
from 36 to 72 in. 
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ed Reduction 


An important part of Link-Belt's 
line of integrated power trans 
mission products — Gearmotors 
provide a compact, efficient 


“packaged” 
* Sales drive with 
Meeting their integral 
in Print 


ly mounted 
electric mo 
tors. They can 
be mounted in horizontal or in 
clined positions—on the floor, 
wall or ceiling. This permits the 
greatest possible convenience and 
space-saving in arranging driv 
ing equipment 


Manufacturing Extras 


With these accurately manufac 
tured enclosed gear drives, a 
further advantage is gained 
through excellently balanced dis 
tribution of gear and overhung 
loads without danger of deflec 
tion. The helical gears are preci 
sion cut and shaved = from 
heat-treated alloy steel. They are 
rigidly mounted for quiet, de 
pendable operation 


Ruggedly Built 


Link-Belt Gearmotors are rug 
gedly built and permanently 
aligned for dependable heavy 
duty operation with a minimum 
of attention. Box type housing 
and short shafts are combined 
with rigid bearing supports for 
maximun strength. Simple de 
sign, automatic lubrication and 
highest quality anti-friction bear 
ings assure years of trouble-free 
service with low maintenance 

All motor enclosures can be 
furnished, including open, total 
ly enclosed and explosion-proof 
types. Motors have flanged 
adapters, allowing them to be 
removed for easy servicing with 
out disturbing the gears 


Choice of Two Types 


Two types of gearmotors are 
available, providing either dou 
ble or triple gear reduction 
They are offered in 6.2:1 to 
292:1 reduction ratios, | to 30 
hp, 6 to 280 output shaft rpm 
Book 2247 Rives complete data 

Link-Belt manufactures a full 
line of enclosed gear drives. For 
other types of applications, there 
is a choice from a wide range 
of sizes in Motogears or separate 
helical gear drives, as well as 
worm or herringbone gear 
drives. Motogears are mounted 
on a baseplate and utilize a geared 
flexible coupling between helical 
gear and motor 





The Cover 


Spotlight on salesmen—So, front and cen- 
ter for two members of the selling frater- 
nity who have encountered situations that 


you, too, may face daily. You'll find out 
rs what these problems were and how they 
were solved—as well as several feature 
p CC ion articles of benefit and interest to sales- 
men--in the editorial section beginning 
on page 81, 
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This Tap Selector is the hottest pro- 
motional piece since Threadwell’s Tap 


Manual which is still going like a house November, 1953 ii Vol. 43, No. 1 
: : : , ndustrial Distribution 
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“most lathe per dollar invested” 


— Laurence Carl 









exclusive design features put 


' CLAUSING 6300 


v¥ 12” HEAVY DUTY 
PRECISION LATHES 


in a class by themselves 








| On any basis of comparison, ATLAS-CLAUSING 

| 6300 Series are standout values for efficient 24-hour 

j production . . . tool room or research work. 8 speeds, 

50 to 1300 RPM — 12%,” swing over bed, 7!” over 

| saddle. 24” — 36” — 48” between centers — head- 
stock, apron, and quick change gears run in baths 
of oil. Get all the facts from your ATLAS- 
CLAUSING Distributor. 























“The ATLAS-CLAUSING 6300 
lathe is the most lathe per dollar 
invested available within its size 
range. Because of its in-built ac- 
curacy we are able to move 
spindle and nose fixtures from 
one lathe to another without 
affecting the accuracy of the 
product. The upkeep is unusu- 
ally low and operators can de- 
liver large production because 















The heavy, thick-walled grey-iron 
headstock is fully enclosed and all 
moving parts run in a pumped bath 
of oil. Spindle is forged, precision- 
ground steel with 1%” bore and 1” 
collet capacity ... turns on heavy 
duty Timken precision tapered roller 
bearings. Hardened and ground 
spindle nose L-00 is tapered key- 
locked type. Spindle can be reversed 














without danger of the chucks 
coming off. 

Drive is underneath, with spindle 
pulley mounted “outboard” — re- 





of good control. It's a fine profit 
making machine.” 
Signed — Laurence Carl 

Cari Manufacturing Company 









placing belts is a quick, easy job. 
Dual A-belt drive assures full trans- 
mission of power. 















Quick-change mechanism is en- 
closed . .. gears and shafts run in 
bath of oil. Provides instant selec- 
tion of 48 threads or feeds, Feeds 
from .00065” to .036” per revolution 
of spindle, and right and left hand 
threads from 4 to 224. 


SEND FOR CATALOG Massive, semi-steel bed is Heavy, quick positioning 

















\ —_— 7%" wide, 54" deep — tailstock. Permanently at- 
thickly ribbed and braced tached swing type wrench 
1 Vee-ways, flat ways and controls bed lock. Gradu- 
~ 2) om undersides are ground — ated ram is bored for No. 
all eight surfaces align to 2 Morse taper 
within .001"' 








CLAUSING DIVISION au 2 oe re | (oe KY (c 


America’s finest low-cost Metal-working Machine Tools paccisi 
TOOLS ATLAS PRESS COMPANY 


MACH 
FALAMATOO micwiGanw uta 


















LATHES * DRILL PRESSES * SHAPERS + MILLING MACHINES 
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These features of PET lille 


He features 
you can SELL f 





Here’s a drill line 

that’s built to sell... 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 
petitive selling job. Model by 
model, feature by feature, you can 
prove that PET Drills live up to 
their trademark—‘‘Plus power per 
pound.” 

And if all the features shown above 
imply high price, it’s time you found out 
about a drill line that’s priced to sell, too. 
We say without equivocation: PET offers 
you the best deal in the industry. If you 
want to carry a line that sells—that will 

¥ help build up your profit volume—write 
us today! We have a proposition that’s 
bound to interest you. 





The complete PET Drill line helps close sales easier and faster 


PET offers a really complete choice... you meet every sales 
drill line... 54 distinct mod- opportunity. And, the PET 
els in 3 capacities: K",%" and Superduty line includes drills 
4%" with pistol or saw-type meeting U. S. Government 
grip. Your prospects geta wide and military specifications. 


MAIL COUPON FOR 
FULL INFORMATION 
Plus Power 
PORTABLE ELECTRIC TOOLS, INC. 1D-113 


per Pound 320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis- 
tributor proposition. 


PORTABLE ELECTRIC TOOLS, INC. |... on 


320 West 83rd Street, Chicago 20, Illinois Address__ 


In Canada: Portable Electric Tools, Ltd., Ee ante 
452 Birchmount Road, Toronto 13, Ontario, Canade 
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Consumers’ Attitudes Toward Spending and Savin 


By The Economics Department 
McGraw-Hill Publishing Co. 


Whuy cCONsUuMERS Buy or don’t buy is 
a question economists like to pose but 
seldom answer. Often the reasons are 
psychological rather than economic or 
financial. The most ambitious at- 
tempts to identify and measure such 
psychological or attitude factors have 
been the periodic surveys by the Uni- 
versity of Michigan’s Survey Research 
Center. Some of their findings have 
been published under the sponsorship 
ot the Federal Reserve Board. Now 
a complete report has been compiled 
in “Consumer Attitudes and De 
mand,” by George Katona and Eva 
Mueller of Survey Research Center. 

In the paragraphs below, we give 
what seems to be some of the more 
interesting findings of the Katona- 
Mueller study. The key sections deal 
with the effects of inflation on con 
sumers’ attitudes toward the purchase 
of durable goods. Standard economic 
theory—and a wide section of opinion 
among businessmen—has always held 
that inflation and the prospect of ris- 
ing prices lead to increased consumer 
purchases. On the contrary, Katona 
and Mueller found that, when they 
actually asked people, they got the 
following reactions: 

1. High prices and inflation in the 
general economy discourage rather 
than encourage consumers to purchase 
postponable items such as furniture, 
housefurnishings, refrigerators and 
automobiles. 

2. Even in a period of inflation, 
about a half of all families are satisfied 
with their present and prospective in- 
comes; and a majority of people feel 
financially secure. 

3. Most consumers believe that in- 
flation, the cold war, and the Korean 
war were harmful to the American 
economy and the general economic 
welfare. 


Prices and Inflation 


The survey of “Consumer Attitudes 
and Demand” ran for about a vear and 
a half—from June, 1951, to December, 
1952. During this period the rising 





Groups who felt 
Better off than a year ago.... 
Better off than five years ago. . 
Expect to be better off in five 
years 
Better off than five years ago 
and expect to be the same or 
better off in five years 
Satisfied with income 
Feel financially secure ....... 
Satisfied with income and feel 
financially secure 


Groups who felt 
Worse off than a year ago... 
Worse off than five years ago 
Expect to be worse off in five 

years De eek cian 
Worse off than five years ago 
and expect to be the same or 
worse off in five vcar 
Dissatisfied with income .. 
Feel financially insecure 
Dissatishied with income and 
feel financially insecure... . 





What Influences Consumer Spending 


Percentage of families in each group who 


said it was 
a “good 
time to buy” time to buy” 


45% 


in June 1952 
said it was bought house- 
a “bad hold goods in 
previous year 
31% 55% 
34 60 


35 54 


61 
48 


50 


25 
46 52 
47 42 


48 39 








cost of living, which had been given 
an extra boost by the outbreak of the 
Korean war in 1950, began to stabi- 
lize. Prices leveled off to some extent 
during the summer of 1952. As the 
cost of living leveled off, more and 
more people felt that it was a good 
time to buy, and fewer that it was a 
poor time to buy. 

In June, 1951, the survey indicated 
that 22% thought that it was “a good 
time to buy,” while 53% thought it 
“a bad time to buy.” By December, 
1952, 26% thought it was “a good 
time to buy,” while only 40% still 
considered it a bad time. 

Of those who said it was a bad time 
to buy in June, 1951, 48% said it was 
because prices were too high. Only 
24% gave high prices as the reason for 
not buying in December, 1952. 

Katona and Mueller also sought to 


find out what level of prices consumers 
expected in the future—both one year 
and five years hence. It became evi- 
dent by late 1952, as the inflation sub- 
sided and current prices stabilized, that 
only a very few persons expected 
higher prices five years in the eters. 

It was found also that expected 
prices five years away did exert some 
influence on people’s appraisal of cur- 
rent buying conditions. Among those 
who thought that five years hence 
prices would be higher, about 39% 
were of the opinion that it was “a 
good time to buy” now, while among 
those who thought that five years later 
prices would be lower, the opinion 
“bad time to buy” was held by 52%. 

However, the relationship between 
people’s price — tations and their 
purchases of durable items should not 

(Continued on page 10) 
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PREPARED BY 


LUNKENHEIMER 
“All trade names are registered by The Lunken- 
ESPECIALLY FOR heimer Company. The Non-Slip Handwheel and 


2 }.S. " 
LUNKENNEIMER DISTRIBUTORS Stemalloy alloy are also covered by U.S. Patents 
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—hrough Distributors” 





LUNKENHEIMER’S WORLD-FAMOUS POLICY HAS HELPED 
DISTRIBUTORS GROW AND PROSPER FOR MORE THAN 90 YEARS! 


Lunkenheimer’s selling policy is 
simple, straightforward, and suc- 
cessful: ‘Distribution through Dis- 
tributors.”’ It has resulted in a 
record of cooperative achievement 
unmatched by any similar relation- 
ship. 

Percent of 

Distributors 


Years with 
Lunkenheimer 


40-90 Years 17% 
30-40 Years 45% 
20-30 Years 14% 
10-20 Years 18% 
1-10 Years 6% 
Yes, the leading Industrial Distrib- 
utors who hold the Lunkenheimer 
franchise know from long and 


successful experience that Lunken- 
heimer is the company with which 


THE 


to do business. A few of the reasons 
for this enduring relationship are 
listed in the scroll. 


Lunkenheimer has proven that a 
continuing policy of “Distribution 
through Distributors” makes last- 
ing friends, satisfied customers, and 
sound selling sense. The Lunken- 
heimer Company, Box 360U, Cin- 
cinnati 14, Ohio. 


LUNKENHEIMER 
[A 
\ 














QUALI 


BRONZE-IRON>® STEEL 


ENH EI MER 
OOH NAME IN VALVES 
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Want to get attention ? 








Want to make new sales? 





Take a couple of [weEKIN 


“HANDI-LITES” 
along on your 
sales calls 


Lufkin's Miti-Mite portable magnetic base Handi-Lites have 
hundreds of uses in every plant. They provide light where it's 
needed — and in a jiffy. Attach instantly to any ferrous surface 
whether round or flat. Double swivels spot the light exactly 

where you want it. 


Booklets and catalog pages are available, and Lufkin's 
nationwide advertising program will help you sell. 


Get a Lufkin Handi-Lite of each size out of stock and play with 
them for a few minutes — then take them along and let your 
buyers handle them. They'll sell themselves. 


Sune 


Ne. 200 STANDARD No. 250 HEAVY DUTY 
Equipped with 6 Equipped with 8 ft. 
foot UL approved UL approved cord. 
cord and 25 and Takes standard bulbs 
40 watt bulbs. up to 100 watts. 


set. JUSFAIN TAPES © RULES © PRECISION TOOLS 


281 THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 lLefayette S$t., New York City @ Barrie, Ontario 


SOLD ONLY THROUGH DISTRIBUTORS 
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Consumers’ Attitudes 
Towards Spending & Saving 


(Starts on page 7) 





be exaggerated. Price changes during 
the short term, such as over a twelve- 
month period, seem to have little, if 
any, influence on people’s opinion of 
current buying conditions. The 
authors found that only over the 
longer term, such as five years, was 
there a relationship between price 
changes and attitudes toward whether 
or not it was a good time to buy. 


When Do People Feel “Well 
on’? 


Immediately after the outbreak of 
the Korean war. more families felt that 
their economic welfare had deterio- 
rated than felt that it had improved. 
This trend was not revised until De- 
cember, 1952, when more persons 
considered themselves better off than 
worse off. After Korea, concern with 
the high cost of living was evidently 
responsible in many instances for 
people’s impression that they were 
losing ground financially, even as their 
incomes were rising. As the fear of 
inflation subsided, their feeling of 
economic security and well-being in- 
creased. 

In early 1951, about 32% said they 
were better off than they were a year 
previous. However about 32% re- 
ported that their financial situation 
was the same us a year ago, and 35% 
said that they were worse off. There 
was no significant change in these 
proportions in June, 1952. But by 
December, 1952, 28% said they were 
better off, 50% that they were equally 
well off, and only 20% that they were 
worse off than the year before. 

This satisfaction with income was 
matched by a feeling of greater finan- 
cial security. By June, 1952, concern 
with the instability associated with the 
Korean war had worn off, and a 
majority of the respondents (57%) 
felt they were financially secure, al- 
though often qualifying this state- 
ment. Less than one-third said they 
felt financially insecure. As could be 
expected, the distribution of answers 
to the question about financial security 
varied considerably with the level of 
a family’s income. However, a large 
number of those with very low in- 
comes said they were financially secure, 
and one-fifth of those with incomes 
above $5000 felt insecure. 

Katona and Mueller were also able 
to establish some tentative relation- 
ships between a consumer’s satisfac- 

(Continued on page 14) 





WHAT DURKEE-ATWOOD VERTICAL MATCHING 
DOES FOR D-A MULTIPLE V-BELTS 





While there is alwoys a "sag error” 
in belts matched like this... 








or this... 











“ SAG 





There can be NO “sag error” in belts ( 
matched like this. 














Durkee-Atwood’s new vertical V-belt match- 
ing machine eliminates the sag error always 
present when V-belts are matched on hori- 
zontal matching equipment. Calibration of 
true running length by individual testing 
assures equal power transmission from all 
belts on multiple belt drives. The D-A ver- 
tical matching machine tests belts under 
varied tensions up to 450 lbs. per belt, tests 
for vibration, and detects possible internal 
imperfections. , 


WHAT DURKEE-ATWOOD MULTIPLE 
V-BELTS WILL DO FOR YOU 
More and more manufacturers and other ane 


users of power driven machinery are using 

Durkee-Atwood industrial V-belts because 

of their outstanding dependability. From 

the simplest to the toughest and most com- 

plicated drives, D-A industrial V-belt per- Each D-A multiple V-belt 
formance and life are established facts, as is tested individually on : 


on-the-job records prove. unique vertical matching 
machines to guarantee 
WRITE FOR OUR DISTRIBUTOR PROPOSAL perfect matchability. 


Vertical matching is one of the big reasons why you Vertical matching insures 


should investigate the Durkee-Atwood Industrial V-Belt if 
franchise. Q. D. type heavy-duty and a complete light- true lengths and uniform 
duty V-sheave line also available from stock. Write cross-sections. 


today for our detailed proposal. 
; 
DURKEE-ATWOOD INDUSTRIAL V-BELTS i 4 
ARE AVAILABLE IN ADEQUATE 1 
WAREHOUSE STOCKS 
@ATLANTA e@CHICAGO eCLEVELAND 
@DALLAS e@JERSEY CITY e@OAKLAND 


DURKEE === 
Wal iyi DURKEE-ATWOOD co. 
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A NEW resinold cut-off 
wheel — the B9 


The new B9 is as fast-cutting os they make 
speeds up to 16,000 surface feet per minute, the new Norton B9 
cut-olf wheel is a real production booster, Resinoid bonded and 


tem. Adaptable to 


all types of metals. 


To Norton distributors’ salesmen: 


available with either smooth sides, or with the rougher “F™ sides for 
greater ¢ - clearance, it’s a cool-cutting, non-burning performer on 


Remind customers that they can add the 


“TOUCH of GOLD” 


to all their cut-off jobs 


Your customers’ cutting-off jobs may 
involve ferrous or non-ferrous metals of 
any degree of hardness — or non-metals 
ranging from rubber hose to marble, 
Their machines may be high speed or 
low speed swing frame, chopper, 
traverse, floor stand or portable. The 


point to remember is: 


With the right Norton cut-off wheel a 
user is sure of the fast, safe, clean-cutting 
performance that adds the profit-boosting 
**Touch of Gold’’ to every job. 


That’s our message to your market in 


2 


this second month of our advertising 
campaign to help you sell cut-off wheels. 

A good way to spearhead your own 
selling is with the wheels illustrated here. 
Point out, also, that you have a complete 
line of cut-off wheels — in resinoid, rub- 
ber and shellac bonds, in ALUNDUM* 
abrasive and CRYSTOLON® abrasive, 
and in all sizes. And remind prospects, 
as we do, that they can count on every 
Norton cut-off wheel for the easy han- 
dling and exceptional breakage-resist- 
ance that mean happier operators and 
higher production, 
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NORTON COMPANY, Worcester 6, Mass. 
Distributors in all principal cities. 
Export: Norton Behr-Manning Overseas 
Incorporated, Worcester 6, Mass. 


NORTON 


ABRASIVES 


Qlaking better products... 
fo make other products better 


*Trade-Marks Reg. .U. S. Pat. Off, ond Foreign Countries 








A NEW rubber cut-off 
wheel — the R50 


The new R50 has built-in chip clearance. Designed primarily for wet-cutting of metal bar 
stock, this new Norton rubber bonded cut-off wheel handles diameters up to 242” on chopper 
machines and up to 6” on oscillating machines. Built-in chip clearance, unusual in this type 
of wheel, 1s one of the reasons why the R50 cuts freer and cooler, without case hardening the 
ends of the stock. 


e. You can’t beat the long popular Norton BN. wheel for 
general, all-zround usefulness. Or for safety either, because the strong reinforcement of this 
resinoid bonded wheel practically eliminates breakage from the cutting-off picture. Uses in- 
clude: notching, slotting and cutting-off gates and risers from non-ferrous castings; cutting 
wire rope; slotting railway track welds; tuck "ame cutting non-metallic materials such as 


The BN covers a wide j 


fibre board, concrete, tile, plastics, and the like. 
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The B2 is versatile. Handy as a general pur- 

»ose cut-off wheel for the took room, the 
Raa resinoid bonded B2 is also used for 
lighter jobs on plastics, marble, carbon, 
brake lining and other non-metals, 


The R30 Is standard, The bond used in the 
Norton R30 is the standard rubber bond for 
smaller wheels and 1s preferred for jobs such 
as cutting-off thin tubing, small diameter 
work and fine slotting. 


The R20 is r ed. A very durable wheel, 
the Norton R20 has the strongest of rubber 
bonds, An ideal wheel for dry-cutting of 
metal rods and other jobs where dressing ace 
tion is particularly severe, 


W—1522 
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There’s PROFIT for you in the 
Unbeatable Performance 


od 4 | >| | 


Heavy-Duty Pipe Wrench 


this Housing ever 
Breaks or Distorts we 
will replace it Free 


“RiGeiIbD” means 
most service for 


your money! 


Every RIZAID Wrench 
Factory-Tested 


, That’s what makes sure that every 
Rimerm> performs as your customers have learned to 
expect . . . every part inspected, every wrench pipe tested 
100%! Only reeteammp’s housing is unconditionally guar- 
anteed, saving bother and expense. Full-floating hookjaw, 
adjusting nut spins easily in all sizes, 6’’ to 60’; replaceable 
alloy jaws, handy pipe scale on hookjaw, comfort-grip 
I-beam handle. For profitable fast turnover all the time, 
sell most advertised, most popular Rtantp’s! 





THE RIDGE TOOL COMPANY « ELYRIA, OHIO, U.S.A. 
Na 


= 


os. 


Work-Saver Pipe Tr ols 
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Consumers’ Attitudes 
Toward Spending & Saving 


(Starts on page 7) 





tion or dissatisfaction with his income 
—or his feeling of financial security— 
and his attitude toward spending. Be 
cause their findings were based on a 
limited number of cases, the authors 
warn that specific generalizations are 
not warranted. They believe, though, 
that two hypothesis may be offered 
for further testing: 

1. “Attitudes toward spending may 
be more closely related to past changes 
in economic welfare than to expected 
changes. 

“Five-year changes (past and ex- 
pected) may be as influential in peo- 
ple’s dispostion to spend as one-year 
changes, if not more.” 

Thus, 60% who said they were 
now better off than five years ago 
bought household goods in the pre- 
vious year, while only 54% who said 
they expected to be better off five years 
hence bought household items. On 
the other hand, only 31% who said 
they were now worse off than five years 
ago bought household goods in the 
previous year, while 36% of these who 
expected to be worse off five years 
hence, bought goods in the previous 
year. 

The greater influence of five-year 
than one-year changes in financial well 
being on spending for houschold items 
is indicated by the fact that 60% who 
said they were better off than five years 
ago bought household goods in the 
last year, while only 55% who said 
they were better off than one year 
ago had made such purchases during 
the last year. On the other hand, 
only 31% who said they were worse 
off than five years ago made these pur 
chases, while 41% who said they were 
worse off than one year ago had 
bought household goods during the 
previous year. 


How Inflation Hurts 


About one-fourth of all people 
maintained in November, 1951, that 
the cold war was harmful to the Amer- 
ican economy because it gave rise to 
inflation. This view predominated un- 
til as late as June, 1952, when as many 
as one-third of those questioned be- 
lieved that inflation was causing gen- 
eral economic hardship and making for 
bad times. By December, 1952, only 
six percent held this view. 

In the words of the authors, “In- 
flation clearly was the most important 
reason for dissatisfaction with business 


(Continued on page 18) 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


\ 
\ 
: 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Mate of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagun head cap screws— 
bright finish. Heads machined top 
bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength p «s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled siots — less 
burrs. Flat and chamfered ma- 
shined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise apoaiied, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 


CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con 
necting rod bolts by the cold 
upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried’ in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue ome 
specifications — hexagon 

hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert—steel covered. Finish: plain, 
zinc Plated, cadmium plated. Size 
9/16", 3/4", 15/16" across the flats. 


Tapped 1/4" to 3/4" Inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


j 
r 
7 
/ 
QB 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
ISTRIBUTORS 


SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





DODGE 


—+ of Mishawoka, Ind 


One of the tenth-year classes in Transmissionecering at the Dodge Manufacturing Corporation, Mishawaka, Indiana. 


COMPLETES TENTH YEAR OF DODGE 
SCHOOL OF TRANSMISSIONEERING 


oth GLASS 


fifth class 


With the graduation of the sixt) 
at the close of the 1953 Fall term, the Dodge 
School of Transmissiones ring con ple tes its 
tenth full year. During this term, fifty-seven 
diplomas have been awarded, bringing th 
total number of graduate Transmissioncers 
to exactly 1200. Classes have been enrolled 
to capacity since the inception of the school 
Graduates, representing Dodge Distributors 


are now actively engaged in selling Dodg 


Actual demonstrations supplement classroom lectures 


Sales Supervisor kastern Division, discusses friction clutches 


produce ts throughout the United States, 


Canada and Mexico 
Phe serious purpose ol both students and 
is a major factor in the continuing 


Dodge School of Transmis- 


faculty 
success of the 
sioneering. The week's training at the Dodge 
Manufacturing Corporation plant in 
Mishawaka, Indiana, is packed during the 
day with classroom lectures and discussions 


laboratory demonstrations and trips into the 


Here Bob Fuson, 





plant “Homework,” in the form of practi il 
problems, occupies the men in the evenings 
The banquet closing the school and marking 
the graduation is the one relaxation from this 
stiff schedule of work and examinations 
Through their service in helping industry 
solve its problems of mechanical power trans- 
mission, graduate Transmissioncers have won 
the respect and confidence of Dodge Distri 


butors’ customers and prospects 


“Homework,” in the form of practical problems based on the 
day's instruction, occupies the evening hours of students. 














DODGE TRANSMISSIONEER NEWS 


\ 


x 
EDGAR M. CARVER, First Vice-President, discusses the com- DAVID FIRTH, Vice-President in Charge of Engineering, 


pany and general manufacturing problems. explains Dodge Torque-Arm Speed Reducers, 





r, puts the sales slant VINTON YARDLEY, Director of the School, reviews 


FRED EBELING, Ce rie ral Sales Mans 
Mechanicai Engineering fundamentals. 


into his presentation to the future Transmissioneers. 


¥. 


BASIL BALES, Supervisor Special Accounts, discusses 


GARTH STROUP, Manager of Distributor Sales, covers the 
Drives—Tayx r-Lock Sheaves and Sproc kets, 


subject of Dodge-Timken Roller and SC Ball Bearings. 


RALPH HANES, Director of Advertising and Sales 
Promotion, explains the promotion program, 





JOSEPH E. OTIS, IR., President presents diplomas at 
graduation dinner as Harry A. Torson, Vice-President 


in Charge of Sales smiles approval, 





Sedeided Wltlals Dion 





1. A good product, made of the best materials by a reputable supplier. 


2. Nationally advertised year ‘round in leading business papers such as 
Moror, Moron Ace and SouTHERN AUTOMOTIVE JOURNAL. 


3. Free merchandising material available for your use: 
booklets, brochures, advertisement reprints, catalogs and 
other sales promotion items. A “How To Solder” leaflet for counter 


distribution, for example, is yours in quantity just for the asking. 


4. Distinctive packaging for eye-catching appeal: 
Acid Core in bright blue and white, Solid Wire in neat black 


and grey. Compositions marked plainly on boxes. 


STOCK IT...SELL 1T—Federated Gardiner Brand 
Acid Core and Solid Wire Solders. 


eel 


““ @ 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 


in Canada: Federated Metals Canada, Ltd., Toronto, Montreal 
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conditions and pessimistic short-term 
forecasts during 1951 and the first half 
of 1952, while the feeling that the 
price level was attaining some stability 
created optimism in the second half 
of 1952.” 

There is therefore little doubt that 
concern with the high cost of living 
in 1951 colored people’s view of busi- 
ness conditions a year from then. By 
the end of 1952, after the rising cost 
of living had leveled off somewhat, un- 
certainty about the future had de- 
creased; and the frequency of optimis- 
tic expectations had grown consider- 
ably. 


Some Conclusions 


Below are some of the conclusions 
we feel can be drawn from this rather 
diverse group of attitudes affecting 
consumer spending. 

1. One clear indication is that in- 
flation and instability in the economy 
tend to make most consumers hesi- 
tate or postpone purchasing those 
items whick are not neccessities. 

2. As greater stability in the cost 
of living and business conditions de- 
velop, people become less hesitant 
and more optimistic about buying 
conditions. 

3. Long-term expectations of price 
increases or declines probably have a 
greater effect on consumers immediate 
purchases of durable items than do 
expected short-term price changes. 

4. Consumers are less sophisticated 
about the effects of inflation on their 
savings than thev are with its effect 
on the prices of those things they buy. 
They are particularly unfamiliar with 
the change in the relative value of 
Government Savings Bonds compared 
with the value of common stocks in 
an inflationary period. 

5. Their feelings about the general 
economic outlook are usually from a 
consumer's viewpoint and not a bus- 
iness viewpoint. Most felt that the 
cold war and the Korean war were 
harmful to the American economy in 
general rather than that they led to 
prosperity and economic well-being. 

6. The growing belief between the 
beginning of 1951 and the end of 
1952 that inflationary pressures were 
subsiding, far from arousing fear of a 
resession, was frequently regarded as a 
sign of the approach of better times. 
In fact, stable and even slightly de- 
clining prices were seen by many as 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 


stimulating consumer demand and 
higher employment. 
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Forged to Fit Power Problems... 


WATSON -STULIMANW SOCKET-WELDING FITTINGS 


We 


Have you discovered the economy and low maintenance cost of an 
all-welded piping system? If so, you are already in line for still further 
advantages from this type of system when you start specifying Watson- 
Stillman Double-diamond FORGED STEEL SOCKET-WELDING 
FITTINGS. 

Made on special machines from solid forgings whose material is selected 
for good weldability and in strict accordance with the required 
specifications. 

W-S Fittings give you joints stronger than the pipe itself. Deep sockets, 
ease alignment, provide ample come and go for pipe sections, minimize 
field cutting and assembly problems. 

Design of fitting is such that flow is smooth and uninterrupted by 
“icicles” or turbulence at the joint. Available in carbon, stainless and 
chrome-moly alloy steels. 

For those applications where screw-end fittings are indicated, you can 
get the same superior physical and chemical qualities in the steel 
analyses you want by specifying W-S FORGED STEEL SCREW-END 
FITTINGS. Look for the double-diamond trademark. Write for 


literature. 


SOLD THROUGH LEADING DISTRIBUTORS 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 
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fastener ideas of the future 


A sales-building advantage for P-K DISTRIBUTORS 


Back in 1942, the Size-Mark on Socket Cap Screws was con- 
sidered a visionary idea, reserved for the distant future, by most 
fastener authorities. Ground Threads on Socket Set Screws 
were believed to be another “dream” development. 

But Parker-Kalon licked the problems, delivered both 
features within the year, on P-K Socket Screws. 

Customers continue to rely on P-K to keep a step ahead in 
fastener development. P-K Distributors cultivate this buyer 
attitude, find it pays off well in mounting fastener sales. 

It’s one of many good reasons why Distributors agree that 
all the selling time they devote to P-K Socket Screws is well- 


invested — why they say “We're O.K. with P-K” 





PARKER-KALON 
SOCKET SCREWS 


The only Size-marked Socket Cap Screws 
The first Ground Thread Socket Set Screws 


V4 PIPE »/ 
SET 


FLAT HEAD BUTTON HEAD SHOULDER HEX KEY 


NEW PRICE DATA SHEETS 
Provided for all P-K Distributors these redesigned dato sheets make 
information needed for quoting (or ordering) quickly available 
Dimension Finder slide charts, mailing folders and other new promotion 
pieces keep the P-K Distributor well-supplied with selling aids. 

“\ Parker-Kalon Corporation, 200 Varick Street, New York 14. 





Black & Decker's Drill Line 
s a good bet to solve it! 


/ 4,829,654 
copies of... 
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Black & Decker te//-em 
Helps You Se/ em 


Because Black & Decker “‘tells’’ your customers, 
you're better able to sell your customers. 

You sell easier when your customer knows what 
he wants. That’s why Black & Decker backs dis- 
tributors with the largest advertising program in 
the portable electric tool industry, designed to sell 
uses of B&D tools . . . give news of additions to 
the B&D line .. . advantages of using B&D power. 


¢ 
SOM CID ov tm wits moss comple tine, with 
the right tool for every job—right in 


type, size, speed, power, price...! Every plant's a prospect! 


¢ 
Sel C177 on 35 factory service brenches! Your 
customers can't get more than 24 


hours away from Black & Decker factory-trained technicians 


1 ’ 
Sel CLF] wih special sates assistance! A highly 
trained B&D Sales Staff is yours, to 


first-aid your own salesmen—and always aid your sales! 


Black & Decker’s year-round advertising pays 
off for you! Surveys show that B&D tools have the 
greatest brand recognition of any line. No wonder! 
B&D pre-sells your customers with 4,829,654 ad- 
vertising messages per month! 

“Best Advertised”’ is just one of many features 
of the Black & Decker line. Check these other 
selling points—and use them for profits! 


oo 
highest quality buy! F 
SEM CIN on icran rater manny can wort Every 


gineering advance- a tool industry chooses and the expert uses! 


Sel CM on advanced product engineering! A staff 
of product engineers keeps every B&D 


tool up to the minute with continual new refinements! 


That’s why it 
pays a to Sel/ 


Yuck i Decker 


PORTABLE 
ELECTRIC TOOLS 


THE BLACK & DECKER MFG. Co., 610 Pennsylvania Ave., Towson 4, Md. 
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ADVERTISEMENT — NOVEMBER 1953 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





JOS. H. YERKES & CO., HELPS DESIGN AND BUILD 
UNIQUE MINE LUBROVAN AT PERRY COAL CO. 


Seeking a more efficient and safer method to lubricate underground machinery, Mr. J. 
Johnaon, Mine Superintendent of the Perry Coal Company, developed in cooperation with 
his maintenance crew, the design of the unique ‘“‘Mine Lubrovan,”’ illustrated below. Basic 
construction of the Lubrovan was done by Mr. Johnson's maintenance personnel. The rec- 
ommendation and installation of the proper lubrication equipment was done by engineers 
of Lincoln Distributor, Jos. H. Yerkes & Company, St. Louis. 


At left, is a close-up of the lubricant pumps and automatic retracting reels with 


delivery hose assemblies. At 


There are many radically designed features 
in this new Lubrovan, believed to be the 
only one of ite kind in existence. Unit is 
mounted on conventional mine car wheels 
and is only 4344" in height from top of 
track to top of cabinet . . . an important 
advantage in underground service. A 14 cu. 
ft. air compressor is mounted at rear of the 
Lubrevan adjacent to cabinet for tools and 
special maintenance equipment. 


Ahead of the cabinet are steel tanks for 
high pressure grease, hydraulic fluid, and 
oil. Lincoln 4° Series, air-operated pumps 
supply lubricants direct from tanks to 50 ft. 
hose assemblies mounted on automatic re- 
tracting reels. A fourth reel has air hose 
with blow-gun for blowing dust off grease 
fittings. 


With all maintenance equipment in one 
portable unit, time for lubrication is cut to 
a minimum. At the end of the first shift, 
the Mine Lubrovan is rolled into the mine, 
machinery is quickly and thoroughly lubri- 
cated following a set routine. The unit is 
then quickly moved out of the mine, per- 
mitting immediate resumption of work. The 
Lubrovan is also used at the maintenance 
shop to lubricate machinery being repaired, 
or rebuilt, or taken elsewhere to service 
other equipment above ground. 


The Perry Coal Co., O'Fallon, Illinois, is a 
Division of Midwest Radiant Coal Co. 





right, a full view of the Lubrovan. 


Cities Service Oil Co., 
Employs Lincoln Films to 
Instruct Sales Engineers 
on Lubricant Application 


Recognizing that maintaining close, friendly 
relationship with the Oil Companies and 
their selling activaties is of vital importance 
to Distributors, Lincoln has continued to 
offer cooperation and assistance. For exam- 
ple, Cities Service Oil Company is now 
holding technical training clinics for their 
Industrial Representatives. These clinics 
set a new high for completeness of organi- 
zation and intensive presentation of tech- 
nical material. 


Before the clinics started, Lincoln was asked 
to make available the audio and visual ma- 
terial required to present the section apply- 
ing to “Application of Lubricants."’ Over a 
hundred Kodachrome, three dimensional 
slides were forwarded, together with color 
slide films and motion pictures dramati- 
cally illustrating the place and importance 
of devices for Controlled Application of lub- 
ricants. In addition, catalogs and technical 
material were supplied for each man. 





Lincoln Wins 5th National 
Award in Five Months 


If the experts are any judge, then Lincoln 
is supporting its Distributors with some of 
the most skillfully planned and prepared 
Advertising and Direct Mail in the country. 
In April, Lincoln received an Award for 
excellence of its Direct Mail in the contest 
sponsored by the Southern and National 
Distributors’ Associations. In July, two 
more Awards were extended to Lincoln by 
the National Advertising Agency Network 
... one for the company’s “Integrated and 
Merchandising Campaign,”’ and a second 
award for excellence of Lincoln’s “‘Business 
Paper Advertising.” 

In September, the Direct Mail Advertisers’ 
Association, Inc., advised that Lincoln had 
been granted a “Special Award of Merit’’ 
for the excellence of its new Direct Mail 
Kit for Distributors. The fifth award was 
described in detail in a previous issue of 
“Lubricant Application News.” 

A most effective method to help Distribu- 
tors reduce selling costs and increase profits 
is to produce convincing national advertis- 
ing supported by forceful Direct Mail at 
the Distributor level. 


New Industrial Catalog to 
Be Announced This Month 


Lincoln Industrial Distributors will be re- 
ceiving, within the next few days, a supply 
of Catalog No. 64 presenting the Company's 
complete Line of Lubricant Application 
Equipment for maintenance of machinery 
in all Industrial Markets. 





The 40 pages of this new catalog are illus- 
trated and clearly describe everything for 
modern industrial lubricant application, 
from grease fittings, hand guns and bucket 
pumps, to a complete line of measuring 
valves, power-operated pumps, hose and 
accessories. Customers of Lincoln Distribu- 
tors will find this new catalog one of the 
easiest-to-use and most effective means to 
simplify specification and purchasing of lub- 
rication equipment. 





LINCOLN ENGINEERING COMPANY 


St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION News 





Modern Controlled Lubricant Application Systems For Modern Machines 





BEARING FAILURES ENDED AT 
NEW HAVEN PULP & PAPERBOARD CO. 


Motor Equipment Co., Extends Benefits of 
Mass Centralized Lubrication Throughout Mill 


Roll Neck bearings on paper machine dryer 
rolls at the mill were failing at the rate of 
2 to 3 times weekly, due to inadequate lu- 
brication. E. G. Beach, Sales Engineer of 
the Motor Equipment Co., Bridgeport, 
Conn., recommended a completely auto- 
matic Lincoln Centralized Lubricant Appli- 
cation System. Now, after more than one 
year of operation, not a single bearing has 
been lost due to lack of lubrication. 

Since the paper machine will operate only 
two hours without lubrication, the Lincoln 
system was provided with completely auto- 


Illustrated above, automatic lubrication 
cycle recorder. 


— a. fo. Yo a 
-~ 
s* 


matic controls. The lubrication cycle deliv- 
ers .04 oz. of oil to each bearing, every ten 
minutes. 

Previously, the dryer rolls had required ten 
barrels of oil each week for lubrication, and 
occasional excessive lubrication caused pa- 
per damage. With the Lincoln System, only 
two barrels of oil per week are required, and 
paper spoilage has been eliminated entirely. 
As a result of this success with dryer rolls, 
New Haven Pulp and Board is now install- 
ing Lincoln Systems on other paper-making 
maciines and on printing presses. 


Heavy Duty, air-motor operated Drum Pumps, 
time clock controlled, automatically supply lu- 
bricant to Injector Circuits on all machines. 





Lincoln Distributor 
Solves Press Lubrication 
For Michigan Bumper Corp. 


Lakeshore Machinery & Supply Co., of 
Muskegon, Michigan, experts on lubrica- 
tion, supplied a quick, effective answer to 
the problem of lubricating large gears on 
stamping presses at Michigan Bumper Corp. 
Three men were required to disassemble all 
the guards from the gears, melt a very thick 
lubricant, swab the gears with a brush, and 
then re-assemble the guards. The task was 
a long, costly process and took the press 
out of production during the procedure. 


Lincoin CentrOmatic* System installed on 
10,000 ton Hydraulic Press. 


Lakeshore'’s sales-engineers in cooperation 
with the oil company representative in- 
stalled a power-operated Lincoln Central- 
ized System which automatically pumps a 
heavy lubricant through tubular lines to 
the gears, overhead, without pre-heating, 
and while press is operating. ‘The System 
was so successful that it was extended to 
other types of presses in the plant. 


Here is just another dramatic example of 
how Lincoln Distributors are serving In- 
dustry, day in, day out. 


Lincoln CentrOmatic* System as installed on 
a 525 ton Cleveland Press. 


*Kegistered Tradename 








Write for complete details on how you can become an authorized Lincoln Distributor 
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If HE's got it to grind... 








REGISTERED 
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YOU've got it to grind with! 


f Your customer's business, in mass production of parts or 
V, ‘ ‘ finished assemblies, is the problem of generating close vol- 
Ou give him erance sizes, of producing high surface finishes, or remov- 
ing stock. CARBORUNDUM's business is the exclusive ability 

to recommend and furnish him, through you, the specific 

type of abrasive product which will give him highest qual- 


ity at lowest cost, on every operation he performs. 
For instance, take portable grinding. He can choose from 
at least 9 different methods of grinding with portable 


equipment. He's looking for the best, most economical 


method for his needs. How can he be sare? By asking you 
and CARBORUNDUM...for CARBORUNDUM alone has a com- 
plete branded line of grinding wheels and coated abrasives 


and tumbling and polishing grains...and only CARBORUNDUM 
can recommend without bias, on the sole basis of what's 


based on best for the user. 


Or perhaps he manufactures kitchen knives. He migne 


use grinding wheels or abrasive belts or both to grind the 





cy 
all abrasive edges and bolsters... finish the handles...or sharpen the 
blades. He could use abrasive grain on set-up wheels, or 


abrasive belts, to finish and polish. CARBORUNDUM alone 


can supply through you a// the abrasives he needs— with 


methods one-source control of quality... quality that’s constant, iden- 
\. tical, dependable—thus economical. 





Only YOU can offer such unselfish advice 


No matter how your customer wants to grind it, you, like every other CARBORUNDUM distributor's 
salesman, are in the unique position of being able to advise impartially—for CARBORUNDUM 
produces the only complete, branded line of grinding wheels and abrasive belts and polishing 


grains. And thus it follows that what's best for your customer is best for you. 


TRADE MARK 


... the ONLY source for EVERY abrasive product your customers need 
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SKIL helped us 


increase portable tool 
volume tenfold!” 


—says Jack Heller, vice president, 
J. Heller and Sons, Newark, N. J. 


This SKIL distributor has done an outstanding job 
over the past 11 years in building portable tool sales 
“There are three big reasons we carry SKIL tools 
exclusively and have been successful in selling them,” 
explains Mr. Heller. 
“In the first place — SKIL offers a sales promotion 
and sales training program for distributor people 


Sales meetings arranged by the nearby Hillside SKIL 
Factory Branch instruct our men in technical applica- 


Roy Larson (second from left) of the SKIL 
Factory Branch in Hiliside, discusses features 
and operation of the Model 450 SKIL Radial 
Saw with members of the J. Heller and Sons 
organization. This is a typical example of the 
close co-operation between distributors and 
SKIL Factory Branches 








SKIL Belt Sander 


SKIL Driver 


tions and selling points. Stock clerks, counter men 
and territory salesmen all get a thorough education 
on the SKIL line. 

‘In the second place, the strong and extremely 
effective SKIL advertising program paves the way for 
our salesmen. Not only is the magazine advertising 
the best in the field, but SKIL sales Jiterature is out- 
standing 

“The third reason we carry this line is the SKIL 
policy of backing up the distributor—with local 


factory branch service and selective distribution!"’ 


For complete information about top-quality SKIL products and SKIL 
sales support, call your nearby SKIL factory branch office or write direct. 








Hk 














oe R-PEC VALVES 
INCLUDE 


BRONZE 
(RON 
CAST STEEL 
FORGED STEEL 
BAR STOCK 


/ 7 / All bronze, iron, and steel castings 










Bar Stock Valve 





are made in the R-PaC foundry 


























@ The complete R-PaC Valve line enables you to furnish valves 
for just about every use . . . power plants, water works, homes, factories, 
pipe lines, refineries, chemical plants, refrigeration work, etc... . 
and for a wide variety of liquids and gases, in a wide range of sizes, 
pressures, and temperatures. It means a single source of supply and 
undivided responsibility for every valve from a tiny 4” bar stock 
valve to the large 24” cast steel valve whether hand 
or motor operated. 

R-PaC 


Pioneers in Design and Engineering Cast Steel 
R-PaC started making quality valves in 1870. Slip-on disc globe an owe 
valves, swing check valves, asbestos-packed cocks, bar stock 

valves, and Lubrotite gate valves, now standard in the industry, 

were designed and developed by R-PaC. The wealth of 

engineering data accumulated by R-P«&C in the field 

over a period of 83 years provides a background of information 

which is readily available to help you with all piping 

systems and installations. 


We Help You Sell R-PaC 


National advertising in trade magazines, sales promotion 
mailings, a quarterly house organ (the R-PaC Triangle), 
catalogs, literature, and periodical calls of our sales engineers 
give you valuable assistance in selling R-PaC Valves. 

You have the advantages that go with selling a 

well-known, acceptable line. Unit packaging keeps your stock 
neat, saves your time in shipping popular R-PaC Valves. 


R-PaC Valves are Profit-Makers 


Many R-P«C distributors have been with us for 
generations because they have found consistently that 
R-PaC Valves are profit-makers. They will tell you 

it’s because they get ALL the valves their customers need... ; 
from one reliable source . . . the R-PaC Complete valve line. \ re, 
You will enjoy bigger, more profitable valve sales if you sell R-PaC. 












Write TODAY 









valves 





Executive Office: District Sales Offices: 
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Republic Upson Cap Screws 


@ Tough heads to outlast hard-muscled 
mechanics, armed with heat-treated 
wrenches... 


Sharp threads that will tighten 
smoothly and powerfully with full 
engaged-thread area to resist pull-out. 


Republic Upson Cap Screws are but one 
member of the family of Republic 
Upson products ... more than 20,000 
styles, sizes, and types of highest- 
quality precision-made fasteners for 
all industries. 

REPUBLIC STEEL CORPORATION 

Bolt and Nut Division 


CLEVELAND 13,0H10 «¢ GADSDEN, ALABAMA 
Export Depertment: Chrysler Building, New York 17, N.Y. 


"a's 
REPUBLIC. 


“BOLTS AND NUTS 
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“YES...WE’VE GOT THOSE TAPS IN STOCK” 


That’s your INDUSTRIAL DISTRIBUTOR 
talking. Many a time, no doubt, you’ve 
heaved a sigh of relief when you’ve 
heard the welcome words, “Sure we’ve 


got ’em”, or when you need service, 
“We'll send Jack right over”. 
And your GTD-GREENFIELD Distribu- 


tor also has direct friendly contact at the 
factory with men he knows well, regard- 
ing non-stocked items or special tools. 

Yes, it will pay you to get better ac- 
quainted with your GTD-GREENFIELD 
Distributor. Stop shopping around... 
stop buying the hard way. 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASS. 








is 








~ 





creates a profitable 


COMMOTION 


n 














Monty Arter Monrn, these and other 
memorable Jewel Brand advertisements hit the 
heart of the big abrasive-products market . . . 
keep JEWEL BRAND first in the minds of the 
nation’s biggest buyers and users . . . help sell 
Jewel Brand Coated Abrasive Belts for ever) 
finishing operation. They can work for you, too! 
opucts, INC Write now for complete details on a profitable 

apeasive Pe sain Jewel Brand franchise . . . prove to yourself why 

sun ereimmren 08: Morne leading industrial distributors everywhere call 
Jewel Brand “the best brand’. Abrasive Products, 
Inc., Pearl Street, South Braintree 85, Mass. 
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Why One Company Pays $170.00 for a Drum of 
KEYSTONE SPECIALIZED LUBRICANT 


MR. DISTRIBUTOR: It’s savings 


like this that bring in new customers 


A paper manufacturer has been using 
an SAE 50 motor oil in a centralized 
lubrication system to lubricate 150 
well type, open bearings on a dryer 
which operates at 273°F. The com- 
pany was dissatisfied with this lubri 
cant, also with several other types of 
oil tried, for the oil ran out of the 
bearings and over the floor.—One 
drum lasted from 30 to 36 hours and 
cost about $70.00. 


Then they tried Keystone—with 


this result: 


They were able to reduce the amount of 
oil feed and also increase the time 
lapse between injections... The Keystone 
product properly lubricated and stayed 
on the bearings—keeping the floor so 
clean that drip pans were no longer 
necessary ... One drum lasted an aver- 
age of 15 days...and the lubricant 
cost approximately $172.00 instead of 
$700.00 every 15 days of operation. 
That's why this company finds it econom- 
ical to pay $170.00 for a drum of this 


Keystone Lubricant! 


Name it and get it! That’s usually the way service goes at 








your near-by Industrial Distributor. His warehouse means 


savings for you on inventory and savings in purchasing 


and open the door to the sale of other 
industrial supplies. Tell the Keystone 
story every chance you get, and you'll 
increase your share of this profitable 
repeat business. KEYSTONE LUBRI.- 
CATING COMPANY, 21st & Lippincott 
Sts., Philadelphia 32, Pa. Est. 1884. 


| f yw . 
TRADE MARES O4C. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 





time and trouble. 
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THESE WAREHOUSES— 


mean QUICK Sowiee. 














JERSEY CITY, N. J. 





CHICAGO, ILL. 
1523 S. State St 
Wlbster 9-5774 











SAN FRANCISCO, CALIF 
244 Ninth 
UNderhill 7 

ooes KANSAS CITY, MO. 

1733 Mein & 

\ Victor 7832 
home 
LOS ANGELES, CALIF $7. LOUIS. MO 


3026 East Olympic Blvd 
1700 Chestnut St. MEMPHIS, TENN 
op Clintrol 6447 730 $. Third St 
5-269! 


ES 


Home Office 
FORT WORTH, TEXAS 
3600 McCart St 

Wilsen 4255 





























ATLANTA, GA. 
*- 451 Whitehall St., S.W 
MAin 7919 








HOUSTON, TEXAS 
583! Armour Drive 


Dat if rf 1 — 


SELLING 


FORT WorTH “QD” SPROCKETS and “QD” SHEAVES 
HAVE THE ADVANTAGE OF ONE HUB FOR BOTH 


Fort Worth originated the ta- Why the “QD” hub in roller chain 
pered hub sprocket with the con- sprockets? Better acceptance by indus- 
veniece of the distributor in mind. _ try of the QD principle; more rugged, 
One hub to do double duty in fool proof assembly; larger maximum 
BOTH sheaves and sprockets. bores are but a few of the answers. 
No worry about running to a Space does not permit us to give all of 
machine shop for a quick rebore. the advantages. Drop us a line, and 
The distributor makes a generous we will be glad to explain further—or 
profit on the full sale, not just better yet-—See for yourself—Try QD 
on the price of a “stock bore” Sprockets and Sheaves — 
sprocket alone. BUY Fort Worth! 





Write for your copy of “QD” 
SPROCKETS, Catalog Section 


300-D just off the press. 
3600 McCart, Fort Worth, Texas 


ORIGINATORS OF TAPERED-SPLIT HUB SPROCKETS 
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Tuilor-Made for fadueisial Markets 


O-B valves have been designed for the specific needs 
of industrial users. With only a few O-B valves you can 
cover a surprisingly large number of applications. 

The No. 11 Globe, for example, shown here, has become 
popular for installations requiring frequent disc replace- 
ment. The screw-over bonnet can take the abuse of re- 
peated takedown and reassembly, and its one-piece con- 
struction makes disc replacement much easier 

In the No. 26 Gate you can offer a 200-pound (WSP) 
valve with the exclusive O-B Flexitite Disc. To meet the 
growing demand for copper-to-copper, there are the 125- 
pound (WSP) No. 16 Globe or the No. 28 and No. 29 Gates. 

With these valves and the many others in the O-B in- 
dustrial line you can meet requirements for nine out of ten 
applications. That's why O-B valves are profitable valves 
to sell. They're tailor-made for your industrial markets. 





a 


BRONZE GLOBES + GATES + ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 
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reports 
in prove’ 


i 


re 


We were getting 250 pieces per 

grind of our tool. Since install- 

, Dn 
ee BEHR-MANNING belts, we have 


P 


raised this to 1000 pieces per 


sifively giv ng us 2 to 3 times grind.” 


ae cuttine life on tough 
ae J r Plant Superintendent 
btellite alloy rough castings and 
P aq Machinery Manufacturer 
gine 


Toolroom Supe rvisor 
Machinery Manufacturer 


Cutting 4340 material, we were 
getting one piece per tool. Now 
three pieces per tool. with new 
Belt Method 

Tool Engineer 

Aircraft and Automotive 

Parts Mfg 


On tools used for cutting through 
scale on rough castings, we have 
btained five times the normal 
cutting life MU ee 
BEHR-MANNING Belt Method 
Superintendent 
Forge Works 
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Carbide tool life greatly extended 


WITH BEHR-MANNING 
ABRASIVE BELT SHARPENING METHOD! 


@ No unsupported claims or limited laboratory tests. Here are 
a few of many actual reports received from the severest and 
toughest possible "proving grounds" — the plants of American 
Industry! Since December, 1952, when this carbide tool finishing 
method was first introduced by Behr-Manning and the Fenlind 
Engineering Co., plant after plant has put this method to the 


Oe Te rene ne eee, Paver Botte test and "given it the works" in its toolroom. 
bide Tools a enpetter cutting edge, but aiso lower 
Sees cost Sy cay He apeme oF Cuneas The results have been spectacular. One large electric machinery 
manufacturer, after trying one Fenlind machine with Behr-Manning 
HERE'S THE COMBINATION THAT DOES IT P . . . 
belts, now uses thirty in 9 different plants! An automotive manu- 
NORTON CRYSTOLON® WHEEL : ‘ é : 
39C60-18VK (Roughing Wheel) facturer installed one Fenlind machine and followed up with an 


order for a dozen! In plants large and small the reaction is the 


same — the BEHR-MANNING® Belt Method gives carbide tools 
a superior edge. 

Show this proven method to your customers. Your local BEHR- 
MANNING Field Engineer will be glad to help you with a 


FENLIND MICRO FINISHER demonstration. Contact him today. 
Model 13 (Pat. Pend.) 


Behr-Manning Corp., Troy, N. Y., Dept. ID-11. 
In Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., U. S. A. 


BEHR-MANNING SPEED-WET® DURITE® 
Paper Carbide Tool Finishing Beits 


d -] HR-MANNING 


® dhvisien of NORTON Company 


A COATED ABRASIVES A SHARPENING STONES A PRESSURE. SENSITIVE TAPES 


For the newest in coated abrasives...watch Behr-Manning ! 
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when you offer 


® 
_ “T p 
BRASS STOPS * VALVES a complete range of sizes « a complete 
FITTINGS s 
sti cea tania variety of types ° all from one source 
for STEAM + GAS « WATER with uniform quality 


en eer ae Factories —Mines— Mills—Oil Fields—Farms . . . all 
have needs for Stops —-Valves— Fittings made by HAYS 
... each is a prospect for something in the line of more 
than 3500 HAYS items . . . everytime you call. 
HAYS... one of the nation’s largest producers of 
GRADUATED machined brass and bronze castings . .. PRODUCTION 
mn, b- FACILITIES that include pattern shops, foundries, pre- 
cision machines, operated by expert craftsmen. 
Familiarize yourself with the HAYS Catalog. Show 
it to your customers. 
HAYS supports you with a consistent distributor 
policy . .. printed literature for personal distribution 
or mail promotion . . . plus advertising in trade maga- 


en zines. IT PAYS TO SELL HAYS. 
HAYS MANUFACTURING COMPANY 


General Offices, Machining, Fabricating and Assembly Plant 


823 West 12th Street, ERIE, PA. 
Foundries: Erie, Pa., and Albion, Pa. 














GROUND KEY 
STOP ond DRAINS COMPRESSION LINE 


BRONZE 3-WAY STOP and DRAINS 
PLUG STOPS 


BRONZE 
GAS STOPS 
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A GOODYEAR FRANCHISE GIVES YOU 


GIM. SERVICE 


-THAT PAYS 


Sy technical sales assistance of the 
G.T.M.—Goodyear Technical Man— 


can make the order for you. Case after case 


shows that the team of the G.T. M. and the 


Goodyear Distributor is the team that wins. 


An example—taken directly from a field re- 
port—is quoted above. It’s the actual story 
of a complete sale made by a Goodyear 
Distributor’s salesman with the help of the 
G.T.M. Cooperation like this is one of 


the reasons why the Goodyear Industrial 


OFF IN SALES! 


Products franchise is one of the top money- 
makers in the industrial supply field, year 
after year. You'll find the other reasons 
listed in the blueprint. For further 
information, write: Goodyear, Industrial 


Products Division, Akron 16, Ohio. 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 
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We think you'll lite “THE GREATEST STORY EVER TOLD’ ~ every Sunday — ABC Radio Network —-THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday~NBC TV Network 
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WIRE ROPE 














HIGHEST QUALITY. It’s both easier and more 
profitable to sell the wire rope line that’s recog- 
nized as unsurpassed for service life and 


economy. 








SUPERIOR SERVICE. The Roebling Wire Rope 
line is complete . . meets every requirement. 
Strategically-located warehouses assure prompt 


deliveries. 








| RS 
CONSTANT ADVERTISING builds demand. 
Full page advertisements, in color, reach all your 


prospects, every month, 











ROEBLING ENGINEERS AND REPRESEN- 
TATIVES WORK FOR YOU . .. their technical 
assistance is available whenever needed to help 


your sales effort. 








Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary of The Colorado Fuel and Iron Corporation 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1953 





anorHeR MODERN CATALOG 


Compiled by 


for another Leading Industrial Supply Distributor 


Exclusive Features 
In Every Catalog 


HIGH SPEED PRICES are printed in 
RED 


CARBIDE PRICES are printed in 
GREEN 


TRADE - MARKS reproduced in 
headings of well-known brands 
tie-in the catalog with manufac- 
turers’ national advertising. 


DIVIDING RULES between 
page columns provide ease of 


Manupacturenrs of a reading 
OXYGEN - ACETYLENE e 


All setups in each catalog are 
ee submitted to manufar:turers 
and brought up-to-date just 


Dirtributers of GAS AND ELECTRIC : prior to press time. 
WELDING EQUIPMENT AND SUPPLIES 


Many of the nation’s 
leading Industrial Sup- 
ply Distributors are turn- 
ing to us for their cata- 
log service . . . there is 
a good reason 


* The Catalog Displayed in this ad has been 
selected from a part of our current production 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Look what you gitlatinn you 


BUY TOOLS FROM ONE SOURCE 





You simplify ordering, 
mailing, and accounting. 





You save on shipping, 
receiving, and handling. 





You make time for your sales 
force by giving them only one 
brand to know and sell. 








en 
AND IF THAT 


You also gain new customers 
who specify Disston tools! 





You also expand sales among 
present customers who will 
find all Disston tools as fine as 
the Disston tools they now 
know and use! 





You can see what this means: The savings you make (noted in 
items 1, 2, and 3) help you lower your fixed costs—therefore 
lowering your break-even point. That enables you to make 

more profit on the same volume of business. 


But, your volume can actually rise (as noted in items 4 and 5), 
helping you to even greater profits! 
Think it over—this idea of buying all your tools from Disston— A FEW OF THE MANY TOP. 
and you'll see that it is a really workable, sensible way for you QUALITY DISSTON TOOLS 
to make more money without investing even one thin dime. Band Saws 
Write directly to us for further information. Do it today! Hack Saw Blades & Frames 
Files 
Carbide Tipped Saws & Knives 
Cutter Heads 


HENRY DISSTON & SONS, INC. hun 


923 TACONY, PHILADELPHIA 35, PA., U.S.A. 
Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B.C.) © Factories: Toronto, Ont., Canada; Sydney, N.S.W., Austrafo 
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More Belts For Industry 





HEWITT-ROBINS 


EXECUTIVE OFFICES; STAMFORD, CONNECTICUT 
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Hewitt-Robins Increases Conveyor Belt 


Production Facilities 41% 





$1,000,000 Expansion Program Assures 
Better Belt Deliveries For You 





Both industrial consumers and industrial supply distributors will 
reap big benefits from the new expansion of Hewitt-Robins con- 


veyor belt production facilities. 


Industrial consumers will benefit from this $1,000,000 program 
because it will help meet the mounting demand for more and 


larger conveyor belts . . . conveyor belts that will speed the 





movement and cut the handling costs of bulk materials. 


You, the industrial supply distributor, will benefit because now 
we can supply a full range of belt sizes, in widths up to 72" and 


at the same time appreciably cut delivery time. 


Add these benefits together and you get only one answer... more 
business for you! As always, Hewitt-Robins stands ready to meet 
your customer’s demands for the highest quality industrial rub- 
ber goods, both belting and hose, and at the same time provide the 


finest possible service to its distributors throughout the country. 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber * Robins Conveyors + Robins Engineers * Restfoam 


FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal + Hewitt-Robins Internationale, 
Paris, France « Robins Conveyors (S. A.) Ltd., Johannesburg « EXPORT DEPARTMENT: New York City. 
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IN LEATHER 








PROCESSING PLANTS 


1 
I 
| 
! 
i 
a 

4 


aaa assess acasnmann an a see eee 


Here’s how NEOPRENE’S performance 
can help increase your sales 


Stress products made with Du Pont neoprene 
when you call on leather tanneries. For neoprene 
resists the heat, oils and chemicals present in many 
phases of leather treatment . . . conditions that 
cause failure in ordinary resilient products. 
Show plant managers and maintenance men 


WORK APRONS of 
neoprene-coated 
fabric are light- 
weight and durable 

. withstand the 
effects of fat-liquor, 
oils, chemicals, 
aging, and the 
wearer’s perspira- 
tion. 


how neoprene can decrease operating costs by 
providing longerservice life in products like aprons, 
V-belts, gloves, boots, and hose. You'll find that 
a neoprene customer is sure to be a satisfied cus- 
tomer ...and a satisfied customer means increased 


sales for you. 


HOSE male with neoprene tube and cover, serving as 
feed lines for pickle and tan drums, resists strong acids, 
salts, degreasing fluids, and chrome tan liquors. Wash- 
out hose of neoprene withstands deterioration from 
heat, animal fats, and oil. 


FEED ROLLERS covered with neoprene on cutting and 
finishing machines give long service . . . resist cutting 
and chipping from continuous abrasion. Even strong 
alkaline solutions are no threat to neoprene’s durability. 





PLAN TO SEE THE NEOPRENE MOVIE 


Full-color 16-mm. sound film describes manu 


OU PONT 


PEG. us. Pat OFF 


Better Things for Better Living 


facture of neoprene shows how it is used in . «through Chemistry 


many industrial applications. No rental charge. 


If you wish, a representative will attend your 
meeting to answer questions. Just write us on 
company letterhead indicating preferred date 


and alternate dates. E. 1. du Pont de Nemours 


& Co. (Inc.), Rubber Chemicals Division ID. 1! The 9 m by Du Pont eiece 1932 


Wilmington 98, Delaware 
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Newly Designed a integral 


--. with completely standard 
round-frame, D-flange motor 


Every FALK Motoreducer 
has these "In-built"’ Factors — 





) 


Precision Gearing. Heat treated alloy 
steel, precision cut and shaved helical gear- 
quiet-operating crown 
toper bored geors for 


ing throughout .. . 
shaved pinions .. . 
easy ratio changes. 


Alil-steel Housings. Unbreakable, strong, 
rigid. Generous overhung ‘oad capacities 
provided by wide bearing spons, large shafts 
and bearings. 


The basic E design permits 
maximum use of standardized 
ports ... closer control over 
materials, processing, inspection 
and assembly . . . resulting in 
faster delivery from inter- 
changeable stocked assemblies. 


. OF} 














ECB 


EBF 


J 


Streamlined inside and outside. Smooth, 
clean surfaces; machine welded construction 


conforms to NEMA motor frames 


Positive Lubrication. Large sump capacity 
. oil-tight construction assures clean lubri- 

cant... direct dip of revolving elements pro- 

vides positive lubrication at all speeds. 


Wide Speed Range. Selective ratio combi- 
nations provide output speeds from 1.5 rpm 
to 1430 rpm with stock gears. 

Sealed Housings. Dual closures and one- 
woy vents keep oil in, dust and moisture ouf. 
Units are splash-proof, leakproof, dustproof. 


(Gearmotor Type-Supplementing 
Falk All-Motor Line) 


Check and Compare 
these features... 


Meet a faithful old friend in a new, 
modern dress! The famous, time-proved 
Integral Type all-steel Falk Motoreducer 
(Supplementing Falk All-Motor Line) has 
been redesigned into a compact, stream- 
lined unit providing the utmost in space 
economy — but retaining all the application 
versatility, long-life performance, easy- 
maintenance features and superior struc- 
tural qualities that have made Falk Moto- 
reducers the recognized standard through- 
out industry. 

In this new Integral unit—rated in 
accordance with AGMA standards—a 
completely standard round-frame, D flange 
NEMA motor is mounted directly on the 
all-steel Motoreducer housing. The motor 
remains a separate piece of equipment, 
readily replaceable with any other type 
or make. Output speed (ratio) can be 
changed within unit's torque capacity with- 
out modifying motor. Size and arrange- 
ment of the standard housing permit wide 
ratio range—from 3.36:1 to 542:1. 

In order to meet the greatest number of 
industrial application needs, the newly 
designed Integral Motoreducers are avail- 
able in horizontal and vertical models, 
both in concentric and right-angle types; 
double, triple and quadruple reduction; 
horsepower range, | to 40 HP. Prompt 
stock shipment in standard ratios is offered. 

Whatever your reduction requirements, 
you get greatest dollar-for-dollar value 
in the long run by standardizing on Falk 
products. Write for Bulletin 3104. 


«+-@ good name 
in industry 


THE FALK CORPORATION. 3001 W. Canal St... Milwaukee 8, Wis. 





Doing a 


Tough Job 


Wel, for The Chicago Screw Company 


Besly Performance on Tough Jobs... 
Helps You Sell Hundreds of Taps 


Often it's the exceptional jobs that 
prove quality —and impress tap 
users. For instance, jobs like tapping 
highly abrasive C-1141 steel in this 
threading operation have proven 
to one large company that Besly 
Taps can “take it.” That's why 
Besly Taps are used in many other 
jobs throughout the plant. 

Besly goes after the tough jobs with 
an offer to tap users to “get a free 


TRIAL RUN on their toughest 
jobs.” You can put this offer to 
work for you by letting Besly per- 
formance on the tough jobs help 
you sell Besly Taps for a// tapping 
jobs in the plant. 


ASK US about the Besly Distributor 
Plan for profitably selling and serv- 
icing the 25% of the plants that 
buy 75% of all the cutting tools. It 
will pay to get the details. 


BESLY-WELLES 


Established os Charles H. Besly and Company in 1875 
106 Dearborn Avenve, Beloit, Wisconsin 


BESLY Drills, Reamers and End Mills . . 


. High Speed Cutting 


Tools in @ complete range of types ond sizes 
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UNSURPASSED ACCURACY 
AT EVERY VITAL POINT 


Microcentric CHAMFER 


ane Accurate RAKE ANGLE 


Selid-Ground THREAD FORM 


er) Mirror-finish FLUTES 


Trv-Squere DRIVER 





Alemite Lubrikarts are a “natural” for both you 
and your customers. You can equip a Lubrikart 
from standard Alemite equipment already in 
stock—heavy inventories of special equipment are 
unnecessary. And your customer gets a complete 
lubrication unit tailored exactly to the lubrica- 
tion needs of his plant! 


ELECTRIC 
LUBRIKART 


Has 12 lb. capac 
ity electric pump 

Reel carries 20 
of High Pressure 
hose 


ALEMITE QUALITY YOU CAN COUNT ON AND REC- 

OMMEND — Lubrikarts are designed and engineered 
to improve plant “housekeeping,” eliminate waste and con- 
tamination, prevent slipshod lubrication. They can reduce 
lubrication time as much as 35.3%. 


AIR 
OPERATED 
LUBRIKART 


High Pressure, 
70 Ib: capacity 
pump operates 
off any standard 
house air line 


Z ALEMITE’S OUTSTANDING SALES FEATURES— 
Alemite Lubrikarts are really complete lubrication 
departments on wheels, carry ali equipment right to the 
job. They’re highly maneuverable — will travel a 26” aisle, 
turn in 49” circle. 


HAND 
OPERATED 
LUBRIKART 


Easy-action hand 
pumps provide 
high pressure lu 
brication or vol- 
ume delivery 


ALEMITE—BEST ADVERTISED NAME—Every two 

weeks 15,000,000 readers of Post and Collier’s see Ale- 
mite advertising—throughout the year. This consistent, 
hard-hitting advertising works for you—building accept- 
ance and sALEs! 


ALEMITE fig — 


886. u 3. PAT OFF 


ALEMITE 


A 


Only Alemite Lubrikarts Offer All These Features! 


@ CHOICE OF electric, air or hand operation. 

@ FLEXIBLE —Con be equipped to meet the specific need of any 
plant. 

@ VERSATILE —Can handle any lubricant to meet any lubrication 
requirement. 

@ RUGGED — Heavy steel base, non-tip design with large rubber- 
tired wheels. 

@ ELIMINATES WASTE, MESS —through use of 
modern transferring and application equipment. 


Free -NEW BOOKLET! 


Alemite **Scles Power’’ shows where to look for more 
Alemite Soles . . . tells you how to move in and clinch 
them fast! Send for your copy now. Fill in and moll 
coupen todey! 


f ALEMITE, DEPT. H-113 
1850 Diversey Parkway, Chicage 14, Ill. 


Name 
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Which of these 
pumping problems is 
costing you money? 


Pumping problems can cut into your plant’s produc- 
tion and profits—or they can be solved by selecting 
the most efficient pump for each job. To aid in this 
sometimes difficult selection, Worthington offers 
complete lines of every major type pump. Here are 
three examples of the way Worthington design over- 


comes specific pumping problems. 


@ CORROSION? 


A number of years ago, Worthington’s 
chemical engineers developed the high- 
nickel, high-chromium, molybdenum al- 
loy, Worthite. The complete line of 
Worthite chemical pumps withstands a 
wider range of corrosives, yet sells for 
less than most stainless steel pumps. 
Write for a free sample of Worthite to 
test in the various solutions your pumps 
may be called on to handle. 


@ SPECIAL JOB CONDITIONS? 


Worthington’s standardization of parts, mountings, materials 
and dimensions gives you 60,000 centrifugal pump combina- 
tions (frame-mounted and Monobloc types) from which to 
choose the one that meets your needs exactly. This unequalled 
selection of standard pumps eliminates the slow, costly custom 
manufacture of the correct centrifugal pump for every job. 


@ HIGH VISCOSITY? 


Worthington rotary pumps use herringbone gears to handle 
viscous liquids at capacities up to 5000 gallons per minute 
against pressures to 500 psi. The herringbone gear design 
eliminates end thrust, trapping, and produces smooth, pulsa- 
tion-free flow. Four heavy-duty roller bearings placed close to 
the load prevent shaft deflection. 


For further information on Centrifugal, Rotary or Worthite pumps, see your local 


Worthington distributor, or write to Worthington Corporation, Pump and Compressor 
Merchandising Division, Section PC.3.11, Harrison, New Jersey. 
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There are almost 1500 types and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 
a wide variety of applications throughout industry. If you use wire rope 
or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


SAFETY HOOKS... . The latch locks the lood, will 
not open until released by operator. Strong, drop 
forged steel hook has improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shank 
and swivel 


CLEVIS GRAB AND SLIP HOOKS .. . These 
sturdy hooks are easily attached to any welded link 
chain. Pin and cotter make it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


& 
P FORGED WIRE ROPE AND CHAIN FITTINGS 


Sy Tf 


bh Ke 
Safety “FIST GRIP" Wire Rope Clips . . . Fool 


proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
thon for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reg. U.S. Pot. Of ) Cheaper thon 
welding, safer than cold shut or cast link, “Missing 
Links” go on in oa jiffy and are stronger than proof 
coil chain. 17 sizes from 3/16” to 1-7/8". 


Laughlin’s new Catalog No. 150 lists the complete line wh 
of drop forged wire rope ond chain fittings with iilustre- ey 


tions, description and specifications. Write for it tedey 


THE THOMAS LAUGHLIN CO. 
1112 FORE STREET, PORTLAND, MAINE 
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GRAPHITED 
BEARING 


ELECTRIC 
MOTOR 


REARING‘ 


HERE’S 
WHY THE 
JOHNSON 
BEARING 
FRANCHISE 


, 


OHNSON is the most complete 


line of sleeve bearings ever sold through indus- 

trial distributors. By handling a wide range of 

stock sizes in these four different types of 

bearings, you can make more 

sales per call and increase your 

bearing business. Every one of 

Si these items is widely known and 

accepted throughout industry. 

Consistent advertising and pro- 

motion both through leading publications and 

direct mail make your selling job easy. If you 

have never sold Johnson Sleeve Bearings and 

Bronze Bars before, we will show you how to 

stock and sell them ... and teach your sales- 

men. If you already sell bearings or bars, we 

can show you the advantages of the Johnson 
Bearing line. Write today. 

JOHNSON BRONZE COMPANY 

535 South Mill St., New Castle, Pennsylvania 


Sleeve 
eT Telaiare 
al telelel ela i-1a; 
Since 
19017 


UNIVERSAL 
BRONZE BARS 


Over Tele) SIZE 
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What makes 
some sales 
more profitable? 


WILLIAMS 
CARBON STEEL WRENCHES 
++.in a@ complete line of patterns and sizes 
Drop-forged, machined and finished in black 
baked enamel with bright heads. 


eee eee SE 


One way to have a better profit picture is to 
cultivate repeat sales from satisfied customers 
On the record, users of Williams tools are “sold” 
on their design, performance and durability. Equally 
important, they like the services of a local source 
of supply. That's why Williams tools are a “natural” 
for you to stock and sell. And, naturally, they pay 


WILLIAMS IMPACT : 
you a good profit in steady, often increased, reorders 


“SUPERSOCKETS 
...exceed every claim made for them 
Fit all power wrenches. 7 square drive sizes 
Over 500 sockets and accessories 


In many cases, it's only a matter of reminding your 
customers of a need—to come up with an order 
And, in that respect, Williams is doing part of the 
job for you. 

Through carefully planned advertising in selected 
magazines, Williams is telling its product story to 


buyers in your market and directing them to you 


em KNOW Williams products 
better by using the New 201 
Catalog. Write for your copy. 


J.H. WILLIAMS & CO. 
510 Vulcan Street Buffalo 7, N.Y. 


| 

¢ 
[ 

i 

I 
X 


eS ASO A SUN EN J 
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if you want Straight Shooting... 


... you can always count on it, from Morse. Like a fine rifle, Morse 
always keeps you right on target . . . gives you that powerful im- 

pact you need with tough problems. Yes, Morse means just that — 
straight shooting! Morse Twist Drill & Machine Co., New Bed-_, 
ford, Mass. Warehouses in New York, Detroit, Chicago, Houston, | “ 


San Francisco . . . linked together in a complete teletype network. TA Ange ‘ 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 
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.. Retired 


—after 
64 years’ 
service! 


Rerirep IS THE WORD 
for this NYB&P Conveyor Belt! 
Installed in the “big blizzard” 
year of 1888, the belt was still in 
good operating condition when 
taken out of service in a Minne- 
sota grain elevator late last year. 
Subsequent laboratory tests re- 
cently completed on a section of 
the belt indicate it might have 
continued to perform satisfac- 
torily for many more years. 


Specifically, these tests revealed 
that the belt’s ultimate elonga- 
tion was still well below the al- 
lowable maximum for new belts. 
Tested for bucket bolt pull-out, 
this 64-year-old belt exhibited 
85°), of the resistance of a new 
belt of equivalent weight and 
construction. 


Few, indeed, were the manu- 
facturers of industrial rubber 
products back in 1888. New York 
Belting and Packing Company, 
however, had been established in 
this field for more than 40 years 
when it produced this notable 
example of NYB&P quality and 
durability. 


Today’s NYB&P conveyor and 
power transmission belting, in- 
dustrial hose and packings—in- 
corporating today’s newest fibers 
and rubber compounds—may be 
expected to set even more im- 
yressive records in the future. 
Siconnidie. they are available for 
your use now...through your 
local NYB&P Distributor. His 
extensive stocks and application 
experience are at your service. 


V-BELTS and “TIMING”® BELT DRIVES 


¢7h 
io: NYB&P INDUSTRIAL RUBBER GOODS 
e 


NEW YORK BELTING & PACKING CO. 1 Market St., Passaic, N. J. 





—_) America’s Oldest Manufacturer of Industrial Rubber Products 
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Effective dispiay of the Delta line aids Mideke customers in selecting 
tools ond accessories best sited to their needs. In addition to 
continvous showroom display, Mr. O'Shea capitalizes on many 
outside opportunities to show Delta Power Tools. Above: Mideke 
Supply disploy at Oklahoma Industrial Arts Association meeting. 


This is @ very small section of Mideke Supply Company's large and Mideke recognizes the importance of schoo! sales. Here, Mideke service 
complete Delta Accessory and Ports department. Stocking of ports includes a clinic for industrial Arts Teachers, with complete demonstration of a 
for immediate delivery is a vitally important part of Mideke's wide variety of Delta Power Tools. Another outstanding school service is 
“service thot sells. Mideke's fine 234-page catalog on school shop equipment and supplies 











ete 


Our BIC DELTA Sales 


SB DELTA 


eet 


mit 


SAYS D. M. O'SHEA, 


Manager of Machine 
Tool Division, 


MIDEKE SUPPLY COMPANY, 


OKLAHOMA CITY, Okla. 


“Complete service to our 


customers—not just getting 


orders from them— is 


Mr. D. M. O'Shea, Manager of Machine Tool 
Division, Mideke Supply Company, Oklahoma 
City, Oklo. 


the core of our business,” says Mr. O’Shea, 


"AV O 17 PAYS OFFS” 


[Gorvieo in Coling 


“The first thing we do for a customer is 
help him get the right size and type 
Delta Power Tool for his job. That’s why 
our Delta salesmen are more than sales- 
men; each man is a trained Sales Engi- 
neer, a graduate of the Delta School, with 
a complete set of Delta Power Tools in 
his own home. He knows from experience 
what Delta Power Tools will do in any 
situation. Customers respect and depend 
on that knowledge.”’ 


2 Corvice in Maintenance 


“After delivery of a Delta machine to a 
customer, one of our Delta Sales Engineers 
makes sure that it is properly set up and 
adjusted. Then he makes a complete 
series of test cuts. During the four years 
we have followed this practice, we have 
never had a single come-back or a dissatis- 
fied customer! But we have had a tre- 
mendous amount of invaluable word-of- 
mouth advertising.” 


5 Senvioe in Installing 


“After a tool is sold, we see that our 
customers get, without interruption, max- 
imum benefits from the quality, rugged- 
ness, accuracy and long life that Delta 
builds into its power tools. 

“Our Delta Sales Engineers know how 
to make minor repairs or adjustments on 
the spot. If parts are necessary, they 
are shipped immediately from our large 
and complete stock.” 


Mideke Supply Company's success can mean 
money in your pocket. It proves that when Delta 
quality is teamed with dealer-service of equally 
high quality, the result is bound to be increasingly 
larger and more profitable sales. Delta Power 
Tool Division, Rockwell Manufacturing Company, 
634L N. Lexington Avenue, Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 


DELTA QUALITY MAKES THE DIFFERENCE 











A PRODUCTIVE ASSEMBLY LINE— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


You can help your customer set up a large or 
small assembly line easily and quickly with standard 
HALLOWELL Shop Equipment. Just design the line as 
he wants it—write up your order for standard, ready- 
made units—and deliver from stock. For complete 
information about this easy-to-sell, profitable line, 
write SPS, Jenkintown 13, Pa. 












































Cho Syed Gear : W START FOR THE FUTURE ce alaceca oo 


CEYTLITATS SHOP EQUIPMENT DIVISION 


JEMRINTOWN PENNSYLVANIA 
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the Profit Line 


OF GRINDING WHEELS 


Here’s a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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The proud papa is B. F. Michtom, Chairman of Ideal Toy Corporation, but 


Do you recognize his famous family? 


They're all celebrities except the happy “father! He's B. F. 
Michtom, who built a $25,000,000 business promoting ‘‘char- 
acter’ dolls inspired by famous personalities. He's holding 
Saucy Walker and Harriet Hubbard Ayer. The others are 
Mary Hartline, the Toni Doll, Shirley Temple, and Smokey 
Bear, protégé of the U. S. Forest Service 

Real-life stars create plenty of excitement when they appear 
at famous stores,"’ says B, F. Michtom. ‘But to cash in, we have 
to get the dolls on the counter on time. We call Air Express 
Frantic telegrams come in: ‘Sold out. 1,000 kids in store. Send 


—_—@ AirExpress. 


more dolls!’ We keep both kids and stores happy — we call 
Air Express again! 

“Stores need mat ads. They run out of autographed photos, 
Jr. Forest Ranger application cards and similar promotion 
materials. Air Express fills the gap fast. 

Nobody needs Air Express more than we. It's indispens- 
able. Yet we pay no premium for this superior service. In fact, 
Air Express rates are /owest of all on most of our shipments.” 

It pays to express yourself clearly. Say Air Express! Division 


of Railway Express Agency. 


Xx 


Gare THeRra FIRSGT via US. Scheduled Airlines 
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NEW selling tool 
for distributors... 


..- reveals greater 


MILWAUKEE Portable Electric Tools again set new 
and higher standards of quality and performance in the 
electric tool field. Notable improvements in design, con- 
struction, and efficiency, including NEW electric tools 
for broader markets in construction and industry — 
outstanding accomplishments of Milwaukee Electric Tool 
engineers in recent years — are fully revealed in the new 


MILWAUKEE ELECTRIC 


5340 WEST STATE STREET ° 


sales opportunity 


1954 CATALOG, just off the press. 

Together with advertising on Milwaukee Portable 
Electric Tools in leading business magazines, reaching 
more buyers of electric tools, our NEW 1954 CATALOG 
brings you assurance of bigger sales and profits in the 
months to come. Familiarize yourself with the Big New 
Markets for Milwaukee Portable Electric Tools. 


TOOL CORPORATION 


MILWAUKEE 8, WISCONSIN 
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Nobody has to argue about the fact 
that the Polar Bear is monarch of 
the North. Nor is there any ques- 
tion about the supremacy of 
Jacobs Chucks. 


Let Jacobs Chucks be your “opener’’ on every 
sales call. The customer starts out agreeing with 
you that Jacobs is the world’s outstanding drill 
chuck. This chuck has never been matched in 
gripping power, accuracy and durability. That 
is why it has been the world’s preferred chuck 
for fifty years. The Jacobs Manufacturing 
Company, West Hartford 10, Conn. 


1F IT’S A 


JACOBS 


IT HOLDS... Business for You 
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THE NEW FINISHED NUT Wp; 
IS A COMBINATION OF THE LIGHT =< 
AND REGULAR SEMI-FINISHED NUTS 
WITH THE EXCEPTION OF THE 7/ie SIZE, 
WHICH WAS WIDENED. THE NEW NUT 
OIMENSIONS ARE THE SAME AS THE 
PREVIOUS LIGHT NUTS THROUGH THE 
/a"SizE. FOR ¥4"AND LARGER THE 
DIMENSIONS ARE THE SAME AS 
THE OLD REGULAR NUT. 





hill WHERE FINE 
Ss” AND COARSE 
THREADS ARE USED INA 
GIVEN ASSEMBLY, THE NEW 
DIMENSIONS MEAN THAT 
THE SAME WRENCH OPENING 
MAY BE USED FOR EITHER 
FINE OR COARSE THREADS 
OF THE SAME O/JAMETER. 





THIS ADVERTISEMENT IS NO.3 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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LOUIS ALLIS OPENS THE DOOR 
to more motor sales for you 


— an outstanding line of motors and adjustable speed drives 
— a complete program of selling aids 
— national recognition and acceptance 


For more than 50 years, Louis Allis has been a 

“buy-word” for top-quality moters. With the in- 

dustry’s most diversified line of special motors 

and a complete range of standard motors, Louis 

Allis lets you offer the unit that fits your custom- 

ers’ job requirements exactly. 

And to help you do the best selling job, Louis Allis offers you this complete 

program of useful selling aids: 


LOUIS ALLIS CONSOLIDATED CATALOG 

The handy catalog that many industrial buyers reach for, when- 
ever they want electric motors. Complete price, dimension, and 
application engineering information. Your company name, im- 
printed on the front cover, shows prospects and customers 
where to contact you for every motor need. 


MOTOR-APPLICATION BULLETINS 

There’s a standard or special Louis Allis Motor for 
every job and a Louis Allis bulletin covering practical- 
ly every type and application. These bulletins, packed 
with complete, clear, concise information, let you talk 
authoritatively — sell better — insure the right motor 
for the job. 


; TECHNICAL HELP AND ADVICE 
‘ ae You get prompt and full cooperation from your nearby Louis 
Sey Allis District Office on any unusual or difficult motor applica- 


5 oe And Louis Allis’ familiarity with hundreds of special 


motor problems means extra business for you. 


THE LOUIS ALLIS €9O. 
MILWAUKEE 7, WISCONSIN 








Photograph by Paul Davis 


The extra quality built into every Butterfield tap 


pays off on your production line. 


Ss Y TPeaA HR Fla ob D 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U.S.A 


TAPS ° DIES © REAMERS ° DRILLS * COUNTERBORES @ SCREW PLATES 
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TAPS by CARD 


Built into every Card tap are years of concentration on one ideal — to build the 


best taps money can buy. 


Completely stocked offices at Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle 


5. W. CARD MANUFACTURING CO., MANSFIELD, MASS. * DIVISION OF UNION TWIST DRILL CO. TAPS © DIES « SCREW PLATES 
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Perfectly designed for its job.... 


Union’s long experience in the cutting tool field reflects itself in the 


excellent performance of every tool it makes. 


rwist J MPA! 
Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: S. W. CARD erpetuneeeneds CO. DIVISION, Mansfield, Mass. [A°S. | SCREW PIA 
BUTTERFIELD DIVISION, Derby Line, Vermont R 
BUTTERFIELD DIVISION, Rock Island, Quebec ( 





“THIRD HAND” for cutting pliers! 
BRAND NEW 


OPBVD> “CUSHION THROAT” 


New convenience and 
safety device for pli- 
ers used for cutting 
electrical and spring 
wire...acts as a third 
hand to hold short 
end of wire during Cun. ort tae 


and after cutting! . 1S HELD BY 
PLASTIC CUSHION 


APPLIED TO ANY 27724 DIAGONAL OR SIDE CUTTING PLIERS! 


It's a simple idea, but mighty effective. The 

“cushion” is tough, rubbery red Plastisol, bonded 

beside the pliers’ cutting edges. As the pliers 

TOOL NO. 41N-6 close, the Plastisol cushion grips the short end of 
with CUSHION THROAT the wire very tightly, holding as the cut is made. 


To order Utica Ptiers 


PROVED AFTER YEARS OF TESTING! 
with Cushion Throat 


use tool number and Utica “cushion throat” pliers have been made on 

add N. For example, special order and safety tested by many irdustrial 

No. 41N-6 ‘ plants over the past few years. They have proven 

especially valuable in electronics work where cuts 

$1.00 LIST ADDITIONAL can be made inside a chassis without danger of 

the snips of wire falling into the set. On “live” 

work this helps prevent short circuits. When cut- 

“Unica” (when referring to the line of hand tools) and ting springs or hard wire, the safety feature keeps 
“Uuica Tools” are Trade Marks Reg. U. S. Pat. Off ° : no 

wire from flying and hitting a nearby operator. 





Patented: Exclusive with Utica Drop Forge and Tool Corporation, Utica 4, New York 


\ 
N 


“\ 
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OFFER DISTRIBUTORS 


A WIDE RANGE 


OF PropuCTS...AND Unlimited sales possibilities! 





Check Products | Check Uses | Check Markets 


@ Cushion vibration © Automotive, Manufacture and Repair 
© Aircraft Manufacturing 

® Building Construction 

@ Electronic Industry 

© Heavy Machinery 

® Metal Sesh and Door 

© Make gaskets © Precision Instrument 

© Mount delicate instruments © Railrveds 

© Prevent skid @ Chemical Industry 


@ Sponge Rubber 
Neoprene and Natural in four densities . . . in © Prevent squeck ond wear 
rolls, sheets, strips with or without adhesive 

. die cut forms ... custom molded pieces. 
Five colors... others available where quantity © Absorb Shock 
weorrants 

@ Special Molded Sponge Rubber Parts 
to specifications. 


@ Dampen sound 


® Seal joints 


®@ Sponge Rubber, 
fabric reinforced. 

®@ Rubber and Cork © Set gloss in metal frames @ Metal Working 

© Mines and Quarries 

© Ship Building 

© Trailer Manufacturing 

© Rubberized Fabrics, © Weatherstrip metal sash © Air Conditioning ; 
with or without adhesive oa Setess ®@ Heating and Ventilating 

© Rubber Cements vOvent Terehen © Army, Navy and Airforce Ordnance and Signal 
... for rubber to metal applications or for © Prevent leaks ® Packaging and Materials Handling 
cementing rubber to rubber. © Other specification requirements © Utilities 


. in rolls, sheets and strips @ Insulate against heat or cold 
© Molded Rubber ® Prevent metal to metal contact 
. . . die cut forms, custom molded pieces. © Protect against scratch or abrasion 








The wide range of DUTCH BRAND Rubber Products gives be solved with special adaptations of these materials. 
distributors an excellent opportunity to make sales on prac- It will pay you as a distributor to become familiar with 
tically every call they make. Most manufacturers have use DUTCH BRAND Rubber Products... ask your Van Cleef Bros. 
for one or more of these products in manufacturing or plant salesman to acquaint you fully with this line or help you 
maintenance. Where volume warrants special problems can with special applications. 


WRITE REGARDING 


OUR DISTRIBUTOR PLAN (i VAN CLEEF BROS. [NC. 


Menvtacturers of Rubber Products 
DIVISION OF Johns Manville 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 
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BREAKDOWNS ELIMINATED ON TRANSFER CAR 
Co., India U/ 


at Bridgeport Brass 6%, 


t <r = ~ 
) el ] 


j 


> 


The FAULTLI SS No. 1306-8 Extra Heavy Duty Caster 
like those used by Bridgeport Brass, Indianapolis, 
Indiana, on thew heavily loaded transfer car Precision 
built, deeply corrugated for extra strength, moves loads 


up to 7% tons per caster 


napolis, Ind. 


The Indianapolis Mill of 
Bridgeport Brass produces brass 
and copper mill products in the 
form of sheet, rod, wire, and 
tubing Materials handling 4 
Bridgeport, as in other industries, 
is always of major concern 
Rough concrete floors and steel 
tracks were 4 rugged vest for 
truck casters The intolerable 
costs encountered when casters 
under the transter Car frequently 
-oke down necessitated an im- 
mediate solution to the problem 
After trying many different kinds, 
engineers at Bridgeport found 
FAULTLESS stood up on the 
job. The choice of FAULTLESS 
Engineered Casters by the 
Bridgeport Engineering Departt- 
ment, eliminated a costly pro- 
duction “bottle-neck.”” Now, 
more than five tons of brass and 
copper tube are moved 50 to 60 
times on FAULTLESS Casters 
each day at Bridgeport Brass 
Company. If you too have 4 
rough caster problem, a Faulcless 
Sales-Engineer will gladly help 
you choose the right Caster for 
your needs, oF write us for cata- 
log specifications, NO obligation. 


™ ee this ad / like!” 


It tells how Faultless Indus- 
trial Casters solve tough jobs 
—and keep the production 
Sront rolling for my custom- 
ers. Saving man-hours by 
eliminating costly break- 
downs, as pointed up in this 
ad, wins confidence in my 
Casters and brings repeat 
orders. 


FAULTLESS INDUSTRIAL 
DISTRIBUTOR 


“.eelt ends guess work” 


Now 1 m sure the Series 1300 
Faultless Caster 15 the answer 
for several tough jobs where 
heavy loads are jolted over 
sharp obstacles, like thresholds. 
I'll sell the 1300 Series, and 
companion products as 
well 


FAULTLESS 


DISTRIBUTOR SALESMAN 


“eeegive me more 
facts like this” 


Materials handling is 
my daily problem and 
when faced with a 
break-down or caster 
failure I appreciate 
facts on how others 
selected Specific equip- 
ment to lick the caus. 
Give me more of these 


ads. 


FAULTLESS INDUSTRIAL 
CASTER BUYER 


The Fau 

part eager ae on this page is one of a 

weg ps ear in Industrial publications 

ever by wader seer A 4-page external house 

een aie usively to reporting on mate- 

ae lems is yours for the asking, for 
ong your salesmen and customers 


Ww 
rite, no obligation, for 


Faultless Facts” 


further 
, published monthly 


details about 





Prime your plant for 


.. with DEPENDABLE ED 


WER TRANSMISSION and 
CONVEYING EQUIPMENT 


has proven that Dick's Conveyor Pulleys, 
Stee! Split Pulleys, V-Belt Drives and Balata Belting have the 
fortitude to give and take more. They offer you long, efficient, 
economical service . .. have the rugged ability to absorb your 
repeated peak operating demands. 

That's why manufacturers who wanted to prime their plants 
for continuous productivity years ago tumed to the depend- 
able Dick line. And hundreds of thousands of others, under 
today’s increased production loads, are doing the very some 
thing. 

Whenever YOU need power transmission and conveying 
equipment, be sure to ask your local distributor for the Dick 
line. It’s the best by test! 
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THIS LUBRICANT 
REDUCES 
CERVICE CALLS” 


—says LYNCH CORPORATION 








Toledo, Ohio ay 





**LUBRIPLATE greatly reduces 

unnecessary wear and prolongs 
the life of machines. It has reduced 
customer calls for service to a mini- 
mum. Our Service Engineers can read- 
ily spot machines that have had other 
than LuBRIPLATE Lubrication, as these 
machines do not give the service they 
should.” 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page ‘‘LUBRIPLATE 
DaTA Book”. . . a valuable treatise on 
lubrication. Write LuBRIPLATE Dtvi- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio, 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 




















WITH LUBRIPLATE 
EVERY SALE 
GIVES YOU 
MORE TIME 
FOR SELLING 


Sounds like a paradox but it is not 
when applied to LUBRIPLATE 
Lubricants. These outstanding 
Lubricants are self-repeaters. After 
you once get a plant using LU- 
BRIPLATE on as many machines 
as possible, all you have to do is to 
periodically call for the orders that 
are ready and waiting for you. 
That gives you the time to intro- 


duce LUBRIPLATE to others. 


And the business you generate is 
yours, all yours. Just as your firm 
gives you the exclusive credit for 
the sales in a certain area or group 
of customers, so we at LUBRI- 
PLATE give your house exclusive 
territorial or industry rights. No 
one can cut in on you as long as 
you are doing a job. 


The salesman who is working for 
an industrial supply house that 
features LUBRIPLATE Lubri- 
cants, has unusually fine opportun- 
ity to build himself a substantial, 
steady business. LUBRIPLATE 
Lubricants are ready sellers. As 
we have said, they are repeat 
items and that is of utmost im- 
portance. The unit of sale is large 
so well worth going after. The 
LUBRIPLATE Tag Plan provides 
the salesmen with sure-fire leads. 
The company helps you sell with 
nation-wide advertising, industrial 
shows, comprehensive printed 
matter and the services of trained 
lubrication field advisors. 


The opportunity is there. If you 
grasp it you will make good money 
for yourself now, and in the fu- 


ture 


(ADV ERTISEMENT ) 
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THIG LUBRICANT 
CUT OVERHAULE 
IN HALE" 


—says WESTERN AUTO 
TRANSPORTS, INC.” ee 


V “Operating over 200 tractors and 


200 trailers from Detroit to the 
West Coast, we encounter temper- 
atures from 120° above across the desert 
to 40° below in the mountains of 
Colorado. We have found that with 
LUBRIPLATE our wheel bearing pack- 
ing mileage has tripled. Since using 
Lubriplate A.P.G.-90 in our transmis- 
sions and differentials, we are getting 
double the mileage bet ween their over- 
hauls.” 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “‘LUBRIPLATE 
Data Book”... a valuable treatise on 
lubrication. Write LUBRIPLATE DIVI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 
































hat would i cost 


TO CARRY YOUR OWN 
PIPING SUPPLIES / 


@ Very briefly, the answer is: “Too Much!” 

You probably do, and should, carry sufficient 
supplies for the every-day run of small jobs. 

But to carry everything you might need for six, 
or even three months would freeze a lot of your 
working capital—would require a lot of ware- 
house space. 

That's why it makes sense to let your Republic 


Steel Pipe distributor carry your inventory. He 
carries a full line of steel pipe in all the sizes you 





To help tell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications 


= 











.. plus the fittings, valves, fixtures, controls, 
tools . everything for a complete plumbing, 
heating, refrigeration, air conditioning, process 
and industrial piping, or other piping job. 


need . 


He delivers in « hurry, whether it’s just a few 
lengths or a truckload. You get just the supplies you 
need, when you need them. And you save floor 
space. You save insurance. You save handling costs. 


It's profitable to know your Republic Pipe Distrib- 
utor. A phone call is all it takes to get acquainted. 


STEEL PHIPE 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 











QUICKLY! 


Bunting Standard Stock Bearings 


A phone call to your nearest local Bunting Distributor will bring you 
immediately a few or many completely machined and finished Bunting 
Bronze Standard Stock Bearings for production or maintenance of 
machine tools and plant machinery of all kinds. No further finishing 
is required in most cases—-wide range of sizes meets practically every 
need, They are always in stock, awaiting your order, 


Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book-——most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs, 

Ask him for catalog. 


Sramtleas 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop + iron Age * Machinery + Mill & Factory + Southern Power & Industry + Steel 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 
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for Crane Hoisting 


with 
Maximum Flexibility 
Wearability 
Super Toughness! 


NEW 


Tuffy 


HOIST LINES 4 


Tuffy Slings Are Preferred al! along the 
line—by the buyer who must watch sling 
costs, by the safety engineer who must 
prevent accidents, and by the men who 
work with them. Tuffy’s patented, 9-part 
braided wire fabric construction provides 
greater flexibility for easy handling, is so 
constructed as to resist stranding even 
when one of its 9 parts is cut or broken. 
Kinking and knotting cannot materially 
damage the braided construction. Tuffy 
Slings are also proof-tested to twice their 
safe working load. 


New Tuffy Hoist Linenow joins Tuffy 
Slings to give you a hoisting team that 
provides more service and safety from 


Attention Industrial AR ’ drum to load. Tuffy Hoist Line is espe- 


. . cially designed for overhead, stiff leg and 
Distributors! mobile cranes, for derricks and clamshells. 


The number of territories 
where industrial distributors 
are needed is growing 
smaller. Now is the time to 
check into the greater sales 
opportunities Tuffy Slings 
and Tuffy Hoist Lines offer 
in your territory. No need to 
stock a large variety of rope 
constructions. From your 
stocks or Union Wire Rope 
mill depots, you’re always in 
a position to make speedy de- 
livery of orders! Write our 
Sling Division today for com- 
plete information on the Tuffy 
Distributor Plan. 


Forget Complicated Specifications on var- 
ious rope constructions offered for hoist 
line service! Just state length, diameter 
and the name Tuffy Hoist Line. You'll get 
a rope that will cut hoist line costs and 
down-time, absorb load shocks and stay on 
the job longer than any rope you've ever 
used! Put the Tuffy Team to work for you 
and see the difference! 


containing 48 pages of useful information 
Also Tuffy Hoist Line folder. 


unr0Nn (ORY) 2c Kone Corporation 


2236 Manchester Ave. Kansas City 26, Mo. 
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“Here’s what sold me 


Nd on the Porter-Cable Franchise...” 
> 


® A few territories still open. 
Send for Porter-Cable’s 12- 
page Policy Booklet. Write to: 


Porter-Cable Machine Co. p orter- C ca ble 


1191 N. Saline Street, Syracuse 8, New York 
Saws © Belt Sanders © Orbital Sanders @ Routers @ Planes @ Hedgshear ® Shapers . ‘ 
Chain Saw @ Drilis © Bench Grinders © ComboTool @ Abrasive Belt Machines ualily beclric ols. 
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CONSERVE YOUR 
MAN-POWER 


Vb 


The Cushman Air Chuck 
Catalog No. PO-64-1952 
covers our complete line 
of Air Chucks, Cylinders, 
and Accessories. 


Cushman Manually Op- 
erated Chucks are sepa- 
rately described and 
listed in Catalog No. 
65-1952. 


Either or both will be 
sent on request 
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ALUMINUM .» IRON BODY 
AIR CYLINDERS 


and trouble-free in operation, Cushmar 


Simple powerful, 
i <eliehilace! Air Cylinders set an entirely new iS ilelalelsiae! for 
performance sTolhehalel:teMelale Mm ARAiImiel rugged moving 
ri« 


elenas} they oper 1fe vu tc } ynest required spee 


Cushma eeded in pertecting the 


follam ae) stigelmmelale| dal-mmelelislae’ dal-ta-Meleleliice 
f f 


pressures can be | f 
fe) ol -igehilale| raelalethiteli 
Any air chuck 

of its ro) ol-daehilale] 

Air Cylinders have | 
Teldiilelila ane haan 

be. used with other 
Rotating Air Cylir 

/ / 

at speeds up t 
alelsle Mme lale Me lelale mnt. 
design Const 


a lalal-lalahaelaialehileli 


THE CUSHMAN CHUCK COMPANY 
813 WINDSOR STREET 
HARTFORD 2, CONNECTICUT, U.S.A 


1NeE INCE of) 
] 5 y 


fo 


A WORLD STANDARD FOR PRECISION 


73 





yy Were’ yo 
Riv ), three punch 
in selling “Wi holson tiles 


“4 
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es a 


NICHOLSON FILE COMPANY 
42 Acorn $t., Providence 1, R.1. 


N IC H 0 LS0 N F i LES FOR EVERY PURPOSE ing 
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“AMERICAN BRAND” ROPE IN CARTONS 





Carton protects rope 
Rope stays clean 
Uncoils from carton 
No inner lashings 
Uncoils prope rly 

no kinking 
Easy to handle and stock 
Makes attractive display 


6 Sizes —10 Put-ups 

In Individual Cartons 
1/4”, 5/16", 3/8", 1/2” dia. in 
600 and 1200 foot coils 
and 4/4” dia. in 600 foot coils 
only 


IN A completely 


CARTONS ~ —cpeang ee wn 
$i, g 


, ; rogram. 
Handy Coils 100 foot coils up to ! _ dia P 9 


Handy Twines —7 popular types of jute twines 


yr Seen Gaeta lige ee 


MAIL COUPON NOW—-Ger complete information on the AMERICAN MANUFACTURING COMPANY 
“American Brand” packaged cordage merchandising pro- | Noble & West Sts., Brooklyn 22, N. Y. 


gram | Please send information about 


AMERICAN MANUFACTURING COMPANY LL) Rope In Cartons () Handy Coils Handy Twines 
Brooklyn 22, N. Y. Name____ sddieiaeiaiaiiins 
' h ; ' 
a ya pecking. “Seler” ie, "Caen oad eit Ven | Company. 
Branch Factories Address 
St. Louis Cordage Mills, St. Louis 4, Mo. 
Delaware River Jute Mills, Philadelphia, Pa. +e City 











Zone State 





Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, 


Philadeiphia, Pittsburgh, San Francisco ee ee ER Re ne 
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Talk of the Trade 


TWO-GUN PRESIDENT: It’s “TwoGun” Eisen- 
hower since Senator William A, Purteil (former president 
of Holo-Krome Screw Corp.) went to the White House 
with Graham Anthony, chairman of the Colt’s Manufac 
turing Co. . . . They presented President Eisenhower 
with a pair of matched official police, double-action .38 
caliber revolvers with pearl grips and suitably engraved 

. Senator Purtell explained he had found out the 
President wanted a revolver of that type and arranged to 
give him examples of his home state product 





A KING-PIN PEARL: Pearl Ackerman, (Bingham Tool 
& Supply Co., Cincinnati), is the United States’ eighth 
best lady bowler . . . After carrying off the ladies’ cham- 
pionship for Cincinnati in 1951, Miss Ackerman entered 
the nationwide contest in Detroit earlier this-year, and 
racked up an impressive score in the doubles, finishing 
cighth . . . Miss Ackerman has been bowling for 10 
years, and shows up at the alleys at least three nights a 
week . . . During the work day, Miss Ackerman strikes 
out with top scores as secretary to Ralph Bingham, 
firm president. 


HOW’S YOUR LAWN?: George Jasmin, salesman 
(The Lindquist Hardware Co., Bridgeport), isn’t very 
sympathetic to complainers about crab grass, lack of rain, 
and other such minor ailments common to cultivators of 
lawns . . . George’s sizeable lawn cost him plenty to 
get in shape. When he returned from his vacation, he 
found the river that runs through his property had 
overflowed during a flood rain . . . The once-beautiful 
lawn was entirely covered with rocks of every size and 
description . . . It took a while to talk George out of 
having the lawn paved and painted green, so don’t tell 
him about little things like crab grass—he’d settle for that 
anyday. 


IDEAL ARRANGEMENT: Of course he was only kid 
ding, but when your editor intervicwed Herbert Rosen, 
treasurer (Franklin Supply Co., he similed 
and said, ““You should see my brother, Benton.” Your 
editor, noting Herb was also manager of the supply 
department, while Benton was president of the company, 
stuck with Herb for awhile . . . Later, Herb amplified 
his suggestion by adding, “B. H. worries; [| work.” . . 

It’s too bad he was kidding—it seems like such an ideal 
arrangement for a partnership, 


Prov ick nce}, 


Var gia! — =r, ! 
\ A \ienan "Tun 


{ i \ 
AN YAW WO 


ONE TRACK MIND: When it comes to potential, 
Bob Lawrence, salesman (Mize Supply Co., Waynesboro, 
Va.), is like most industrial supply salesmen—anything 
that moves must use something he sells . . . ‘Two of 
Bob’s accounts are the smallest railroads in the country 

. . One Chesapeake diesel line, connecting large rail 
roads, is only 50 miles long . . . The other account is a 
one mile long, live steam, narrow gage railroad erected 
by hobbyists, and used as an attraction for children and 
railroad hobbyists. 





WHAT’S IN A NAME? Charlie Gaillard (Briggs 
Weaver, Dailas) had a customer on the phone raising 
“Hail Columbia” about an item that was supposed to 
have been shipped, but hadn’t been received . . . The 
customer's name was MR. MADDER—naturally! 


RHAPSODY IN NOISE: The chatter of pneumatic 
drills, the roar and bang of power shovels, (and silent but 
frustrating detour signs) have haunted two Milwaukee 
houses—Triplex Supply and Shadbolt & Boyd—almost a 
year now... fin. sufferer from civic excavation is 
Richard E. Ela Co., Madison, Wisconsin . . . “Trouble 
is”, says John Pauly, Triplex, “as soon as they fill in the 
holes, they dig ‘em up again.” 


G.L.B. 
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Jenkins is the only manufacturer of both valves and dises, 
‘ and is the originator of renewable composition disc 
valves, That’s an important advantage for the Jenkins 
Distributor. He can offer discs of time-proved design and 
composition for top performance, plus authoritative dise 










information. 





The market for dises is everywhere he sells. A big per- 
centage of the valves in use throughout industry are dise 
equipped. Periodic replacement, to protect valves from 
premature wear, is standard practice. 

He can demonstrate that any valve is a better valve 
with a Jenkins Disc. He can also offer plenty of proof that 
a still better assurance of dependable valve efficiency is 
a Jenkins Valve with a Jenkins Disc. 












Any way you look at it, disc business is good business SEP 
for Jenkins Distributors. It’s another of the many reasons ae 
why Jenkins is the preferred franchise of the nation’s top- J EK N 
rated industrial supply specialists. Jenkins Bros., 100 
Park Ave., New York 17. Jenkins Bros., Ltd., Montreal. 











_ information on Jenkins Renewable Composi- 
=! Ye gals WDiscs is contained in the 12-page folder, “A Guide 

“me >; | 33) ws \¢ <—_ jo Ce fect Disc Selection”. The “Jenkins Disc Selector” 
Se tag | toe | | —_ ie 8%" x 11” wall chart listing recommended 
Te { fal common services, temperatures, and pres- 
Pere supplied to Jenkins Distributors on re- 
ted with name and address. 
















p38 
Made for ‘ordinary services, and various special com- 


position and metal discs for such services as super- 
heated steam under high pressure, severe oil service, 
and other special operating conditions. 











Wouldn't you rather 
sell "customer 
benefits" than just a 
product? 


And don't you agree 
that a product that 
really has “customer 
benefits" is worthy of 
your effort in secur- 
ing orders for it? 


Flexcelo is just 
loaded with "customer 
benefits." Longer serv- 
ice life--light weight 
--extremely flexible-- 
no water leakage--re- 
duced hose-drying 
time--are just a few. 


No product will sell 
itself--it takes a 
salesman to do that-- 
but you'll find that 
Flexcelo will really 
sell if you'll discuss 
its benefits with your 


a Lf 


Sales Manager 


REPUBLIC'S 5 -PoinT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


@ A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


@ A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


@ FREEDOM from competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day-to-day so- 
licitations. 


@ SELLING helps of r bl 80 
that his sales force may be given the on 
vantage of specialized training and a 
knowledge of the product sold. 





COTTON- JACKETED, RUBBER-LINED 
FIRE HOSE FOR INSIDE USE 


FLEXCELO .. . single-jacketed, cotton, rubber-lined fire hose is now ready 
for your cabinet or wall-type hose racks! 

Thoroughly tested and approved by Factory Mutual Laboratories, Flexcelo 
Fire Hose gives you greater protection and vastly better service than any 
unlined hose you've ever used. 

Flexcelo is easier to handle! It's easier to test and it's extremely flexible, 
even under pressure! 

Because Flexcelo is a rubber-lined hose, there's never any leakage of water 
through the jacket. This reduces hose-drying problems and ends the nasty 
mess of getting water anywhere and everywhere but on the fire. 


Flexcelo Fire Hose is available in 1%-inch size only in 25-,50-,75- and 
100-foot lengths. Every length is treated with Republic's exclusive Provar 
Process for long-time protection ogainst mildew and is furnished with brass 
expansion ring couplings attached. 


Your Republic Distributor can help you plan, select, apply and maintain 


any Product of Industrial Rubber. If his name is not listed in the yellow 
section of your telephone directory, write us for his name and address. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 





How's Your Selling? 


W I: have all been puzzled by this paradox: why is 
it that during the recovery and boom phases of 
a cyclical movement, businessmen in the aggregate 
tend to let out their purse strings and spend heavily 
on selling, sales promotion and advertising and with 
the first appearance of a let up in activity, they con 
tract their selling and promotion efforts—at a time 
when these stimulants are most needed? The effect is 
thus to make booms higher and depressions lower. 
But suppose businessmen should buck the trend by 
setting up product development, advertising and pro- 
motion reserves in good times to be used as business 
begins to slacken, wouldn’t this have a tendency to 
lend off the peaks and fill in the valleys and thus 
keep the U. S. relatively depression free? 


Why Do People Buy? 


I've just finished reading a new book that attempts 
to supply an answer to this basic selling problem. It 
is titled “Why Do People Buy” by the editors of 
Fortune magazine (McGraw-Hill Book Company, 
330 W. 42nd Street, New York 36, N. Y., $3.50). 
It is based on a series of articles which originally ap 
peared in Fortune and have been brought together 
here and expanded into book form. Fortune’s rr 
search indicates that, “an uncomfortably large propor 
tion of businessmen do not look on selling as an 
integral function of management: much like some 
economists, they view selling as an after-the-fact ac- 
tivity in which the principal job is to keep costs down. 
.. . If it is true that too much of our selling effort 
represents a static acceptance that there is only so 
much pie to go around, then it follows that there 
are scores of opportunities yet unseized. By and large, 
businessmen still cling to the habit of scheduling 
sales efforts almost as if they were a reward for sales 
rather than a means to them.” 

In the title essay, the author points out that many 
businessmen and most economists fail to appreciate 
fully the importance of “selling”—the persuasive ele 
ment in distribution—as a factor in determining why 
and how much people buy. “Most economists, in- 
deed, tend to regard selling as an excess of capitalism, 
a kind of bug in the distribution process. They make 
no functional distinction between distribution and 
selling. If the distribution process were ordered ra- 
tionally, they imply, it would consist almost entirely 
of packaging, shipping, warehousing, and sending 
goods to market. They do not grant that selling or 
the art of persuading people to buy can affect appre- 
ciably the over-all volume of consumption. To them 
the consumer buys for a variety of causes, but rarely 
if ever because he is sold.” We have recently begun 





to get an insight into the reasons why people buy. 
The author describes the original work of Professor 
Katona at the Survey Research Center, University of 
Michigan and the light it throws on this little known 
subject. (For recent survey results, see page 7 of this 
issue. ) 

Another chapter in the book analyzes the quality 
and quantity of the present day sales force. Like the 
old song of the mother who lamented “I didn’t raise 
my boy to be a sokdier,” the words could now read, 
“I didn’t raise my boy to be a salesman.” What has 
happened to the status of the salesman? Curiously, 
while the salesman has been becoming ever more low 
pressure, evidence indicates that his prestige with the 
public has been sinking. He has, of course, always 
been made somewhat a figure of fun. But not too far 
back it was fondly so—even Sinclair Lewis rather 
liked George Babbitt—and for all his bluster and 
his relentless optimism, an indulgent public saw in 
the salesman, if in caricature, a protagonist of the 
American dream. Today? With Willy Loman a 
national bogeyman, the country that invented the 
salesman has all but disowned him.” And as the 
iuthor suggests, money alone is not the answer. 

Industrial selling comes in for its share of attention 
in this book and, incidently, for kudos. “While it is 
not surprising that the general public knows nothing 
of industrial selling, unfortunately the field is almost 
unknown to other salesmen who have many a lesson 
to learn from it. . . . The most creative element in 
large-scale industrial selling is sales intelligence, not 
because it reveals how to sell but because it reveals 
what to sell.” 


Critical Role of Selling 


This is no book on how to sell. Here you find little 
on the correct “pre-approach,” “the approach,” 
“mecting objectives” or “closing”. Rather it is an 
objective analysis of the critical role selling plays in 
our economic well-being and an appraisal of the cur 
rent level of preparedness of our selling force to do 
the job at hand. While the book treats of selling 
broadly, as members of a selling business we are all 
vitally interested in the subject. If the mines and fac- 


_tories of America can’t sell their output, those who 
,serve them with their essential production equipment 


and supplies have a mighty dim prospect for the 
future. 


Tha Thi 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 





What are small accounts? 
How can they be sold? 
Are they worthwhile? 


A salesman in 7th position on his sales 
force in °52 and now enjoying 3rd place 


tells how and where he increases his 


| Sell Sma 


By 


volume in... 


ll Accounts 


Fred 


Hughes 


Salesman, R. C. Neal Company, Inc., Buffalo* 


Wuen I went on tHe roap in 1948 I had grand illu- 
sions on how I was going to set the world on “ 

The first call I made was on a small account—a shabby 
foundry. I saw a few drills, taps, reamers and miscel 
laneous items, and the first thing that crossed my mind 
was——why aren't they using the brands I sell? 

On my second call | was primed to make radical 
changes in their buying habits, and I was prepared to the 
letter on those items I'd noticed they used. However, 
the call merited nothing but conversation. I was con- 
siderably disappointed to learn that customer response to 
a sales presentation—even with a small account—is not 
ilways as immediate as we may think it should be. 


What Is A Small Account? 


Actually, a small account may be one that produces 
trom $10 to $1,000 a month. A salesman who has 20 
accounts each producing $3,000 a month or more, and 
5 accounts producing $1,000 per month, would speak of 
the $1,000 account as being small. 

My own classification of a small account is one that 
produces a monthly volume approximately equal to my 
base pay. Personnel may vary on a one man welding 
shop to a 1,000 man maintenance division. 

I'd like to present my experiences in selling various 
categories of small accounts 

1. The ornamental iron shop 

2. The welding shop 

3. The small production machine shop 

4. The job shop 


lelivered at a recent one day general sales meeting of 
mpany's sales force from four cities 


*From a talk 
the R. C. Neal | 


5. The screw machine shop 
6. The large non-related production plants which a: 
primarily maintenance potential 


Si 


1. Ornamental Iron Shop 


For my first example I'd like to cite the — Orna 
mental Iron Shop. Usually, such a shop consists of | to 
5 men. As a first step I anaiyze what can be sold them 
Basically, this consists of drills, grinding wheels, saws 
taps, small miscellaneous machinery. 

First, I try to concentrate on, and sell, the more im 
portant things they use. This particular account, | 
thought, would be a good one for band saws. When | 
approached the buyer, he said, “I’ve always bought band 
saws from your competitor, Supply Co. Do you 
have anything better?” 


Guarantee Makes The Sale 


I guaranteed him that, if he would buy 12 bands from 
me and they were not satisfactory in every respect, I'd 
replace them without charge. 

I've used this method many times, and it has neve 
kicked back. Whatever quality product we sell, if used 
properly, is expected to stand up, and this is not too 
much of a gamble to take. 

However, this particular ornamental iron shop did 
have trouble with our band saws, and I very willingly 
got them out of this trouble by showing them how they 
were misusing them. Now, this account is good for 12 
band saws every two weeks when I make my regular call 
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2. Welding Shop 


One of my experiences with a welding shop was with 
———— Welding Co. At first, I encountered what ap 
peared to be a tough situation. They were substantial 
users of band saws, but were completely satisfied with 
their source of supply. 


Wait For Problem To Make Sale 


Unable to use the sales technique described above, | 
could only wait for an opportunity to be of service. 
I continued to call without results, and finally my oppor- 
tunity arrived. It was in the form of a drilling problem. 

We were able to help them out of a costly condition of 
drill waste, and now we not only have their drill business, 
but the band saw business as well. 


——————-—_-— = 


3. Machine Shop 


lor an example of a small production machine shop, I 
think of - Machine, a small plant, yet one of the 
largest in their particular field. When I first started here, 
our volume of business was very low. 

Although carbides were not a completely familiar thing 
to the operating personnel, cost savings could be visual 
ized by them. Trouble was encountered because of some 
unadaptable machines and lack of experience in handling. 


Work At Night Did The Trick 


Through the experience I had obtained presenting a 
CCC program, I suggested staying with them some 
evening to help lay out a program. After that night 
session, I received an order for almost $1,000 in carbide 
standard tools. Today they are using our carbides with 
complete acceptance and cost savings to match. 


>. 


4. Job Shop 


At The ———— Co., a small job shop, I had the pleas 
ure of talking to Bill —-——, their P.A. on my first call. 
I knew Bill from phone conversations while I'd worked 
on the inside, and he recalled how I'd helped him out 
when he'd had trouble with punches. 

With this favorable situation, I immediately got the 
opportunity to sell them some stampings. They were in 
the process of making a bottle opener and the project 
wasn't going well. I suggested using a screw which we 
didn’t have in stock at the time, and deliveries were poor. 
So I chased all’ over the city trying to secure a box of 
these screws for their experimental use. 

Finally, I located a box only to learn that they would 
not suffice for the job. Then I pointed out how we could 
furnish a complete bottle opener for them through one 
of our stamping sources. I received on order on the 
basis of my assurances of manufacturing excellenc« 


Sad Experience But Still A Customer 

The first batch received were terrible. To make a long 
story short, this customer lost over $6,000 on this job, 
but due to my efforts to protect his interests, Bill 
remained my customer. 

To me, this is one of my best small accounts, and I 
don’t think I'll be able to call them a small account very 
much longer. 
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5. Screw Machine Shop 


At the ———— Machine Co., a small screw machine 
shop, my experiences were actually nothing outstanding. 


When In Need, Deliver Fast 


One day, when they needed drills pone I delivered 
a few packages of drills to them personally. Now we 
serve many of their — tool needs with few serious 
problems to plague us for their appreciated volume. 


6. Production Plant 


At one large non-related production plant (mainte- 
nance potential primarily), I tried to obtain some fas- 
tener business where we'd never received any in the past. 


Interesting Sample Works Wonders 


To do this, I presented a screw sample to their P.A. 
and described how it was being used in airplane fuselages, 
together with reasons for its selection. 

My story so impressed this P.A, that he still keeps 
that screw sample in his desk drawer. We now do a fine 
fastener business with him, and this has led to many 
related sales. 


Conclusions 


One of the things I've learned is that a customer using 
a small amount of abrasives may not, under any circum- 
stances, wish to give this business to any but one man 
out of loyalty for something done for him in the past. 
l'herefore, in this case, I stay away from that item. 

xcept for periodic reminders, I try to work on some 
other good item, and when an opportunity arises to go 
out of my way to do something for him, then possibly 
I'll get a chance to do something on the unpreviously 
untouchable item. 

I try to call on my small accounts every two weeks 
with the exception of a very few who request I call every 
weck. And I know—small accounts do pay off! 

Mr. Lock (R. C. Neal's sales manager) suggested we 
make one extra call a day to get business we’re not now 
getting. This may sound far fetched, but I've tried this, 
and it has really helped me build sales volume. 

The bread and butter of my total volume lies on my 
mall accounts, and... . 


Here Are 4 Reasons Why 


1) Small accounts are really a buffer for hard times 
when there are strikes, etc. 

2) They provide a regular income 

3) Competition is reduced in the small accounts 

+) If I lose one of these small accounts (possibly by a 


change in personnel), I don’t feel the loss as much 
as with a 

The above is only my personal opinion based on what 

I’ve learned through the years, but I’m sure you'll agree— 

small accounts are an essential part of today’s business 


yg account. 


volume! 





REPORTS on industrial activity take Mir. Newberry’s time to 
digest but the doing is worth it since it results in 


Give Your Salesmen 
COOPERATION 


They Can See & Use 


ActTIVE COOPERATION which the salesman can see and use 
in the field when he needs it is one of the most 
important phases of sales direction for maximum results 
according to P. A, Newberry, sales manager, The Henry 
Walke Co., Norfolk, Va., and it means paying attention 
to details. Although he spends about half of his time in 
the field with and without his salesmen, Mr. Newberry is 
convinced that it is the inside detail which supplies the 
salesmen with the ammunition for plus sales. Not spec- 
tacular, but it works 

Having served on the outside, Mr. Newberry knows 
the salesman appreciates tangible evidence of manage- 
ment cooperation with his sales effort. As a result, he 
has developed routines for implementing close liaison 
between the home office and salesmen in the field. 

It is not unusual for a salesman on the road to receive 
some day, from Mr. Newberry, a copy of a Dodge report 
containing data on some new construction to be under- 
taken in the salesman’s territory. With the report will 
be a request by Mr. Newberry for information on who 
will be the buying contacts, where they will be located, 


DICTATING a memo to the salesman in the territory alert 
ing him to a new plant and providing him with sales data 


CUSTOM-MADE catalog for salesman’s prospect is assem- 
bled from supplier's literature on salesman’s order 


what will be bought and any other sales information the 
salesman could unearth. 

There’s nothing of the happenstance about this sort of 
sales-tipping. It is the result of painstaking attention to 
detail under Mr. Newberry’s guidance at the home office. 
Mr. Newberry makes it a practice to scan Dodge reports, 
the Dixie Contractor, Southern Industrial News, Textile 
Industrial News constantly for such tips. He selects the 
data and dictates the memo to the salesman in whose 
territory the new plant or construction is to take place. 
Moreover, the memo copy is filed and, if Mr. Newberry 
doesn’t hear from the salesman about it in 10 days, he 
gets a reminder, 

Such details are beneficial to the salesman and to 
Mr. Newberry. By scanning the reports and the sales- 
men’s replies, Mr. Newberry keeps up<lated on the 
developments in the company territory. In writing a 
memo to the salesman, he often helps him with specific 
details such as an acquaintance he can look up for infor- 
mation, or the background of the prospect, if known, or 
any other briefing. The salesman saves time; he doesn’t 
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REVIEW of house accounts to catch any signs of reactiva 
tion so that the salesman can make call pay off too 


have to wait until returning to the office to learn about 
the tip and there’s no doubling back on his route to 
make investigations. 

Another of Mr. Newberry’s self-assigned inside chores 
which the salesmen appreciate is a regular view of house 
accounts. These are accounts which fall below a specified 
rate of purchases (the reasons for which have been 
investigated by Mr. Newberry and the salesman prior to 
making it a house account). Such an account may show 
signs of renewed activity, or the promise of renewed 
activity (Mr. Newberry’s “ear-to-the-ground” activities ) 
and, if so, Mr. Newberry sends a memo to the salesman 
to investigate, giving him his reasons for the prospect of 
some business. 

This means quick action with the prospects of getting 
in on the ground floor of renewed account activity. 
Sometimes Mr. Newberry does more than send a memo; 
he may go on the call with the salesman himself, if he 
has direct contacts or if he feels he can brief the sales 
man more thoroughly in person. 

This review of accounts, as far as Mr. Newberry is 
concerned, is virtually mandatory where contractors are 
concerned. Such an account may suddenly become rela 
tively inactive due to the lack of assignments or con- 
tracts. Thus, news of contracting awards, from any 
source whatever, sets in motion sales direction machinery 
with the minimum loss of time—often the deciding factor 
in sales to the account concerned. 

This same attention to time-saving pertains to Mr 
Newberry’s handling of inquiries. Instead of waiting until 
the salesman returns to the office to hear about the 
inquiry, he receives a form filled out at the time the 
inquiry was made. This form shows the date, prospect, 
individual making the inquiry and what product, products 
or problem the inquiry was about. 

The effect of immediate attention to an inquiry by an 
outside salesman on a customer or prospect need not be 
elaborated upon. It has very often resulted in an out 
right sale, sometimes it has served as a valuable door- 
opener to a formerly invulnerable prospect; at the least, 
it has served as an impressive demonstration of the com- 
pany’s alertness to service opportunities. The salesmen 
know the value of such a service 


INQUIRY taken by Mr. Newberry from customer or pros- 


pect results in salesman getting prompt notice to follow up 


After his response to the inquiry, the salesman fills 
out the rest of the form with such data as what happened 
on the call, was literature or sample required, supplied or 
to be supplied, would factory help be required on the 
follow-up, coukl Mr. Newberry or some other official of 
the company be of help. This form is then returned by 
the salesman to Mr. Newberry who sees that the sales- 
man receives the support needed. 

Catalog Service 

Another detail which adds to the effectiveness of sales- 
men is a specially-assembled catalog for individual pros- 
pects or customers at the request of a salesman. The 
salesman makes an estimate of the prospect's potential 
in key product lines and reports the results to Mr. New- 
berry with a request that a catalog be made up for the 
prospect. The catalogs of manufacturers of these key 
product lines are selected from the files and assembled 
into a hard-covered loose-leaf ring binder. “The Henry 
Walke Co.” label with the prospect’s name typed upon it 
is pasted on the cover. The custom-bui't catalog is then 
presented personally to the prospect by the salesman. 

The popularity of such custom-assembled catalogs, 
Mr. Newberry pointed out, attests to their value. The 
prospect or customer knows the catalog lists only those 
requirements in which he is interested, and he doesn’t 
have any trouble locating the product or products he 
wants to buy. They are particularly appreciated by buyers 
in the field, on a construction site, 

Sales meetings at The Henry Walke Co. are on a 
monthly schedule and the salesmen have some say as to 
what product or product line should be the subject of a 
meeting. The meeting schedule is drawn up for a year 
after ne have rated their preferences for 12 of the 
18 selected lines. Every six months, there is a joint meet- 
ing of home office salesmen and those from the Charlotte, 
N. C. branch and this meeting is held in Raleigh, N. C., 
a half-way point. 

The semi-annual meeting is a oneday event—from 
12 noon to 11 p.m., and is carefully programmed to 
include as much as possible in the available time—from 
demonstrations of sales technique to product knowledge 
with factory representatives in attendance. 
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A Scheduie Is Fine For Regular Calls But . . . 


By Ray Barnett, Managing Editor 


Wuen Mert Wares riast starrep outside selling for 
General Machinery & Supply Co., San Francisco, a few 
vears ago, he ran smack into two selling tenets that ap- 
peared to be in direct conflict with each other. 

First, he recognized the value of setting up and adher 
ing to a set schedule of calls on prospects and customers 
[here was no doubt in his mind that buyers did want 
salesmen to call on them on specified days at particular 
times. Drafting such a schedule, he found was all very 
well but... 

He also recognized that he needed time to give demon 
strations, to make unscheduled calls on new prospects 
and to spend extra minutes and even hours working on a 
customer s particular problem. And, he learned, that 
every time he stopped to do a creative selling job or to put 
on a demonstration, his nice orderly schedule suffered. A 
change in schedule today meant missing a varying number 
of calls today or changing tomorrow’s schedule to make 
up for the lost time. 


Scheduling The Unscheduled 


“In brief,”” Mr. Waites said, “everytime anything un- 
usual came up, it’d take me a week or two to get back on 
the beam. If I didn’t readjust then I'd have to skip some 
calls and skipping calls is not good business.” 

Mr. Waites experimented with “solutions” and finally 
hit upon the plan that now has worked successfully for 
him for more than two years. By the simple expedient 
of allotting time for the unusual, Mr. Waites has mini- 
mized “running around in circles.” 

The San Francisco salesman now operates on a weekly 
schedule. He makes regularly scheduled calls in four dis- 
tricts; he works one district on Mondays, a second dis- 
trict on Tuesdays, the third on Thursdays and the fourth 
on Fridays. Wednesday is a “free” day for Mr. Waites, 


SETTING A DATE for a demonstration does not upset 
Mel Waites’ regular schedule of calls. He plans demonstra- 
tions for Wednesdays, his “free” day, and in doing so he 
knows that he does not have to worry about other calls. 
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When You Hit Trouble, What About The Timetable? 


dav when he catches up loose ends, schedules demon 
trations, makes calls on new prospects, tackles time ab 
bing problems of customers. 

It’s true, Mr. Waites admitted, that it is still impos 
ble (and not desirable) to set up a rigid schedule but the 
interruptions to his schedule are less frequent now. ‘The 
plan has worked out well from the customers’ standpoint 
too, Mr. Waites said. Customers, he continued, have 
come to know that Wednesdav is his “trouble shooting”’ 


dav and in many cases will set aside more tne for him 


ies 


THE SECRET of being able to answer questions on the 
spot and to being able to produce a sample product or litera 
ture on the product lies, for Mel Waites, in the well packed 
trunk compartment of his car 


than normally. ‘This, of course, works out to the mutual 
advantage of customers and Mr. Waites; he has an op 
portunity to become more familiar with the customers 
problems and can offer well thought out solutions. 

Demonstrations, Mr. Waites said, also go off better; 
they are scheduled for a specific time and it is a rare 
occasion when any customers’ men who should witness 
the demonstration are absent 

Mr. Waites sums up his plan in this way: “It keeps 
me on schedule by scheduling time out for the unusual.” 


FILED FOR USE on regular calls are Mr. Waites’ records 
of his calls and notes on customers’ interests. New manu 
facturers’ literature also is kept in the home-made file which 
is bolted to the floor of the car 
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COORDINATION between departments with an end result 
of better service to customers is the purpose of the bi-weekly 
meetings held at Great Lakes Supply Company, Chicago 


president L, 


All available salesmen attend the sessions, presided over by 
Niep, at which complaints are aired, sugges 
tions made, problems solved 


Air Complaints and Clear the Air 


By Robert 


Ir 18 THE PRACTICE of Great Lakes 
Supply Co., Chicago to hold bi-weekly 
meetings with its salesmen and key 
personnel with the idea of achieving 
coordination between departments, an 
exchange of ideas and, in general, to 
perfect the company’s service to its 
customers 

Salesmen’s complaints are aired, as 
well as suggestions by inside men, 
leads are exchanged, call reports dis 
cussed, experiences passed around, 
catalog requests examined, and, in 
short, the session is open to any ofh- 
cial or non-official business that will 
facilitate Great Lakes’ 125 employces 
working together more smoothly. 

The president of Great Lakes Sup 
ply, L. E. Niep, is put on the spot 
at these meetings, since it’s his re- 
sponsibility to answer complaints from 
the salesmen, solve their problems, and 
eventually lay down the law. 

“All of us realize that we're in busi- 
ness to sell service,” Mr. Niep says, 


Slater, Associate Editor, 


“and that’s the commodity that’s most 
often under fire when we get to 
gether. 

“The salesmen always have some 
requests or complaints about the way 
their accounts are being handled in- 
side—and our office personnel are just 
as vocal. Having handled every job 
here myself including errand boy, file 
clerk, salesman and sales manager, in 
the 36 years I’ve been with Great 
Lakes, it’s not hard for me to see both 
sides 

“These meetings aren’t devoted to 
complaints only—they’re valuable be- 
cause of the exchange of ideas—our 
older salesmen pass the word around 
when they catch an angle or get a re- 
quest from a customer that they think 
is of interest, and we discuss the daily 
call reports that come in from our 
men in the field. But the part of the 
meeting that keeps me on my toes, 
and that clears the air, is when they 
start finding fault about things—slow 


Chicago 


shipment, shortage of material, bad 
telephone service.” 

Mr. Niep pointed out that the men 
were reasonable, and quick to realize 
the problems of management and of 
the various service departments. One 
of the recent sessions was dominated 
by the following discussion between 
Salesman Dean A. Brodt and Mr. Nm 4 
concerning various discrepancies which 
Mr. Brodt lumped under the heading 
of poor service. 

“The most frequent complaint I 
hear,” said Mr. Brodt heatedly, “‘is 
about our service. Customers say 
they're kept waiting when they call 
in by phone.” 

“That might happen on_ isolated 
occasions,” said Mr. Niep. “Some- 
times they get connected with the 
wrong department, or all of our phone 
men are tied up. On the whole, how- 
ever, I think you'll agree that our in- 
side salesmen do a pretty good job. 

“And sometimes you outside men 
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promise something that can’t be done. 
A customer calls in and says “Your 
salesman said you have it on the shelf, 
or that you can get it in three days.’ 
And that isn’t always the case. I 
think you salesmen ought to know 
prices better and have a better idea 
of the delivery situation. Our desk 
men often have to do a lot of shop 
ping to get items that you salesmen 
have promised the customers—and 
they do a good job of it.” 

“I have to admit that I have no 
gripe against our three desk salesmen,” 
said Mr. Brodt. “They do a darned 
swell job. But I still say service is 
the trouble—inattention on the phone 
to requests for delivery information; 
failure on the part of the inside sales 
men to stay with an order and follow 
it through—I think the desk man is 
as important as the outside salesman 

“How about shipping? When | 
go to a plant, the P. A. might bring 
out his short book and point to an 
item and say, “Where’s this? Gosh, 
I could pick it up in a hardware store.’ 
Or I try to sell him something and 
he says, ‘What’s the matter with the 
orders you have already?’ 

“Now for instance yesterday | 
found one of my orders here, some 
taps and Allen wrenches, that we were 
holding up just because there were a 
few screws on the order that we didn’t 
have in stock.” 

Management Explains Why 

“You want to remember,” said Mr 
Niep, “that there’s often a lag be- 
tween the time a factory man sub 
mits a requisition and the P. A. finally 
gets around to making out the order 
—sometimes as much as two weeks. 
That slows an order up. As for non 
stocked items, our practice is always 
to ship the material in stock and back 
order the rest; very rarely that I know 
of do we slip up.” 

“T have an order right here for two 
boxes of shim steel stock that’s prob 
ably going to be held up for two 
wecks—just because we don’t reorder 
often enough,” said Mr. Brodt. 

“A lot of those steels are priced 
according to quantity,” said Mr. Niep. 
“When the manufacturer has a price 
differential based on quantity we try 
to order in quantity. Still, we have 
to take those small orders when our 
customer gives them to us. In this 
case, we'll fill in with other items that 
we can use.” 

“The back order department,” said 
Mr. Brodt. “It’s the weakest chain 
in the link.” 

“We only have two people there,” 
said Mr. Niep. “And they th to act 

(Continued on page 198) 


A Typical Exchange: 


Salesman Brodt: “We're stymied on de- 
tail; we're loaded with it. I'm the first 
salesman here in the morning and the 
last one to get on the road—today I 
had to find a source, arrange shipment, 
and clear paper for a special order.” 


Mr. Brodt: “I have an order here for 
two boxes of shim steel stock that'll 
be held up for two weeks—just because 
we don’t reorder fast enough. No mat- 
ter how much my customers like me, 
if we don’t give service, I'll lose them.”’ 


Mr. Brodt: “The most frequent com- 
plaint I hear is about our service. 
When I get an order that has a couple 
non-stocking items on it, we hold up 
the whole shipment waiting for the 
non-stocked items.” 
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President L. E. Niep: That's the supply 
business. When a customer has a tough 
order problem, why, that’s a job for 
the experienced salesman who handles 
his account. It’s part of the service 
you owe him.” 


Mr Niep: “A lot of these steels are 
priced according to quantity—when the 
manufacturer has a price differential 
like that we try to order in large 
amounts. In this case we'll fill in with 
other items we can use.” 


Mr. Niep: “We get an average of 300 
orders a day, and the majority of them 
are filled immediately from stock. 
There might be a slip up occasionally, 
but our practice is to ship immediately 
and back order the balance.” 
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Former air force engineer- 
ing officer learns technical 
man can use such an intan- 
gible as “salesmanship” 


profitably in supply field 


Does AN ENGINEER make a good industrial supply and 
equipment salesman? Curiously enough, there is a differ- 


ence of opinion among distributors 


(hose in favor of engineers as supply salesmen will tell 


you that the engineer 


1. Understands products and applications readily, 1 
himself with then 


ducing the time it takes 
iles attributes 


5 


Jupcinc from his 
Hiugh Dearing, sales-engineer for the 
Southern Pump & Supply Co., ‘Tampa, 
Fla., thinks there is merit in both ar 
guments. An engineer can be all the 
things the “pros” pro 
vided he gets the training in 
manship”, the lack of which the 
“cons” complain of By the 
token, he 
would increase the sales efficiency otf 
the non-engincer salesman. 

Mr. Dearing has unique qualifica- 
tions for the subject of 
engineers as salesmen. He is a gradu 
ate mechanical engineer (Universit 
of Kentucky). He served 10 years in 
the air force as engineering officer in 
charge of maintenance and repair of 
air equipment (when he resigned, he 
was a colonel) 

Because he “liked and understood” 
industrial supply and equipment prod 
ucts, he was attracted to a sales career 


own expe riche 


claim he is, 
“sales 


same 


believes some engineering 


discussing 


By Jack Wertis, 


to familiarize 


Understands customers’ problems thorough) 
ipable of suggesting sound solutions nd proh 


NEW EXPERIENCE for Hugh Dearing, graduate engineer, was to “study” sales 
manship because early experience proved that technical know-how wasn't enough 
when selling industrial supplies and equipment 


The Engineer and Sales Technique 


Associate 


Editor 


3. Gains customer confidence quickly with his appre« 
tion of the customers’ operations and problems 


Those opposed will tell you that the engineer 


1. Tends to concentrate too much on products, app! 


cations and problems, failing to grasp sales opportunitic 


ind 


‘ 


<_- 


He felt that his know] 
edge of products and applications in 
industry would more than counter 
balance any lack of sales experience. 
But, Mr. Dearing admits candidly, h« 
learned 

Mr. Dearing’s first inkling that 
salesmanship was something mor 
than glib talk and a pleasant person 
ality came when he applied to South 
ern Pump & Supply for a job. R. H. 
lait, vice-president, was impressed 
with his technical background but 
sent him to Byron B. Harliss, a psy 
chological counselor, for an aptitude 
test. Dr. Harliss is used by the Ellis 
Machinery & Supply Co., another 
l'ampa distributor (see “Are Aptitude 
rests Beneficial?”, June 1950, Inpus 
rriAt. Disrripution), and Mr. Tait's 
company has followed suit 

Mr. Dearing took the test and met 
all qualifications except one—dom 
Dominance, in the sense that 


in this field 


nance 


too much engineering and not enough salesmanship 
2. Fails to appreciate 
of obtaining orders. 
3. Fails to appreciate the 


“salesmanship” as a techniqu 


he econom lhng—tim 


; 
the strong connotation which mos 


»svchological counselors use it, hasn't 
7 
t 


people give it which is, high pre 
sclhng, domineering 

Ihis was disturbing to Mr. Dearing 
at the time. He admits that his idea 
of salesmanship then was somewhat 
vague—that it was ido about 
nothing and all one had to do to sell 
is know what he was selling. Th 
conception of salesmanship, M 
Dearing explained, is not strange 
The engineer is trained 
to think in concrete terms. To him 
formula, or material 
ire suspect and 


THC h 


+ 


an ecnginecr. 


everything is a 
evidence. Intangibles 
to most engineers, salesmanship is an 
intangible. 

Despite the deficiency in the candi- 
date. Dr. Harliss recommended that 
he be hired and that he be given an 
opportunity to acquire sales technique 
The recommendation was made on 
the basis of Mr. Dearing’s technical 
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background and his good score in the 
other key characteristics tests—mental 
alertness, vocabulary, verbal fluency, 
social intelligence, emotional stability, 
etc. Mr. Tait followed the recom- 
mendation and Mr. Dearing was hired 

He readily acquired familiarity with 
the firm’s products, quotations, deliv 

ery information and other details. He 
was then given a territory and he went 
out to “‘sell’’. 

His early experience ‘‘on the road” 
served to confirm Mr. Dearing’s opin 
ion that there was nothing mysterious 
about salesmanship. [lis technical 
know-how won him access to some 
good prospects which ended up as 
good customers. 

This was encouraging but Mr. 
Dearing still remembered the aptitude 
test and the verdict on his ability to 
“sell”. This led him to analyze all 
the calls he made on various customers 
and prospects in an attempt ao find 
out if there was anything lacking in 
his performance. 

The analysis was a little surprising 
Mr. Dearing learned that he had had 
trouble in selling some customers and 
prospects. And, in most of these par 
ticular cases, the prospective buyer 
knew what he wanted and no particu 
lar product problem was involved 
Obviously, in such situations, he con 
cluded (his technical skill to the con 
trary) he was on equal footing with 
non-engineer salesmen. Only, they 
had obtained most of this busine 
not he 

He discussed the problem with M: 
lait and with other salesmen and thei 
diagnosis was he needed “salesman- 
ship’—the ability to determine when 
a customer is ready to buy, when to 
ask for an order, etc. Fortunately, 
Mr. Tait had just promised support 
of a course in salesmanship to be held 
in ‘Tampa and Mr. Dearing was en 
rolled along with other salesmen of 
the company. 

The course was a pretty comprehen 
sive one emphasizing sales technique: 
and their uses—how to determin 
buying motives how to relate th 
product to them, when and how t 
close sales. 

Mr. Dearing found the course stim- 
ulating, challenging and profitable. He 
began to practice some of the pre 
cepts in his daily calls and found that 
they worked. For instance, he learned 
to curb his natural inclination to dwell 
overlong on products, their manufac 
ture and application and give the 
prospect a chance to buy if he was so 
inclined. He considers he has a long 
way to go to master “salesmanship” 
but, having seen it work, he has no 
doubts about getting there 
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SALESMANSHIP CLASS initiated by Tampa distributor brought to- 


gether sales personnel from 15-20 firms, giving Mr. Dearing a chance to 


pick up skill 


Tampa's Salesmanship Course 


[HE SALESMANSHIP COURSE at 
tended by Mr. Dearing was con 
ducted in Tampa, Fla., by Dr. 
Frank Goodwin, professor of mar- 
keting in charge of the Depart 
ment of Merchandising, University 
of Florida. Dr. Goodwin, who 
served as marketing and sales con 
sultant to such firms as W. ‘I 
Grant and Pittsburgh Plate Class, 
does considerable work with busi 
ness groups 

Dr. Goodwin’s course in sales 
manship was brought to ‘Tampa 
through the enterprise of J. I 
Ellis, president, Ellis Machinery 
& Supply Co. Mr. Ellis and three 
members of his firm had attended 
the same course when it was pr 
sented by Dr. Goodwin at St. 
Petersburg Junior College across 
l'ampa Bay. Mr. Ellis was so fav- 
orably with Dr. Good 
win'’s capacity for teaching sales 
technique and its adaptation to 
particular fields of selling that he 
enlisted lampa 
including distributors, in the 
t of underwriting a similar 
ourse in the About 65 ex 
personnel from 


pre sed 


ome 15 to 20 
hirms, 
proj 
city. 

utive ind sales 
these companies enrolled On 
of these firms was Southern Pump 
& Supply, which enrolled execu 
tives and salesmen, including Mr 
Dearing 

The enrollment fee was $20 per 
man, in most cases paid by the 
Ihree textbooks, cost 
borne bv the indi 
used The 


compan 

f which was 
viduals enrolled, were 
course was held one night a week 
from to 9:30 p.m., with a 10 
minute rest period, and lasted 13 


weeks. In addition to lectures by 


INSTRUCTOR Dr. Frank Good 
win, marketing professor, was en 
listed from University of Flonda 


cise us 
Assign 


Dr. Goodwin, there wer 


ions and demonstrations 


ments involving sales problems 
were made at each and 
results discussed at the following 
Demonstrations, individ- 


nds were 


session 


Cssion 


| | 
al probicmns and Vistula 


uso part of the coursé 

Both Mr. Klhs and R. H. Tait, 
ice-president, Southern Pump & 
Supply, iwreed that the course was 
beneficial, basing 
reactions 
average 
session 
Dearing 


uccessful and 
their judgment on the 
of their own staffs, on the 
attendance at each 


cnrolle« . like Mi 


Orlando representative of 


high 
many 
who 1S 


his company, had long distances 
to travel to attend) and general in 


terest and enthusiasm. It also filled 
a gap in their regular training pro- 
grams which are concentrated heav 
ily on products and applications 
and markets. 
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Inventory card for the 'T13, 30 to 1, Boston reductor is labeled with only the manufacturer’s catalog number. 


Catalog Numbers Help Distributor & Customers 


[HE MANUFACTURER'S CATALOG is a valuable source of 
buying information to customers and prospects, but Mack 
Smith, president, Transmission Supplies, Inc., Greens 
boro, N has another use for it which he believes 
helps him to reduce operating costs and promote sales. 
The catalog feature that Mr. Smith makes good use 
of is the practice of some manufacturers to assign a sep 
arate number for cach item, even products of the same 
type but of different sizes or other specifications. This 
sort of numbering is nothing new, but relatively little 
emphasis has been placed on its value in standardizing 
product descriptions and promoting the use of manu- 
facturers’ catalogs. 
‘Take, for example, a manufacturer of hack saw blades. 
Mr. Smith's firm doesn’t handle these but it illustrates 
some complete numbering. ‘The manufacturer makes 
eight 14-in. hack saw blades of varying specifications 
thickness, width and length. Instead of assigning only 
one number to all eight 14-in. blades and having the 
customer specify thickness, width or length, the manu- 
facturer assigns a number for each 14-in. blade. The 
practice is prevalent in several product lines with some 
variations, such as in drills. All drills of a certain type 
are assigned the same number, but the size is added to 
complete the identification; e.g., “a No. 427, & drill”. 
The idea is to rely as much as possible on catalog num 
bers and minimize dependence on word descriptions. 
Mr. Smith uses the catalog number with the manu 
facturer’s or brand name as the product description on 
orders and invoices. On perpetual inventory cards, only 
the catalog number is used as the sole identification, if 
possible. Cards are grouped to conform with catalogs. 
Che system, Mr. Smith is convinced, speeds up writ 
ing, handling and filling orders as well as posting to the 
inventory record. ‘The theory is that it is easier to com 
pare and identify numbers than words. And, Mr. Smith 
pointed out, it is difficult to maintain standard word 
descriptions. Numbers are more accurate. Numbering 
also makes the labeling of new inventory cards easier. 
The emphasis on the use of catalog numbers, Mr 
Smith added, makes customers more aware of the dis 
t.ibutor as the source for key product lines. ‘The constant 
reference to the manufacturer's catalog makes customers, 
sal.smen and inside help more familiar with the contents. 
Instruction of salesmen in the use of manufacturer's 
catalogs is a “must” when such reliance on product num 
bers is desired, Mr. Smith said. Salesmen have to go out 
and “sell” the customers on the use of the catalog and 
the advantages of ordering by catalog number whenever 
possible 


verdict of Mrs. Patsy 
inventory record. 


“EASY AND ACCURATE” is ; the 


Martin who does posting to perpetual 


Many product specifications given in catalogs are 
there primarily to assist salesmen and customers to select 
the product required. Where a catalog number is 
assigned for an item of a certain type, size or other 
specifications, no other information is needed on the 
order but the manufacturer’s and product name, sheave, 
reductor, gear, chain, etc. For example, it is simpler to 
write “3 ITA30 Browning TA sheaves” instead of add- 
ing specications. 

Mr. Smith follows through on the idea of using catalog 
numbers and manufacturer or brand name in order to 
standardize processing of orders. Shelf stock is tabbed 
by manufacturer or brand name and catalog number, 
giving the stock clerk the same advantages in filling or- 
ders properly as the inventory record clerk gets in posting 

When it comes to invoicing, the same identification 
is used as on orders, but the manufacturer's or brand 
name is capitalized, and Mr. Smith thinks this is impor 
tant. It makes the manufacturer’s or brand name stand 
cut. The name is kept before the customer. He can 
check the invoice against his own order quickly and ac 
curately. 

Moreover, there is a sales promotion value to capitaliz- 
ing the manufacturer’s or brand name. If and when the 
customer has occasion to reorder a product purchased 
from you, he usually refers to one of his previous orders 
or to one of your invoices. Then, instead of ordering such 
and such size sheave, v-belt or what have you, he'll dupli- 
cate the line vou carry. 
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Of late the 3-D craze— 
from moving pictures to 
comic books—has grown 


by leaps and bounds. 


For the past year, this 


Pawtucket, R. I. distributor 
has been making effective 


useofa... 


3-D 
SALES TOOL 


In Pawtucket, R. I., Industrial Spe- 
cialties Company salesmen make their 
calls with what looks like a sample kit. 
Actually, it isn’t a sample kit, nor is 
it a secret weapon—although, from a 
sales viewpoint, it might well be classi- 
fied as a secret weapon. The kit con- 
tains a 3-D viewer with 35 color slides 

a potent sales tool that has proved 
most effective in dramatizing sales 
presentations. 

The novelty of 3-D has been a big 
factor in stimulating buyer interest 
in their products. For the past year, 
Industrial Specialties’ salesmen have 
been capturing customer attention 
where once they had trouble getting 
buyers to examine catalogs or installa- 
tion snapshots. Because the color 
slides are life-like and greatly enhanced 
by color and the illusion of the third 
dimension, Industrial Specialties’ sales- 
men are inclined to increase the pro 


portion of the cliche—one picture is 
worth a thousand words. 
their experience, 
have observed most buyers 
even those who are very busy—will 
take time to look at slides, and often 
will call in plant personnel so that 
the salesmen’s story now reaches more 
people than ever before 


rom the sales- 


men 


Cost 


I'he kits, which consist of a viewer, 
color slides and a handy carrying kit, 
cost $20.00 for the viewer and case; 
$5.00 per color slide, 2 for $7.50. 

A local photographer takes the pic- 
tures of installations desired by In- 
dustrial Specialties. Instructions about 
the subject, what angles should be 
taken to best illustrate salient features 
(such as drive end of conveyor), and 
other such information is furnished 
the photographer prior to taking pic- 
tures. On all occasions, one of In- 
dustrial Specialties’ sales engineers ac- 
companies the photographer. 

Originally, the 3-D kits were pur- 
chased to aid the salesmen in selling 
conveyor installations. It was ob- 
served that the illusion of 3-D gave 
the buyer practically the same im- 


3-D VIEWER is used by S. B. Mont- 
gomery, Industrial Specialties Company 
purchasing agent, as W. H. Boyle, one 
of Industrial Specialties’ engineers, 
holds the kit with color slides. Below is 
a typical conveyor belt installation slide 
used in sales presentations to interested 
buyers. 


pression as though viewing the actual 
installation the salesman was talking 
about. The fact that the buyer and 
other interested parties in his plant 
would save time by viewing similar 
installations in his office was a cost- 
saving factor that appealed to him. 

The use of 3-D enabled the sales- 
men to give unique, dynamic sales 
presentations that hadn't been pos- 
sible when employing the use of cat- 
alogs and bulletins. 

Based on its success with the con- 
veyor installation pictures, Industrial 
Specialties has since collected slides 
of unusual V-belt, chain and timing 
belt drives, special reducers, motor 
and variable speed drives, hoist appli- 
cations, and other products that ed 
themselves to selling by citing similar 
applications. 

According to Walter S. Schwaner, 
president and general manager, 
“We're covering all our lines where 
any unusual conditions exist.” And 
he adds, “Before hitting on the 3-D 
idea, we spent more and received less 
on other gimmicks designed to stim- 
ulate salesmen to do a better job. 
Today, we have a novel sales tool 
that really gets our story across.” 
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@ Save time 

@ Reduce errors 

© Improve service 
@ Increase efficiency 
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PERPETUAL INVENTORY CARDS with net prices computed for all quantity 


brackets are used at Providence Mill Supply Company, Providence, R. I. 


Ample 


space is designated for stock movement; cards are printed on both sides 


Net Price Billing 
From Perpetual Inventory Cards 


By 


Mitt Suppry Co., Prov 
post and net price cus- 
tomers’ orders at the same time by 
using perpetual inventory cards that 
contain net prices for all quantity 
brackets. Increased efficiency, operat- 
ing economy, and customer satisfac- 
tion are the major benefits realized 
since putting this system into effect. 

Although they had been using per 
petual inventory cards and net price 
billing for some time, the idea of 
combining the two operations did not 
occur to Providence Mill Supply's 
management until about a vear ago. 
It seemed like quite an undertaking, 
but the more they thought about its 
advantages, the more the project ap- 
pealed to them. ‘Today, they know 
the idea has paid off. 


How It Works 

First thing every morning, George 
H, Simes, manager of the supply de- 
partment, separates customers’ orders 
for stock items from the specials. The 
orders for stock items are passed along 
to Benjamin Cavanaugh, in charge of 


PROVIDENCE 
idence, R. I, 


94 


feorge L. 


Bottari, Assistant 


the perpetual inventory records main- 
tained on a two-wheel Wheeldex ma- 
chine. Each wheel has a 5,000 card 
capacity so Providence Mill Supply’s 
7,000 stock items are easily accommo- 
dated. 

Incidentally, Mr. Cavanaugh for- 
merly worked in the stock room for 
years, and is thoroughly familiar with 
the nomenclature of all items. This 
factor insures accuracy and correctness. 
At Providence Mill Supply, it is firmly 
believed that a perpetual inventory 
system is only as good as the person 
who handles it. inexperienced per- 
sonnel, unfamiliar with industrial sup- 
ply terminology may confuse cus- 
tomer’s order descriptions and make 
entries on the wrong cards. 

After checking the proper card to 
determine if sufficient stock is avail- 
able, Mr. Cavanaugh enters the de- 
duction. From net prices shown on 
the cards, he pencils in prices appli- 
cable to the customer's order. 

After posting and pricing, the cus- 
tomer’s order is forwarded to the 
billing machine operator. Here, using 


Editor 


multiple forms, one typing provides all 
work copies plus the invoice with all 
item extensions, taxes and total. 

After typing the multiple form, the 
typist checks her typed figures with 
Mr. Cavanaugh’s penciled prices. 

As Mr. Simes says, “The only trou- 
ble with the system is that occasion- 
ally a customer receives our invoice 
before the shipment arrives. But that’s 
better than our old procedure which 
made it difficult to keep billing up-to- 
date.” 


The Old System 


To appreciate the time and labor 
savings obtained by employing the 
present procedure, consider Providence 
Mill Supply’s former operations. . . 

Incoming orders were split up 
amongst their three inside salesmen. 
They had to phone the stock room to 
check availability and wait for the 
stock clerk to report back. Then they 
edited the customer's order and pen- 
ciled in list prices and chain discounts 
from their cumbersome price books. 

(Text continues on page 96) 
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SEPARATING STOCK orders from specials is day's first WHEELDEX FILE of perpetual inventory cards where 
hore for George H. Simes, manager supply department Benjamin Cavanaugh posts and prices orders at the same 
Orders for stock items are immediately passed t time. Customers’ edited orders are then rushed to 


oe 


BILLING MACHINE operator where thev’re typed com PRICE CHANGES are handled without ticing up Wheel 
; P i , Uy 

plete with extensions, tax, and total. Use of multiple forms dex by using segmental wheel. On complicated line, net 
provides all office and invoice copies in one typing prices can be recomputed and posted in less than half day 


Next page, please) 
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Net Price Billing From Perpetual Inventory Cards (Cont’d.) 


(Descriptions of the same item 
varied due to the difference in editing, 
but today the edited description must 
agree with the exact wording shown 
on the perpetual inventory card. Fur- 
thermore, maintaining current —= 
on 7,000 items in their price ks 
was always a problem, with the ever- 
present danger of using obsolete or 
incorrect prices.) 

The customer's order was then sent 
to a typist for copies required by the 
stock and shipping departments. After 
the order was » Peary the copies 
were returned to the office with ship. 
ping weights and other notations. 


Another Chance for Error 


A calculating machine operator 
then figured net prices on oid teams 
from the list ond, discounts penciled 
in by the inside salesman who edited 
the order. As their calculating ma- 
chine did not provide a tape record 
of the computations, net prices and 
extensions had to be computed twice 
for a positive check. 

Invoice copies were then typed and 
had to be eed against the com- 
putor’s pencil figures. 

Every time a check was made, time 
was lost; opportunities for error were 
increased. 

Today's system also eliminates the 
need for the three inside salesmen to 
keep their price books current. Even 
on phone or mai! inquiries, inside 
salesmen consult the inventory cards. 
And, because stock is checked and 
prices obtained at the same time, in- 
quiries are handled quicker with quo- 
tation errors reduced to a minimum. 


Description of Cards 


The perpetual inventory cards— 
4x6-in.—contain complete stock move- 
ment data and price information. 

At the top of the card, space is 
designated for the following price in- 
formation: price unit, list price, cost 
— net selling price for all quantity 
»rackets, plus space for subsequent 


price changes and the dates of same. 
Below this, space is available for the 


following inventory data: ordered— 
date, purchase order number, quan- 
tity; received and issued—date, pur 
chase order, in, out, and balance. 

Both sides of the card are printed 
for use. 

When new prices are received from 
a supplier, net prices are figured im- 
mediately. A line is drawn through 
the old net prices, and the new nets 
are written in below. This leaves the 
old prices readable when necessary to 
pass credit on old merchandise or 
refer for price comparisons. 

Red tabs on top of cards indicate 


stock is low on those items. The pur- 
chasing agent can tell at a glance 
when to make up a stock order. By 
— the wheel to the red-tabbed 
cards he can quickly make up an 
order for out-of-stock items. 


Back Orders 


When necessary to back order, a 
plain yellow card is slipped in front 
of the stock card. This yellow card 
is used to write in the date, quantity 
and P.O. number on which the ma- 
terial is ordered from the supplier, 
plus delivery promises. 

Anyone checking the cards for price 
or ge can immediately idiom 
a customer about the status of his back 
order or when stock is expected to 
arrive to fill new orders. Using the 
yellow back order cards eliminates 
copious notes on long purchase or- 
ders for a variety of items. 

When the item comes in to stock, 
it is crossed off the back order card 
and entered on the inventory card. 
As long as space is available on the 
yellow back order card, it can be used 
again and again for any stock items. 

To distinguish between major lines 
and miscellaneous items, and to facili- 
tate finding stock cards quickly, index 
tabs of different colors are attached 
to the top of the lead card for major 
line categories; white tabs are used 
on MmIsc ellaneous items. 

An important feature of the Wheel- 
dex equipment is that, although cards 
can be removed easily, it is unneces- 
sary to remove them from the wheel 
to make entries. This time-saving 
factor precludes the possibility of los- 
ing cards or returning them to the 
wrong places. 


Segmental Wheel 


Another practical feature is a seg- 
mental wheel accessory large enough 
to hold the cards of even their most 
extensive line. When a price change 
is received, a girl removes all the cards 
in that line and places them in the 
segmental wheel. Using 2 comptom- 
eter, she recomputes net prices for 
each item, draws a line through the 
obsolete prices, and notes the new net 
prices immediately below along with 
the effective date of the price change. 

By using the segmental wheel, 
yrices can be changed on an entire 
ine without tieing up the wheels. 
Even with the most complex, exten- 
sive line, net prices can be computed 
and entered on the inventory cards 
within half a day. 

In the same manner, the segmental 
wheel can be used by the purchasin 
agent. When ready to place a stoc 
order on a major line, he can remove 


all the cards in that line without dis- 
turbing the other stock items on the 
Wheeldex equipment. 

The system has been in effect on 
all 7,000 items since the first of the 
year. According to Providence Mill 
Supply’s management. “It took about 
five months for us to have net prices 
computed and entered on the 7,000 
cards. But when we consider our in- 
creased efficiency and cost-savings, we 
know the job was worthwhile.” 

Benefits were derived almost im- 
mediately, as the system was p in 
use as soon as the first group of prod- 
ucts was converted to net prices. 

As the perpetual inventory cards 
also show cost figures, they have 
proved advantageous in figuring the 
cost of stock on hand at inventory 
time. 


Minimums & Maximums 


Although space is designated on the 
printed cards for minimum and maxi- 
mum figures, this is not used on most 
items. In management’s estimation, 
this is not the best guide for main- 
taining a realistic inventory. 

Management explains, “What we 
may estimate as a minimum and maxi- 
mum on a certain product today, may 
no longer be accurate if business rises 
or falls. As our economy changes, in- 
ventory should be adjusted accord- 
ingly. The danger of minimums and 
maximums is that they are not realis- 
tic if maintained without due regard 
to business fluctuations. We prefer 
to use a simple rule of thumb—main- 
tain an inventory based on movement 
during the past three months. This 
at least assures us of gearing our stock 
to current needs.” 

This rule of thumb is one of the 
guides employed by the purchasing 
agent wher. he checks the cards to pre- 
pare stock orders. 


Discourage Direct Shipments 


To insure a sound method of order- 
ing stock, Providence Mill Supply be- 
lieves it advisable to discourage direct 
shipments wherever possible. They 
prefer to have factory shipments come 
in to stock and then go out to the cus- 
tomer. This reflects inventory turn- 
over which would not be shown on 
their inventory cards if direct ship- 
ment was made. 

Providence Mill Supply personnel 
are all enthused about the benefits 
obtained from their combination per- 
petual inventory-net price billing 
cards. The only improvement they 
visualize is expressed in a wistful com- 
ment by Mr. Simes, “I wish all our 
suppliers would get on the ball and 
convert to net prices.” 
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They Hear Themselves 
As Others Hear Them 


When vacations postponed a series of 


sales meetings, W. L. Reynolds of 


Baltimore put the same idea to work 
on telephone salesmen, with notable 


results 


By Don McGill, Associate Editor 


SOMEWHAT BY ACCIDENT the W. L. Reynolds Co., Balti- 
more, recently discovered a simple way of checking on the 
manners and methods of their telephone salesmen. Fur- 
ther, it was also by accident that they found the telephone 
salesmen needed any improvement at all 

A few weeks ago W. L. Reynolds, president, purchased 
a tape recorder to use in conjunction with a projec ted 
series of sales meetings. His idea was to have the outside 
salesmen demonstrate what they would say to a recalci- 
trant purchasing agent, record what they said, then have 
them listen to the playback. He hoped, thereby, to have 
his salesmen hear themselves as others hear them, and 
correct their more glaring faults. 

Before Mr. Reynolds was able to start these meetings, 
the summer vacation season intervened, and the new tape 
recorder stood idle. It was then he had the inspiration 
to try the same idea on his inside men. 

For days on end the machine picked up everything the 
telephone salesmen said to their customers. (For obvious 
legal reasons, the customers’ end of the conversations was 
not recorded.) 


“Anythink” Went 


When the men heard themselves later on the playback, 
they were astounded. Speech faults and mannerisms they 
criticized in other people, they detected in themselves. 
Fred Tawney, for example, could hardly believe he was 
guilty of saying “anythink” instead of “anything.” He 
found, too, he was muttering “uh-huh” when he should’ve 
been saying “‘yes, sir.” 

Ihe other men saw themselves in the same revealing 
mirror. Roy Reynolds, son of the president, discovered 
he had always talked in a flat monotone. He has since 
taken pains to get some inflection and enthusiasm into 
his voice when phoning. Another man found smoking 
or chewing gum and good telephone manners didn’t mix. 
The same man credits the tape recorder with increasing 
his confidence on the phone. 

From the management angle, Mr. Reynolds says, “Us- 
ing the tape recorder has enabled us to make sure all 
telephone salesmen are talking along the same lines, that 
they’re observing our current sales policies. For instance, 


PRESIDENT W. L. Reynolds and telephone salesman Fred 


l'awney listen intently to playback of phone conversation 


SMALL MIKE from tape recorder picks up what Fred 
l'awney’s saying to customer (but not customer's conver- 
sation). Later Mr. ‘Tawney will listen to himself, pick out 
and correct unsuspected speech faults 


we've been able to check on whether or not the men 
have been selling kindred items when doing business over 
the phone. Before, we were never sure.” 


Self-Help Big Help 


What Mr. Reynolds likes most about this new way of 
improving telephone sales is that the men themselves 
picked out their faults. “This has been wonderful for 
morale. After all, a man would rather find out for himself 
what he’s doing wrong, instead of the boss lecturing him 
about it.” 

Mr. Reynolds is going ahead with the meetings for 
which he originally bought the tape recorder. Meantime, 
he feels the machine has already paid for itself during 
the vacation let-down 
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BUSY DAY in the country starts for Robert Lawrence 
right) with call on Chief Mechanic O. L. Hammer of th 
Chesapeake Western Railroad to discuss a soldering iron. 


NOT BUSINESS but interesting is Mr. Hammer's home 
inade model of old 101, first locomotive owned by his road 


vhich he insisted on Mr. Lawrence inspecting 


Country Salesman Is Back As Industry Moves 


Plants sprouting in Shenandoah Valley typify nationwide invasion of agricultural 


areas calling for some adjustments by supply salesmen 


DECENTRALIZATION OF INDUSTRY is much talked about in 
this atomic age, but people in traditionally industrial areas 
uspect that, like Mark ‘Twain's weather, little is being 
done about it. But the fact is that industries are moving 
yut into country areas, in sufficient numbers to attract 
pioneering industrial supply firms to small communities 
from which they sell and service what customers they 
can find 

In the South, mid-West, Southwest and Northwest, in- 
dustrial plants are springing up amid farms, in forests, 
on the plains, in the bills. ‘Typical of these are the plants 
which dot the historic Shenandoah Valley in Virginia. 
\t first dependent upon industrial supplies from Rich- 
nond, Norfolk and Washington, D. C., these plants and 
later ones now find pioneering distributors among them 

eady to serve their requirements 

rhe burden of securing an adequate volume from such 
1 territory naturally falls to the salesman, and typical of 
the men who toil in such vineyards is Robert Lawrence 
of Mize Supply Co., Waynesboro, Va. It is Mr. Law- 
rence’s experience that covering such an area calls for a 
indicious mixture of the techniques of the old country 

ilesman and the modern sales engineer. The rural 
atmosphere isn't too conducive to the strict business-like 
ipproach, requiring some admixture of sociability and 
casualness, to get the most out of it. 

Mr. Lawrence is aware of the limited potential of a 
territory dominated by fruit growing, poultry-raising, 
farmirg and of the difficulties in realizing a fair share of 
that potential. Mr. Lawrence's experience in covering the 
growing industry in rural territory reflects the experience 
of countless other salesmen in the country to whom call- 
ing from plant door to plant door may mean anything 


from a half-mile to a 25-mile car jaunt—very seldom next 
door or just across the street. ‘The scenery is nicer than 
in concentrated industrial areas but coverage does con 
ume time—a commodity the value of which a country 
alesman regards highly 


Time Is of Essence 


Time being of the essence in his particular situation, 
Mr. Lawrence lays heavy emphasis on market penetration 
and sales planning. Every potential user of products he 
ells has to be explored by Mr. Lawrence to achieve a 
profitable volume. These potential customers range from 
the farm to the latest modern industrial plant. 

“I have some 250 accounts in the Valley”, Mr. Law- 
rence explained, “and most of them a salesman in a 
heavily concentrated industrial territory wouldn’t consider 
calling on. These include farmers with mechanical equip- 
ment who do minor repairs and general maintenance; 
blacksmiths, machine and repair shops, farm implement 
service shops, road contractors and welldirillers. You have 
to fit them into your call schedule somehow. It takes a 
lot of planning to do it with the minimum expenditure 
of time and maximum selling opportunity.” 

In common with most supply salesmen, Mr. Lawrence's 
greatest volume comes from a relatively small portion of 
his accounts—some new chemical plants, furniture manu- 
facturers, fruit processors, poultry and ham packing plants, 
farm implement service shops, tanneries, planing mills, 
railroads. 

Using these customers as the basis of his call routine 
(he calls on these accounts once a week) he tries to fit 
calls on the remainder of the accounts within this pat- 
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SESSION at Merck & Co.'s new plant at Elkton got 
C. L. Hook, manager of purchases; O. C. Skellie, general 
tock purchas ind Robert Good, assistant, together 


POULTRY PACKING plant supervisor discusses grinding 
tones for knives and shears and a speed reducer for a cot 
which doesn’t act nght and needs some attentior 


i iis on a mayorit rh wcounts once 


everv two weeks only and then on a smal] minority onc 


every 30 days, it 1s quite possible to squeeze into a four 
week schedule calls on all accounts. It means a different 
ill schedule cach week of the month with as man 


1 


12 calls slated for a single day 
In Mr. Lawrence's estimation, regularity of calls is a 
prime factor in the type of selling the Valley requires for 
teady and good results. There is competition not only 
from other supply firms iocated here and there in other 
Vallevs communities, but also from territory men repr 
senting supply firms in centers like Richmond, Norfolk 
and Washington 
Regular calls develop 
contacts with key personnel, provide customer activity 
information and uncover service possibilities and require- 
ments. Hence, Mr. Lawrence adheres rigidly to his call 
chedules and regards any interruption causing delays or 
postponement as something short of calamitous 
Not that Mr. Lawrence doesn’t encounter delays and 
postponements. Emergency situations requiring immedi 
ate and personal attention often throw him off the call 
pattern. It does give him a chance to sell the idea of 


enhance customer relation 


INQUIRY about a motor brings Mr. Lawrence to farm run 
by J. F. Edwards who is intcrested in power for a cream sepa 
rator and in talking about farming conditions 


DELAY is encountered at Roy J, Layman’s welding and re 
pair shop as Mr. Layman finishes repairing fender of tractor 
o Mr. Lawrence arranges for a return call next morning 


yreventative maintenance to such customers, but it also 
requires some juggling of the schedule and concentrated 
effort to get back on routine again 

Kmergencies are not the sole interruptions to Mr 
Lawrence's timetable. Quite a few of his customers 
till have a “drummer” concept of salesmen and are given 
to discussing extraneous matter politics, hobbies, ete 
It requires consilerable tact and persuasion on Mr. Law 
rence’s part to minimize this sort of talk and get in an 
xlequate amount of product and service attention within 
the short time prescribed for such calls, without giving 
iny impression of brusqueness or being “too business- 
like.” In short, Mr. Lawrence, just like his contempo- 
raries in other rural areas, really has to know his custom- 
ers and how to handle them. 

Aside from the larger plants where established business 
practices are maintained, there are quite a few small 
businesses which present dealing problems. Lack of meth- 
ods, lax business policies, etc., often result in misunder- 
standing about discounts, credit, receiving, etc. It devolves 
upon Mr. Lawrence to minimize such embarrassing situa- 
tions by familiarizing himself with such customers’ habits 
and by maintaining good relations 
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LAYOUT of the new quarters of Western Iron Stores Co., 
Milwaukee, indicates the simplicity of design which makes 
for ease in alloting space to various departments. On one 
floor, the building has an all-over area of 30,000 square feet. 


CAPITOL DRIVE 











Building for 


LONG RANGE PLANNING, experimentation, and experience 
went into the design of the new quarters of Western 
Iron Stores Co., 101 West Capital Drive, Milwaukee. 

For the last ten years the company had looked forward 
to moving from its multi-storied building in downtown 
Milwaukee. The old location was threatened by a ru- 
mored express way which would have taken from 20 to 
40 feet off the front; quarters were crowded; the floors 
were of inadequate strength to support stock; lighting 
was poor; the receiving department, of necessity, was 
located on the third floor which meant double handling 
of materials; and stock was difficult to find, since it was 
located throughout the building. 

Before the problem was handed to professional archi- 
tects for solution, C. Morgan Curtis, treasurer, sketched 
in the office and loading zone on paper. He then worked 
back and laid out the receiving and shipping department. 
He had investigated the old building to determine how 
much floor space was wasted by elevators, aisles, ledges 
and stairs. This substracted from the total area in the 
old building, gave him an approximate of how much 
space the company needed for its entire operation. 

Knowing the prime importance of the shipping and 
receiving departments, Mr. Curtis allotted them the area 
with the best natural light. He placed those office opera- 
tions which worked hand in hand in adjoining positions 
—for instance, perpetual inventory was located next to 
purchasing; typists adjoined source of orders; the pricing 
department was placed in an enclosure next to account- 
ing. The files and mailing machines were placed in a 
central location in the large open office, surrounded by 
those who used them most frequently. 

With these and other facts in mind, the plans were 
drawn up and construction begun. During the actual 
work of building, Mr. Curtis made several trips daily 
to the site to keep in close touch with the progress of 
the construction. During the last stages, he Prought in 
three lighting engineers who experimented with number 
and position of lights, to determine the best arrangement. 
The result has been called one of the most modern 








MAIN ENTRANCE leads to large glass-enclosed reception 
room, from which doors open to office area and will call 
counter. Another entrance leads directly to sales counter for 
convenience in making pick ups. 


Efficiency 


and functional of any structure of its kind. Contained 
entirely, on one floor, the building contains 30,000 sq. ft. 
of space with its modern lines accented by Roman brick 
and glass brick. Reinforced footings allow for expansion 
upward in the event it should ever be necessary. 

The large office area, approximately 4,000 sq. ft. in 
space, has a ceiling of acoustical plaster. A minimum 
of 70 per cent candle — lighting is maintained 
throughout the entire office area. A 15-ton air condi- 
tioning unit insures peak working temperature and good 
air circulation with thermostats placed in various areas to 
maintain even temperature, 

The glass bricks are a prime element in the lighting, 
since they not only admit the maximum of natural light, 
but also deflect the light to the ceiling and floors. Air 
pockets in the glass brick provide insulation. The entire 
building has high fire resistance. 

The walls are painted a bright color, and the office 
furniture a mist green. The floor is of block asphalt tile, 
which carries through the green motif. 

he will call department, which features an extra long 
counter and a large display area, can be approached by 
a door opening directly on the outside, as well as through 
an entrance leading from the large reception room. 

Trucks making pickups can pull into the shipping 
dock, which adjoins a 57-by-120-ft. parking lot. An auto- 
matic dial phone system provides speedy inter-department 
communication. 

The warehouse, in which 100,000 pounds of steel 
shelving, most of it new, are used, has been planned so 
that a 334 per cent inventory expansion is possible. Stock 
is arranged according to flow, with fast moving items 
most easily available, and the slower and heavier items 
relegated to the rear. 

The entire building is designed with an eye to easy 
maintenance and the best of possible working conditions. 
In addition to this, as opposed to the old Western Iron 
Stores building where space utilization was figured at 
only 25 per cent efficiency, this layout comes as close 
to 100 per cent efficiency as time and care could make it. 
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EXTERIOR of building is inspected by C. Morgan Curtis, SHIPPING DOCK is protected by marquee, features 
secretary-treasurer. Glass brick directs natural light to strate hydraulic lift. It adjoins a 57 by 120 ft. parking area for 
gic area, is excellent insulation. Building is first commercial employee and customer use, Shipping and receiving was 
structure in Milwaukee to use Roman brick placed at south end to take advantage of natural light. 


STEEL SHELVING was set up to exact specifications, COUNTER SALES are made in large bright room with 
illowing for a 334 per cent stock expansion. Vice President idequate space for machinery display. Floor is of concrete 
Walter W. Ethier superintended stock arrangement so that The entire building is cleaned by one giant vacuum cleaner, 
25,000 sq. ft. of warchouse space was used to peak advantage and is designed for easy maintenance. 


Ww 


OFFICE AREA is open, measures 4,000 sq Kindred EXECUTIVE OFFICES are partitioned off for quiet and 
departments have been placed adjacent to each other. Peak privacy. Office of President Charles E. Curtis shows extent 
lighting 70 candle power throughout) and air conditioning to which glass brick contributes to lighting, as well as 
ensure comfortable working conditions for 53 employees modem design of interior 
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You Can't Always Believe The Buyer! 


By Charles L. Lapp, Ph.D.* 


Associate Professor of Marketing 
Washington University 





YOu AS A SALESMAN can't always believe the buyer be 
cause if you do—a “no sale” will result too often. You 
must always be on the alert to interpret what each 
buyer means. Often buyers will say one thing and 
mean another. The attitude of a buyer may be far 
more important to watch than what he says. Some 
buyers seem to delight in attempting to appear tough 
and hard to handle. If a salesman will just look beyond 
that hard outer shell he will often find a meck and 
cooperative buyer who is not “tough” at all to handle. 
Many buyers feel they must be on the defensive—that 
their role is to kill the enthusiasm of every salesman 
If they can get a salesman to submit to their view 
point, they feel that the salesman’s proposition must 
not be any good. Whereas, if a salesman doesn’t give 
up, such buyers are ready to give full consideration to 
the salesman’s proposition. 


Standard Brush-Offs! 


Now to turn to some examples of buyers saying som« 
things they don’t mean or at the most half-heartedl; 
mean. A salesman often is greeted by a buyer as he 
approaches with statements of this nature 

“We are not buying anything this week or (this 
month)!” 

“Whatever it is you are selling, we don’t want it.” 

“There is no use of you wasting your time with me 
whatever it is you have to sell we don’t want it.” 


“I thought I told you that you might as well stop 


calling on me.” 
“If you want to buy something then I have time to 


talk to you but if you want to se!l something I haven't 
time to talk to you.” 


* Author of the book: “Personal Supervision of Outside Salesman.” 


“Why in the world do you bother me on Wednes- 
day or (some other day) when I have repeatedly told 
you that this is our busiest day and not to call on 
me on this day.” 

“I can’t talk to you for a couple of hours—you might 
as well move along.” 


Routine Objectives! 

Now, as you begin a sales story on a product or deal, 
many buyers will say routinely certain things they really 
don’t mean—such as: 


“No use showing me that, it won't sell.” 
1 could never use anything like that.” 

“We are overloaded with that item. We ought to 
be selling you some of that rather than you trying to 
sell us some.” 

“Why don’t you come in with something I can sell 
iather than this same old stuff.” 


Kiss-off Phrases! 


As the sales interview progresses, the buyer still tries 
to put up a tough front by holding off from buying. 
\t this later point in the course of a sale, he begins 
to weaken by making certain concessions which he fol- 
lows up with an excuse for not buying. Such excuses 
will be of the following type: 

“That is a good deal but I have competitive brand 
in stock.” 

“I will want to stock that item later but I’m taking 
inventory the last of the month.” 

“Come back a year from now and I may need your 
line then.” 


Exorbitant Demands! 
Even when you are moving pretty close to getting 
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some buyers to buy, they will continue to insult you, 
extend your patience, toy with you, and make fecble 
excuses just to see how far they will go in making you 
miserable. A buyer putting up such a show usually 
cnjoys it. Let him enjoy himself, but keep in there 
trving for the sale, for often after he has had his fun 
your reward comes in sale 


When you have bantered back and forth with such 
buyers and they are ready to give you an order—thicy 
will often keep trying to irritate you. Such lines as 
these will now be used by some buyers 

“How much can you give me off on the price of this 
product.” 

“You will have to ship it to me in two days.”” (When 
he knows it will take at least two wecks.) 

“If I buy this deal and it doesn’t sell, of course you 
will take it back at no cost to me including freight and 
handling charges.” 

“If I buy, you know I expect an exclusive on thi 
product.” 

If you wait for the type of buyer who has been pic 
tured here to give you an order, you will just keep on 
waiting. At the order writing point of the interview 
he will enjoy diverting vour attention to general con 
versation. 

Can You Take It? 

Most of you older, experienced salesmen have learned 
how to deal with the buver who doesn’t mean what he 
says. If you are a vounger salesman just getting started 
on the road, you, too, must learn buyers do not alway 
mean what thev say. In fact, many senior salesmen 
tell me that some buyers only put on the cantankerou 
act with those salesmen they like 

A buyer may seem tough even outright contemptible 
but, if you handle him, let him have his “ironical fun” 
vou will make more sales and may even sometimes grow 
to enjoy such buyers. 


Break a Selling Rule and Make a Sale! 


Almost every book on salesmanship states “Don't 
argue with the buyer.” This warning should be followed 


with most buyers by salesmen. Every rule or principle 


of selling, however, which is promulgated will only 
hold true at best in ninety per cent of the selling situa 
tions. The star, record breaking, high level salesman 
gets there because he knows when to break the rules 
If some buyers tell you to get out, or tell you they ar 
not interested, they may mean it. With most buyer 


it will be the wrong technique to engage m an argu 
ment with them. But there will be buyers, unless they 
are given a chance for back and forth bickering, who 
will dismiss you as a weak salesman without an orde: 


Get the Buyer’s Number While He Is 
Getting Yours! 

'herefore, the top notch salesman must study cach 
buyer and handle him accordingly. If a buyer means 
what he says, that is one thing, but if ke doesn’t it 1 
still another. 

Even when a buyer mav mean what he says when 
he says it, can a salesman assume the buyer's word of 
the moment to be final? The answer is “no”. Because 
a buyer will not welcome you with a large order when 
he feels differently two months later 

Salesmen may have to take some abuse, but being 
thick-skinned and not letting your feelings be hurt will 
pay-off in bigger and more sales to you. A salesman 
gains respect for himself after he learns to handle a 
tough buyer. A cold reception may lead to commis 
sions whereas a pleasant reception may be the manne: 
other buyers give salesmen a “kiss-off’. Study your 
prospect; it is your job to make yourself acceptable to 
liim, not his to make himself acceptable to you. Sak 
men daily, from my observation, pass up large orders 
because they can’t take the “gaff” dished out by some 
buyers. The more impossible the buyer, the relativels 
larger sales potential for you as other salesmen take 
the attitude that such business is just not worth it 
If you keep on trying to understand every buyer, at 
some point in your sales conversation or on some call 
while the prospect is still saying “‘no”, a sale is mad 
Ilowever, you may never know how or when a sale was 
made. Temper and tongue control may be the key to 
many sales. When the buyer raises his voice and start 
talking loud, just remain cool, let him have his say, 
ind then proceed to make the sale. If the buyer state 
a vital untruth pleasantly, disagree and hold your ground 
Be firm but not antagonistic. If a buyer does get vou 
riled—don’t take it out on the rest of your prospects for 
remainder of your day. Stop and have a Coca Cola and 
cool off before making another call 


lry the foregoing ideas the next time you face a 
disgruntled or tough buyer and see if you don’t sell 
more. Size up your customers, for you can rest assured 
your Customers are sizing you up 
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The Case For Call Reports 


VIRTUALLY ALL pDISTRIBUTORS have, 
at one time or other, used salesmen’s 
call reports. The majority still use 
some type report, but their reasons are 
varied, and the forms range from a 
simple listing of calls to lengthy, de 
tailed reports, some daily, weekly and 
monthly. 

By and large, distributors agre« 
there’s a need for some form of call 
report. But, surprisingly enough, a 
number of distributors have no clear 
cut idea of what the benefits can be, 
particularly salesmen’s benefits. ‘The 
question arises—how can distributors 
expect call reports to accomplish any 
thing if they aren’t prepared to “sell” 
their staff on the reasons for 
having them? 

On the other hand, some distribu 
tors express rather caustic comments 
about the actual value of call reports 
to cither management or salesmen 

Typical reactions range from the 
salesman who says, “I like 'em. Call 
reports help me analyze what I'm ac 
complishing on each and every call,” 
to the salesman who derides them as 

“Just a waste of time. At the end 
of a busy day I'm too bushed to write 
a lot of reports that don’t mean a 


sale s 
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WHEN TWO ARTICLES On Call reports 
arrived simultaneously from two of our 
editors, we wondered if they actually 
reflected the consensus of distributors 

lo test the subject further, we quer 
ied several distributors in different sec 
tions of the country as to whether they 
used call reports, and what they hon- 
estly thought of them 

‘he distributors gave candid opinions 

pro and con—and the accompanying 
article is the result. It is an evaluation 
of the merits and demerits of call re 
ports, based on the thinking of distribu 
tors 

How do you feel about call reports? 

The Editors 











thing. Besides, who’s got time to read 
them?” 

Management's pro and con opin- 
ions are equally emphatic. The vice 
president of a mid-west distributing 
company says, “Call reports are a vital 
part of our sales program. We use 
them in conjunction with sales analy- 
sis records; they help considerably 
when we discuss progress or failure 


with key accounts. Wouldn't do with- 
out them!” 

But how about this? “Call reports 
are fakes! I’ve heard that salesmen for 
some companies prepare their call 
reports four or five months ahead 
Let’s not kid ourselves. The test of 
whether or not salesmen are doing a 
job is the amount of business they 
bring in—not a pile of reports that 
read good, but say nothing. I wouldn't 
waste my time or my salesmen’s tine 
on call reports—long, short, daily, 
weekly, or monthly.” 

Most of the distributors who are 
using some type of salesman call re- 
ports have expressed the following pri 
mary management objectives: 

1) Call reports keep the salesmen 
out of the office, yet keep top man- 
agement, and the entire organiza 
tion, informed about salesmen’s ac- 
tivities and problems, competitive 
conditions, and local business fluctua 
tions. 

2) Maintain some record of fre 
quency of calls on all accounts, net 
only to have a check on where sales 
men are spending their time, but to 
determine the results versus the time 
spent to obtain them. 
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3) Keep mailing lists up-to-date 
ind accurate, 

4) Provide a gage for expansion in 
any given area, and prevent overwork 
ing any one salesman, or expecting 
more than he can reasonably produce 

As already mentioned, salesmen’s 
benefits are vague or unknown. How 
ever, a few distributors cite the follow 
ing advantages for their salesmen 


Salesmen’s Benefits 

1) Call reports provide a methodi 
cal review of the day’s work, and 
stimulate creative thinking about 
each day’s accomplishments 

2) Provide a method of 
calling competitive and 
problems to management's attention, 
particularly when immediate action is 
required. (If the salesman doesn't jot 
1 complaint down, he usually forgets 
it. ) 

3) Assure accurate mailing list data 
so that interested customer personnel 
receive literature properly addressed. 

4) Encourage a realistic evaluation 
of territory, and frequently show sales- 
man whether he has more or less 
than he can handle profitably. 

A secondary benefit mentioned by 
some managers and salesmen had to 
do with the advantage of maintain- 
ing call records to show suppliers they 
are covering the territory on the 
supplier's products. 


concise 
conditions 
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ystem employed by dis 
tributors, it is imperative that all 
members of the organization fully 
understand and appreciate the aims 
of the program. If everyone is cog 
nizant of the above advantages, and 
“sold” on the idea, call reports are 
then written and read willingly and 
profitably. Where aims and reasons 
ire vague, or improperly presented, 
maximum cooperation from personnel 


Like any 


is not attained. 

[he types of forms—with regard to 
details requested, and fre 
quency—vary from one extreme to 
nother. However, from the forms 
received in response to our survey, it 
is evident that most distributors have 
made a definite attempt to reduce th 
data required from their salesmen 
I'he trend is obviously toward brev 
ity—all extraneous details have been 
climinated; every effort has been mad 
to keep concise, but 


meaty 


] 
1¢ ngth, 


call reports as 
is possible 


Sales Analysis 

Call reports, in themselves are of 
little value, except as a check on sales 
unless they are part of 
a sales analysis system. By maintain 
ing a record of frequency of calls on 
sales analysis cards, some comparison 
can be made between the account's 
potential, business received, and the 
attention being given to it 


mens time, 
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l’urthermore—based on salesmen’s 
comments—it appears to be unfair to 
ask salesmen to write out reports un 
less management honestly intends to 
read them, and do something with 
them that will help attain more busi 
ness. Salesmen accept the value of 
call reports only when they have con 
crete evidence that their company is 
sincere in using the reports to every 
ene’s advantage. 

City salesmen, who are in the office 
more often, feel they can brief man 
agement verbally on what they are 
doing. However, some managers pr 
fer that even city salesmen hand in 
written reports so that time i's not 
wasted chatting about the previous 
day’s work 

QOut-ot-town appear to 
accept the need for call reports more 
readily, although some of them be 
lieve reports are an unnecessary chore 
On matters of importance, they prefer 
to phone the home office rather than 
write a lengthy report. 


salesmen 


Compensation Factor 


Another factor that influenced the 
pro and con opinions received had 
to do with the method of salesmen 
compensation, 

Where salesmen are paid on a com- 
mission basis, it was management’s 
opinion that call reports were unneces 

(Next page, please) 
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The Case For Call Reports (Cont d.) 


iry. On the other hand; where sales- 
nen are salaried, it was management's 
ontention that they were entitled to 
ports on where and how salesmen 
pent their time. 

From the salesmen’s standpoint, 
ilaried salesmen accept call reports 
is part of their job. New salesmen, 
particularly, seem anxious to keep 
nanagement posted on their efforts 
and progress. However, old timers are 
mpatient with what they categorize 
as “needless paper work’, and are 
sually delinquent in writing reports. 

Commission salesmen voice the be- 
ief that the proof of their salesman- 
hip is in their attainment of volume. 
heir attitude is, “If I don’t get or 
lers, I don’t make money. I’m out 
to make money, and I work at it all 
ours of the day. Why waste time 
vith — that don’t put money in 
ny pocket?” 

Although the commission sales 
nen’s attitude is understandable, it 
would seem even they might be coop 
erative if they understood that call 
reports are designed to help give their 
xccounts better service and increase 
their business. 

It is management's obligation to 
yutline clearly what information they 
want on an ideal call report. If 
salesmen are convinced the report is 
nerely a check on their time, it is 
human nature to embroider the report 
with unrealistic competitive obstacles 
r glowing accounts of “‘slow-but-sure” 
progress on “tough-to-crack”’ accounts 

On the other hand, if the report 

ives little or no room for exposition, 
ind clearly requests factual data, the 
ilesman 1s inclined to be scrupulous 
in noting only the essentials of what 
he has tried to do on each call. Onc« 
“sold” on the reasons for making out 
good reports, the salesman strives t 
write only about those matters of 
value to himself and his company 





Indiana Manufacturers 
Supply Co., Indianapolis, 
learned that, although de- 
tail work kept manage- 
ment chained to the deck, 
by requiring complete call 


reports they could 








Re 


CALL REPORT FORM used by Indianapolis Manufacturers Supply Co. has 


space for usual call data, as well as starting and quitting time 
is section headed “Remarks, 


according to management, 


Real value of sheet 


follow-up mate nial, service 


Spend Each Day With Each Salesman 


l'ORMER SALESMEN THEMSELVES, Part 
ners Ben Perkin and Frank Cruger, 
Indiana Manufacturers Supply Co., 
Indianapolis, realize the importance 
of the call report as a device to keep 
them abreast of the sales activities of 
their eight salesmen. And 
they are particularly interested in the 
section of the call report form headed 
“Other information, remarks, catalogs, 
follow-up sales material, delivery dates, 
and service”— items requiring prompt 
attention from management if the cus 
tomer is to receive the service to which 
he is entitled, and the salesman is to 
be backed up 100 per cent in his sell 
ing effort 


outside 


The call report form requires more 
complete information than do most in 
that each salesman is required to not 
his starting and quitting time. A re 
ord of customers solicited, items pre 
sented, and whether or not orders 
were secured, is also emphasized. And 
if daily submittal of complete reports 
from each salesman requires a littk 
pressure, Indiana + Bee orth Sup 
ply Company believe it’s werth it 

A random call report submitted by 
Salesman G. A. Voelker (who usuall 
travels with a trailer on which is 
mounted a DeWalt tool) shows that 
he made seven demonstration calls, 
including two lumber companies, a 
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SALESMAN Marvin F. Richey fills in 
all report which has space for starting 
time, quitting time, number of call 
number of orders received 


construction company, and several 
manufacturers. After the name of a 
new contact, is the notation “good 
prospect”. Two orders were secured 
that day. Another day’s report shows 
even calls with no closed orders, but 
the results of Mr. Voelker’s demon 
strations are noted in detail—includ 
ing the interest of a customer in a spe 
cihe tool, items the salesman believes 
the customer will be ready for on his 
next trp, and temporary conditions 
precluding an immediate sale. An 
other day’s report shows only two calls, 
both resulting im indicating 
two very thorough, successful demon 


sales 


trations 

Salesman Warren Griffin, who tray 
cls frequently with the truck outfitted 
by Wells Mfg. Corp., believes that he 
gets his best results with this kind of 
sales trip—and his call reports verify 
it. One day, which gave him time fo: 
five calls, resulted in two sales. An 
ther day, he reported his starting 
time as 9:10, made 13 calls and s 
cured five orders, quitting at 4:55 
Although he indicated that cutting 
tools were presented on each call 
he also included a totally different 
item in each case—showing that al 
though he was basing his pitch on the 
demonstrator, he was taking advantage 
if the customers’ interest to introduce 
ither lines carried by his firm. 

Six call reports chosen from random 
imong those submitted by Salesman 
Marvin F. Richey, indicate that he 
iverages nine calls daily starting at 
5:45; that he secures an average of 
three orders a day; and quits about 


SALES MANAGER Dudley M. Condit reminds salesmen of importance of submit 
ting complete call reports at informal get-together. Mr. Condit uses call reports to 
keep up to date on each salesman’s activities and progress, and particularly watches 
for notations about troubles that require bis immediate attention 


TOP MANAGEMENT represented by partners, Ben Perkins and Frank Cruger, also 


check call reports daily where report calls attention to a tough customer or competi 


tive situation that can best be handled by top management call 
hesitate to request management assistance wher 


+:30. This gives an indication of how 
the accumulated call reports can be 
used to form a general idea of thé 
ratio of calls to sales, working hours t 
iles, ete 

In addition to call reports, 
vho will be working out of town sub 
mit advance Route Lists, indicating 
their location on specific dates, and 
the address they can be 
reached 

Obviously it’s impossible to hold 
daily conferences with each salesman 
to keep abreast of his selling prog 
ress and to receive first hand from 
him any special requests from his cus 
tomers—but Indiana Manufacturers 


micn 


where 


Salesmen don't 
cssa©ry 


» ait is ne 


Supply has been able to find out 
these things and many more through 
1 more practical means—the call 1 


P rt 





For another verdict on the 
advantages of call reports 
to management and sales- 


men, please turn page. . . 
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The Case For Call Reports (Cont’d.) 


DAILY CALL REPORTS (right) are handed in every morn- 
(Left) John Horvath, salesman, checks 


ing by local salesmen 
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CALL REPORTS? —We Like 


We're all in favor of call reports,” 
John K. Sorensen, assistant manager, 
Klisworth Steel & Supply Co., Strat 
ford, Conn., says. “Our experience 
proves that call reports take a mini 
mum of time and produce maximum 
results.” 

Ellsworth salesmen travel with a 
call report pad. ‘The pad which meas- 
ures approximately 3-in. by 5-in. with 
only six lines requests the following 
ciata 

Date, Firm Name, Address, Inter- 
viewed, Interested In, Quoted On. 

At the bottom of the ship is a space 
for the salesman’s name (usually ini- 
tials are sufficient), and a request to 
note changes in address or personnel. 

“Actually,” Mr. Sorensen points 
out, “all we want to know on the 
call report is just three things: 

1) Who did the salesman sce? 

2) What products discussed? 

3) What can we do to help him 
get or keep the business? 

“Our salesmen know they can an 
swer those questions briefly, without 
taking time from their main job 
making calls and getting business.” 

Here are some of the advantages 
observed since Ellsworth started the 
call report idea 

1) Management is _ better 
quicker informed about the sales 
force’s problems. Customer com 
plaints, criticisms, etc., in writing, are 
in management’s hands while things 
are hot. Past experience has shown 
that if a salesman doesn’t jot a com- 
plaint down, he occasionally forgets 
it until too late to rectify the situa- 
thon 

Here’s an actual occurrance that 
proved the efficacy of call reports to 
Ellsworth management. One of 


and 


their new salesmen discussed bronze 
bar stock with a potential customer. 
I'he customer said the bar stock they 
needed had to meet AN Specs. The 
salesman didn’t think his product met 
the government Specs., but neverthe- 
less he made a note of the discussion 
on the call report slip. The next 
morning Mr. Sorensen spotted the 
item, immediately phoned his sup- 
plier, learned their bar stock met the 
Specs., and was able to phone the 
account and salvage the order. 

2) Keeps mailing list up-to-date and 
accurate. Changes in personnel and 
addresses are noted on the call report 
slips by the salesmen, and Mr. Soren 
sen relays these slips to the girl who 
maintains their mailing lists. 

3) The call reports are a vital part 
of their sales analysis records. From 
customer sales analysis sheets, it can 
be determined if business is down 
with a particular account. Mr. Sor- 
ensen, paying attention to the fre- 
quency of call notations, can deter- 
mine at a glance if perhaps the trouble 
may be due to lack of attention. If 
the records show the salesman has 
neglected the account, management 
determines if it is because he has too 
much to do, or because he may not 
click with key personnel. After dis- 
cussion, it may be assigned to another 
salesman. 

4) Entire organization is_ kept 
abreast of salesmen’s problems. If a 
salesman notes on his call report that 
a customer complained about delivery, 
Mr. Sorensen will mark it in red and 
circulate the report to those in their 
organization who may have contrib- 
uted to the faulty service. Thus, they 
can find out where the trouble is and 
take remedial action. 


in with John K. Sorensen, assistant manager, who reads re- 
ports as soon as received and takes action wherever necessary. 


‘Em! 


\t present, Ellsworth maintain sales 
records for every customer on 21 ma- 
jor lines, plus a miscellaneous cate- 
gory. Notations of calls on each cus 
tomer are made on the analysis sheet 
from the call reports. Decisions can 
be made as to where the salesmen 
should spend their time most profit- 
ably. It prevents a situation where 
salesmen spend too much time with 
customers who do not warrant it 
due to limited potential. 

Experience has proven that call re- 
ports provide Ellsworth salesmen with 

1) an accurate record of their atten- 
tion to each account; 2) the knowledge 
that their company will take immedi- 
ate action on anything that is hot; 3) 
mailing lists that insure promotion lit- 
erature going to the proper address 
and personnel. 

Salesman John Horvath says, “It 
takes me a maximum of 20 minutes a 
day to fill out the call report slips 
When I think of the benefits I wish I 
could use every 20 minutes of the day 
as profitably.” 





Differences of opinion are 
obvious, based on the re- 
plies from distributors in 
different sections of the 
country. On the following 
page you will find quotes 
taken from replies—opin- 
ions that are pro and con, 
and, in some cases, a com- 
bination of the two. . . 
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We use two kinds of call reports, daily and monthly. 
A small daily report form is optional, in that it may be 
turned in daily or only whenever the need is indicated. 
A larger, daily record of calls is a monthly sheet given 
to each salesman the first of the month with his total 
sales for the previous month posted in the first column. 
The salesman posts the numbers of calls and people 
contacted and turns it in at the end of the month. This 
serves as an evaluation of the salesman’s time and 
provides the sales manager with a method of determin- 
ing how important the salesman considers each account. 
Our salesmen are very enthusiastic both in their attitude 
toward turning in reports completely filled out, and in 
their acknowledgement of benefits derived from them. 
F. W. Nelson, sales manager, Garrett Supply Company, 

Los Angeles, California 


We use daily, weekly, special and verbal reports, and 
have been using our present forms more than 5 years. 
‘The summarization of these individual call reports is the 
key to helpful action for better efficiency—not only for 
the salesmen, but for those who guide and help them 
These reports are also beneficial for the cooperation of 
cur management with the management of our suppliers. 
H. EF. Torell, vice-president, Syracuse Supply Company, 


Syracuse, N. Y. 


For the past year and a half, we have been using a weekly 
call report form which is short, concise, and provides 
space to note who was called on and the products 
stressed. If more space is required, the back of the form 
is used. Our salesmen frequently refer to previous reports 
to refresh their memory on what thev talked about. 
Our inside personnel not only are posted on what ac- 
counts are being worked on and when, but also can 
follow-up by sending advertisements and literature after 
the call. Our salesmen complained about the reports 
taking too much of their time, but we pointed out they 
could fill in their report on the last call while waiting 
to see the buyer at the next call. 
D. J. Seyler, vice-president and sales manager, 
H. P. Weller Supply Company, Erie, Pa. 





We had call reports at one time, but gave them up as a 
total waste of time. We discovered the information they 
contained had no value, primarily, we believe, because our 
salesmen are paid on commission. We look upon our 
salesmen as their own sales managers; we don’t hire any- 
one who isn’t interested in making money for himself 
by working hard. If we ask salesmen to account for their 
calls, they'd have to include the afternoon they played 
golf or went to a ball game with a good account. They 
might feel guilty about it, thinking we were interested in 
a long list of strictly business calls. If the golf game gets 
the business, that’s a more important way to spend the 
day than running up 15 calls to put down on a sheet of 
paper, 

Vice-president, New York distributing company. 


We do not use a particular form. Our salesmen just hand 
in a page daily which lists their calls, items presented, and 
special comments. We are mainly interested in customer 
comments and complaints and, of course, we'd like some 
idea of what the salesman talked about. My frank opinion 
of call reports is that, although they may be of some 
small benefit, they are too easily faked. I could say more, 
but I don’t want to be quoted anyway. 

Sales manager, Midwest distributing company. 


For the past five or six years we have used a weekly call 
report combined with the salesman’s expense account. 
The report simply states the name of the company called 
on, the date, and how much money was spent. We post 
the calls on ledger cards. If business falls off with a par- 
ticular account, we check the call ledger cards to deter- 
mine if number of calls may be the reason. I think call 
reports are necessary only when salesmen are on salary. 
If they’re on commission like our men, they're going to 
work hard anyway. If I required more complete call re- 
ports, it would mean a tabulation of the information ob 
tained would be necessary to justify the time the salesman 
spent on them. And that would tie up more time and 
people. I don’t think much of call reports. 
H. T. Collins, sales manager, Harry Lee & Sons, 
Chicago, Il. 





PRO AND CON 


We have used a standard daily call report for some time. 
We are primarily interested in seeing new calls. Call 
reports keep the salesmen from getting careless, but I 
think they have limited value. If salesmen would be 
methodical and keep their own records, it doesn’t seem to 
me call reports would be necessarv. 

F. B. Timble, president and sales manager, 


Ray M. Ring Co., Chicago, III. 


We use a standard weekly call report form that is turned 
in in duplicate with the expense account. We check to be 
sure calls are being made in small towns and on small 
accounts. Other than as a check on complete coverage in 
the out-of-town areas, call reports aren’t of too much 
value. I trust all my men. 
Harry Eckland, sales manager, Clifford Peterson Tool Co., 
Chicago, III. 


When we started business about eight years ago, we used 
daily call reports. In time we abandoned the daily re- 


port for a weekly report, but even these consumed too 
much time and did not furnish any particularly useful 
information. We did away with formal reports and, 
today, each man writes a brief monthly report on com- 
petitive conditions existing in his territory, personnel 
changes, new buying habits, other changes. We do feel 
that we have minimized the waste of time on reports, 
and we get something worthwhile that has a direct bear- 
ing on the planning of our future sales policy. All that’s 
left of the old reports is a tally of daily calls. 
George W. Powell, president, Fidelity Too] Supply Co. 
Camden, N. J. 


We have daily report forms, but our salesmen do not 
necessarily turn them in daily, as there usually isn’t too 
much new to report when calling on regular accounts. 
The reports bring out unusual problems and changes in 
personnel, but some of ou aieuen feel they are an 
unnecessary chore. 
L. B. Watrous, manager, Brierly, Lombard & Co., Inc. 
Worcester, Mass. 
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Pumps: 


Principles and Potentials 


And When You Sell Pumps— 
Don’t Forget These Related Items: 


Packing 
Bedplates 
Pipe, Valves, Fittings 


Suction and Discharge Hose 


Prime Mover (electric motor, gas engine, 


ete.) 


Intermediate drive (V-belts, gear, flexible 
couplings, ete.) 


ACCORDING TO THE DICTIONARY, a 
pump is a mechanical device for rais- 
ing, circulating, exhausting, or com- 
pressing a liquid by drawing or press- 
ing it through apertures and pipes. 

Historically, pumps were used to 
provide water for ancient Greece, 
Rome, Egypt, China and _ India. 
Pumps were probably first used by 
ancient farmers to supply water to irri- 
gate their land, and by herdsmen to 
supply water for their flocks. Then 
pumps were probably employed for 
village water supply, and, finally, for 
industry which has a need for all 
kinds of pumps handling everything 
that can be made to flow 

Although the origin of the pump 
dates back to antiquity, it was in 1840 
that Henry R. Worthington invented 
his first direct-acting reciprocating 
steam pump which made it possible 
to use pumps anywhere that a steam 
line was available or could be in- 
stalled. Today, we have many modifi- 
cations of this type pump, both steam 
driven and motor driven 

The vast number of pump types 
ivailable make it a problem to select 
the design best suited for the service 
conditions involved. There are no 
hard and fast rules that can be laid 
down to enable the novice to deter- 
mine exactly what type pump to rec 
ommend for a specific job. All general 
statements having to do with each 
type or make pump for a specific serv- 
ice condition must be tempered by 
practical experience 
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CENTRIFUGAL PUMP consists of an outer casing which 


encloses a revolving impeller, and in which inner and outer 
passages are formed. The liquid enters the hub, is caught 


between the revolving impeller blades, and hurled outward 
by centrifugal force into the delivery space around the im- 


peller, passing out through the discharge opening 


In this regard, many salesmen look 
for ideal conditions, whereas, in many 
instances, the economics should be 
thoroughly weighed. Although the life 
of a pump may be relatively short for a 
particular service, economic factors 
(such as savings in labor, other manu- 
facturing or materials handling costs, 
weight savings, etc.) may well be the 
sales angle around which a pump sale 
can be made. 

Pumps may be divided into three 
general classes—centrifugal, rotary and 
reciprocating. 

However, there are subdivisions of 
these classes, and manufacturers have 
developed special features in all types 
and classes for the varied applications 
in modern industry. 


Principles 


The basic operation of pumps of the 
centrifugal type may be described as 
follows: pressure is developed by the 
action of centrifugal force. An im 
peller, usually with blades curved back- 
ward in relation to the direction of 
rotation, catches the liquid which en- 
ters the suction side, whirls it around, 
and the liquid is hurled outward by 
centrifugal force into the delivery 
space around the impeller, passing out 
through the discharge opening. 

l'ypes of centrifugal pumps are cen- 
trifugal, single and multi-stage; pro- 
peller; mixed flow; and peripheral. The 
single stage centrifugal pump develops 
the total head with one impeller, 
whereas the multi-stage pump uses two 


or more impellers acting in series in 
one casing. 

Other popular types of centrifuga? 
pumps are volute pumps having a cas- 
ing in the form of a spiral or volute, 
and diffusion vane or turbine pumps 
which are equipped with diffusion 
vanes. 

Some of the special application cen- 
trifugal pumps include: chemical, 
boiler feed, condensate, dredge, fire, 
hot oil, mine, hydraulic pressure, paper 
stock, sanitary, and volatile liquid 
pumps. 

A rotary pump is a positive dis- 
placement pump made up of a fixed 
casing containing cams, screws, gears, 
vanes, plungers or similar elements 
which are actuated by rotations of the 
drive shaft. ‘There are six basic types 
of rotary pumps: cam and piston 
pumps, gear pumps, lobular pumps, 
screw pumps, vane pumps, and shuttle 
block pumps. 

Rotary pumps have an extensive 
field of application embracing the han- 
dling of liquids of a wide range of 
capacities and pressures, depending 
upon whether the liquid is viscous or 
non-viscous, corrosive or non-corrosive, 
cold or hot. Viscosities range from 
gasoline, water, all petroleum prod- 
ucts, paint, white lead, and black strap 
molasses. 

Generally, rotary pumps are self- 
priming, and, where necessary, can 
handle entrained air or gas. Abrasive 
or corrosive liquids will cause prema- 
ture wear on the closely fitted parts, 
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ROTARY PUMP is a positive displacement pump. The 
unmeshing of the gears produces a partial vacuum and at 
mospheric pressure forces the liquid into the pump. The 
liquid is carried between the gear teeth and the case to the | 
Ihe meshing of the gears forces 


opposite side of the pump 
the liquid into the outlet linc 


and reduce the life of the pump. Prac 
tically all rotary pumps are not recom- 
mended for services where the pump is 
likely to run dry. 

Reciprocating pumps employ a pis- 
ton in a cylinder which positively dis- 
places a given volume of fluid for each 
stroke. The piston area and its speed 
determine the amount of fluid de 
livered. 

The direct-acting, steamriven re 
ciprocating pump has a steam piston 
connected directly to a liquid piston 
or plunger through the piston rod. 
The steam end of this pump is like a 
conventional slide-valve engine, with 
direct-acting slide valve; but other 
types of steam end are also used. In 
this type pump, the length of stroke 
is determined by the length of the 
steam cylinder and the action of the 
steam in it. 

There are two general types of di 
rect-acting steam pumps; the simplex 
which has one steam and one water 
cylinder, and the duplex which has 
duplicate steam and water cylinders 

The plunger type reciprocating 
pump employs a plunger moving in a 
stationary packing; in the piston type, 
the packing is carried on the piston. 

There are also a large number of 
reciprocating pumps that are mo- 
tor driven. These may be of hori 
zontal or vertical design. In these 
pumps (which are made in simplex, du 
plex, and triplex types, according to 
the number of pistons or plungers), 
the pistons or plungers connect to a 


stroke 


crankshaft that is geared to a counter 
shaft and connected to the driving 
motor by a flat belt, gear, multiple 
V-belt, or chain. 

Pump manufacturers’ data sheets 
should be used to list the essential 
facts that must be known to select the 
most eficient and most economical 
pump for the job 
Selection 

rhe initial step in pump selection 
is to determine the needed capacity 
and suction and discharge conditions 
Capacity requirements are converted 
to a “gallons per minute” basis. Usu 
ally, the delivery rate is already estab 
lished by job requirements, but it is a 
simple matter to obtain by dividing 
the total volume by the time allotted. 
If a 9,000 gal. tank must be emptied 
in one hour, then 9,000 divided by 60 
equals 150 gpm 

Manufacturers’ recommendations 
should be followed as to pump speed, 
since correct speed depends on_ the 
nature of the liquid being handled 
plus other operating conditions. The 
delivery rate and discharge pressure, 
is well as the name and characteristics 
of the liquid to be handled, are basic 
factors that must be known. These 
factors are essential, not only for de 
termining which of the three basic 
types—centrifugal, rotary or reciprocat 
ing—should be chosen, but also for 
the types of materials to be used in 
the construction of the unit. 

Total discharge pressure is made of 


RECIPROCATING PUMP employs a piston in a cylinder 
which positively displaces a given volume of fluid for each 
Piston area and speed determine amount of fluid de 
livered. Illustration shows action of steam driven reciprocat 
ing pump; motor driven reciprocating pump resembles thi 
except for location of th 


valves 


a combination of three factors: 1) 
static discharge head, which is the ver 
tical distance from the pump to the 
point of discharge; 2) friction loss in 
the entire length of discharge pipe: 
and 3) the pressure required at thi 
point of discharge. Similarly, total 
suction lift is determined by the total 
of the static suction lift (vertical dis 
tance from low point of liquid to 
pump), and the friction loss in the 
entire length of suction pipe. 

Complete data should also be ob 
tained on the type of power unit 
(electric motor, gas engine, or other 
type prime mover), and intermediate 
drive (gear, chain, flexible coupling, 
etc.). 

Length of service required—and 
whether continuous or intermittent— 
will indicate whether or not a high 
priced, high quality pump should be 
considered. 


Potentials 


A Pump Marketing Study made by 
the Research Department, McGraw- 
Hill Publishing Co., covered 1,280 
plants in 15 industries, using 15,77] 
pumps. The results of this study re 
veal some interesting facts on where 
pumps are used, the types used, and 
how they mav be sold to these indus 
tries. From this study the following 
facts were obtained. 

Centrifugal pumps are used in larg- 
est proportions in most industries. In 
six of the 15 industries studied, cen 

Next page, please ) 
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Pumps: Principles and Potentials (Cont’d.) 


trifugal pumps, comprise 65 percent of 
all pumps used. The proportion for 
eight of the industries was between 40 
and 54 percent. 

Reciprocating units came next. In 
two industries, reciprocating pumps 
constituted between 40 percent and 65 
percent of all units, and in eight in 
dustries 15 percent or more but less 
than 40 percent. 

Four industries used over 15 per- 
cent, but less than 40 percent, rotary 
pumps. 

Only 1 industry reported 15 per- 
cent or more of deep well pumps. This 
was oil and petroleum production 
where this type constituted 45 per- 
cent, probably due to their extensive 
barge operations. 

Of all electrically driven pumps 
studied, 53 percent had motors of less 
than 25 hp.; 47 percent had motors of 
more than 25 hp. The average age for 
all pumps was 11.3 years; highest age 
was found in commercial buildings, 
lowest in miscellaneous non-manufac- 
turing. More reciprocating pumps 
were old pumps than any other type. 

Engineering construction had the 
largest proportion of gasoline driven 
pumps; marine, the greatest percent 
age of steam drives, but cight of the 
industries had over 80 percent electric 
drives and 11 had over 70 percent 
Electric motors, as the motive power 
for pumps, is continually increasing 


Liquids Handled 


For the pumps examined in the 
McGraw-Hill marketing study, there 
were over 200 different kinds of liquid 
recorded. At least 17 of the 200 were 
some form of water: boiler water, mine 
water, muddy water, etc. These 17 ac 
counted for # of all pumps used and 
3 of all centrifugal pumps. 

A third of all rotary pumps were 
used to handle viscous liquids, and this 
percentage has probably increased 
since the study was prepared. 

Centrifugal and reciprocating 
pumps were used over } of the time 
for handling thin liquids. 

In the oil and petroleum production 
field, 84 percent of the pumps used 
were bought from distributors, as were 
39 percent in the textile field, 37 per- 
cent in miscellaneous manufacturing, 
32 percent in engineering construction, 
30 percent in metal working, and 28 
percent in the food processing indus- 
try. 


Key Personnel 


From the distributor standpoint, 
one of the most important points 
revealed by the study had to do with 
the relative importance of key person- 
nel in the selection of pumps. 





Use of Pumps by Type 


Percent 
of Pumps Percent 





| 


Total 15 Major Industries 
Studied 

Metal Producing 

Metal Working 

Chemical Processing 

Food Processing. .. 

Textile 

Misc. Manufacturing 

Coal Mining 

Metal & Non-Metallic 
Mining 

Oil & Petroleum Production 

Electric & Gas Utilities 

Engineering Construction 

Waterworks & Sewerage 

Commercial! Buildings 

Marine 

Mise. Non-Manufacturing 


|} 59.7 
64.4 
56.5 
45.3 
62.4 
61.9 
56.9 
57.1 
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91.0 


AANA = Soo 


Ww 





| Cen- | Recipro- 
| trifugal | cating 


Percent 


=POuUo OWN 


WROWWRDOD COnUNQDWoaO= 


— — Purchased of Pumps 

| Deep | Through | Driven 
Rotary | W i Industrial by 

— Distribu- | Electric 
tors Motors 


=wnrnn= 
=OOOwW=]=—w 
no 


SNNNHUUOMU AOKMs“UWNO 
COO=]S00 


WwWWnh Ww 
SNNNYNED OBIODEOR— 
COM-“ahaWR BO]“WWAaUW 
WON 


tf 
@ 


NOO=8O CK=NWONK=u 
WwW 


"w=0OUNO UNnwoavooran 


+ 
S@BOnuss Oo 


PREOOUWY 


— 


mS=S000Nn 
24e2 ~o@ SSse2eseax 


19 
wOnnsnn 








Pump marketing study prepared by the Research Department, McGraw-Hill Pub 


lishing Co., Inc., 


turing represented such industries as tobacco, apparel, 


covered 15 major industries using a. Miscellaneous manufac 
It 


imber produc ts, furniture, 


printing, etc. Miscellaneous non-manufacturing included service establishments such 


as laundries, dry cleaning plants, golf clubs, pipelines, etc 


From the above table, for 


example, it is revealed that of approximately 16,000 pumps studied in the 15 major 
industries, 59.7 percent were centrifugal pumps, 22.1 percent reciprocating, 15.0 
percent rotary, and 5.2 percent of the deep well type. ‘The percentage of pumps pur- 
chased through industrial distributors by the 15 major industries was 21.2 percent 


I'he percentage of pumps which were driven by electric motors was 
this study which was made right after World War II 


78.2 percent in 
By using the table in this 


manner, marketing potentials can be determined for each type pump in the 15 major 


markets studied 


To sell any product, it is necessary 
to see the people who influence the 
buying of that product. Pumps, ac- 
cording to the study, are not purchased 
by one man. Usually, between two and 
three departments or men having dif- 
ferent functions are consulted, al- 
though a few industries (food proc- 
essing and electric and gas utilities) 
average closer to four. 

Purchasing agents had a heavy vote 
in the coal mining industry, but 
ranked relatively low in all other in- 
dustries. Most referred to key person- 
nel were plant maintenance men and 
administration executives. Mainte- 
nance men were especially important 
in metal producing, food processing, 
and commercial buildings. Purchasing 
units were found to have some influ- 
ence where pumps were bought as 
replacement or suppiementary equip- 
ment for plants already in existence. 

Administration executives counted 
most heavily in metal and non-metallic 
mining, waterworks and sewerage, 
electric and gas utilities. 

Consulting engineers and architects 
were relatively high on the total list- 
ing, right after administration and 
maintenance men. They were greatest 


in the purchase of pumps for power or 
building service on new plants being 
constructed. 

Process men were called in most 
frequently in the following industries: 
food, oil and petroleum, production, 
and chemical processing. They were 
highest in the purchase of supplemen- 
tary equipment for production or 
processing of the product. 

When compared with other sup- 
plies sold by industrial distributors, 
pumps are not a simple line to sell. 
However, all manufacturers have a 
wealth of literature available on their 
pumps and applications, plus engineer- 
ing booklets designed to help salesmen 
solve pump problems. The distributor 
who sells pumps is in a good position 
to sell related items such as pipe and 
fittings, hose, motors, and power 
transmission equipment along with 
the pump unit. 

The demands of modern industry, 
and the new processes requiring pump 
units, make for an_ ever-increasing 
market. Salesmen who build wide field 
experience have the most to offer users, 
and will be in a better position to ob- 
tain their share of this growing poten- 
tial. 
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A MESSAGE TO AMERICAN 


The first of two articles on profits 


INDUSTRY e 


ONE OF A SERIES 


PROFITS... How High Are They? 
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How high are profits? What is being done 
with them? This is the first of two articles 
designed solely to throw some factual light 
on these key economic questions: 

One of the important economic develop- 
ments of 1953 has been a substantial increase 
in the dollar volume of corporation profits 
from the level of 1952. But to answer the 
question “How high are profits?” we must 
also measure them: 1) by comparison with 
the record of previous years, and 2) as a 
share of the total national income. The term 
“profits,” as used here, refers to profits after 
taxes. These are the only profits that can be 
paid to stockholders or retained for use in the 
business. 

In the first six months of 1953, corporate 
profits after taxes were at an annual rate of 


$20.4 billion. This was higher than in the first 
half of 1952, but lower than in the full years 
1948 or 1950, or in the first half of 1951. If 
allowance is made for the declining value of 
the dollar, this year’s net profits for all cor- 
porations represent less purchasing power 
than those made five or six years ago. 

Here is the record of profits over the years: 





Net Profits After Taxes 
of All U.S. Corporations 





Billions of Dollars 





Actual In 1953 Prices 





1929 














*Annual rate, first six months 


The record shows that real profits have a 
little more than doubled since 1939. This in- 
crease, however, does not mean that corpora- 
tions are doing exceptionally well. The entire 
national income has doubled since 1939. And 
our industrial plant is more than twice as 
large as it was in 1939. Therefore, profits 
have just about kept pace with industrial 
growth. 


Return on Investment 


How high are profits compared with sales, or 
compared with the stockholders’ investment? 








What is the rate of return to the people who 
have invested their savings in corporate busi- 
ness? 

The table below shows that for the past 
three years the rate of return on both sales 
and investment has been substantially below 
the return achieved in earlier postwar years. 
The rate of return on stockholders’ invest- 
ment is higher now than it was in 1939. But 
this is primarily because today’s profits are 
reported in terms of today’s prices, whereas 
much of the investment in plant facilities is 
still carried on the books at prewar prices, 
which are substantially below the cost of re- 
placement. The current rate of return, meas- 
ured as a percentage of total corporate sales, 
is below prewar levels. 





Corporate Profits After Taxes 





Per Cent of Per Cent of 
Total Stockholders’ 
Sales Equity 





1929 6.1 
"1939" 41 
5.3 
5.3 
4.4 
1950 5.3 
1951 4.1 11.8 
1952 3.6 10.3 
1953# 3.7 10.8 


14.8( average 











* Manufacturing corporations only 
NA Not available 
# Annual rate, first six months 


In considering these figures, it should be 
remembered that they are averages for all 
corporations. Some companies make more 
than the average, and many make no profit 
at all. In every year since 1915 at least 25% 
of all corporations have operated at a loss. 
In 1939, 58% of all corporations were losing 
money. This year the figure will probably be 
at least 30%. The improvement since 1939 
shows a much healthier economy. But it does 
not indicate that profits are easy to make. 


How Big a Share of the Pie? 


The most important single fact about profits 
is that they now represent a smaller share of 
national income than they have in past years 
of normal prosperity. For the past three 


years, profits have taken a smaller share of 
the pie than in 1939, and considerably smaller 
than in the early postwar years. Here, as the 
chart at the beginning shows, is the record: 





Corporate Profits After Taxes as a 
ercentage of National Income 





1929 9.6 


or ’ 


9.3 
7.5 
9.4 
7.2 
6.4 
6.6 











“Annual rate, first six months 


The main reason for the declining corpo- 
rate share of national income is, of course, 
the increasing share taken by the federal 
government in the form of taxes. The wage 
earners’ share is also higher than in 1939. 
But the really startling increase is in federal 
taxes. Taxes on profits now equal almost 8% 
of the national income, compared to only 2% 
in 1939. 


Why This Is Important 


It is important that these facts about profits 
and taxes be widely understood. At its next 
session, Congress must consider what to do 
about the emergency taxes on profits enacted 
after the outbreak of the Korean War. The 
so-called excess profits tax is scheduled to die 
on January 1, 1954. In the absence of new 
legislation, the rate of the corporate income 
tax will drop from 52% to 47% on April 1. 
Many factors, including the revenue needs of 
the government, must enter into the decision 
whether or not to reduce taxes. But one fact 
stands out clearly: By comparison either 
with past years or with the total national 
income, corporate profits today are rela- 
tively low. 


The second article in this series will discuss 
what corporations do with their profits. 


McGraw-Hill Publishing Company, Inc. 














ZOSBOR®S> 


Osborn power, 
maintenance and paint 
brushes and foundry 
molding machines 


On 
EVERY CALL 


you 

make 

e+. prospect 
for 
OSBORN 
BRUSHES 





Every company you call on is a prospect for 
maintenance and paint or power brushes. 
Your yearly potential is huge. Your selective 
Osborn franchise gives you the inside 

track for this profitable business because 
Osborn Brushes are the leading brand 

of Industry. Are you capitalizing on this 
advantage? The Osborn Manufacturing 
Company, Dept. R-11, 5401 Hamilton 

Avenue, Cleveland 14, Ohio. 








U.S. TOTALS 


August 1953 
Compared with 


July 1953 


-3% 





Compiceo sy InpusTaiat DistaisutTion 





August 1953 
Compared with 
August 1952 


+4.% | 





First 8 Mos. 1953 
Compared with 
First 8 Mos, 1952 


+2 % 











Supply Sales Trend 


Final Figures For August 1953 








August 1953 
Compared with 


July 1953 


August 1953 
Compared with 
August 1952 


First 8 Mos. 1953 
Compared with 
First 8 Mos. 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 9% 
370 


1% 


1% 








+ 9% 
+] O% 


+12% 


- 





+ B hye 
+ dT 


7 2% 


+ 2% 
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Here's the New| 


Must Mh iL 
THREADING 
MACHINE . 


LOW PRICED... 


EASY TO OPERATE 


THE MANUFACTURING CO. 
2045 East 61st St., Cleveland 3, Ohio 


The New 


Thrift 
Model 


1893 « CELEBRATING 60 Years Leadership in the Threading Industry + 1953 i 


CAN MEAN BIGGER PROFITS FOR YOU 


Oster ads like the one shown are announcing the 
new Oster No. 784 Thrift Mode! pipe threading 
machine to your customers. It’s inviting them to 
contact you for the full story. 


The rugged new Oster Thrift Model has real sales 
appeal. Its features include the exclusive Oster 
wrenchless front gripping chuck. Its range is 1” to 
4” for pipe, 4” 
4%” and %”. Two die heads cover this entire range. 
As the name implies, the Thrift Model is priced 
much lower than any other machine with equal 


to 3” for bolts, with extra range of 


range. But don’t let the low price fool you. The 


THE 


new Oster Thrift Model will stand up under the 
roughest, toughest conditions. 


Advertising machines like this to your customers 
is just one way Oster is helping to make your profits 
larger and your sales easier. These ads also point 
out that you know exactly the right machine to 
recommend to solve any pipe threading problem 

. that you offer speedy delivery, dependable 
service, and stand behind the products you sell. 
For further information about the new Thrift Model 
or for promotional literature to fit into your sales 
plan, write us today. We will be happy to cooperate 
in any way we can. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 


1893 * CELEBRATING 60 Years Leadership in the Threading Industry +» 1953 
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SALES TRENDS (Cont'd.) 





August 1953 August 1953 First 8 Mos. 1953 
Compared with Compared with Compared with 
July 1953 August 1952 First 8 Mos. 1952 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia - > 
Maryland + % . %o 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky % 
Mississippi 


pa 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas A. 
Louisiana a 
Oklahoma % 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho ( 
Montana % 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California _ q 
Oregon ©] 


Washington 
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“SMART PACKAGING is ANOTHER 
YARWAY SALES 
_ ADVANTAGE 
IMPULSE. FOR US” 


STEAM 
TRAP 


cas 0" 


says 


Potter W. Shaw” 


Every box is an advertisement for 
YARWAY Impulse Steam Traps. In 
addition, high visibility and easy shelf 
storage make the smartly-designed 
YARWAY Steam Trap box popular 
with distributors. 

This is just one more way YARWAY 
backs up distributor sales effort. A 
strong consumer promotion program 
includes trade journal advertising, direct 
mail, steam traps clinics with the Yarway 
movie, trade show displays, plus other 
up-to-the-minute dealer sales aids. 
YARWAY Impulse Steam Traps are 
marketed through recognized industrial 
distributors. More than 900,000 have 
already been sold. 


For information, write... 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


*SALES MANAGER, The Mau-Sherwood Supply Co. 
Cleveland, Ohio 


impulse 
Steam trap 
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Price Index for 19 Product Classes 


(1947-49100) 
“> Change 
August July August From 
NAME OF PRODUCT CLASS 53 53 5 Year Ago 
Abrasive Products 116.5 116.6 117.1 —0.5 
Cutting Tools 120.5 120.5 119.1 +1.2 
Fans and Blowers 141.9 134.9 136.7 +3.8 
Fasteners 153.9 151.1 139.1 
Incandescent Lamps 136.9 136.9 117.9 
Industrial Rubber Products 124.1 124.1 128.4 
Lubricants 85.1 87.4 98.5 
Materials Handling Equipment 131.1 129.55 127.1 


Mechanics Hand Tools 
(Files, saw blades) 136.7 135.3 124.6 


Metalworking Accessories 128.7 128.7 121.3 
Motors 121.1 121.1 115.5 
Paint 110.7 110.7 110.6 
Portable Power Tools 118.1 118.1 113.3 


Power Transmission Equipment 129.6 128.4 124.4 


Precision Measuring Tools 120.6 120.6 116.8 
Pumps and Compressors 131.4 1314 123.2 


Steel Products 


(Pipe, bars, nails, ete.) 141.7 141.7 130.8 
Valves and Fittings 129.0 128.6 120.6 


Welding Machines 
(Equipment, rods) 124.4 124.4 119.0 


Total Index 127.8 127.2 122.4 


Source: Bureau of Labor Statistics and Industrial Distribution 
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The reasons why we ASK YOUR DISTRIBUTOR FOR 


urge your customers 
to ask for 


CHESTER 
BURRS pa 


are Chain Hoists, 4 to 25 


ton...and many 


special types includ- 
ing the Extended 


the same reasons y  ~=- 


Headroom. 





— > BECAUSE THEY’RE DURABLE 
... from hook to hook. Chester Hoists are built for a steady job 
of lifting, and built to last with quality castings and forged parts, 
and with Timken Tapered Bearings for smoother operation 
: and longer wear. 


BECAUSE THEY’RE DEPENDABLE 
/ r ... Chester Hoists are expertly designed and ruggedly con- 
structed to delive high mechanical efhiciency in everyday lifting. 
They're actually built to a safety factor of 5 times the rated 
3 load, to protect your men and equipment. 


BECAUSE THEY’RE ECONOMICAL 


: 
...ease of maintenance is an outstanding feature of Chester 
Hoists. With Timken instead of ordinary bearings, they can be 
much more readily torn down and reassembled... serviced on 
the spot in a matter of minutes with ordinary tools. 


Com ef (Wiig —> BECAUSE THEY'RE SPEED-SERVICED 
...any Chester Hoist part can be quickly supplied as needed. 


When your hoist oe yoo factory overhaul and testing, it will 
be done quickly and completely, and the hoist will be rushed 
right back to work for you. 


, a 
Confidence Ask your distributor, or write us, for com- 
plete catalog, and tell us your requirements. 
CHESTER HOIST DIVISION 


The National Screw & Mfg. Company, Lisbon, Ohio 





—— 


. . ¥ *» , 
Current advertisement at right ~ \ ational xgSy FASTENERS ‘4 ODELL CHAINS CHESTER HOISTS 
in Factory and Mill & Factory zr” 

L 
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The Outlook For Business 





120 


By The Economics Department, McGraw-Hill Publishing Company 


SOME FUNDAMENTAL MEASURES of busi- 
ness activity---construction, steel output, durable 
goods sales, manufacturers’ new orders---had begun 
to turn down when we submitted our last report 
on business activity. 

The Federal Reserve Board's index of industrial 
production, probably the most widely used measure 
of activity in manufacturing and mining, stood at 
235 in Septernber, compared with 243 in March, 
Twelve of the sixteen manufacturing industries in- 
cluded are now operating at lower levels (seasonally 
adjusted) than they were earlier in 1953, 

On the other hand, dollar measures of total 
business activity-—such as the gross national prod- 
uct, which includes output of all goods and services 
at market prices-~-still show no decline, Many ser- 
vice activities are still increasing as are consumer 
expenditures for non-durable goods, And a small 
rise in average retail prices has helped to hold up 
the dollar volume of business, 


SOME ECONOMISTS of high standing argue 
that a continued rise in expenditures for soft goods 
and services will offset the drop in durable goods 
production and enable business activity as a whole 
to keep an even keel well into 1954, We conceive 
this to be a possibility and would enjoy embracing 
it as a probability. At this juncture, however, it 
seems to us that the downward forces are exerting 
too much pull to justify confidence that another 
rolling readjustment (increases in some segments of 
business to offset declines elsewhere) will bring the 
economy through on an even keel. 


INSTEAD WE CONTINUE to anticipate some 
falling off in business as a whole---a prospective 
decline which we have recently characterized as that 
from super-boom to a high level of prosperity, How- 
ever, we readily concede that what is going to 
happen in the period immediately ahead is suf- 
ficiently unresolved to leave room for a wide range 
of psychological responses on the part of the busi- 
ness community, with attendant adjustments in 
business plans. 

Our own observation would be that the business 
community, while increasingly concerned about the 
outlook, is today ina farcalmerstateof mind than 
in 1929 or 1949, so far as this concerns sharply 
cutting or cancelling important programs, 


THE ONLY REAL ATTACK OF JITTERS so 
far is in the stock market, which has recently taken 
its worst tumble in over two years. The market has 
often gone in a direction opposite to business activi- 
ty. And it almost always exaggerates the trend in 
ane direction or the other. 

You can see evidence of the businessman's re- 
luctance to take short-term risks in recent inventory 
policy, The press has carried numerous statements 


by leading executives of a determination to reduce 
inventories, And although we have no really recent 
figures on inventory accumulation the trend of 
bank loans to business---which are mostly inventory 
loans---its not up as sharply as many observers 
had predicted, 


FINANCING for new plant and equipment, how- 
ever, has not been affected seriously. On Sept, 16, 
one of the largest amounts of new securities (mostly 
bonds) ever offered in one day was sold to the pub- 
lic without difficulty. The fact is—-as reported in 
our surveys---that there is a great deal of capital 
planning going on which ignores the short-run 
outlook in favor of the bright prospects for long- 
term growth, 

We wish we. knew whether the long-term plan- 
ners Operate in water-tight compartments which 
separate them from the stock market operators, 
the inventory planners, etc. It seems unlikely that 
this is so, in view of the popularity of such effective 
procedures for exchanging business information as 
the long luncheon and the cocktail hour, 


ONE REASON for the mixture of long-term 
optimism with short-term pessimism is the fact 
that much industrial investment is necessarily tied 
to a long-term growth curve. Even in such establish- 
ed industries as steel or automobiles, capital ex- 
penditures are likely to be made, despite the short 
term outlook, as long as research scientists keep 
coming up with the startling developments like 
continuous casting for steel ingots, or automatic 
machining for automobile engine blocks, In fact, 


we suspect that if we can just keep the pessimists 


.away from research departments, we may have a 


good part of the problem of maintaining a high 
level of prosperity solved, 


THIS IS THE START of a tremendous selling 
season in the consumer goods field, When it comes 
to such simple matters as hitting the customer over 
the head to make a sale, the boys are in there swing- 
ing this season. 

The makers of such consumer durables as tele- 
vision sets and household appliances are starting 
energetic sales campaigns, designed to promote the 
usual fall upswing in retail sales, 

The coming months may offer a chance to prove 
the thesis that a generous dose of salesmanship in 
promoting consumer goods serves a useful economic 
purpose, 

By the time of our next outlook, we hope to 
have acquired some factual data on what business 
is planning for capital expenditures in 1954, 
Meantime, we rather enjoy the speculation that the 
future is largely in the hands of the researchers 
and the salesmen, This suggests that while 1953 may 
be the biggest business year for some time, 1954 may 
turn out to be the most interesting, 
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You ll write up plenty of orders— 
when you carry U.S. lapes 


It’s a tape line that’s we//-known—containing a tape for every 3. “U.S.” Tapes are so widely known and so widely 
job of splicing or insulating—made by one otf the largest manu- used that they are the tapes that are wanted—because 
facturers of cables and tapes. United States Rubber Com- users have found them superior. 
pany’s tapes are well-known because 4. Distributors like the quick supply system of “U.S.” 
25 strategically located District Sales Offices. You 
1. They are advertised continuously to industrial users : pst le 
: get fast replacement of stock. 
and dealers in all the important trade and industrial 
magazines. 


You can't miss out on orders when you carry the “U. S. 
Line. Remember there's a tape for every splicing or insulat- 
2. Sales promotion aids point out constantly the per- ing job. It’s the best way to meet the job requirements of 

formance and durability of “U.S.” Tapes your trade—and that means Sales. Place your orders NOW! 





U.S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. Also in specification 


grade—U.S. Holdtite®—exceeds A.S.T.M. 
SECURITY Specifications. 


FRICTION TAPE 


United Stetes Aubder Compeny 
=~ en a 














U.S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. 








Also in a specification grade—U. S. Holdtite 
—exceeds A.S.T.M. Specifications. 
United States Rubber Company 
wee roms we i 


U.S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 

and to water, oils, acids, 

alkalies, corrosive chem- 

icals. Good stretch and 

adhesion. Easy to handle. 

Appr. by Underwriters’ 

Laboratories, Inc. 


=> < 
UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION «© ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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BU EVARTE 


1 by 


a collection of useful tips to help you 
develop new selling leads in 


ALUMINUM. DOOR HANDLES ARE DIE -STAMPED 
industrial markets “PUSH” THROUGH A BRIGHT-COLORED STRIP 
OF “SCOTCH” BRAND PLASTIC TAPE 

EASY-TO-SEE TAPE STICKS TIGHT IN 

f RECESSED AREAS —COLORS STAY 
} BRIGHT EVEN UNDER CONSTANT USE. 


} 
i WATER TANKS FIT FOR A 


MILLIONAIRE'S 
MANSION 


GET THEIR SMOOTH FINISH FROM 
3M ABRASIVE BELTS ANDO THE 
RECOMMENDED 3M METHOD. 
BELTS INCREASED PRODUCTION 
AT ZERO WATER SOFTENER CO. 

FROM 6 TO 20 TANKS AN HOUR 
Products made in U S.A. by oy peining \ - GAVE UNITS A BETTER 
Ce eee Tee aactine Bhact ~—y Safet y Wal he UASIT COST. 
Non-slip Surtacing, “3M" Abrasives, “3M” Ad- 
hesives. General Export: 122 E. 42nd St., New 
York 17, N. Y. In Canada: London, Ont., Can. 
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* 


) ELLS 
SCREWS BY THE YARO [ 


SMALL ITEMS LIKE SCREWS 
AND BOLTS ARE SANDWICHED 
BETWEEN TWO STRIPS 
OF *“SCOTCH’ BRAND 
MASKING TAPE IN 
LOTS OF A DOZEN ORA 
| HALF DOZEN. STRONG, 
| LOW-COST TAPE MAKES 


TAPE: ‘teentl a | A NEAT BUNOLE WHICH 
| SAVES CLERK'S TIME.. 
NEW 7/PSTICKS / | ADDS EVE-APPEAL 
HELPS MAKE a 1 TO CUSTOMERS. 
NTAI r 
FILLING LIPSTICK OR COSMETIC 











AY HO 
OM OF THE TR FOR. 
TAINERS UPRIGHT FUN 








— anal 


7" 


laa ™~ Ln experience NEEDED 70 


Be SHARPEN WORLD'S TOUGHEST ALLOY / 


= TUNGSTEN CARBIDE TOOLS CAN CUT THROUGH 
gy— STEEL LIKE BUTTER —- BUT EVEN AN 
Wy ff 'NEXPERIENCED WORKER CAN RESHARPEN 
pF * THEM WITH THIS NEW 3M CARBIDE TOOL 
é SHARPENING METHOD. PENNIES-A-BELT 
DEVELOPMENT REPLACES COSTLY 
DIAMOND WHEELS 
ANO SKILLED 


OPERATORS. SCOTCH 


Pressure-Sensitive 
Tapes 


See ee SS eee ee ee ee 


MINNESOTA MINING & MFG. CO 
Dept. ID-113, St. Paul 6, Minn. 


rofit 
Get Moré DEANS of - Please send me more information on the products checked below: 


¥ 3M line 
ae Oe tel prota [_] “Scotch” Brand Plastic Tape 
"send coupon today! | 3M Carbide Tool Sharpening Method 
[] “Scotch” Brand Masking Tape 
|_| 3M Abrasive Belts 
[_} “Scotch” Brand Tape No. 400 


Zone. . . State 
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Distributors Pay More Horton Chuck Holds First Annual Conference 


For Phone, Parcel Post 
After New Rate Hikes 


Distributors’ took another 
jump last month following rate in- 
creases in both parcel post and inter- 
state long-distance telephone 

The new postal rate, which adds 
about 35% to the cost of parcel post, 
went into effect October 1. It was 
approved last June by the Federal 
Communications Commission. 

Che day, the ICC approved 
an 8% increase in the Bell System’s 
rates for long distance calls across state 
borders. ‘The new charges went into 
cffect immediately. 

lhe new ieene rates include a 
5-cent increase for each minute of over- 
time at distances of more than 25 
miles, and 5-cent and 10-cent increases 
in the night and Sunday charges for 
the first 3 minutes involving distances 
of from 41 to 2300 miles 

The increase will add $65 million 
to the telephone company’s annual 
revenue. It was applied for on the 
grounds that recent wage increases 
would otherwise result in “deficient” 
carnings on the Bell System’s invest 
ment. The system showed a 5% re 
turn last year on interstate service, be 
fore the wage increase. The new rates 
are expecte d to produce 664%, FCC 
spokesmen said 

One of the six commissioners sit- 
ting on the case, Commissioner Frieda 
B. Hennock, dissented to the decision 
on the grounds that no public hearing 
had been held 

The postal increases will provide 
$153 million in additional annual 
revenue to the Post Office Depart- 
ment 


costs 


Sanne 


Sherman Bros. Supply 
Expands Quarters 


The Sherman Bros. Mill Supply 
Co., has moved into the remodeled 
buildings at 743-5-7 East Jefferson St., 
Louisville, Ky., around the corner from 
the formerly Shelby St. address 


4 


HORTON CHUCK 


25> SAULS CONTTRING 


% 


session at the Windsor Locks, Conn., 
The F 


sor Locks, Conn., held a_ three-day 
mecting for its nationwide sales staff 
recently at the home plant. It was 
the first annual sales conference in 
the century-old company’s history. 


Robert S 


ager, presided. Sales sessions were 
climaxed by the unveiling of a new 
sales aid, a plastic replica of an eight- 


New Order Index 
Still 40% Over 1948 


New orders for industrial supplies 
and machinery are now being placed at 
a rate of 40% above the base period 
of July, 1948, according to the Ameri- 
can Supply & Machinery Manufac- 
turers Association. 

The Association maintains 
orders received by contributing dis 
tributor members 


was started was reached in February, 
1951, with a peak of 239. The index 
fell to a low of 129 in August, 1952. 
The latest peak occurred last March 





The firm now has 16,000 sq. ft. of | when the index rose to 188. ‘The latest 
space for offices and warehouse on the | figure (August, 1953) is 140, which 


first Hoor of the buildings and 3,000 | 


additional sq. ft., on the second floors. 


124 


compares with an index of 129 for 
August, 1952 
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Cooper, president, and | 
George S. Chiaramonte, sales man- | 





a new | 


order index to measure the volume of | Corp., Chicago, has appointed Robert 


The all-time high ‘since the index | 
| F.&D. 


Officers and sales staff of E. Horton & Son Co. take time out from their three-day 
manufacturing plant 


Horton & Son Co., Wind- | inch chuck complete in working de 


tails. 

Other speakers were D. H. Thom- 
son, vice president, and E. M. Bald- 
win, Jr., advertising manager. 

Also featured were sound films, an 
inspection of the company’s plane at 
Bradley Field, and an afternoon of 
golf. Low gross for the course was shot 
by Pete Simms. 

Attending were: Bernard S. Meade, 


| Ernie Law, William Schavey, Harry 


Deerwester, Raymond Roenspies, 
Donaid B. Huntting, Albert J. Nie- 
berding, Price M. Davis, Jr; V. E. 
Simms, and Robert A. Herren. 


Chicago Distributor 
Names Sales Head 


Industrial 


Manufacturers’ Supply 


W. Lyng as vice president in charge 


| of sales. 


Recently sales manager for The 
Machine & ‘Tool Works, 
Three Rivers, Mass., Mr. Lyng has had 
many years’ experience in the cutting 
tool field in the Chicago area. He had 
been a salesman for several Chicago 
supply houses and district representa- 
tive for Capewell Mfg. Co., Hartford, 


Conn. 





Earl Wright 


Chattanooga Firm 
Under New Management 


The Volunteer Bearing & ‘Trans 
mission Co., at 2000 South Broad St., 
Chattanooga, Tenn., is now under new 
management. 

Earl Wright is president; Jim 
Buford, vice president, and J. A. 
Turnipseed, manager. 





D. €. McGraw Named McGraw-Hill President 


Donald C. McGraw has been 
elected president of the McGraw-Hill 
Publishing Co., Inc., New York, suc- 
ceeding his brother, Curtis W. Mc 
Graw, who died Sept. 9. 

Mr. McGraw is the youngest son of 
the late James H. McGraw, Sr., 
founder of the company. With Mc 
Graw-Hill since 1919, he has been a 
director since 1935 and vice-president 
since 1945. During World War II, 
he was consultant to the Publishing 
& Printing Division of the War Pro 
duction Board. 

He is a graduate of Lawrenceville 
School and attended Princeton Uni 
versity. He served in the Navy in 
World War I. 

Mr. McGraw started with the com 
any as a member of the advertising 


I 
taff of Chemical and Metallurgical 


Donald C. McGraw 


Engineering, which has since become | the McGraw-Hill building and print- 


Chemical Engineering. ‘Two years 


later, he transferred to the pressroom | 


ind composing room, and in 1924 as 
umed supervision of the operation of 


Seattle Distributor Haven for Kiwanians 


Newly-organized Industrial Kiwanis Club of Seattle 


holds its first luncheon meeting 


in the penthouse of Campbell Industrial Supply Co 


Ihe  newly-organized Industrial 
Kiwanis Club of Seattle, Wash., has 
found a meeting place and weekly 
luncheon in the penthouse of the 
Campbell Industrial Supply Co., on 
\irport Way. 

Members of the Seattle Kiwanis 
Club and the University Kiwanis Club 
recently struck upon an idea that there 


should be another Kiwanis unit in the | 


city composed of executives in the vari 
ous industries located in the Seattle in 
dustrial area, South Seattle. The com 
mittee formed to investigate potential 
meeting places at which luncheons 


could be served, was unable to locate 
a restaurant with adequate facilities 
until someone suggested the Camp 
bell Industrial Supply Co.’s penthouse. | 

Officials of the Campbell Industrial | 
Supply Co., were agreeable. ‘The pent- | 


house, used by the company for sales | 


| meetings, clinics, open house, demon 


strations and intra-company events, 1s | 
| ! fully equipped kitchen 


spacious, ha 
ctc., sufficient 


with china, siiverware, 
to serve 100 dinners. 

Ihe initial meeting of the newly-or 
ganized Kiwanis unit was held there r 
cently, with marked success 





shop (the company then operated its 
own printing plant in its old building 
at 36 St. and 10th Ave.). 

Since 1933, when he was made sec 
retary of the company and put in 
charge of production and manufactur- 
ing, he has been responsible for the 
handling of all contracts for printing 
and binding, engraving aa paper 
supply for the entire McGraw-Hill 
operation, 

In 1945 Mr. McGraw was named 
vice-president for manufacturing and 
3, a position he has held 
until now. In 1950, he became a 
director of the McGraw-Hill Book 
Co., a McGraw-Hill subsidiary, and 
of the Newton Falls Paper Mill in 
which McGraw-Hill has a Pal interest. 

Mr. McGraw participates in a 
number of outside activities including 
the Summit, N. J., Red Cross Cam 
paign, the annual campaign of the 
Overlook Hospital at Summit, the 
Annual Giving Campaign of Prince 
ton University and the Building Fund 
of the Presbyterian Church at Madi 
son, N. J. He was a member of the 
Madison Borough Council in the 
1920's. 

Other officers of the McGraw-Hill 
Publishing Co. remain unchanged. 


general service 


Jayred Will Manage 


| Tay-Holbrook Branch 


Malcolm D. Jayred has joined Tay 
Holbrook, Inc., San Francisco, as 
manager of industrial sales for the 
company’s Oakland, Cal., branch. 

He is former northern division man 
ager of Republic Supply Co. of Los 


Angeles. He assumed his new duties 


| October 1. 
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Butts & Ordway Sets Up Machine, Tool Division 


John T. Clark 


Butts & Ordway Co., Cambridge, 
Mass., has organized a new Machine 
& Tool Department headed by John 
T. Clark 

Mr. Clark in his new post will take 
over the buying of certain lines for 
merly handled by Edward H. Stacey, 
who will devote more time to 
buying other lines. Mr. Stacey 
has full supervision of various ware 
functions 


how 
also 


house 


Thomas B. Eastburn, Jr. 


Mr. Clark has been with the com- 
pany many years 

Thomas B. Eastburn, Jr., formerly 
of Gates Rubber Sales Division, Den- 
ver, Colo., has been appointed sales 
manager of Butts & Ordway. Recently 
New England district manager of the 
Gates Rubber Industrial Division, he 
has spent ten years in the New Eng- 
land territory and 17 years in the me- 
chanical rubber goods field. 


Manufacturers Rubber & Supply in New Home 


Memphis distributor spent $75,000 on remodeling this building 


The Manufacturers Rubber & Sup 
ply Co. of Memphis, Tenn., has 
moved to its new quarters in a re 
modeled building at 620 Union Ave., 
after 16 years at 425 Madison Ave. 
The new quarters are a story and a 
half (including a mezzanine) and 
finished in ‘Texas coral brick 

Boyd Arthur, owner, explained that 
the 10,000 sq ft space doubles that 
of the old quarters. The cost of re 
modeling was $75,000. The building 
features large windows and a door on 
the west side permitting entry of 
trucks. There is ample parking space 
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in the front and rear. A taper dock, 
83 ft. long also provides from 8 to 
13 ft. widths for coupling 50 ft. 
lengths of hose. 

According to Mr. Arthur, who was 
formerly a Goodyear representative in 
the area, the building is the first com 


| mercial house in Memphis to utilize 


a heat pump, for heating the building 
in the winter and cooling it in the 
summer. The building was formerly 
occupied by a brewery which had a 
600 ft. well, 8-in. piping for drawing 
water for beer. ‘This well is now used 
to heat and cool the building. 





Fred W. Swanson Cited 
As lowa Man of the Month 


l'red W. Swanson, Jr., preside nt o 
Globe Machinery & Supply Co., Des 
Moines, was recently selected as Man 
of the Month by the Iowa Business 
( Industiv ma 

Mr. 3s + abo is chanwman of 
the board of Globe Machinery & Sup 
ply Co. of Cedar Rapids; president of 
Materials Handling Equipment, Inc.; 
and executive committee chairman ot 
the Globe Hoist Co. 

He is sceretarv of the lowa Manu 
facturers Association, and past di 
rector of the Des Moines Club, the 
Central Statcs Industrial Distributors 
Association, Central Supply Associa 
tion, and National Association. He is 
past chairman of the Manufacturers 
and Jobbers Bureau in Des Moines. 


azine 


Thomas R. Rudel 


Machine Tool Group 
Names Rudel President 


Thomas R. Rudel, president of Ru 
del Machinery Co., New York City, 
was elected president of the American 
Machine ‘Tool Distributors Association 
recently at the association’s meeting 
in White Sulphur Springs. 

Other association officers are: R. A 
Vidinghoff, of Machinery Associates, 
Inc., Wynnewood, Pa., first vice-presi 
dent; H. R. Hanson, of Wm. K. Sta 
mets Co., Cleveland, second vice-presi- 
dent; and J. F. Owens, Jr., J. F. Owens 
Machinery Co., Syracuse, N. Y., sec 
retary-treasurer. 

Mr. Rudel has long been associated 
with the field. He is chairman of the 
board of Rudel Machinery Co. Lim 
ited, a director of the Avey Drilling 
Machine Co., American SIP Corp., 
and the Hendey Machine Co., and 
served as assistant director of the 
Metalworking Division of the National 
Production Authority in 1951-52. 





141 years is the joint record of Benedict Smith and Charles Moeser in the supply 


business 
cash boy 
the company 


72 years ago in 188] 


Cleveland Sales Manager 
Celebrates 40th Year 


J. W. Vickers, Industrial Division 
sales manager of The Geo. Worthing 
ton Co., recently celebrated his 40th 
anniversary with the Cleveland firm 

Mr. Vickers started his career with 
the 124-year-old company in 1913 as 
a “buy boy”. His job was to purchase 
from other supply houses items tem 


porarily out of stock. A year later he | 


was promoted to the Industrial Divi 
sion where he progressed through order 
filling and sales to a sales position in 
the Cleveland territory. 

In 1939 he returned to the head 
quarters staff in an executive post and 
in 1943 was clected a director. He 
took over his present post in 1943 

A. G. Rorabeck, Geo. Worthington 
president, awarded Mr. Vickers a 40- 
year pin in ceremonies last month. 


J. W. Vickers 


President of Cincinnati’s Pickering Hardware Co., 
Now secretary, M1 
In their eighties, both men never miss a day at their desks 





Mr. Moeser started as 
Pickering has had 60 years with 


Norman Roden 


Cranford, N.J., Firm 
Organized by Roden 


Norman Roden, former vice-presi 
dent of Jarett Compressor & Equip 
ment Co., has organized a new firm, 
Ihe Roden Co., in Cranford, N. J. 
It will handle hydraulic and pneuma 
tic equipment. 

Mr. Roden, a mechanical engineer, 
worked for Wright Acronautical Corp. 
before World War II. During the 
war he served as an infantry officer, and 
later became a general staff major and 
automotive maintenance advisor. 

He is a trustee of the Essex County, 
N. J., Engineering Society and past 
president of tie North Jersey Power 
Transmission Council. 

Mr. Roden’s father, the late George 
Roden, was connected with Dodge- 
Newark Supply Co., Newark, N. J., for 


many yea;»s. 





Alamo Iron Works Marks 
Its 75th Year in Texas 


Alamo Iron Works, San Antonio, 
marked its 75th year recently with a 
32-page anniversary booklet distributed 
to 25,000 customers, friends and busi 
ness associates. 

The full-size, color-illustrated 
chure features the company’s histor 
and present operations. Included are 
pictures of the entire staff, the head 
quarters and four branches and close 
ups of operations in all the plants. 

Alamo Iron Works was founded in 
1878 on the banks of the San Antonio 
River by George Holmgreen, who had 
come from Chicago to seek his fortune 
in ‘Texas. The Houston plant was 
established in 1922 and the Browns- 
ville operation in 1925. In 1928, the 
firm expanded to Corpus Christi and 
in 1940 to San Angelo. ‘The company 
now employs 750. 

Its operations include industrial 
supplies and hardware, machinery dis- 
tributing, steel warehousing, fabricat 
ing, machining, foundry work, and 
engineering services, 

The company’s new anniversary 
booklet will be distributed locally by 
salesmen for the most part, with 
15,000 copies going to customers and 
potential customers. About 4,000 
copies are being mailed to business 
and political leaders in the area. Some 


2,000 more will be mailed to suppliers 


and other business connections 
throughout the country. 
Officers said the booklet was pub 


lished for about 50 cents a copy. 


Dietz Named Head 
Of Industrial Club 


Leonard LL. Dietz, Dietz Industrial 
Supply Co., Aurora, IIl., was recently 
clected president of the Aurora Indus 
trial Management Club, formerly 
known as the Superintendents’ Club 

Ihe vote electing Mr. Dietz as 
president of the noon hour luncheon 
club, made up principally of plant 
managers and industrial superintend 
ents, was unique in two ways: first that 
the election was unanimous, and sec 
ondly, a representative of an industrial 
supply company or other merchandise 
source for industrial plants would not 
normally be considered for an office 
in this type of organization. 

Elected with Mr. Dietz were Wil 
liam Kilgore, executive vice president 
of the Fox Valley Manufacturers’ As 
sociation as secretary, and Ted Hilgen, 
Aurora Equipment Co., as vice presi 
dent. Mr. Dietz is also president of 
the Chicago Industrial Distributors’ 
\ssociation. 
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Some of the 400 guests who attended the week-long metal- 
working machinery exposition and open house held recently 
by Schultz & Anderson Co., Newark, N. J. Equipment of 
19 manufacturers was in almost continuous operation. 





= a 
> y 
7 


Whirring machinery kept interest centered. Here Dave Her- 
ron, of Schultz & free rson, demonstrates; looking on are 
A. S. Elston, Studebaker Corp.; Ed Cansdale, Schultz & 
Anderson; Charles Brilla, Studebaker; Louis Ciccone, West- 
em Electric Corp.; Carl Rising, S. E. & M. Vernon Co.; 
and William Schultz, president of Schultz & Anderson. 


i 3 . Tre - = ual 
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MEMPHIS RUBBER & SUPPLY co 


a 


RUBBER « SUPPLY CO 


maT 
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-> 
~ 


an 
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New frontage on the left provides the firm with twice 


ADDITIONAL NEWS 


MEMPHIS RUBBERs SUPPLY co 


RUBBER 


as much space 


New face of Schultz & Anderson reflects complete renova- 
tion job, inside and out, plus next-door addition that in- 
creased space by more than a third. Entire front of old 
quarters is now occupied by spacious display rooms. 


New office occupies the recently acquired annex, following 
conversion of old office space to display rooms. Lighting 
new windows and modern fixtures set the tone. Most of the 
office staff played hosts to guests during open house, which 
lasted all day until 9 p.m. on three of the scheduled days. 
Door prizes and refreshments were distributed. 


Memphis Distributor 
Enlarges Quarters 


The Memphis Rubber & Supply 
Co., doubled its space to 7,500 sq. ft., 
by taking over the store next door at 
481 Main St. South, Memphis, Tenn. 
The firm was founded 12 years ago as 
a specialist in mechanical rubber goods 


bere 7 but is now expanding its lines to in- 


clude power transmission items, valves, 
files, saws, traps and strainers and fire 
extinguishers. 

The company is under the general 
managership of P. W. Harrison. Five 
salesmen cover the territory which ex- 
tends 200 miles around Memphis 


STARTS ON PAGE 236 





There's a Yale hoist 


wa” A SEE Atos 


for every lifting job! =A 
CRG 





eWhenever your customers have lifting prob- 
lems to tackle, it pays to recommend YALE Hand 
or Electric Hoists. 


It pays to recommend YALE because, thanks 
to extensive research and exclusive design, YALI 
lifts and lowers with safety, speed and economy. 
That’s why YALE quality Hoists are accepted 
standards of performance in plants and facto- gg 
ries all over America. 


And again, it pays to recommend YALE be- 7 


cause YALE makes al complete line of hoists to This YALE Midget King Electric Hoist is truly a general pur- 
fit ev ery ¢ ustomer’s lif ting needs. YALE makes pose power hoist that defies users to find jobs it can’t perform 


*tasteta . ee “ ; . es swiftly, safely and economically. It works for mere pennies a 
Electric Hoists (wire rope and chain ty pes Js day...can be raised and lowered with just one hand on the 


Hand Hoists... trolley and hook suspension types simple bar grip control. Capacities range from “% to 2 tons 
...In capacities from 500 pounds to 40 tons. 


In addition, strong, continuous YALE adver- * 
tising conditions and prepares your customers 
for the sale. 


Yes, it certainly pays to recommend YALE. 
MATERIALS 
The Manufacturing Co. HANDLING EQUIPMENT 


Philadelphia 15, Pennsylvania *Registered in U.S. Patent Office 


Gas, Electric, Diesel Lift Trucks ® Worksavers © Hand Trucks @ Hand and Electric Hoists © Pul-Lifts 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 129 





“Selling Is Miy Business e e eDol keep specification 


data handy? . . . Know the sales value of curiosity? ... Make good on delivery promises? 


THOMAS L. CAPOZZI: 


Keep Your Files 
In Your Pocket 


Knowmg the customer 

iccording — to 

ipozzi, Ellsworth Steel 

Stratford, Conn 
1 repeat sal 


plant is a 
must for ilesmen, 
Thomas LL. ¢ 
& Supply Co.. 

Whether it 
ile to 
buying from you for the 
won t 


or the 
i line he 
first 
remember 


in old customer of 
time, 
the chances are he 
offhand the specification of the part 
or tool he 
the scale 
quickly —before 


wants to order, It's up to 


man to  remember—and 
the deal can be closed 

Of course the salesman can call the 
ofhice to get the right specs. But that 
takes time, ties up the busy telephon 
force and may break the spell of an 
successful sales interview 

Better to save ali that extra effort 
for the new account, when it can't 
be helped, Mr. ¢ Ipozzi thinks 

lor the customer he already know 
Mr. ¢ ipozzi ha devised a way to pro 
duce the necessary information off 
the cuff, so to speak, without resorting 
to teats of nearly impo 
sible trick anyway, becaus« 
remember the specs for 


otherwise 


memory—a 

who could 
ill the tools 
md parts in even one medium-sized 
plant? 

Instead, Mr. Capozzi keeps a num 
ber of pocket notebooks, one for cach 
of the major categories of tools and 
parts he sell There ibra 
sives, one for drills, one 
ck ach is 
ind customers 


is one for 
for carbides 
divided alphabetically, 
names are entered by 
iphabet with the specifications of 
cach of the standard tools and parts 
they use if Mr. Capozzi 
could get all their business 


The notebooks are the 


or might use, 


standard 
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While all of them 
pock t at 
veral will, and the others 

room im his brief case 
ilwavs casy to reach and 
vhether Mr. ¢ 


it home 


drug-store typ 
on't fit in Mr. ¢ IpOZZ1 
one tin ‘ 
take up littl 
Phev are 
to ompaile IpOZZ) 
taking 


( Opie ’, 


is spending an evening 


from his mvoic 


down spe 


or casing a plant and jotting down 


what he ct 
When he needs the 


ut have to 


mformation im 


fumbl 


i hurry, he do 
for it 





JACK MARTIN: 


Curiosity Is Help 
In Developing Sales 


One of the pin ipal reasons Witt 
Jack Martin is selling industrial sup 
equipment is because he 
likes it. Secondly, because he likes 
mechanics. Martin has been selling 
for Epperson & Co., ‘Tampa, Fla., in 
dustrial supply and equipment dis 
tribution firm, for about a year and 
) half. During that time, he doesn’t 
think he has had a dull day calling 
on customer There 
thing different going on. He likes to 
what they're domg and the 
leads to. sales When he 
doing, he 
from the 


} 


plies and 


thway ome 
know 
uriosity 
learns what customers ar¢ 
they can use 
has to sell 
who served im the Army 
Ordnance, likes mechanical 


md welcomes the 


learns what 
merchandise he 
Martin, 
\viation 
things 
tack 


tome! 


chance to 
stump cus 
ind prospects. In most in 
tances, it is usually something that 
he sells that provides the 


probl Ws which 


olution 


JOUN Q. ADAMS: 


Sincerity Counts, 
Not High Pressure 


Sincerity is the thing that 
counts with customers, savs John QO 
Adams, Long Island Hardware Co., 
Long Island Citv, N.Y 

All the high pressur 
will get vou nowherc, if vou 
deliver the 


only 


world 
don't 


CTVIC( you 


in the 


good ind 
proms 

“If vou talk too big a line, 
right 
them.” 


customers are onto vou 
You can’t bulldoz 
When he int 
Nr Adams observes the ( 
“1. Don't tell how hot vou 
ire. Let him find out 
Don't 
that you can deliver 
haven't actually checked 
vou out when it doesn’t come 
your last 


rvicw 1 customer 
don'ts’ 

him 
the first time 
something you 


He'll find 


through 


PTOTHISC 


mad vour first call may be 

3. Don't tell him vou 
evervthing and can get anvthing le 
can nam You'll be sorr 
later when vou try to deliver that rush 
order of 20 you promised before re 


house ha 


overnight 


ilizing there were only two in stock.’ 
Mr. Adams, tell the 
will do 
ordet 


Instead, says 
ustomer that the 
evervthing possible to 
no matter how difficult 

‘Remember that the reputation of 
the firm vou represent opens the door 

Instead of blowing your own 
build customer's confi 


your 


compam 
fill tu 


for you 
horn, your 


dence m firm, and yourself as 
its representative, by sincerity and per 
sonal service 

If he’s on the spot, do all you can 
for him 


Preat him as a fiend, not just an 


iccount.” 





SAYS FORMER LOCAL MOOSE 


“Emphatically no!” says 
J. August Spellbinder, long prominent in the 
local herd and now occupying a “high” place 
in Washington, D. C. 


Spellbinder contends too 
many young bulls have no idea what a 
mating call should be. “They blunder about 
letting out loud but ineffective blasts that 


even a Moose Caller would disclaim.” 


‘“‘Why, I remember,” he 
snorted, “the good old days. One call told a 
cow everything.” 

He paused and gathered in 
a mighty gulp of air, then let out a tremen- 
dous, but nevertheless intriguing, bellow. 


A few blocks after leaving 
Spellbinder’s apartment, I stopped to listen 
to what sounded like distant thunder. Then, 


THE DUMORE COMPANY 
1321 SEVENTEENTH STREET ° RACINE, WISCONSIN 


in awed fascination I realized it wasn’t thun- 
der ... it was the drumming of hundreds of 
hooves racing up Pennsylvania Avenue! 


Of course, Spellbinder and 
moose in general haven’t got a blamed thing 
to do with selling Dumore Precision Tools. 
However — the mating call has. 


Prospects want to know 
“what’s in it for me’”’ — what do you offer .. . 
how can I use it .. . what makes Dumore 
best for the job. That’s the mating call he 
wants to hear. That’s the mating call that 
makes a Dumore franchise so profitable. Only 
Dumore can offer so many advantages preci- 
sion-, production-, and profit-wise. 


(CO 9 188 on My 
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‘THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Tool Bits 


10 Sizes Of 
Squares Available 


The addition of ground high speed 
teel tool bits to its line of cutting tools 
has been announced by the maker. 

Known as Bonus Bits, they are avail- 
ible as finish ground bits in 10 sizes 
of squares from f-in. to l-in., accu 
rately ground to .0O1-in. for ease in 
ilignment 

Made from a molybdenum-tungsten 
alloy, the bits are said to have excellent 
red hardness characteristics, resistance 
to abrasion and unusual toughness 

Besly-Welles Corporation, Beloit, 
W isconsin 


Hose 


Cover Withstands 
Sunlight, Checking 


An all purpose rubber hose, said to 
be built with a tough abrasion re 
sistant cover that withstands sunlight 
ind weather checking, has been added 
to the maker’s line 

Vari-Purpose hose is said to be in 
separably bonded to a special com 
pounded oil resistant tube and rein 
forced with highest quality braided 
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rayon cord. The new hose is said to 
withstand the deteriorating action of 
oil, grease, gas, weak imorganic acids 
ind alkalis, horticultural spray solu 
tions, acetylene, and all paints except 
the lacquers 

Sizes range from j-in. to I4-in,; 
color, red or black covers; available in 
cither 1, 2, or 3 braid constructions; 
length, any desired length or in 500-ft 
bales. Working pressures are said to 
vary from 125 Ib. in the 14-in. I. D. to 
300 Ib. in the smaller sizes 

Hamilton Rubber Mfg. 
Trenton, N. J 


Corp., 


Electric Hoists 


Battery Operated, 
For Truck Mounting 


A new line of battery operated 
“Budgit” clectric hoists, said to be 
developed for mounting on trucks to 
make available on-the-spot lifting, has 
been announced. 

In construction, the new hoists arc 
said to be the same as their standard 
“Budgit” portable clectric hoists with 
specially designed 12 volt motors and 
controllers 

It is stated they installed 
on trucks equipped with volt 
clectrical system by adding another 
6 volt battery and connecting it as 
a diagram supplied with 


may be 
1 6 


shown on 
cach hoist 

Lhe hoist is said to draw very littl 
current from the battery and normal 
operations of the truck keep battery 
charged. 

The new hoists are available in 
capacities of 1,000, 2,000 and 4,000 
Ibs 

Shaw-Box Crane @& Hoist Division 
of Manning, Maxwell & Moore, Inc., 
Muskegon, Mich. 


Carbide Tool Finisher 
For Final Finishing 
With An Abrasive Belt 


carbide tool finishing ma 
belts, has been 


\ new 
using 
announced 

According to the 
with this method and new ma 
chine, it is possible to final-finish 
point carbide tools without 
diamond wheels and without highly 
skilled operators 

Model 454 carbide belt finisher is 
said to be for final finishing with an 
ibrasive belt after rough grinding with 
1 silicon carbide It is claimed 
to feature: tungsten faced 
platen permitting the finishing of 
end, top and side clearance angles 
conventional work table; low cost in 
itial investment due to use of abra 
sive belts in place of diamond wheels 

The maker new fin 
ishing machine can be used for sharp 
ening made from high-speed 
steel and for miscellaneous grinding 


chine, ibrasive 


manutfacturcr, 
new 


ingle 


wheel 
carbide 


ilso states the 
tools 
ind sharpening operations 


Hammond Machinery 
Inc., Kalamazoo, Michigan 


Builders, 


Cut-off Wheel 
Hub-Type, 
Longer Life 


An improved reinforced, resinoid, 
hub-type cut-off wheel, known as BFR, 
has been developed to replace one with 
the same designation which has been 
on the market. 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR 





to b« thr 


of the improved wheel 


Longer life is said 
feature 


better grimding actior 


uniformity in 
wheel to wheel and let to lot. It 3 
ilso claimed the improved BER whe« 
shows practically no tendency to fi 
or split at the face in layers 

Phe wheel is available in the fo 


\ 
Alun 


ing specifications: abrasive typ¢ 
dum 16, 24, 36 and 54 grit, Cry 
16, 24 and 36 grit; diameter 
thicknesses 4-1n., 
2-in.; hole size g-in., grade K; 
KBR X27 

Norton Company, Worcester, Mass. 


9-1n.; 


AAI 


Elevator Buckets 


For Handling Powdered 
Or Granular Material 


+ 


The resumption ot manufacture of 
the Hi-Cap line of high speed clevator 
buckets has innounced by th 
manufacturer 

Although intended for use primarily 
in the grain industry, they are said to 
be suitable for handling any powdered 
or granular free owing material which 
is not excessively abrasive 

It is further stated the new clevator 
buckets perform with equal efficiency 
at high, medium, or low speeds and 
are suitable for either re pl icement pu 
poses or new installations in chain 
belt clevators 

According to the they al 
made from heavy gage cold-rolled ste 
with a rolled front lip of double thic' 
ness, so constructed a 
ends of the buckets are 
to support the body of 


been 


maker, 


} ‘ ‘ riucl 
to he VCTY Tigk 


formed so a 
the buckct 
ends and body are spot welded so as to 
remove all shear stress from the weld 
Body shape is said to provide fo 
maximum load and clean quick di 
peeds | iper dl 


charge at varving belt 


FOR AN INDEX OF MANUFACTURERS’ 
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frrichhon on 


» 4ICCT OMS 


ge and allow nest 


hipping ind stor 


Fort Worth Steel & Machinery Co., 
Worth, Texas 


Safety-Relief Valve 
Higher Capacity, 
Improved Design 

Uni-Line 41-W 


mnproved ucts 


Labeled — tin 200 


i new relict 
lve, has been announced 
According to the maker, the 


of these new 


Win 
higher 
SC If 


readily 


catur valves are 


vA frec-acting, 
floating” guide 


Nt); cise 


Oppel 


pA ity pel 
ligning disé 
le for and dis 
forged illey, not 
isting 

L hese 
vide the 
tion in 
duced 


tion in boiler head-room; reduction in 


feature irc Claimed to pro 


following advantage reduc 


ize of boiler opening and 1 


cost of discharge piping; redu 


hipping charge \ weight); easier 


ind mor positive operation low 


mamtcnance 
he 

from 
2 


phia Pennsylvania 


new cCrics IS ay ilabl ill IZCS 
l4-in. through 6-in 
Lonergan Company, Philadel 


PRODUCTS, SEE PAGE 


Drag Chains 


For Operation In 
Conveyor Troughs 


\ new combination Class Hl drag 
chain for operation im conveyor 
sawmill and paper 
ul in any drag 


troughs, such a 
mull refuse Conveyors 
conveyor service, has been introduced 

According to th 
of cast block typ centel 
ternating heavy steel 
stecl 


| 
wailable in 


maker, it Consists 
links, al 
sidebars, 
Phi 


four sizes, 1S 


with 
connected by larg rivets 
chain, 
said to operate on the 
same trough as the 
of regular Class 1 drag 


new 
wa sprockets 
ind i the COTIC 
ponding size 
chain 

Other features 
links have large wearing shoes to pro 
tect rivet head 
sliding surfaces; symmetrical 
ign permits chain to b 
for extra life; heavy rectangular links 
ire designed to resist distortion; links 
are available in iron or in 
Promal; holes in. stecl 
ire punch-broached for tight press fit 


] ’ 
clon rivet are 


claimed are: cast 


provide broad 
link ce 


turned over 


ind 


malleable 
rivet «lebars 
pitch ontrol: 
sidebar 


ind can he 


ind 
lo ke d in 


ind Weal 


to prevent rotahon 
cadmium o 


zine plated 


Link Belt Chicago, Ill 


Company 


Pipe Threader 
For Use On 


Power Drives 


A recent addition to their line of 
pip tools, known as the Ridgid “S04” 
pipe threader for use on power drives 
has been announced by the manufac 
turer 

Ihe said to be 


Continued on page 137) 


new pipe threader i 
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1 


LINE 


It's an obvious fact that the more painstakingly » 
the tap is manufactured, the better its perform- 


ance and the'longer its life. The Winter line— 


“Specials” as well as Standards—have 





ACCURATE —_. PRECISION 


AND CONCENTRIC CHIP DRIVER 
CHAMFERS CONTOURS 


EXACT UNIFORM 
FLUTE FLUTE 
SPACING CONTOURS 


WINTER, TAPS FOR SPECIAL APPLICATIONS 
include such items as: Spiral Fluted Taps, Fidteless 4 
Chip Driver Taps, and various tap designs for 


special materials. 


y 


CONSISTENT ADVERTISING in the metalworking maga 
es has acquainted “your customers and prospects with 
the BALANCED ACTION principle, exclusive with the 


s Alahidi al 
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THE MOST UP-TO-DATE AND COMPLETE 
CARBIDE TOOL CATALOG AVAILABLE 


> s A completely new carbide tool catalog, 


shadow indexed for ready _ reference. 


>. 92 pages contain complete listings on Super Standard 


Carbide Tools, sizes and engineering information. 


.s Many new carbide tools. cataloged for the first 


time, including an extended line of solid carbides. 


—_—_— ee j tor y r copy todo y a= ae a= ow os ow 


SUPER TOOL CO. 

21650 Hoover Rood, Detroit 13, Mig. ' 

Please send me my copy of en catelog No. sa 
\ 

Name Title 


Company 


Address . 


TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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On The Market Today 


(Starts on 


page 132) 





entirely self-contained and can be ad 
justed to thread l-in. to 2-in. pipe 
using only one set of dies. 

I'he handle is claimed to retract dies 
instantly without stopping the power 


drive. It is claimed dies can be ad 


justed without removing the threader 


from the 
lead screw to jam Or wear out. 
Continued on next page) 


machine, and there is no 





Tool Bits 
Besly-Welles Corporation 132 
Hose 
Hamilton Rubber Mfg. 
Corp. 
Electric Hoists 
Shaw-Box Crane & Hoist 
Division of Manning, 
Maxwell & Moore, Inc 
Carbide Tool Finisher 
Hammond Machinery 
Builders, Inc 
Cut-Off Wheel 
Norton Company 
Elevator Buckets 
Fort Worth 
chinery Co 
Safety-Relief Valve 
J. KE. Lonergan Company 


Steel & Ma 


Drag Chains 
Link-Belt Company 
Pipe ‘Threader 
The Ridge Tool Company. 
Sprinkler 
Industrial Products Div., 
Goodyear ‘Tire & Rubber 
Co. : 
Letter Set 
The Parker Stamp Work. . 
Bit Gage 
Stanlev ‘Tools 
Arc Welder 
Westinghouse Electric Cor 
poration 
Drill Kit 
Thor Power ‘Tool Company 
Adjustable Drill 
Hayden ‘Twist Drill Co 
Lag Shields 
The Rawlplug Company, 
Inc 
‘Twine 
Plymouth 


pany 





Com 


Cordage 
Clamps 
The Alpha Tool & Supply 
Co. ; 
Chain Hoist 


H. ‘T. Kennedy Company, 
Inc. 





Index of Manufacturers’ Products 


Chucking Reamers 
Whitman & Barnes, Divi 
sion of United Drill and 
lool Corporation. ... 150 
Aluminum Paint 
Aluminum Industries, Inc 
Suction Hose 
Quaker Rubber Corpora 
tion, Division of H. K. 
Porter Company, Inc 
Regulators 
arris Stacon Corporation 
Locking Wrench 
Utica Drop Forge & ‘Tool 
( orp. er 
Soidering Iron 
Hexacon Electric Company 
Conveyor Belt 
Baldwin Belting, Inc 
Jointer 
Heston & Anderson. 
Drill Bits 
Greenlee 
Valve 
Ihe Imperial Brass 
Co ; 
Drill 
Ihe Tempered Steel Drill 
( 0) ° ° eecee 
Band Clamps 
Adjustable Clamp Company 
Impact Wrenches 
Mall ‘Tool Company 
Motors 
Century Electric Company 


Tool Co 


Strapping 
Inland Wire Products Com 
pany 
Loading Unit 
Harry J. Ferguson Company 
Sander-Polisher 
Du-last, Inc 
Surface Plates 
Collins Microflat Company 
Saw Bit 
Simonds Saw and 
Compan 
Wrench 
Blackhawk Mfg. Co 
Screw Holder 
Xcelite, Incorporated 180 


Steel 
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this name 

on a chuck 

is your guarantee 
of 


dependability 
Saleability 


customer 
satisfaction 





Horton — for over 100 years 
maker of a complete line of chucks for 
standard and special applications. 


DIVISION OF 


_ THE E. HORTON & SON CO. 


| _- WINDSOR LOCKS, CONN. 








Watch for BIG NEWS 


coming soon from 


TOLEDO Leader 


PIPE TOOLS > POWER PIPE MACHINES+ POWER DRIVE 


THE TOLEDO PIPE THREADING MACHINE CO., 
Toledo, Ohle 


Logs See a 
Bee 
4 2H) a 





Other features claimed are: will fit 
all standard power drives; includes one 
set of high-speed steel dies and a pre-set 
4-jaw centering guide; will cut over 
size, undersize and extra long threads. 

The Ridge Tool Company, Elyria, 

| Ohio. 


Sprinkler 
Plastic, 
Adjustable 


A new flexible green vinyl plastic 
sprinkler that can be adjusted to any 
length desired has been announced. 

Featuring a solid red plastic reel 
which serves as a compact, permanent 
storage unit and as a positive action 
cutoff valve, the new sprinkler is said 
to enable gardeners to water any de 
sired area. 

Where the full length of hose is 
not needed, water can be stopped at 
a given point on the sprinkler by fold- 
ing the hose and inserting the fold 
in a special slot on the reel. 

Called Flexi-Spray, the sprinkler is 
produced in 20, 35 and 50 te lengths. 
It has eight jet water-spray openings 
around its circumference at ten-inch 
intervals, said to provide a saturation 
pattern of water on both sides and 
along the length of the hose. Fifty 
feet of the vinyl hose wrapped on the 
red plastic reel weighs a 1.3 Ibs. 

Industrial Products Division, Good- 
year Tire & Rubber Co., Akron, Ohio 


| 
| Letter Set 
Packaged in 
Plastic Boxes 
Steel number and letter sets in 
popular sizes, packaged in durable 
plastic boxes for simplified selection 
and easy storage, have been an- 
nounced. 





Each container features square 
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@ When you standardize on Pheoll fas- 
teners, you can unload much of the paper 
work, follow-up and other costly overhead 
that is required with so many lines. And as 
handling cost is slashed, your profits increase! 

With Pheoll, you are able to order ALL 
of your threaded fastener requirements from 
a single source. Obviously, this means fewer 
purchase orders and lower freight charges 
... both important items in determining 
actual profit. 

And further, Pheoll maintains the most ex- 


by mechanized order-handling procedures 
that assure speedy completion of every 
order. You get substantial savings through 
prompt deliveries, minimized back-orders, 
and less correspondence and time spent 
locating materials. 


Sales volume is another important factor 
affecting your profit picture. Distributors of 
Pheoll fasteners are finding a widespread 
and ready acceptance—stimulated by spar- 
kling national advertising in 23 magazines— 
and solidly based on Pheoll’s 50-year repu- 


tensive stocks available anywhere... backed tation for outstanding quality. 
ONLY PHEOLL OFFERS DISTRIBUTORS 
THIS DEFINITE SALES POLICY 
Pheoll immediately refers inquiries and orders for 


packaged fasteners to qualified Pheoll distributors. 
This can mean additional sales and profits for you. 


No other full-line screw manufacturer offers such 
@ strong, clear-cut sales policy to industrial dis- 
tributors. 


SIMPLIFY YOUR OWN ORDERING AND STOCKING PROBLEMS 
mail this coupon for information on. Pheoll's com 
plete fostener line 


MANUFACTURING 
5700 ROC i 


PHEC 

Machine Scre ood Screws 
Tapping (Sheet Metal) Screws Bed Rods © Set 
Screws © Drive Screws © Machine, Lag and Carriage Bolts 
Brass Washers © Nuts © And many other fastener types 
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sell cleanliness 
with Victor 475 
food conveyor 

belting 











— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—wnless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
Ic is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


@ 0631 


j 
— A T. asile it. fe ame 


holes to keep stamps in correct posi 
tion, ready for use. Seventeen sizes 
from v-in. to l-in. in plain gothic 
style characters are now available for 
industrial marking applications. 

Both number and steel letter sets 
are said to be machined from fine tool 
steel and heat treated, gaged for ex 
ct size and engineered to provide 
permanent impressions with a mini 
mum of blow. Heavy uniform bevels 
are said to assure maximum strength 
and prolonged marking life 

Number sets are made up to 9 num 
bers—l to 0 with 6 and 9 being in 
letter sets are com 
A to Z etc 
Works, Inc., 


terchangeable; 

posed of 27 characters 
The Parker Stamp 

Hartford, Conn 


Bit Gage 
Fully Adjustable, 
Will Not Mar Surface 
A new bit gage, designated as No. 
+7, said to be fully adjustable with no 
parts to lose, has been introduced. 


According to the maker, the clamp 
is quickly attached to the shank of 


NE (STANLEY) | STANLEY ) 
FULLY pn 


BT GAUGE 


No. 47 


@ CLAMPS ON ALL SIZES AUOER 
wTs 3 te” TO te 16 


@ SASY TO SET FOR DEFT OF 
HOLE DESIRED 


@ WONT MAR OF MARK WORK 
WHEN BORING IN FINE 





THE TOOL BOK OF THE WORLD 
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with Heller NUCUT 


wavy teeth Coarse, fine and extra-fine 


teeth all combined on one file for fast, deep, double- 


action cutting. Even, scratch-free finish. No chatter- 
ing. Longer file life. ORDER FROM YOUR 
LOCAL DISTRIBUTOR 


Notice NUCUT patented tooth 
Grrangement in this greatly 
enlarged section 


THESE THREE FAMOUS FILES ARE 
MADE ONLY BY HELLER BROTHERS 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 








STEEL MEN 
NEVER TAKE 
CHAIN 

FOR GRANTED 


... and neither should your customers in any industry. 
On thousands of jobs of hauling, holding and hoist- 
ing, there's no substitute for reliable chain. 


CAMPBELL makes safe, dependable chain to meet 
every requirement ... to any desired specification. 
Every length is inspected link-by-link to guarantee 
long lasting service. 

Practically every business uses chain, whether for 
maintenance, on the production line, or as original 
equipment. Increase your profit-per-call by selling 
Campbell Chain! 


A new catalog containing complete data on all types 
of Campbell Chain is yours for the asking. Write for 


your copy today. 


Chain for every need . . . INDUSTRIAL 
FARM...MARINE... AUTOMOTIVE 


CAMPBELL CHAIN (Consany 


w + 


any auger bit % to 16/6 sizes. Spring 
is then adjusted for correct depth of 
hole desired. An extra turn of clamp- 
ing nut locks all parts in place. When 
the predetermined depth of hole is 
reached, tip of spring contacts surface 
of the wood. If boring continues, the 
spring bends but won’t mar surface. 
The spring can be removed from the 
holder. 

Stanley Tools, New Britain, Conn. 


Arc Welder 


Selenium Rectifier 
D-C Type, Redesigned 


A selenium rectifier d-c arc welder, 
said to incorporate characteristic ad 
vantages of all static, plate-type recti 
fiers in addition to less weight and 
size, greater ease of maintenance and 
wider versatility and user convenience, 
has been developed. 

According to the maker, the new 
unit consists essentially of two parts; 
a three-phase, full-wave selenium rec- 
tier, and a so-cailed Transactor unit 
which is a combination three-phase 
transformer and movable core reactor. 
I'he coils in the Transactor are made 
of aluminum, and specially developed 
crimp type copper terminals are used 
for coil and connections. 

The design modifications are said 
to have aed in a weight reduction 
over the previous units (from 510 
Ibs. to 400 Ibs. on a 300-ampere 
welder), plus simplified construction, 
improved appearance, and better ven- 
tilation. 

The three standard units of this 
welder are of the 200-, 300-, and 400- 
ampere sizes; Duplex models are avail- 
able in 300/600- and 400/800-ampere 
ratings. The Duplex unit is essentially 
two single units mounted on a com- 
mon bedplate and enclosed in a single 
case. 

Westinghouse Electric Corporation, 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS Pittsburgh, Pa. 
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We're Driving Story Home to Your Customers 
Month-After-Ma@ath in 56 Important Publications 


YOU PROFIT BECAUSE — 


Rust-Oleum Advertising is built around you 

Rust-Oleum advertising in Time Magazine, Newsweek, 
Business Week, Factory, Modern Industry, Mill and Fac- 
tory and 50 other ve business publications stresses this 
point—see your Rust-Oleum Industrial Distributor! Here 
is advertising that makes personal calls for you on “hard- 
to-reach” prospects every day! 


YOU PROFIT BECAUSE — 


Every type of Plant, Business and Industry is a Prospect 
Rust-Oleum is the practical answer to your customer's rust 
problems, It may be applied directly over rusted surfaces 

. after wirebrushing and scraping to remove rust scale 
and loose particles. Sandblasting and other costly methods 
of preparation are not usually required, And Rust-Oleum 
beautifies as it protects, because it's available in all colors, 
aluminum and white. 


YOU PROFIT BECAUSE — 


Rust-Oleum backs you with a sound, protected Distributor Policy 
You sell Rust-Oleum under a sound, protected distributor 
policy — proved by Rust-Oleum Industrial Distributors all 
over the country. Rust-Oleum is the high-profit, fast- 
turnover, repeat-sale line specified throughout industry... 
the line that you can talk on every call! 


RUST-OLEUM CORPORATION 
2412 Oakton Street, Evanston, Illinois 


. 


Protects Tanks, Girders 
Fences, Stocks, Metal Sash, 
Roofs, Buildings, Morine 
ee ond Railroad Facilities 
® 


/ Look for this label. Be sure 
ing Reet wits , it’s genvine RUST-OLEUMI 
RUST-OLEUM j 4 ino 
_J49 DP. Red Primer ? 
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Drill Kit 


ALWAYS Vin, Drill 


19 Accessories 


a 
et Receptive A new “Copper Line” electric drill 


kit, complete with 4-in. drill and 19 
Market eecee accessories for drilling, buffing, polish- 
ing, grinding, and wire brushing, has 

been announced. 


Coders continue goed and steady The new drill, said to be lightweight 


for Morgan Distributors . . . the 
reason is simple—MORGAN VISES and streamlined for rugged use, fea 
are dependable, strong, rigid, and = ‘""°S 4 pistol grip operation and has 
modern in design These ‘good a trigger lock pin for continuous op- 
points create user accept-  “"#10n. | | 
ance and the result is con- Included with the drill in the new 
tinuing, profitable business kit are: a set of 13 drill bits from 


from customers who stay fs-in. to 4-in. for drilling in wood or 
with you | steel; a precision arbor to permit use 


uf accessories; a 3-in. grinding wheel 
for sharpening tools and knives and for 
shaping metal; a 4-in. wire brush for 

| cleaning off rust, scale, dirt and grease; 
| a 3-in. buffing wheel for polishing and 
MORGAN cleaning; a supply of polishing com- 
pound; and a horizontal drill stand 


SEMI-STEEL | for bench or table operations. All are 
| packaged in a steel carrying case. 
Thor Power Tool Company, Au 


| rora, Illinois. 


MORGAN VISE CO. 
108-112 N. Jefferson St., Chicago 6, IMfinols 





eal 


SERIES 50 SOCKET WRENCHES =» : 
Formerly Stee! Socket Bridge and Red Socket Adj ustable Drill 


Wrenches 


Cuts Holes 2-in. to 3-in. 
With One Set Of Blades 
& & & “g A design of drill has been developed 


which is said to be adjustable and cut 


SERIES 40 GEAR WRENCHES any size hole from 2-in. to 3-in. with 
Formerly “Red Face” Bridge Builders’ Wrenches one set of blades and any size from 
Extra sturdy handles of high 3-in. to 4in. with a second set of 
tensile alloy castings. Lowell blades. 

Wrenches give strongest pos- A scroll ring engaging the bottom 
sible strain because pawls are sides of the blades is said to perform 
cut from steel, are specially the double function of adjusting the 
heat-treated and have great blades and supporting them against 
crushing action. All sizes from the thrust of the cut. The body of the 


6” in length on up. drill is made of heat treated alloy 
steel; blades of high speed steel. Car 


bide tipped blades are available at 
extra cost. 

According to the maker, the new 
drill finds its greatest value when used 
Re) Zaks WRENCH co. oo on drill presses and radials; it can also 

: ’ WRENCHES be used on horizontal boring mills, 
WORCESTER 8, MASS | vertical jig borers, milling machines, 
turret lathes and tool room or engine 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 








Send tox P vfalog N 60A and Distributor Discov 
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e For use on Wells, Kalamazoo, 
Johnson, Famco and all other 


make Band Saw machines 


Try our Wavy Set for cutting 4 
angle iron, tubing ‘and thin 


materials 


SAFETY BOX —- 100 COIL STOCK 


e For use on Do-All, Grob, Tannewitz and othe: | 
machines 
© Stock ready to draw out 


bd Dangerous loose ends can be withdrawn int 


Aan ABET THE TOOLS IN THE PLAID BOX'4 SIN THE PLAID BOX" sitactaehas 
AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASS. 


HACK SAWS + BAND SAWS + GROUND FLAT STOCK 





HOLE SAWS 
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lathes. It is stated the blades are 
easily modified to produce round cor- 
ners, flat bottoms, angular surfaces, 
and steps. 

Sell Hayden Twist Drill Co., Detroit, 
Mich. 


N U PLA | .\ THE BOSTON MAN 


ulus i ae IN 1953 
the one soft-faced line 
serving all industry 


with Tr ke 


NUPLAFLEX tips 


IN DETROIT, MICHIGAN... 
Marshall Glaser, Ohio Rubber Supply Co. 


SIMPLIFY — SAVE INVENTORY 
NUPLA hammers with their complete size , 
and weight selection do the whele job Lag Shields 
easily interchangeable NUPLAFLEX TIPS in 
5 hardnesses meet all soft-faced pounding Completely Rustproof, 
requirements replace rubber, rawhide, r ; 
lead, plastic and all other lines of soft- Fo Masonry Fastening f. 
c 4 

faced hammers An addition to their line of anchor- ; ce — goer whe 
HAVE TREMENDOUS ECONOMY APPEAL ing devices, Raw] Lag screw shields, pte mon —" ea ae 
Super-durable NUPLA hammers have proved has been announced by the manufac 
to outwear ordinary hammers 10-50 to | turer. ; 
and have played important roles in many The ni . r . 
cost reduction programs. Write for actual The new lag shields are said to 
ease histeries be completely rustproof, precision cast 

from a durable alloy, and ideal for 


THE CHOICE OF INDUSTRY 
all masonry fastening. 
Many users specify NUPLA with NUPLAFLEX Horizontal fins are said to prevent 


TIPS. including General Motors, Chrysler, . 
Ailis-Chalmers, Ford, Lockheed, Westing shields from turning in the hole, ta- 


house, the Army, Navy and Air Force ered outside rings have tremendous 


WORKERS PREFER THEM 1olding power. The new lag screw 

NUPLA hammers provide solid blows with shields are made in a standard range y 

no sting... reduce fatigue. Also are safuty for screw sizes from }-in. to 3-in. IN MIAMI, FLORIDA... 

tools... non-chipping, no flying particles, I'he Rawlplug Company, Inc., New Brewer Corbin, Central Machinery & 


sparkproof York, N. Y. Supply Company 


Additional A duantages ° Marshall Glaser, Ohio Rubber Supply Co., 
TO THE TRADE Twine 59 Selden Avenue (phone TE 1-3121), 


NUPLA hammers offer excellent margins has supplied the automotive industry in 
of profit at low selling expense...all in- Heat Uniformity, ore apg a = suis 
. ° proc ucts or wo decades. Ampiete iD- 

savectinion ee ta Complete High Tensile Strength ber service” is his motto. 
les-engineering service to the user helps . : . ' 
ceaiatain exttaieatars leventers sheng \ new, improved Glascord tying J. Gerdon Wilson, Little Rock Road 
distribution on a selective basis only twine, said to be made of paper Machinery Co., P. O. Box 3140 (phone 
Write for distributorship information wrapped glass filaments, has been an 5-4663), knows Arkansas’ construction 
purpose 


igor every ¥ 
A HAMMER 0 every hammert 
or eve 


a 


industry as few others do . . . and meets 
nounced. 
its tough demands for industrial rubber 
According to the manufacturer, by products. 
, purpose | combining the strength of glass with 
= op om oe ow ow oe the smooth surface of paper, Glascord Brewer Corbin, Central Machinery & 
Now (IEENS CHPSIENER, furnishes heat uniformity, high ten- Supply Co., 2702 N.W. 27th Avenue 


1026 North Sycamore. Dept. No. 106 (pt 64-1551), handle i Mee of 
’ > ,y » » phone ok » han s a u 1 
Los Angeles 38, California sile strength, unusual ease of handling BOSTON products . . . favors Bull Dog 


Please send me the complete story on and an attractive appearance. It is Suction Hose for its durability under sharp 

the NUPLA hammer profit line said to be available in tubes, compact coral rock and water conditions. 

Name a , balls and other put-ups commonly 

Street Address. a used for cotton twine. See the Boston Man in your area. Check 
Plymouth Cordage Company, Plym- | yevr Classified Directory or write Boston 

outh, Mass. Weven Hose & Rubber Co. 


SSS SS OU 
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THE BOSTON MAN 


ns 
i™ 


BOSTON MAN 
who calls 
on you 


i El RY 
factory experts 


a a el 


” 


fo work for you! 


“The Boston Man” is the unsung hero of many industrial emergencies. A belt 

~ breaks down—a hose is damaged by falling rock—a special type of conveyor 
belt is needed in a hurry to meet a contract deadline . . . these are industrial 
emergencies met by “the Boston Man” with efficiency, for all necessary facilities 


are immediately available to him. 


Boston's streamlined organization—from 
development laboratory to factory, 
* through the distributor to the job—as- 
sures versatility, inventiveness and on-the- 
job efficiency of service as well as product. 


Boston Woven Hose & Rubber Company 
has a long history of producing everything 
from V-belts to garden hose, quarter- 
mile-long conveyor belts and heavy-duty 
hose to stair treads and floor matting. 


Long-time skilled employees, with their 
hard-won experience, join with research 
chemists and engineers trained to meet 
the latest demands of industry for indus- 
trial rubber products. 


Be sure to call our distributor in your area. He is your “Boston Man.” 


| BOSTON............2 


. Tubing ;arden se Tape Matting 
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DARNELL CORPORATION, LTD. 


DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
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Clamps 


Self-setting, 
Sizes 34% to 8-in. 


Autoset self-setting clamps, said to 
be designed for machine shops, manu- 
facturing processes, sales demonstra- 
tions of industrial tools and machine 
models, or any job requiring a solid 
gripping capacity, have been an 
nounced. 

According to the maker, the clamp 
design employs the use of three-inter 
related contact surfaces which increase 
gripping capacity and eliminate the 
use of packing. Made of select stock 
high tensile malleable iron, the clamp 
will not break under normal stress 
and strain, according to the maker. It 
is also stated the clamp will hold un- 
der most adverse conditions including 
interrupted cuts because of the direct 
contact surfaces. 

Only a tightening action is said to 
be required, thus reducing the setting 
time. 

The new clamp is available in types 
D-1 to D4, ranging in size from 34-in. 
to 8-in. overall length. 

The Alpha Tool & Supply Co., 
Closter, N. J. 


Chain Hoist 


Capacities From 
Y“% To 10 Tons 


A light weight all steel chain hoist, 
made by Felco of Shefheld, England, 
has been introduced. 

According to the announcement, 





HY-PRO HAS 
SPECIALIZED 


TAP 
PRODUCTION 





...f0 cut man-hours from your customer’s schedule 


Tap production is a specialty at Hy-Pro. Our full set-up, from de- 
sign engineer to shipping clerk, is concentrated toward one end— 
perfecting tap output and service. Over the years our proven record 
in the tap field has won Hy-Pro recognition among production men 
as ‘‘the tap specialist’’. 

Whatever your customer’s particular needs may be—from a special 
tap problem to his regular set-up—it will pay to make use of our 
engineer specialists. They are always ready to answer his call. 
Keep him aware of these Hy-Pro services. A complete line of top 
quality Hy-Pro taps plus our specialist engineers can help cut man- 
hours from his production schedule. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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SOLD ONLY 
THROUGH 
DISTRIBUTORS 





ATHOL PROTECTS 
ITS DISTRIBUTORS 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steamfitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 


stone Frames. 


ATHOL builds the complete vise in its own foundry and machine shop. 


Athol Machine & Foundry Co. 


Athol, Massachusetts 








Write for FREE Cateleg. 


A 


150 


IT’S A CINCH TO CLINCH 
witt AUTO-NAILER’ 























7) 











d-noils-o-second speed soves up to 75% in lobor costs 

over hend nailing 

No jigs necessary — Avto-Noiler will nail any pattern 

Avto-Neiler is flexible — changing from one size (or de 

sign) to another requires no machine adjustment 

Auto-Nailer mokes ond drives its own nails —3 @ second 
con be clinched or brodded, if desired. 

Avto noils will not back ovt 

Avto nails reduce noil cost. Use only length thot's 

needed. None bent, none dropped 

More rigid — less racking. Shooks ore avto nailed under 

1,000 Ibs. pressure effecting tremendous friction be- 

tween the shook members 

Use irregulor or scrap lumber even knots are avto 

nailed in stride 

No splitting of wood—Aflords close spacing of edge 

nailing 


UTO-NAILER CO. amanta 3, oa. 
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265 MARIETTA $T., N.W., 


at” 





the hoist is available in 11 capacities 
from 4 ton to 10 tons; rated in British 
tons of 2240 Ibs. Its outstanding fea- 
ture is said to be extreme light weight, 
despite its all steel construction with 
the exception of an aluminum bronze 
load wheel. 

Ihe decrease in weight is said to re 
sult from the use of steel stampings. 
I'wo types are available: the Standard 
a throughout with case hard- 
ened, ground steel bearings, and the 
Super equipped at all essential points 
with needle and roller bearings. 

The Standard model is said to be 
lubricated by removing four nuts 
which hold the gear case cover. The 
Super model is lubricated without 
dismantling by using standard grease 
fittings and a grease gun. 

. T. Kennedy Company, Inc., 


New York, N. Y. 


Chucking Reamers 


New Sizes Added 
To Regular Line 


According to an announcement 
from the manufacturer, new sizes have 
been added to their regular line of 
straight shank straight flute and 
straight shank spiral flute chucking 
reamers. 

In the straight flute type, the fol 
lowing sizes are now considered stand- 
















CAPITOL 





, CAPITOL 





| 200- x 
| AP: UN 


CAPITOL 





CAPITOL | 





Cm! ate . 
$e. Ss “ 
on ae 


PLINE PIPE COUPLINGS ° 


That meet API Specifications . . . Ready to ship from stock. 






We are pleased to announce the expansion of our Cartoning aie Packaged at 
program to include Line Pipe Couplings in sizes up to and n.4 No Extra 
including 2”. This program will complement the regular " Cost... 
cartoning program for Standard Merchant Couplings “ 
which CAPITOL originated. 
As Coupling specialists Capitol can supply all 
types and sizes of Couplings for which you 
may have requirements. CAPITOL Cou- 
plings are made to meet the specifica- 
tions of the American Iron & Steel 
Institute (AISI), the Associction 
of American &ailroads (AAR), 
and the American Petro- 
leum Institute (API). 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


cs oo PAGiT Het 


srr Ts 





CAPITOL 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS —_— WELL SUPPLIES _ STEEL PIPE FITTINGS 


CAPITOL APITOL 5 spit 
paced of she: CAPITOL Oe C Om am Pps JL j~ 


* og 


that’s 


EASY TO SELL 


rhe BROAD LINE 


MARLOW PUMPS 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 
for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and 
high efficiencies, has further broadened 
this acceptance. 

These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 
easy to sell. 

There are many other advan- 

tages in selling the Marlow line. 
Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 
tough application engineering 
problems. 


The Marlow line is complete. 
Marlow builds pumps 
exclusively for: 


Write today for information on this easy-to-sell, 
broad line of Marlow Pumps — 


MARLOW PUMPS. 2° 0 
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fractional sizes—all 64th 
é-in. thru 21-in.; wire gauge 
1 to No. 60 inclusive; let 
A to Z inclusive; deciminal 
.126-in.,  .1865-in., 
251-in., .3115-in., 


ard items: 
sizes from 
sizes—No 
ter sizes 
sizes—.124-in., 
.1885-in., .249-in., 
.3135-in., .374-in., .376-in., .4365-in., 
.4385-in., .499-in., .501-in 

In the spiral flute type, all 64th 
sizes from #:-in. thru §t-in. have been 
added. 

Whitman & Barnes, Division of 
United Drill and Tool Corporation, 
Plymouth, Mich. 


Aluminum Paint 


For Use On Asphalt, 
Bituminous, Metal Roofs 


A new asphalt heavy-bodied alu 
minum paint, said to be designed for 
use on asphalt, bituminous and metal 
roofs, has been introduced. 

Pigmented with 3.9 Ibs. of alu- 
minum pigment per gallon, it is stated 
that this heavy concentration of alu- 
minum pigment assures extra life and 
keeps interiors much cooler. One 
coat is claimed to give full protection. 

According to the manufacturer, 
tests demonstrate that Permite asphalt 
heavy-bodied aluminum reflects up to 
85 percent of the sun’s rays, and actu 
ally reduces interior temperatures un- 
der the roof as much as 15 deg. F. 

Aluminum Industries, Inc., Cin 
cinnati, Ohio 


Suction Hose 


Will Not Kink 
Or Collapse 


A new horizontal braided hose, 
known as Revole water suction hose, 
has been developed. 

Said to be designed for both pres 
sure and suction handling of water, 

(Continued on page 156) 





SPECIFY CLEVELAND REAMERS 


> / 2 © . , A 
Mer Chine 4 Mh e Ditntih and C CORT wy 


A complete line of Reamers, offering a wide range of types and sizes 
for every requirement. All are correctly engineered to give 


you accuracy, efficiency, long life and more holes per grind. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms. New York 7 + Detroit 2 + Chicago 6 + Dallas 2+ San Francisco 5* los Angeles 58 
E.P Borrus, itd, London W 3, England 





TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





Dependable, Efficient 
@ GEES air compressors 


AIR HOISTS 

ee Re CYLINDERS $ 
eel) be 
"Mone pror\t™ 


PRECISION BUILT COMPRESSORS 
UP TO 50 H.P. 


Advanced two-stage design saves electric current. 
Delivers more air per horsepower. 

Timken tapered main bearings. 

Pressure lubricated rod and piston bearings. 


Assures long trouble-free performance. 


TWO-STAGE, AIR COOLED 


TIME-SAVING Curtis 


Air Cylinders and Air Hoists 


@ Low-Cost lifting, lowering, 
pushing, or pulling 


@ Accurately controlled 
operating speed 

@ Cylinders are ground and 
polished 

@ Valve is of disc type lapped 


to its seat. 
Curtis Bracketed Air Cylinder 
can be placed in any position from horizontal 
to vertical. Will lift, lower, push or pull. 


Curtis Pendant Air Hoist 
for any lifting or lowering 
job where headroom is 
not limited. 


CURTIS PNEUMATIC MACHINERY DIVISION a 
of Curtis Manufacturing Co. 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


FOR COMPLETE INFORMATION and technical 
data, mail this coupon today... 


1 am interested in items checked below: 
] AIR COMPRESSORS [|] AIR HOISTS [| AIR CYLINDERS 


Capacity...Current... load...Lift... load... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Louis 20, Mo 


99 Years of Successful Manufacturing Experience 


Fee en aanen pay ae eee aera 
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FOOTE BROS. 
They Thrive on Heavy Duty 


This Trademark 
Stands for 
the Finest in 
Industrial Gearing 


od 


Line-O-Power 
Drives 


FCDTESBROS., 


Powering the pumps used in blending 
processes for lubricating oil are these five 
Maxi-Power Drives installed at the Ponca 
™ City refinery of Continental Oil Company. 


{my 


Any drive will do a good job che first day, 
but how will the record read after a month 
—a year — five years? 

Will ic— like Foote Bros. Drives — still 
have the stamina to high horse- 
powers for hardest, day-after-day service? 
Will its maintenance costs remain low? 
Will efficiency still approach 100% ? 


handle 


And when your customers are deciding 


on drives, is space o crucial factor? 


DRIVES 











Superior Foote Bros. gearing is designed 
into the most compact housings to assure 
maximum load-carrying capacity in mini- 
mum space. 


Investigate the many advantages offered 
by Foote Bros. complete line of helical, 
worm and helical-worm gear drives. There's 
a size with ratios and capacities to provide 
years of superior performance for toughest 
applications, horizontal or vertical. 


Write for detailed information 


Foote Bros.-Lovis Allis 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 South Western Boulevard, Chicago 9, Ilinois 


Please send Bulletins on Foote Bros. complete line of drives. 
Hygrade 


Gearmotors _—" 


Name 


Company 


Address 
: 





Baller Power Traoos 


Zone State 


ton Thuough Callen Learn © 
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SPS Helps the Industrial Distributor 


WITH HARD-HITTING 
SALES AIDS 


What sales help or tools, outside of a price catalogue, 
should a manufacturer give his distributors? 


Lots, SPS believes. Advertising material, for instance— 
reprints, newspaper mats, magazine electros. Promo- 
tional material—folders, stuffers, technical bulletins, 
self-mailers, displays. Useful give-aways—pencils, screw 
calculators, sample kits. And, not least important, 
experienced sales promotion personnel who help the 
distributor organize his advertising programs, put on 
sales meetings and training courses. 


These are a few of the direct sales aids SPS gives its dis- 
tributors. We must not, however, forget a very potent 
indirect aid—UNBRAKO advertising,* which successfully 
sets the stage for the distributors’ sales. STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pa. 

*Potent indeed! SPS advertising is the largest cam- 


paign in the industry—preselling potential users 
of UNBRAKO Socket Screws through 48 magazines. 


UNBRAKO SOCKET SCREW DIVISION 
® 


(he tit Yar : A START FOR THE FUTURE JENKINTOWN [lB PENNSYLVANIA 


a Tt 


Self Locking Flat Head Shoulder Knurled Head Dowel Button Heac 
Set Screw Cap Screw Screw Cap Screw Pin Socket Screw 
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the hose is reinforced with two layers 
of braided rayon cord, plus a helix of 
high tensile spring steel wire. The 
layers of reinforcement are separated 
by a layer of rubber friction to elimi- 
nate internal chafing of the reinforc- 


ing cords and wire. 


INDUSTRIAL According to the manufacturer, the 


hose is light in weight, will not kink 
RP 8 and BROOMS or collapse, maintains full opening 


in any position, and can be grounded 
liminate ste lec ; 
63 YEARS OF GOOD *et SE SSeX. 
to Chernak type suction hose, except 
DISTRIBUTOR BUSINESS that it is more fexible, stronger, and 


can be coupled with any type of suc- 
Good maintenance equipment is always in de- tion or water hose coupling. It is 
mand and the piant manager who specifies available in 1]4-in. to 3-in. inside di 
CAPITAL Industrial Brushes and Brooms is get- ameter sizes. 
ting the best his money can buy. You can do as Quaker Rubber Corporation, Divi- 
many of our distributors have been doing over sion of H. K. Porter Company, Inc., 
the years supply this maintenance equipment Philadelphia 
that outperforms and outlasts all others. Good 
business is yours in metal working. power, and 
aviation plants, paper and textile mills, mines, 
public buildings, dairies, hotels, schools, ware- 
houses, garages, railroads, etc. We urge users 
to buy thru their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





the Drill Press Vise — Regulators 
with a PROVEN SALES RECORD! For Heating And 


Cooling Operations 





A drill press vise that is a fast seller. An 


SPEED VISE is item that brings repeat business because As an addition to its line of self- 
co ° . To “nr | . 
quick-acting * SPEED VISE performance can be used on operating on gem regulators, the 


Soldatieet? 3 hundreds of applications. Liberal discount manufacturer has announced a Type 


een, +O - for stocking distributors assures greater V1000 direct acting for heating appli- 
wide variety of + profits. cations, and VR1000 reverse acting for 


on : Customers buy more because cooling. 
Oritt jige one ° they save more on tooling costs. A single seated pilot valve is said 
+ 4 other fixtures | SPEED VISE has a fast, positive action that to position the piston of the main 
7 cheaper, smaliex : Saves tooling costs and speeds production. | yalve which controls the throttling 


when made for -PEEF 4 , y stomers a hun- es . a » we 
use in a SPEED SPEED VISE gives your cus 5 position of the main valve disc. 


J t VISE : dred jigs in one. Built-in self cleaning steam strain- 
illustrations SPEED VISE is sold only through rec- ers are said to protect the vital parts 


show several + ognized industrial distributors. Write | of both the pilot and main valves and 
ee eens or wire now for information. eliminate the necessity of installing a 
to fit the vert, CARDINAL MACHINE COMPANY separate strainer in the piping system. 


SPEED VISES. 1819 Dana Street * Glendale 1, California | Other features claimed include: 
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ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard shaped cutters, bits and blades of 
ARMSTRONG HIGH SPEED, ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower tool 
costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog stock and display 
them. It is a profitable practice to put the question, ‘What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for our New S-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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‘tw Suite. 


SOCKET SCREWS 


and available only in 


Blue Devil 


DIAGONAL KNURL 
SOCKET CAP SCREWS 


FORGET FINGER FUMBLING 
“Diagonal Knourl” heads are a 

real time- and work-saver especially designed 
for hand assembly operations. Now you 

can avoid delays due to sweat, grease and 
other similar assembly hazards. 

“Diagonal Kourl” is exclusive with 

Blue Devil .. . furnished only on cap screws 
up to and including 2” diameter. 


6500 Avondale Avenue, Chicago 31, Illinois 
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complete internal porting eliminates 
external damage and minimizes main 
tenance; compact thermal system, 
liquid filled, is easily replaced in field 
without removing regulator from line; 
cast iron body with 125 or 250 ASA 
flanged connections; controls tempera 
tures from 25 deg. to 275 deg. F. 
through a 50 deg. range. 

Sizes range from 2-in. to 4-in.; 
maximum pressure limits is said to 
be 125 PSIG 

Farris Stacon Corporation, Palisades 


Park, N. J. 


Locking Wrench 


Can Be Locked 
At Any Setting 


A new locking wrench, said to work 
like any ordinary adjustable wrench 
except that the jaws can be locked 
rigid at any setting, has been an 
nounced. 

In addition, it is said to operate as 
a vise-wrench exerting a 100-lb grip 
on the bolt or machine component 
to which it is fastened. 

According to the manufacturer, it 
looks like a standard adjustable wrench 
with one difference—it has a lever 
about three inches long which snaps 
over the handle. This lever, which 
operates on a knurl, controls the jaw 
locking and unlocking action. 

In use, the No. 92 locking wrench 
is set to any desired opening, then a 
light push on the lever is said to lock 

(Continued on page 162 





Py ' ~ ng ‘ Le Gees MS 
u/s PREFERRED STOCK’ 


- Cutters are of one uniformly high 
quality ... and that “quality 
cutters cost less in the long run”. 
You can take full advantage of 

this preference when you handle 

_ the broad Brown & Sharpe line. 

| You can offer the right cutter for 

~ available, from plain milling 

cutters to metal slitting saws, 
“specials” . .. and 4 complete 
line of end mills. 
Why not check your cutter 
inventory today and order a good 
supply of this “preferred stock” 
to meet customer demands . 
promptly. Brown & Sharpe Mfg. 
Co., Providence 1, R. L, U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 
poke et 


Pe Grae ap snl ‘s id 
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A new Created-Metal for 


NEW, OUTSTANDING 
GRADE 370 CARBIDE 


MAKES DEBUT 
THIS MONTH 


ou'vE heard about it. Now it’s your cus- 
j | potent turn. This month, in the trade 
press ... in leading business papers .. . 
in direct-mail pieces . . . in advertising and 
publicity everywhere, the word goes out 
about Grade 370 Carboloy Cemented Car- 
bide — a great, new Carboloy created-metal, 
first announced and exhibited at the recent 
Metals Show, that’s sure to increase sales 
and the value of your Carboloy franchise. 


Already, it is indicated that Grade 370 
will be the biggest thing to hit the metal- 
cutting industry since the first Carboloy 
cemented carbide was announced 25 years 
ago. Grade 370 will play a vital role in to- 
day's and tomorrow’s toughest heavy-duty 
steel-cutting operations, and it will play a 
welcome tune on your cash register, as well. 

For up-to-the-minute facts on Grade 370, 


contact your Carboloy representative. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


T1131 E. 8 Mile Road, Detroit 32, Michigan 
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A heavy-duty carbide 
capable of cutting 
more cubic inches of 
steel per minute, 
with longer tool life, 


than existing carbides 
—> 





...speeding your 
heavy-duty steel-cutting 
jobs up to 30 percent! 


GRADE 370 


, family 
The first of a new 

—Series 300- 
carbides 


of steel-cutting 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 





CEMENTED 
CARBIDE 


it’s Grade 370 Carboloy Cemented 


Carbide the first of an¢ ntirely new 
series spe< ially deve lope d for taking 


heavy cuts in stet l at higher speeds 


Unique grain structure lets 1 


around 1800 F without deforming 


h gher than ever before practica 
with any carbide. Test and on-the- 
job applications indicate that Grade 
370 can increas performance on 
many it her spet d stee l-cutting obs 
by up to 30 Now available in 


se lected standard sizes and shapes. 


4 Corbeloy 


’ 





YOUR DOLLAR 


1 be 


BUILT-IN TIP RIGIDITY 


| 
| 
| 
| 
| 
| 
| 
| 


AVAILABLE NOW 
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Photo at left: 

show Grade 

deep, in large 

ring of cast-alley steel he ne 
is machined at 110 FPM wit! 48 
feed — cau ing tremendou heat to 
build up at the ¢ itting edge. G e 
370 holds it hape and cutting 


CARBOLO 


OEPARTMENT or Ganarar avecrarc comPran 


1131 £8 Mile Road, Detroit 32, Michigen 
Gentlemen: Rush me at no cost or oblige tor 
Grat 


facts now available on ¥ ur new 


Carboloy ‘ emented ¢ orbide 


name 


' 








1. FINEST QUALITY 
2. COMPLETE LINE 

3. PROMPT DELIVERY 
4. PRICED RIGHT 


Here are the finest oilers made 
today for every industrial, crafts- 
man and household use. Heavy 
gauge steel bodies and spouts 
Tempered spring steel bottoms 
Welded throughout. Knurled brass 
bushings, machine cut threads. 
Guaranteed leakproof. 


Other GEM 
Products Include: 


Welded Steel supply and 
storage cans; Pump ond 
Pistol oilers; Tallow pots; 
Grease buckets; Engineers 
fillers; Marking pots; Long 
handle inspectors torches, 
Railroad oilers; Traction oil 
ers; Engineers locomotive 
valve oilers; special de- 
signs; etc 


14 ' Protit Builders All from One Source 
Send for Complete Catalog 


the adjustment solidly. It is claimed 


the jaws won't spread, and even drop- | 
ping the wrench or hitting it won't 


loosen the lock. A push on the but- 
ton at the opposite end of the lever is 
said to instantly release it 

Ihe new wrench is available in three 
sizes—-in., 10-in., and 12-in.; and is 
sakl to be made of allov steel with 
extra-hardened jaws; the knurl is 
laimed to be made of a new forming 
process which adds great strength to 
the locking action 

Utica Drop Forge & Tool Corp., 
Utica, N. Y. 


Soldering Iron 


Tip and Element 
Separate Parts 


A new soldering iron, said to com- 
bine the advantages of a pencil iron 
ind an industrial soldering iron with 
nickel-chromium and mica wound 
mounted elements, has been devel 
oped 

A new feature claimed is that tip 
and element are separate parts and 
both replaceable independently. Other 
claimed are: handle of 2 oz 
like pencil only 3-in 
from solder joint; available in 25 
vatts with 4-in. tip or 30 watts with 
in. tip; clement, tip and housing 
WW cle of special alloys for increased 
cficiency; operates identically on AC 
or DC, any evele, available in 110 o1 
220 volts 

The maker recommends the new 

dering iron for soldering of instru 
equipment, 


features 
iron is held 


ments, small clectronic 
sub-assemblies, and jewelry 
Hexacon Electric Company, Ro 


selle Park, N. | 


Conveyor Belt 


Resistant To 
Vegetable Oils 


A recent development in their Su 
pertex conveyor belting has been an 
nounced by the manufacturer. Incor 
porating Hycar acrylonitrile synthetic 
rubber, the new belting, Supertex HC, 
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ALLIGATOR 
V-BELT DRIVES 


sell your customers 
complete units 


ALLIGATO} 


ort om 


y-BELTING 


* introductory Units contain Alli- 
gator open end V-Belting, Fas- 
teners and Tools — Everything 
needed in One Package to Make 
Up V-Belts. 

* Replacement Units contain belt- 
ing and fasteners only. 

* Sell these units and participate 
in the increasing volume of non- 
endless V-Belting. 

* Help your customers avoid 
costly delays, shut-downs and 
pick-ups. 

* Completely modern packag- 
ing. “B” Introductory Units in 
4-color counter display. 

* Yes, the usual Alligator profit 
margin! 

* Alligator V-belt drive units 
available in sizes A, B, C & D. 

* Field Representatives available 
to work with your salesmen. 

* Write for complete details. 
Ask for Bulletin V-215. 


FLEXIBLE STEEL LACING CO. 


4633 Lexington St. Chicago 44, Ill. 





They mean business 
for YOU! 





‘SIMONDS 


| ABRASIVE CoO. 


Snagging Grinding Wheels 


Finishing 


Sharpening Surfacing 


Simonds Abrasive Company Grinding Wheels mean business—where 
you do business. Big demand for them exists in mills, factories, 
machine shops—all types of industrial plants. And its consistently 


maintained and stimulated by Simonds year ‘round advertising to 


SIMONDS! 


ABRASIVE co.) 


the metal working industry—your customers. 


Get your share of this business by (1) concentrating on likely pros- 7 
pects on your customer list (2) having your salesmen spot potential 
customers in the plants they visit. Remember, everywhere grinding 
machines are used there are potential sales for you. Activate this 


potential with Simonds top quality line of grinding wheels. 


Cut-off 


SIMONDS ABRASIVE COMPANY ¢« TACONY & FRALEY STREETS ¢« PHILADELPHIA 37, PA. 
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NATIONAL 
SANDERS 


QGebiel oe 
BOLL. 


BEML... 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action. 
With the National line you 
are able to offer your custom- 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
how you fit into National's 
distribution system. Write for 
details today. 

Dealer Aids and Advertising 


to help you sell! 


NEW MODEL 600 
Single-Pad Air Driven 


STRAIGHT _—— 
LINE 


LT] 


ACTION 

















MODEL 100 


Single-Pad 
Air Driven 


ORBITAL 


O 


ACTION 





MODEL 400 Mity-Midget 


Single-Pad em, 
Air Driven 


eS 
hentia 


ACTION 











MODEL 300 


Two-Pod 
Air Driven 


STRAIGHT 
1 


Jleile yor POLE 
dof Prrreaore 


NATIONAL AIR SANDER, INC. 
2822 Auburn Street, Rockford, Illinois 


[tJ] 


ACTION 





MODEL 500 


Single-Pad 
Electric 


() 


ACTION 














INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 


has a cover of Hycar on a carcass of 
Neoprene WRT. 

Claimed to possess exceptional re- 
sistance to vegetable oils, the new belt- 
ing is said to have a white color 
throughout with a smooth cover that 
ensures freedom from impression on 
the product being conveyed. 

Available in widths up to 48-in., it 
can he vulcanized at the maker's plant 
or in the field. 

Supertex HC is said to be designed 
to withstand the most severe exposure 
to vegetable oils such as in the con- 
veying of potato chips and all kinds 
of biscuits and crackers. For normal 
uses white Supertex Type WRT made 
with Neoprene in various thicknesses, 
is still recommended by the manufac- 
turer. 

Baldwin Belting, Inc., New York, 
N. Y. 


Jointer 


Modern Design, 
On Tapered Stand 


A new “5560” 6-in. jomter, featur 
ing a 60-m. overall table and_ fence 
37-in. bv 4-in., resting on a= sturdy 
tapered stand, has been introduced 

leatures claimed by the manufac 
turer are: hand wheels with turning 
knobs located at front of joimter; 
balanced three-knife head, 2$an. di 
ameter, operates at 6,000 RPMI, 15, 
000 cuts; heavy duty, dust-proot life 
scaled bearings; rabbetting capacity 
g-in. with rabbetting arm support 
St-in. long extending 3-in. from bed 

Heston @& Anderson, Fairfield, lowa 


Drill Bits 


For Portable 
Electric Drills 


\ new line of bits specially designed 
for use in portable clectric drils has 
cen all ounced 

Modeled after the compa 
lar brace bit line, these new to 
said to have fine-pitch screw 


compensate for high RPM 


drills and are completely 

















* 
~- 


jewel for related sabes ! 


; 


Lnr™.. 


fh | x 


sell a screwdriver, wrench, tap, drill, bit or any kind 
of accessory material, you’re starting a chain re- 
action for the related product, fasteners. For every 
hand tool uses up countless fasteners in its long, 
sturdy lifetime. This means profitable repeat busi- 
ness in fasteners for years to come. 


Every screwdriver your men 
sell is worth its weight in orders 
for other merchandise. 


For example, each time you 


Be on the watch for these related sales. To make 
sure you get them, stock the finest fasteners, RB&W’s. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 


RB&W means customer satisfaction . . . bolts, 
screws, nuts and rivets of uniform accuracy, de- 
pendability and physical properties . . . products of 
quality control over every phase of production, from 
raw material to end product. 

When you sell RB&Ww, you're able to suggest the 
right fasteners for a particular job, thus building 
customer confidence and good will, and leading 
people to depend on your firm more and more for 
an ever-widening range of products. 

Cash in on the related sales chain reaction now 
with RB&W fasteners. 


RBaWw 


THE COMPLETE 


Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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WACO car movers 
AFETY cAR WRENCHES 


WILL SELL... because they are both safe and efficient 


SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 534%” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile for extra strength. Shanks are accu- 
alloy castings. Safe because the handle rately machined for precise alignment 
remains stationary in the hands of the of the tool throughout. 

operator as the ball-bearing ratchet head hese electric drill bits are avail- 
revolves with the car spindle. Weight 26 able in wide size ranges in the follow- 


lbs., including 3-ft. handle. ing types: single twist, solid-center, 
and ship-auger. 


Another announcement from the 
company advises they are now making 
a set of special bits to handle prac- 
tically all requirements for boring op- 
WRENCH co. enings to accommodate all makes of 

ER 8 MASS tubular-type door locks on the mar- 
ket. 

The new door lock bits, designated 
as No. 26, are made in five sizes: 1#- 





LOWELL 


cr, 
} 





for in., lj-in., 1]g-in., 2-in., and 24-in. 
STRAIT NER They feature a single-cutter head with 

a fine line screw and one outlining 
HEADQUARTE RS Jobbers spur. Overall length is 54-in. and 

the shank is standard brace type. They 
are available either individually packed 
in a metal-edge box or in sets of all 


KFLKLEY five sizes in a handy plastic roll 
Greenlee Tool Co., Rockford, Il. 


CHICAGO 





Valve 


STYLE A—"Y” Type. Standard 
and extra heavy flanged, flanged For Vacuum And 


blowoff Instrument Work 


STYLE B —"Y" Type. Screwed A new packless shut-off valve, said 
connections, screwed blowoff. to be especially adapted for vacuum 
applications, instrumentation, proc 
' essing, pneumatic service and similar 
industrial uses, has been developed 
STYLE D—Basket type. Screwed Identified as the “Red Head’, it is 

or flanged. 


STYLE C—"Y” Type. Screwed 
connection, flanged blowoff. 


4 Screens, perforated or wire 
mesh, in brass, steel, monel or 


STYLE A 


stainless steel. 


4 

| rn you need in strainers! A complete line ready for fast 
delivery to satisfy your customers. Make Keckley your strainer head- 
quarters! Ask for Catalog No. 53C. 


oF onan. @ 168 @ Gorey Ey. Df 
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X marke the shot where... COPYFLEX saves 


10,000 clerk-hours for industrial wholesaler* 





How COPYFLEX Paid Off 


Freed five full-time clerks for other 
work 

Cleared up back order snarls 
Eliminated invoicing lag of 2-3 
weeks 

Ended transcription errors 


Speeded orders to warehouse 60 
minutes after receipt 


Prevented shipment of wrong mer- 
chandise 











COPYFLEX MACHINE 


BRUNING 


Some 6,500 orders for more than 
35,000 different items poured into the 
office of a big Midwest industrial whole- 
saler every month 

But customers in five states com- 
plained about receiving wrong mer- 
chandise . . . billing was two to three 
weeks late . . . back orders were piling 
up . invoicing errors were a con- 
stant headache. 


Then a Bruning Copyflex order-in- 
voice system was put to work. One 
simple form eliminated eleven separate 
typing operations on each order. All 
required copies were made on a Model 
14 COPYFLEX machine. Clerk-hours 
were saved, errors stopped and costs 
reduced. 


Model 14 


Company 


Te 


4700 Montrose Avenue, Chicago 41, Illinois 


Facts About COPYFLEX 


Copies anything typed, written, 
printed or drawn on ordinary trans- 


lucent paper... gives errorproof, 
ready-te-uce, black-on-white diazotype 
copies in seconds . . . requires no ex- 
hausts, dark rooms or messy inks, 
needs only an electrical connection. 
Costs — for all charges — average less 
than 2¢ a sq. ft. of copy. 


High Paperwork Costs? 


Put an end to high cost in your 
paperwork with a Bruning Copyflex 
order-invoice system. No matter what 
procedure you now use, Copyflex can 
be adapted to it and process your paper- 
work in minutes instead of hours. Send 
coupon today for free booklet. 


*Name on request 


Dept. 1113 


C) Send me free booklet 
(0 Show me how | can use a COPYFLEX order-invoice system 


Title 


Zone .... Hote 


— oe oe oe CHARLES BRUNING COMPANY, INC.4@ == om om oe "7 


Address 
Today's Paperwork Engineered City 
with Jet-Age Speed ! 


L oe oe oe ee ee ee OFFICES IN PRINCIPAL CITIES om oe oe oe oe oe 
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said to provide positive shut-off with 
finger-tip operation, and withstand 

W/E Le. Lith . wht unlimited openings and closings. 
é At lor co Ihe solid Teflon diaphragm em- 
bodied in the valve is said to be chem- 
Slochkd the ey ically stable and resist all liquids and 
gases except fluorine, chlorine tri- 

hé. Viz fol fluoride and molten alkali metals 
Fa J é SA é od According to the maker the valve is 
recommended for pressures up to 300 
psi; holds ultra high vacuum; tempera 
ture range is minus 100 deg. F’. to 450 
deg. F.; inlet and outlet ports are in 
line, simplifying installation; valve 

body is brass forging. 

It is available with 45 deg. flare or 


solder connections for tubing installa- 
" 


H 5 f ing Goulds P : : 

t- tions in a size range from }-in. to 
ere are as moving u umps z-in. O. D. and in 2?-in. and }-in. 
female pipe thread sizes. Styles in- 
clude both tube to tube straight 
through valve and angle valve with 


tube to pipe thread. 
The Imperial Brass Mfg. Co., Chi 
cago, Ill. 











‘ 


2. Self-Priming Centrifugal pumps. 
trifweal pump especially designed | gctnecupld andiexible coupling 
or air conditioning service. Phis suction lifts up to 25 ft. Capacities 
new pump saves space, slashes in- to 120 G. P. M. Head 135 ¢ 
stallation and maintenance costs. W ite ff -B i = 636.1. to 155 ft. 
Sizes 4 to 12 H. P. Capacities to Fite for Hultetin GU8.1. 
110 G. P. M. Heads to 120 ft. 
Write for Bulletin 624.A3. 


1. Fig. 3642—“Close-cupld” cen- 








4. Fig. 3631—**Close-cupld” Drill 


horizontal cellar drainer. 


eer - Nothing in sump but suc- : 
3. Fig. 3769—Single stage, enclosed tion pipe and weights— 3 Wide Lands 


impeller centrifugal pump. Ideally sump not in pit. Positive , 
suited for irrigation, general water war . wieion.” For sump Prevent Floating 
supply, circulation, air condition- depths of 2 and 5 ft. Capac- 
ing. Capacities to 1800G. P.M. Heads ities to 2400 G. P. M. Heads An improved drill, said to be for 
to 120 ft. Write for Bulletin 622. to 24 ft. Write for Cellar drill hardened steel as hard as 68 Rock- 
Drainer Catalog Sheet. well without annealing, has been an- 
nounced, 

One of the main features is said to 
. Fie. a be the 3 wide lands which keep the 
Sennen caseae You can get the facts on these drill from floating. Oversize holes are 
yoga AP mer ~ and other fast-selling Goulds said to be eliminated due to the 

Pumps by contacting your lid 
tent use. Ca- : ; greater bearing surface of the wide 
nearest Goulds office or by 5S 5 
lands. Another feature claimed is the 


“i 0G. P. ane = 
on a A R 4 writing Goulds Pumps, Inc., 
’ oo Seneca Falls, N. Y. heavy center section that overcomes 


M. Write for ; 
Bulletin 641. drill breakage due to pressure required 
when drilling hardened steel. 
Remember! The distributor who can deliver makes the sale. Rain era ies 
the drill in the chuck, and then ad- 
justing the belt for the proper speed. 
These drills are also said to be 
| practical for countersinking, reaming, 
or enlarging drilled holes in hardened 
steel, and finishing the holes right to 
size. 
The Tempered Steel Drill Co., 
Cleveland, Ohio 
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Mer Ride to work 
on wire rope? 


[hat’s right. In the course of a vear this young lady assist from Wickwire Rope Here again—as in so 


many other fields where wire rope is used — men 


may travel as much as 150 miles with the aid of wire 


rope that safely and swiftly whisks her elevator aloft who manage and maintain the nation’s tall build- 


and then just as safely returns it to ground level. ings have learned to place unbounded faith in the 


It’s quite likely that she gets to her job with ai safety and reliability they get from Wickwire Rope 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION—Abilene (Tex * ’ ' 
Houston * Odessa (lex) * Phoenix © Salt Lake City * Tulsa WICKWIRE fe} -) 3 
PACIFIC COAST DIVISION—Los Angeles * Oakiond : 


Portland * San Francisco * Seattle * Spokane (FI 


WICKWIRE SPENCER STEE VISION — Boste * Buffalo © Chat! 0KG¢ 
Chicago * Detroit * Emlent Pa.) * New Orleans * New York * Philade 





You know the sensational success of Du Pont Sponges 


Now Cash in on New 
Mops of Du Pont 
Sponge Yarn _ 


easy to sell “ 
HERE’S WHY 


@ Ovutweors ordinary yarn three to five times 
@ Perfect for applying wax...or for wet 
mopping. 
@ Highly absorbent, holds many times its weight 
of water 
@ Rinses out easily, always keeps a 
good appearance 
@ Holds its shape... leaves 
no lint, no flags. 


16 us. pat or 


BETTER THINGS FOR BETTER LIVING 
- «+» THROUGH CHEMISTRY 


/ 


/ 


These wonderful mops are making ju t as big a hit with 
customers as famous Du Pont Sponges have made. 
They're ideal for all the industrial organizations you 
serve. And most important to you, every sale of a sponge- 
yarn mop brings you bigger profits! 

Now’s the time to cash in on the increasing demand 
for these new mops. Get in on the ground floor . . . order 
your supply of mops made of Du Pont Sponge Yarn. 
Send coupon today for the names of mop manufacturers 


whom you can contact. 


SEND FOR NEW FREE BOOKLET --- 


I. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec.O, Wilmington 98, Del 


Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maintenance. 


Name 





Firm 





Street 





ewe we we we we wee wa) 


City _State 





eC ee ee ce ee ee ee ee ee es ee ee 


ee 
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There’s new business 
| waiting 


with the 


great new 
AS LOW AS 


PsH Zip-lift Gin 


WITH ROPE CONTROL’ 


Only $199.50 for a Zip-Lift! Here’s a price that will 
really bring you new customers! It’s the first time a 
P&H Zip-Lift has ever been offered for so little. 


There’s no skimping in P&H quality construction. In 
fact, the new “Zip” is built with a 25% overload capacity 
to operate up to one-fourth longer than rated capacity 
during intermittant usage. 


All the outstanding P&H selling features are included 
—wire rope hoisting, easy installation, double brakes — 
and a unique new rope control designed for fast, easy 
operation. 


Strong backing for P&H Dealers 


What’s more, P&H goes all out to make this new “Zip” 
a real money maker for you —a liberal profit margin, 
aggressive advertising, a whole battery of dealer helps, 
and the full backing of the biggest name in overhead 
materials handling equipment. 


Find out today about the profit-building P&H line. 
Write us today. We'll send you full information on the HANDLE IT 
new P&H Hoist sales plan. 


~~ ” 
*push button control also available as optional equipment / rid the J - C2 


WITH 








HARNISCHFEGER 


eh tte) 7 Bale), | 
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Ask Your Distributor 


It’s astonishing how much there is to 
selecting the right gaskets for even a 
modest range of services and service 
conditions. That doesn’t mean that to 
get maximum efficiency and economy 
from your various seals you have to 
become an expert yourself. Fortunate- 
ly for this time of accelerated activity 
and pressing responsibilities, you can 
solve this problem once and for all by 
making a simple telephone call to your 
BELMONT gasket distributor. He has 
the knowledge and the precise mate- 
rials to assure you of reduced mainte- 
nance and uninterrupted production 
wherever joint and surface sealing is 
critical. 


Ask a BELMONT distributor . . . he 
knows! 


Or, write on 
your company 
letterhead for 


catalog 


+04 


‘BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 


Philadelphia 37, Pa 


2 2 ee ce | BELMONT PACKING 
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FOR 


EVERY 


SERVICE 


| Band Clamps 


Clamp And Band 
| Weigh About 6 Lbs. 


A new Style No. 62 Jorgensen band 
clamp, said to be designed for holding 
or clamping round or _ irregularly 
shaped objects and assemblies, such as 
furniture frames and aircraft assem 
blies, for gluing, riveting, welding and 
similar operations, has been an 
nounced. 

The canvas band (steel band is op 
tional) is 2-in. wide, encircles the ob 
ject to be clamped, and is drawn tight 
by the screw-fixture. 

The band is said to be quickly ad 
justable to the work from either end. 
and is held securely under load by 
self-locking cams up to the strength of 
the band itself—approximately 2500 
lbs. load. Cam extensions are said to 
provide for quick and easy release. 

According to the maker the screw 
fixture has no loose parts, and the 
complete clamp and band weigh about 
6 Ibs. Stock sizes are from 10 ft. to 
30 ft. band length capacity. 

Adjustable Clamp Company, Chi- 
cago, Illinois 


Impact Wrenches 


With Automatic 
Oiler and Pin Lock 


Three new pneumatic impact 
wrenches, said to offer capacity, power 
and size to meet individual needs, for 
all tightening or removing of bolts 
and nuts and removing of broken cap 
screws and studs, have been an- 
nounced. 

According to the maker, they do 
tapping, are ideal for reaming and 
driving and removing of lag screws and 
screw spikes, and all feature five vane 
rotary type air motors, built-in auto- 
matic oilers, and pin locks. 


Model PW-5014S, the “Squatty” 








STANDARD for 
Tough fot aiee (881° 


7 





, Red Shield says: 
Standard service engineering specialists are available for your customers’ indi 


X vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
ferred and promoted. Standardize withStandard. It is a good line to represent. 


/ 
TOOL 
co. 


FACTORY BRANCHES IN: NEW YORK ‘© DETROIT . CHICAGO «¢ DALLAS © SAN FRANCISCO 


STANDARD [OOL (10. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 


is said to take a j-in. bolt or nut; its 

spindle has 3-in. square drive; speed is 

OF (y, ume a (2) 1600 rpm free at 90 psi. It weighs 

19} Ibs., is 84-in. long, 163-in. high, 
l-in. wide. 

Model PW-4012P takes 3-in. bolt 

or nut; spindle has 3-in. square drive; 


CONCO SPUR GEAR HOIST speed is 1300 rpm free at 90 psi. It 


In capacities ranging from Ys-ton 5 ee Il a is ll-in. long, 78-in. 
4 through “ ugh, dg-In. wide. 

ton. All modern features. Request bulletin 1540. Model PW-308P is said to have a 

For army type and low-headroom type trolley capacity of 4-in. bolt or nut; spindle 


: : has 4-in. square drive; wrench has free 
hoists request bulletin 1550. speed of 1400 rpm at 90 psi. It 
weighs 6 Ibs., is 8 3/5-in. long, 7 3/5- 
in. high, and 23-in. wide. 


Mall Tool Company, Chicago, III. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '/2-ton 
and 1-ton. Request bulletin 1520. 





CONCO |I-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS S ia Motors 


Division of H. D. Conkey & Co., Division Street, Mendota, Iilinols New Series, 
— 1 to 15 HP 


i] or A new integral gearmotor series 
CHANGE SOLDERING... from 1 to 15 HP has been announced 


as an addition to their present line of 


"ROM ELEMENTS hn er 


available in a wide range of speeds, in 
single, double and triple gear reduc 
“Gates tions. Gears meeting AGMA Class 1 
Applied For arn ye, eee tale ; 
- ¥ 11 and 111 specifications can be had 

, net Oe to fit varying load requirements. 


The maker advises the new motors 
Readily aati ACN . s the trick! ee are available with constant or variable 
speeds and with protective frames to 
operate under most atmospheric con- 
ditions. 
Century Electric Company, St. 
Louis, Missouri 


- 


TERMINAL GUARD 
AT FINGER SLOTS 


ELEMENT TERMINAL 
TERMINAL ~%a—_, > 
Guar | ns OG) 
HUAR 
A new method of strapping, known 
as the Inland Seal-less Strapping, said 
Quick-change terminal can be removed in a second or two, to offer new simplicity of application, 
permitting replacement of element in a fraction of the | economy, and holding power, has been 
usual time. By simply depressing terminal guard at the | announced. 
finger slots, the terminal comes out in a jiffy — no longer | According to the manufacturer, in 


necessa lement lead wi nd terminal. : , 
Write for catalog yaaae carbae ey | two simple operations, a new machine 


showing 40 industrial earn ntihscaascnt s No.1 —— Iron | tensions the strapping, cuts it to exact 
Seesoqag ene ey = a : ee” | length void of waste, and effects a 
coe eaeton f ~ *) of ok SES dete chet mechanical interlocking of the two 

overlapping ends of strapping that has 


Strapping 
Eliminates 
All Seals 


®eeeecocenoone2?’? “FF 
Lew nee eee HK -- --. 


SFoean 
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through the years. Powell has probably done more valve 

STAR PERFORMERS research, solved more valve problems and makes more types 
of valves than any other organization in the world. 

We're sure that you will be enthusiastic about Powell Valves 


too once you see how they perform. Following are just a few 

From coast to coast, Powell Valves have won enthusiastic members of the Powell all-star cast of valves which are avail- 

approval. For every Powell Valve is a star for outstanding able through distributors in principal cities. If a distributor is 

performance. They have a record of dependability since 1846. not located near you, just write us. We'll be pleased to tell you 
Small wonder that Powell Valves have made such a hit more about these valves—and our complete line. 


BRONZE ‘*W.S."' FULL FLOW “MODEL STAR" GATE VALVE (Fig. 
GLOBE VALVE (Fig. 2608) for 1793) for 125 pounds W.P. Iron 
200 pounds W.P. Regrindable, body, bronze mounted. Supplied 
renewable, hardened stainless with taper solid wedge. Sizes 2” to 
steel seat and disc. Nominal 30”, inciusive. 

pipe size opening through seat 

permits fuller flow, with pres 

sure drop and turbulence cut 

to minimum 


CAST STEEL SWING CHECK VALVE (Fig. 1561) 
150 pounds. Bolted flanged cap. Heavy rug- 
ged construction. Available in sizes %” to 


18”, inclusive. 


BRONZE “WHITE STAR'' GATE 
VALVE (Fig. 375) for 200 
pounds W.S.P. Union bonnet 
with inside screw rising stem 
Renewable ‘“Powellium” 
Nickel-Bronze wedge 








Here’s Why 


Supreme 
is A Good Line 
To Sell... 


@ OUTSTANDING QUALITY 


e INTERCHANGEABLE WITH 
OTHER MAKES 


@ INDIVIDUALLY CHECKED 
FOR ACCURACY 


@ NATIONALLY ADVERTISED 
IN TRADE JOURNALS 


@ EXCELLENT DISTRIBUTOR 
POLICY 


You'll find no better chuck to offer 
your trade . . . it is precision made... 
body hardened all over . . . it stands up under 
rugged use . . . and gives trouble-free performance. 


Write for full information on distributor policy. 


SUPREME PRODUCTS, INC. 
2222 $. CALUMET AVE., CHICAGO 16, ILL. 











| 


consistently tested between 77 per 
cent and 86 percent of the strength 
of the strapping itself. 

It is claimed the economy of this 
new method results from the elim- 
ination of seals of any kind, and time 
and cost of applying seals. 

The strength and resilience of this 
strapping, locked under tension, is said 
to help the container absorb shocks 
due to dropping or exceptionally rough 
treatment. 

Coil holders and strapping table 
dispensers are also being made avail 
able to dispense strapping in easy feed- 
ing loops. ‘They are available in both 
floor and stand types. Dispensers will 
accommodate standard 100 Ib rolls. 

Inland Wire Products Company, 


Chicago, Illinois 


Loading Unit 
With 16 in Wide Belt, 
Two Way Operation 


A new loading and unloading unit, 
said to be ideal for loading or un 
loading freight, baggage cars or trucks, 
has been announced. 

The new unit is available in 11, 13 
and 15 ft sizes with } HP motor and 
16 in wide belt. The motor has elec 
trical controls for two way operation. 
The unit can be raised by hydraulic 
jacks at either end, and the double 
end belt booster can be used alone, 
or in conjunction with roller or wheel 
conveyors for loading and unloading 


| purposes. 


Harry J. Ferguson Company, Jen- 


the chuck that lives up to its name .. . SUPREME | kintown, Pennsylvania 
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based on 


7" DISTRIBUTOR RECORDS 


.. R/M distributors report 
their Industrial Rubber 
Products have marked advan- 
tages of design and con- 
struction which give them 

a decided sales edge over 
competitive makes... 


This highlights two basic advaatages enjoyed by all R/M distributors: 








1, Exclusive features engineered into R/M products lift them out of 
price competition and put R/M distributors in line for profitable 
repeat orders. 

2. Freedom from price competition, because there’s MORE USE PER 
DOLLAR in R/M products, making them more economical in 
the long run. 

“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmission 
and conveyor belts, V-belts, hose and other rubber products as advertised in 50 
publications for the benefit of R/M distributors. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


G@BhAxeoe yy 


Fiat Belts V-Belts Conveyor Belts Air, Water, Steom Hose Oil, Suction Hose Industrial Fire Hose 











Other 8/M products include: Industrial Rubber ©¢ Fon Belts © Radiator Hose © Broke Linings *¢ Broke Blocks © Clutch Facings 
Asbestos Textiles © Teflon Products © Pockings © Sintered Metal Ports ¢ Bowling Bolls pn 026 
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/& The Way 
To More 


ie | 


the Universal Sheet Packing | new 


Industry is “‘sold on.” 


Palmetto Supersheat #2900 is the indus- 
try-wide choice as an all-service flange and 
joint packing for super-heated and saturated 
steam at all pressures and temperatures 
Recommended also for oil, air, ammonia, 
gas, acid, alkali and other applications 


“PALMETTO''—o synonym for 
packing” 

What's in a name? Lots in a name! The 
Palmetto trade-mark has been a mark of 
quality through 90 years of industrial expe 
rience. ‘“Paimetto”’ means the packing has 
been designed by, and received the con 
stant attention of, packing experts. The 
man knows what you're talking about 
when you say “Palmetto.” Current adver 
tisements in Power, Mill & Factory, Plant 
Engineering, etc., back you up 


“SUPERSHEAT'’—the lost word in com- 

pressed sheet packings. 
Made of selected long-fibre asbestos pres 
sure-bonded with special heat- and chem 
ical-resisting bonding materials, Supersheat 
# 2900 achieves the ruggedness that every 
heavy-duty packing must have. No ply 
separation—resilient to compensate for 
expansion and contraction of flanges. Ex 
ceeds spec. MIL-A-17472 


Investigete! Write for new bulletin PC 
102 for details on Supersheat—aond other 
sheet packings in Pal- 

metto's compressed 

asbestos line 


Pa 
fat 


oN os an 


baching wus performance into atta caplecin 


“quolity 


GREENE, TWEED & CO. 


North Wales, Pennsylvania 





Sander-Polisher 


New Attachment Fits 
g | Any '4-in. Electric Drill 


A new high speed “Universal 
Model”  sander-polisher attachment, 
said to fit any make }-in. electric drill, 
| has been announced 

According to the manufacturer, the 
attachment operates at double 
ithe RPM of the drill used, and em 
ploys an orbital motion to climinate 
burrs, burns, swirls, mars, kick and 
buck. It is claimed to sand and finish 
|all woods, metals, plastics, plaster and 
| other materials, as well as perform all 
}rubbing, waxing and polishing opera 
| tions. 

The attachment has a working 
surface of 34-in. by 7-in., and uses a 
standard size 34-in. by 9-in. sandpaper. 


} 
Du-Fast, Inc., New York, N. Y. 


new 





Surface Plates 


Grey Granite, 
Accuracies to .00005 


A new line of grey granite surface 
plates, said to meet the demand for 
| surface plates on a lower price basis, 
has been added to the maker’s line of 
premium black granite. 

The grey granite sizes range from 
12x18 in. to 48x72 in. in 2- and 
4-clamp edge types. Surface accuracies 
are said to be finished down to 
00005 in 

Collins Microflat 
Angeles, Calif. 


Company, Los 


| iin oe models a 


How to 


mcred* 
to Experimental Laboratories 
Model Shops 
Production Departments 
All Metal Working Plants 


= 


SALES 





A BENDERS _ 
5 hand models 
2 power models a 





SHEARS 
4 hand models 


4 power models 





ROD 
PARTERS 
2 hand models 
1 power model 





NOTCHERS 
1 hand model 
1 power model 





PUNCH 
PRESSES 
2 hand models 
2 power models 





BRAKES 10 hond models 











about “DIE-LESS 
DUPLICATING” 


—a process that men in industry are 
eager to know about because it saves 
waiting for dies, cuts initial and produc- 
tion costs and duplicates parts with die 
accuracy. The precision, speed and versa- 
tility of Di-Acro Machines make “Die- 
Less Duplicating’ a process of endless 
applications—and new sales for you! 

TO DI-ACRO DISTRIBUTOR 
SALES MANAGERS: Immediate de- 
livery and product demonstration. Those 
are two big services you offer customers. 
Always keep a supply of Di-Acro Pre- 
cision Metalworking Machines on hand 
and you'll make the most of your selling 
opportunities. 


acre 


METALWORKINE 
MACHINE 


STOCK ’EM 


and you'll 
SELL ’EM 





O’NEIL-IRWIN MFG. CO. 


312 8th Avenue . Lake City, Minnesota 
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> _B-RIGHT-ON’s 


DISTRIBUTOR PROGRAM | 














. 


‘ORUUDUEDD DODD DED BDD 


THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 READING ROAD CINCINNATI 2, OHIO 


U. S PATENT OF FICE 


Here's a quality line with real profit possibilities. 
To get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 
the Channellock fine every month . . . they are 
being told and sold. Use displ boards, stock the 
full line. . . for real profit possibilities. You can sell 
more pliers then ever before when you feature the 
complete Champion DeArment-Channellock line. 


THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 








CHAMPION DEARMENT TOOL CO. 





MEADVILLE, PENNSYLVANIA 





BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry——wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


WESTERN 


18?) BELMONT 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


AVENUE e 


CHICAGO 13, ILLINOIS 
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Saw Bit 
For Inserted 
Tooth Saws 


A new design, all-purpose, all sea- 
son bit for inserted tooth saws has 
been announced. 

Developed to work equally well in 
winter and summer, the new type bit 
is said to break up the sawdust and 
deflect it away from the swage of the 
shank or holder. According to the 
maker, this reduces shank wear, and 
prevents sawdust from slipping past 
the shank and spilling into the cut, 
which reduces friction. 

The “Stand-All” bit, said to retain 
its proper tension longer and require 
less frequent hammering, is designed 
for use with standard shanks. 

Other features claimed include: 
saws will take full speed without 
“snaking” or dodging knots; leading 
due to tough bark in sapling pine is 
eliminated; smoother, straighter cuts 
with less power in all kinds of timber 
is yassured. 

t is further stated this new type 
bit works especially well in frozen tim 
ber. Most popular kerf sizes in Styles 
B, F & D and No. 24, 3, 34 and 44 are 
now available. 

Simonds Saw and Steel Company, 
Fitchburg, Mass. 


Wrench 
Open End, 
New Head Design 


A new wrench known as Wedg- 


| Head, said to fit into tight corners, 
| against walls and over obstructions 





Columbian Manila Rope... the right rope 
for rugged cargo work. Resists rough 
surfaces, sharp corners and 

excessive shock. 


, 
a 


7 rope ') 


COLUMBIAN 


re Ot — Ne S THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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tackle blocks 


Heavy-duty, drop-forged 
hoist hook—free to swivel 


Yoke drop-forged for 
strength and safety 


Heavy sheave rim and 
tread sections 


Full-length, heavy steel 
straps 


See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick 
delivery from stock,(4) many other 
time-saving distributor 
services. 
Complete catalog of 

Tackle Blocks avail- 

INTERCHANGE- able on request. 

ABILITY — yoke- 

hook assembly 


easily exchanged 
Jor shackle. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e CLEVELAND 11, OHIO 
NEW YORK . CHICAGO . PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS—ESTASLISHED 1873 
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where sockets, box wrenches and other 
ordinary open ends can’t reach, has 
been announced. 

According to the maker, the wedge- 
shaped jaws and narrower head per- 
mit a perfect grip on nuts. Because 
the head is angled, it is stated, the 
Wedg-Head takes solid bites on thin 
square or hex shaped nuts and per- 
mits the wrench to clear obstructions 
without skinning knuckles. 

A hollow dome inside the head is 
said to give full jaw grip at all angles. 

Wedg-Heads are precision made 
from heat-treated alloy steel, and are 
available in the following sizes: Ys-in.- 
j-in.; *-in.-g-in.; and  -in.-g-in. <A 
leatherette roll is also available for 
the set. 

Blackhawk Mig. Co., Milwaukee, 


Wisconsin 








Screw Holder 


Fits Any Round 
Blade Screwdriver 


A new screwholding device, said to 
require no more clearance than the 
screwdriver blade itself, has been an 
nounced. 

According to the maker, it is said 
to have sufficient holding power to 
start and loosen screws even when 
they are too small for the screwdriver, 
and it fits any round-bladed screw 
driver in its range. ‘The tool is said to 
slip up and out of the way when not 
in use. Other claimed advantages in 
clude: wedge-grip tempered spring 
steel holders that prevent dropping of 
screws, and rugged construction. At 
present the new device is made in 
fs-in. size. 

Xcelite, Incorporated, Orchard Park, 
N. Y. 








put one oF several 


maintenance men 
on the job 


y for repairs 


..-and Po still 


while production stands 


” Comparison proves 
the value of VEELOS..! 


Minimum Inventory—4 reels of Veelos in 
the O, A, B and C widths can replace up to 
316 different sizes of endless v-belts. If you 
use only one width of v-belt you can stock 
just one reel of Veelos. 

Quick Installation—link construction makes 
it unnecessary to remove outboard bearings. 
Complete Adjustability—vibrationless, full 
power delivery is assured because uniform 
tension on each belt in a matched set can 
be maintained. 





‘+. and change belts 


**+ $ave labor, 





VEELOS DATA BOOK 


gives complete details on con- 
struction, installation and wses. 
We'll gladly send you a free 
copy of this 28-page fact-full 
book ... write today. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
601 Manbel St., Manheim, Pa. / 


ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof, static conducting. 
Also in double V in O, A and B. Packaged on reels in 100-foot lengths. 
Sales engineers in principal cities. 

VEELOS is known os VEELINK outside the United States. 











Sales Helps From Manufacturers 





Standard Pressed Steel Introduces Net Pricing 





Master Rule Offers 
Steel Tape Display 


A self-merchandiser for its complete 
line of 23 steel tape rules, their re 
placement blades, and the 11 basic 
folding wood rules, has been devel 
oped by Master Rule Manufacturing 
Co., Middletown, N. Y. 

As many as 60 items may be kept 
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in permanent display, automatic in- 
ventory and front selling position on 
a board 15-in, by 23-in. in size adapt 
able to counter, window, wall or 
island usage. 

Each product is encased in a dust- 
proof and moisture-proof permanent 
plastic blister integral with a 3-in. by 
6-in. card which is now standard 
packaging for the company’s steel tape 
rules. 


Spartan Issues 
Saw and Bit Folder 


Spartan Saw Works, Inc., Spring- 
field, Mass., has issued a new folder 


designed for direct mail entitled, 
“Helpful Hints on Spartan Saws and 
lool Bits”. 

In addition to photographs of the 
company’s saws and tool bits, the 
folder includes grinding and operat 
ing instructions, a suggested chart ot 
blade sizes and their uses, a power 
blade instruction chart, and a chart 
of recommended teeth and speeds for 
band saws. 

One of the prime features of the 
new folder, said to be typical of all 
new literature being prepared by the 
company, is ample space at the top of 
the imei page for distributor imprint. 


The Standard Pressed Steel Co., 
Jenkintown, Pa. has put into operation 
a simplified box system of net pricing 
estimated to save distributors 25 per 
cent of their pricing time. 

In content and format, the new net 
pricing lists were compiled according 
to what the distributors said they 
wanted during a canvas of opinion 
conducted over several years. 

There are four different net-pricing 
lists being distributed, each of them 
in a different color. ‘They are books 
nine inches by 11, running to 20 
pages. One covers distributors’ net 
prices on packaged goods and the sec- 
ond, the customers’ net prices on pack- 
aged goods. The third and fourth are 
for bulk sales, one of them containing 
the distributors’ net prices and the 
other the customers’ net prices. All 
are virtually identical in format. 

Each diameter and all information 
about it is confined to its own box on 
the page. The box is identified by the 
diameter in large, bold-face type. In- 
cluded with the diameter in the box 
are all length variations, whether avail 
able in National Fine and National 
Coarse or only National Coarse thread 
series, the net price per quantity, the 
quantity per package and the approxi 
mate weight per package. 

The new method of pricing Un 
brako products is said to improve 
profits by lowering the following costs 
ordering, pricing, checking, invoicing, 
accounting, quotation, inventory, and 
error costs. 

Four features of the new program 
are: each product is completely priced 
on its own page without cross-refer 
ences; each diameter is listed for 
quicker sure reference than by using a 
chart form of presentation; large, easy 
to-read type eliminates eye-strain and 
fatigue; the possibility of pricing errors 
is eliminated. 

To make the new net pricing lists 
expandable, all catalog information has 
been withheld from them. The com- 
pany is planning to bring out a catalog 
which, having no prices, will have an 
extended life. Catalog and price lists 
will be companion books rather than 
a single short-lived volume. 

SPS is planning to bring out a simi- 
lar net-pricing list on its Flexloc line of 
locknuts and its Hallowell line of work 
benches and other shop equipment. 
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Chicago Distributor, L. R. Niep, Great Lakes Supply Co., 


U-Belt Fastener Unit 


receives introductory 


package of Alligator V-belting and fasteners from Fred Benson and John Ramsey, 


Flexible Steel Lacing Co. 





H. M. Harper Co. Features 
Distributors in “Bolt News” 


The H. M. Harper Company, Mor 
ton Grove, Illinois, has been publish 
ing a company magazine, “Bolt 
News”, on a quarterly basis for mail 
ing to customers, prospects, distribu- 
tors, salesmen of their suppliers, etc. 

The 2-color, 84 by 11, 8-page maga 
zine features informative articles about 
the products in which fastenings are 
used, yarns on how to avoid corrosion, 
simplified stories of plant operations, 
and other features of interest to fasten- 
ing users. 

Recently, the company decided to 
run a series of short articles on their 
principal distributors. At the time a 
given distributor story appears, addi 


tional copies are made available to that 
particular distributor to cover his mail 
ing list, and the entire back page is 
available to the distributor for his own 
sales message. 

According to the company, several 
things have been accomplished by this 
program: 1) distributor gets an effec 
tive mailing picce with his ad on the 
back for only the price of postage to 
mail out; 2) the “Bolt News” story on 
the distributor promotes his prestig« 
and establishes him as a principal sup 
plier of the company’s nationally ad 
vertised fastenings; 3) the story itself 
helps to cement the relationship be 
tween the distributor and the Harper 
Company 


Tap Selector 
Offered By Threadwell 


Chreadwell T ap & Die Co., Green 
field, Mass., has issued a pocket-size 
“Tap Selector” to facilitate the select 
ing of correct tap, drill and lubricant 
for each job. 

Using the slide-rule principle, the 
clector information for both 
fractional and machine screw size taps, 
recommended drill size with decimal 
equivalents, recommendations for vari 
ous Classes of fits, major pitch and root 
diameters, and tap limits for various 


gives 


grinds. 
Ample space is provided on the se 
lector for distributor's imprint. 


One hundred feet of Alligator open 
end V-belting, 20 B4371 fasteners, 
and application tools consisting of 
piercing tools, a tightener and a cut- 
ter, are being offered in one package 
by Flexible Steel Lacing Co., Chicago 

The introductory unit, for B drives, 
is contained in a four-color counter 
display. Replacement units contain 
250 ft. of belting and additional quan 
tities of fasteners for either A, B, or 
C drives. 

According to the manufacturer, the 
package will enable the user to quickly 
and economically make up any length 
of joined belt needed. It is said that 
the unit is ideal in those situations 
where the correct endless belt is not 
available, but quick replacement is 
necessary. 

The Alligator V-Belt Drive Units 
are an economical method for distrib 
utors to fill in their V-Belt stocks, ac 
cording to the manufacturer, who also 
states that the package will help the 
distributor to take advantage of the 
ever increasing volume of non-endless 
V-belt business. It is said that the 
unit will be especially useful to con 
tractors and general industrial manu 
facturing firms. 


Chicago-Latrobe Releases 
New General Catalog 


Chicago-Latrobe Twist Drill Works, 
Chicago, has announced the release of 
their new general catalog No. 51. 

The catalog displays the complete 
line of the company’s tools, and is a 
new convenient size; 84-in. by 10é-in. 

The cover is printed in red, yellow, 
black and white with a flexible binding 
making it easy to use while telephon 
ing. 

The body of the catalog is indexed 
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Famous \ameplates 


Just as “a man is known by the 
company he keeps’’, a machine tool c 
can be judged by the nameplates by 


it carries. 


TT 
wr 





Ee 


SHELDON TS-56B Precision Lathe 11'4" swing, 
1%" collet capacity, 56” bed, with "Zero 
Precision” Tapered Roller Bearings. 


Write for Catalog 


SHELDON MACHINE CO., Inc. 


* Chicago 41, Illinois 
INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 


and contains 152 pages designed for 
quick reference with a useful technical 
data section. Complete specifications, 
detailed description and engineering 
information is included. 


MATERIALS HANDLING-—The 
Yale & Towne Manufacturing Com- 
pany, Philadelphia, has released Bulle 
tins P-260B and P-1260 which illus 
trate and describe the Pul-Lift, a chain 
hoist design which either hoists or 
pulls. 

Among the advantages cited in the 
new bulletins for the Pul-Lift which is 
available in ? to 15 ton capacities, are: 
maximum strength with minimum 
weight, self-actuated load brakes, and 
complete flexibility. 


Winter Brothers Offers 
Distributor Training Program 


Material for « distributors training 
program dealing with all phases of taps 
and tapping, has been published by 
Winter Brothers Co., Rochester, 
Mich. It consists of two training aids, 
a booklet and a set of transparencies, 
which will be used by the manufactur- 
er's representatives to instruct distribu- 
tor salesmen handling the line. 

The program, which will be devel- 
oped in sections, will begin with the 
basics of taps and tapping, and will 
work gradually into a technical exposi- 
tion of the process. Section one has 
already been released and section two 
is now in preparation. 


HOSE—Flexonics Corp., Maywood, 
Ill. has released a new catalog featur- 
ing its line of expansion joints and 
flexible metal hose. First part of the 
catalog gives complete expansion 
joint specifications for low and high 
pressure units, including basic engi- 
neering facts. 

I'he second part covers specification 





“We feature WISS SNIPS 
because they sell best 
with fewer returns” 


W. P. Schnase, Buyer of W. D. Allen Mfg. Co., 566 West 
Lake St., Chicago, Illinois, agrees with other distributors of 
Wiss metal cutting snips. There are several reasons why they 
are the choice of professional workers everywhere—why they sell better, with fewer returns. Wiss 
snips are produced largely by the handwork of skilled workers. Each pair is rigidly tested and guaran- 


teed perfect. Bolts are set precisely to reduce wear and to increase cutting power with least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 121%” snips. One edge serrated to prevent slipping M-1 (cuts drop forged frame to pros ide the ex 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and tra service demanded by professional 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy workers. 

Duty snips are tops for notching, nibbling and cutting shallow ares in 


sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel weld 
ed to a hot drop-forged frame 
provides that extra service de 
manded by professional users 
every where. Six Straight Cutting 
sizes from 114%” to 17”, includ 
ing Bulldog Snips for notching 
Three Combination*® Cutting 
sizes, 124%”, 1314” and 141%” 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
Four straight cutting sizes, 8” to 
12'.”. Three Combination*® Cut- 
ting sizes, 7” and 18” including 
16” Bulldog Snips for notching 


Wiss snips are hot drop-forged of the 
finest steels available. 


 *Made with straight blades, but 
ground and shaped so they readily 

y cut curves and irregular shapes as 
well as straight 


al ; Highly skilled craftsmen make final 
J. WISS & SONS CO., NEWARK 7, NEW JERSEY adjustments to assure that Wiss snips 


will cut perfectly for a long time. 


Manufacturers of Shears, Scissors, Pinking Shears, Me tal € ‘utting Snips and Garden Shears 
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data tor corrugated and convoluted 
hose construction, as well as informa 
tion on fittings. Also included in thi 
section is data on special purpose as 
semblies available as standard 


COLLET EFQUIPMENT~— The Coll 
Company, Clinton, lowa has issued 
a four-page price schedule for its line 
of sleeves, sockets, centers, arbors, and 
lathe bushings. 

Ihe schedule suggests retail price 
on everv item. Also issued by the firm 
is a new catalog containing specifica 
tions and illustrations of all items 
manufactured by this division 


BEARINGS—Johnson Bronze Co 
New Castle, Pa. has issued a new 
1953-54 catalog of its complete lin 
of bearing bronze. ‘The catalog con 
tains progressive size and numerical 
listings of all its general purpose bear 
ings, graphite bearings, electric motor 
bearings, together with listings of solid 


Fast Action! Fast Selling! Immediate Delivery! and cored bars, babbitt, and self-lubri 


Every production or assembly job where there is a repetition of operation, needs this cating bearings. 

fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both Another feature of the catalog is its 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, sections « It t lat tecl i] 

milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, an OS ae oe, “8 

precision-built; exerts a grip of 15 times air line pressure! Tried oace—te-¢ 00 aspects of bearings, and a comple te list 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 36- 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS + PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 
Republic Rubber Offers 
Hydraulic Hose Selector 


Foot Control Leaves 


Both Hands Free To Work 


of the company’s sales offices and war« 
houses. For ready reference the cata 
log has a graphic table of contents 
and simplified thumb index 


makes the finest in... 

CAP SCREWS : SET SCREWS 
ee) e) Jai [em 10) a8 
MILLED STUDS 





A Wiretex rubber covered hydraulic 


mM P hose selector has been prepared by the 

° | Republic Rubber Division, Lee Rub 

e Cor YOR K, PENNA, ber & ‘Tire Corporation, Youngstown, 
Ohio 


Starting with anv known factor, 
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Give your salesmen Armour 


Coated Abrasives —they sell faster 


because they're precision-made |! 


Most of the plants your salesmen call on use 
coated abrasives—and every plant wants the sharp- 
est, longest-lasting abrasive it can buy. Many of 
them have used Armour’s precision abrasives for 
over fifty years—all of them have heard about the 
high quality of Armour's complete line. That ac- 
ceptance, that volume is what your salesmen need 
to make more dollars per call! 

Armour pre-sells your prospects and customers. 
Direct mail and advertising explain how scientific 
processes such as electrocoating and heat - treating 
give Armour abrasives longer life. Interesting 
booklets and pamphlets as well as “giveaways” 
help make the sale. From then on, your salesmen 
and a superior product take over for steady, con- 
tinuing sales. 

You will be interested in the new Armour 
Technical Application Laboratory, full of the latest 
equipment to help solve problems for distributors’ 
customers. With backing like this, your salesmen 
can't help but get more dollars per call 


If you're interested in handling the Armour line 


of precision coated abrasives, write us today ! 


\— 


\S 


CD tt Abrasives 


Armour and Company «+ North Benton Road «+ Alliance, Ohio 
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such as the I. D., O. D., minimum 
burst, working pressure required or 
bending radius, a designer or mainte- 
nance man can use the selector to de- 
termine the proper rubber covered hy- 
draulic control hose for the operation 
on which the hose will be used. 


FASTENERS~—Parker-Kalon Corpora- 
tion, New York, has issued a new di- 
rect mail piece on socket screws with 
space provided on the front page for 
distributor imprint as headquarters for 
their products. The new leaflet in- 
cludes product photographs and draw- 
ings plus a picture series of the test 
ind inspection routine used on their 
socket screws. 

The leaflet also features the new 
handy socket screw dimension finder 
available for assembly planning 

Also made available by the com- 
pany is a new attractive identification 
plaque for distributors. The new sign, 
for wall or counter display, is in three 
colors, dark blue, red and embossed 


silver. 


| x 
Te Oe SILICONE PRODUCTS Dow 
Corning Corporation, Midland, Mich- 
80 MODELS . igan, has released a 1953-54 Reference 
9 TYPES { a Guide to their silicone products 
—G* —" »¢ A cross-reference guide enables users 
to locate products based on what they 
BUDA RATCHET do. The products themselves are de 


BUDA RATCHET inditteanme scribed largely in terms of operating 


LOWERI NG JACK 95% to 24% inches of lift. and service characteristics 
Fifteen new products have been 
The general purpose jack with added, ranging from adhesives to 
molding compounds, and the applica 


the special selling features! tion index has been expanded to in 
This is the jack you sell to industrial maintenance clude three new categories. 


men, machinery movers and construction men for ” , ' 
MATERIALS HANDLING Ihe 

lifting, lowering and pushing. You sell the excep- ; coe eam “esis 

sete a: oe oo Peters ‘wee igg iS complete line of all-steel materials han 

the light weight, compact derign and great strength ’ 4 > — log Lae ong yh ae 

f the jack. You sell the h ¢ ee ee ee ee eee 

of the jack. You sell the high lift, low closed height Retchet Ratchet Trip N. J., are illustrated and described in a 

and the versatile design that permits lifting with Lowering Jacks : "6 —B r Id 

, ‘ Jacks 15-ton C new, 6-page, 2-color folder. 

either the cap or the toe of the rack bar, with a 5 to 15 tons —— The . : hen on 

special cap shoe, or with a chain and hook or pear mt odes 1 he . Pa - i eal 1 

link. Depending on the customer's requirements, eT = sections. on urst — weet 

you sell either a hinged base (illustrated), or a bg E.LW — The second section 


fixed base model. Here's just another example of + contains instructions for determining 
; . ] the span of gap and height differential 


field-tested line that is complete and always gives 4. between car floor and top of platform 
) +e Also in this section is a description of 
4 } 


Buda Jack versatility—from the service and 


J 
you the model and capacity that is “just right for ( - 7 
the job!” ? ind specifications for the Diamond 
Screw Standard Speed Ky » » 4 . . f 
Learn what a Buda Jack Distributorship can mean Jacks Ball Bearing Torque Hook, a pate nted device for 
10 to 24 tons Screw Jacks lifting steel beams, girders and chan 
to you. Write today for all the facts. 15 to 75 tons nel - 
cis 
All-steel_ pallet stackers are illus 
trated, with complete specifications, in 
the third section of the new folder 


CHAIN SPROCKETS-— Morse Chain 
Co., Detroit, has issued a 16-page 
pocket-size catalog listing prices and 
specification of its stock roller chain 
sprockets. 

Tables in the catalog list horsepower 
ratings, bushing and sprocket specifi 
cations and prices, and roller chain 


Ball Bearing Two Speed” 
Journal Hydraulic Jacks— 
THE BUDA COMPANY Journal Mydroutig Jacks 
Harvey, Illinois 15 to 50 tons 
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or 
These? 


1] 


You can be sure of finding fasteners of the styles 





and sizes your customers want when you choose 
the Bethlehem line. 

Bethlehem makes standard fasteners in all 
types. In addition to machine, carriage and lag 
bolts, we turn out such items as turnbuckles, 
clevises, rivets, spikes and washers, all of them 
in a full size range. 

Bethlehem Fasteners are accurately made, too. 
With their well-formed heads, strong shanks and 
smooth-fitting threads, they're sure to meet the 


requirements of your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 
On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Ceast 
Stee! Corporation. Export Distributor; Bethlehem Steel Export Corporatica 





MADE AT LEBANON PLANT 
Key to Quality 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 189 





ql 


WI LTON costs no more than 


THE FINE T NAME N 
| ordinary vises! 


VISES 


WILTON’S distributors enjoy greater 

sales because they handle the line most often 
called for by American industry. Everyone 
knows that WILTON is the finest name in Vises! 


ik FIELD WILTON TOOL MFG. CO. 
925 WRIGHTWOOD AVENUE + CHICAGO 14, ILLINOIS 
FOR iw 
VISES a 
CATALOG! 


oe eee eee 
' 





Wide 


and Similar ads 


Appearing 
29 LEADING 
PUBLICATIONS 


VIKING 
PUMPS 








| 


UMP (om 


' 
DAR Faiis 10 


Whether you produce original equipment, or have 
umping problems in your own business, call on 
Viking to solve them. To start, write for bulletin 
1803MM 


G PUMP COMPANY ceder Fails *evc 
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and part specifications for 4-in. to 
1}-in. pitch chain. 

The publication also contains data 
on sprocket installation and removal, 
drive selection procedures, and serv 
ice factor tables 

A feature of the catalog is that it’s 
printed on oil and water-resistant pa 
per, making it handy for shop person 
nel 


COMPRESSORS-— Davey Compressor 


Co., Kent, O. has issued a new bul 
letin describing its full line of portable 
air Compressors. 

(he bulletin includes illustration 
and brief specifications of its variou 
gasoline, diesel, and electric-powered 
models 


Ainsworth Issues New 
Mult-A-Frame Catalog 


A new catalog has been issued by 
the Mult-A-Frame Division of the 
Ainsworth Manufacturing Corpora- 
tion, Detroit, Michigan 

It contains installation photographs, 
illustrations and information on the 
various types and sizes of channel 
frame and fittings, engineering data 
charts, how and where to buy and 
other useful materials 


KNIFE GRINDING — Dependable 
Machine Company, Greensboro, N. 
C., has issued a 67-page knife grinding 
manual. 

Some of the subjects covered in the 
new publication are: Erection of 
Proper Grinding Room, Installation 
of Knife Grinder, Improving Efficiency 
of the Grinding Room, Composition 
of Grinding Wheels, Grinding Wheel 
Speeds, Dressing and Truing Grinding 
Wheels, Care and Service of Grinding 
Wheels, Suggestions on Use of Grind- 
ing Wheels, Development of Knives, 
Grinding of Knives, Knife Defects and 


' Remedies, Dry Grinding Versus Wet 





Wise Birds 


Flock to this NEW Finishing 





Economy, Quality, Versatility 


i BLRRING CLEANING, FINISH hoy's cushioning rubber and formula 
ING, POLISHING. in one operation! matched abrasive immediately widens fin 
ishing horizons. There are Brighthoy tex 
tures to suit your customers’ particular 


Your customers need not be out on a 
limb with high finishing costs. Tell them 
to flock to Brightboy with the wise birds 
Tell them to take a bird's eve view of the 


Phe sky is almost your limit as you com 
pare Brighthoy. amazing versatility with 
. other methods. Tell your customers that requirements. Take advantage of Bright 
products pictured above. On these and they can let their imaginations really sour boy's nation-wide popularity  ever-grow- 
thousands of others Brightboy has because of the almost countless adapta ing profits. Without Brighthoy your abra- 
achieved finishing time savings up to tions for time and work-saving Brightboy ives service to customers just isn’t com 
for finishing all metals and plastics, wood plete. Attractive dealerships open on this 
glass and laminated materials! widely-used, widely-demanded line. Write 


Phe unique combination-action of Bright- for inviting proposition! 


Wheels, Sticks BRIGHTBOY INDUSTRIAL DIVISION 
Rods, Blocks WELDON ROBERTS RUBBER CO. 
for machine and 95 No. 13th Street 7 Newark 7, WN. J. 


manual operations America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 
ne fi Robe 


é RUBBER CUSHIONED Zo» 





FOR FINISHING ALL METALS, PLASTICS, WOOD, GLASS AND LAMINATED MATERIALS 
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Grinding, Balancing Knives, Setting REPRESS 
Knives, Knife Bevels, Jointing, Com- 
mon Finish Defects and Remedies, Wh THIS 
Machine Stoppages and Remedies, en 
Safety, First Aid. 

The new manual was written prima- WORM TURNS 
rily for operation of the new Hydro- | & 
l'ravl knife grinders, made by the com-  % 
pany, and contains many other sub- * you've got a 
jects in addition to the above. The ° 


Company advises there will be a $1.50 
charge per manual. 


THE Standard GATE VALVES—An informative and 

of Com ISOM completely illustrated 4-page circular, 

TAY, describing its complete line of all-iron 

BY WHICH OTHER po ao body, bronze mounted “King 

clip” gate valves, has been published 

PLIERS ARE JUDGED by The Lunkenheimer Co., Cincin- 
nati, Ohio. 

Circular No. 561, describing the 
standard of quality with “King-clip” line, is produced in two 
men who know good colors and contains complete specifi- 
tools. Today, Klein cation data and leading dimensions. 
offers the most complete 


line of quality pliers for PK £. TT! . ; 
standard or specialized PIPE & TUBING—A new data card, 


service. Keep a repre- 
sentative stock on hand in the design and operation of tubular 
for your customers who equipment at clevated temperatures 
want the best. ind pressures, has been issued by the 
fubular Products Division of The 
Babcock & Wilcox Company, Beaver 

Falls, Pennsylvania 
Known as TDC 154, the data card 
tabulates the maximum = allowable 
stress values (S values) of a compk Ne 


aod 
» 


hose connection 


e( 


% 


ie 


“Since 1857"' Klein 
Pliers have been the 


Ox 
Oe 


O 


Xs 


see 
SOS 
©. 


< 
?, 
Fa 


RLS AS 
O 

ex KS et 
<< 


designed to help individuals involved 


range of scamless and welded carbon, 
alloy and stainless steel tubing and 
pipe 
An adaptation of Table P-7 of the 
new ASME Boiler Code, the data card 
is complete with notes and formulae No leaky, pinched 
for the calculation of the maximum al or mangled hose with 
lowable working pressures of tubing AERO-SEAL Hose 
and pipe. Clamps! When the 
precision worm gear 
PIPE—The first issue of a new house drive is tightened, 4 j 
organ, designed to be of help to engi- the connection is “lx > 
neers and designers, has been pub leakproof. The clamp 
lished by Taylor Forge & Pipe Works, won't come loose or snap open, 
Chicago, II even under severe vibration. 
Write for your free ceby Ihe table of contents in the 46 AERO-SEALS are worth the 
of the Klein Pocket Tool | page issue includes: Keeping up to slight difference, and the profit 
Guide today! date on Codes and Standards dealing is good. Easy one-hand installa- 
DISTRIBUTED with piping and pressure vessels, the tion; removable for use again and 
THROUGH basis used by the Codes for establish- again. Four sizes cover 90% of 
JOBBERS ing allowable stresses, Tables of maxi automotive needs. Stainless steel 
mum allowable stresses ASME Boiler bands. Screwdriver or thumb- 
Foreign Distribution & Pressure Vessel Code, and Code clamp type. 
InternationalStand- ian Winnie Piping. 


ard Electric Corp. vo 
, This first issue features photographs 


New York. 
and drawings of products and installa 
tions and includes a page illustrating 4 aS 4 
and describing the company’s avail 4 pOU0 - CAL 
ible catalogs and bulletins ViVe> papeicg 
i7"3 HOSE CLAMPS 
ELECTRIC TOOLS—A new 28-page 


catalog listing 52 portable electric anommer (GEERT) rroouct 


tools and kits with over 400 attach- 
' BREEZE CORPORATIONS, INC. 


ments for use in contracting, wood 
working, industry and maintenance, 41 South Sixth Street, Nework 7, N. J. 
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* “A dominant advertising and promotional program, 


aimed at the ultimate consumer, will be maintcined at all times. 


Wherever feasible and possible, all Atkins sales promotional effort will be 


so directed as to exploit the Atkins-Brand name beyond its present, estab- 


lished level of acceptance.” 


Kk Atkins Sales Policy, Point 4 


° 
PP eeesccccsecsseses eeeer® 


ATKINS SAW DIVISI0 


ATKINS SAW DIVISION-BORG-WARNER CORPORATION § 
INDIANAPOLIS 9, INDIANA 
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The Complete “BULLDOG” Line 


wn ie | Ms Machinists 
. 
Top Swivel Jaw 
ha 


a 
Combination Pipe 


° 
Hinge Pipe 
a 
Woodworkers 
- 


Utility 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Sold 100% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 








OIL AND WATER GAUGES 
FITTINGS 


Quality products that give full GREASE CUP 


serv'ce 
Help your customers to save 
money over long periods of time 
A good selling opportunity 
® Send for catalog 


AIR COCK 
SHUT-OFF COCK 


FITTINGS: 
Pipe 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 
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| has been published by Porter-Cabk 
| Machine Co., Syracuse, N. ¥ 

| Catalog No. 101, clearly illustrate 
the tools and their uses. Included ar 
complete specifications and prices for 
clectric saws, sanders, grinders, drill 


| planes, routers, shapers, hedgeshear 


combo-tools, radial arms, blades, abra 
ive wheels, discs and tool accessori 


WINCHES & PULLERS— Stephen 
Adamson Mfg. Co., Aurora, Ill, ha 
issued two new bulletins covering 
their Standard Products Division lin 
of hand and motor winches and cat 
pullers 
Bulictin 853° illustrat nd d 

scribes the company’s motor and hand 
operated winches. Bulletin 753 illu 
trates and describes their car pulles 
ilong with data on how to sclect th 
proper size and photograph howing 
tvpical on-the-job applications of cat 


pullers 


Lukens Steel Offers 
Weld Strength Calculator 


f ey 
otia SOCIO iterate 
. 


} Ta% sa 2 rine. 
: : Baye: 


ee ed 
ar J 
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\ weld strength calculator, designed 
for engineers, designers, and other 
interested in steel plate fabrication 
has been made available by Lukens 
Steel Company, Coatesville, Pa 

It is a plastic slide rule that indi 
cates both the size of weld required 
for a given applied load, and the 
weight of a given length of weld in 
lbs. The calculator gives values for 
stresses ranging from 2,000 to 20,000 
p.s.i., and applied loads of from 9,000 
to 450.000 Ibs. 

On the reverse side of the pocket 
size calculator, basic design data for 
welded connections is shown, and for 
mulas for calculating nominal proper 
tics of welded connections are listed 


SWITCHES—Federal Electric Prod- 
ucts Co., Newark, N. J. has issued a 
new bulletin covering their line of 
safety switches. In addition to giving 
full product details, the booklet com 
pares several types of electrical instal 
lations 





FLEXLO >ELF-L KING NuT 


wont work loose 


They offer the following advantages: stop ond 


lock nuts in one; can be used again and again; every thread takes its share of the load; one 


piece, all metal construction; controlled locking torques; cover temperature range to 550°F 


Easy to sell, profitable to handle — 
FLE,ILOC SELF-LOCKING NUTS 


FLextocs replace plain nuts and lockwashers, 


castellated nuts and cotter pins, nuts and jam nuts 
They have industry-wide acceptance. They are 


extensively advertised to designers, engineers, 


bo teeth Vir : A START FOR THE FUTURE 


maintenance men and purchasing agents. They are 
available in a wide range of sizes in any quantity 
and deliveries are prompt. Write for detailed 


information. SPS, Jenkintown 13, Pennsylvania 


FLEXLOC LOCKNUT DIVISION 


JENKINTOWN PENNSYLVANIA 
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EXPANSION JOINTS — An _ illus- 
trated 8-page bulletin describing the 
company’s line of expansion joints has 
been released by Flexonics Corpora- 
tion, formerly Chicago Metal Hose 
Corp., Mavwood, Ill. 

Vhe bulletin presents all basic data 
necessary to the proper selection and 
application of pipeline expansion 
joints. 

Highlights of the bulletin include a 
discussion of types of pipeline motion 
frequently encountered, and methods 
of handling this motion. Also covered 
are complete specifications for low and 
high pressure units, and detailed infor- 
mation on special types of joints in- 
cluding Flexoniflex, good for pressures 
to 5,500 psi. 

Another section deals with the 
proper guiding and anchoring of ex- 
pansion joint installations 


> 


You'll Make Money Selling Them! 


oh 1 
I Y LY 


PLUG VALVES—The Wm. Powell 
Company, Cincinnati, O. has issued 
an illustrated booklet describing its 
new line of semi-steel and steel lubri- 
cated plug valves. 


HOISTING EQUIPMENT~—Bulletin 
1567, published by the Yale Materials 
Handling Division, The Yale & 
Towne Manufacturing Company, 
Philadelphia, describes the company’s 
hand and electric hoisting equipment. 

Titled “There’s a Yale Hoist For 


every job. Other illustrations show 
how these hoists operate in various in- 
dustries. A check chart shows which 
Yale hoist features are incorporated 
in four types of electric hoists 

Also shown in the booklet are tvpi- 
cal applications for the company’s 


“Pul-Lift’’. 


es Every Lifting Job,” the 12-page book- 

let won first award for advertising ex 

cellence at this vear’s Triple Industrial 
Supply Convention. 

’ The booklet illustrates the most 

‘ suitable hoist for the big job, the spe- 

, j cialized job, the occasional job, and 


Made by “The Oldest Manufacturers of 
Chains in America” — for Every Use: 


e Weldless Coil 
Chain 


e Sling Chains 


e Grab Hooks, 
Slip Hooks, 
and Cold Shuts 


e Proof and BBB 


Coll Chain SHOP EQUIPMENT-—A new 1953 
catalog describing their steel shop 
equipment has been published by The 
Industrial Bench & Equipment Manu- 


facturing Co., New Britain, Conn. 


Steel Loading Chain 


High-test Steel 
e Boomer Chain 


Chain 


Behind Elephant Brand Welded and Weldless Chains are almost 100 years of 
reputation for quality and dependability, These famous chains are always 


The catalog features new items in 
laminated wood top benches, smooth 
top steel benches, pressed steel bench 


uniform — always pre-tested — always stondard, full size. And they meet all 
Government and Railroad specifications. 


NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo. 
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legs, steel bench drawers, all steel work 
stands, steel tote boxes, welding 
benches, bench parts and accessories. 

Construction, sizes, stvles and other 
data is included. This catalog replaces 
the old catalog issued by New Britain 
Machine Co., Shop Equipment Divi- 
sion, which was recently bought out 
bv the company. 





DISTRIBUTORS 


Your territory may still be open! 
Send coupon or write today for 
details about profitable 
franchise opportunity. 


These new-type T-] Reamers have interchangeable 
heads... quickly changed! Just one shank for your 
customers to buy—use with wide range of heads 
from 4” to 2%%”’ inclusive, in 4"" increments... 
spiral flue. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 
all advantages of standard, expensive reamer. 
Backed by T-J's 37 years of know-how as one of 
largest manufacturers of die sinking milling cutters. 


The Tomkins-Johnson Co 
Jackson, Mich 


Please send details about your distributor 
plan for T-J Reamers 


Nome 
Company 
Street 


City . — State 
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ANY (1 
for safer 
quicker 
assembl 
work... 


new enclosed 
Greenlee Spiral 
Screw Driver 


Here's the Spiral Screw Driver 
especially designed for fast as- 
sembly line work. Completely 
enclosed so that fingers can't get 
pinched! And, since it is enclosed, 
it stays dirt and grit free for 
long years of service. Husky 
and dependable, the Gasen ies 
helps workers do the job swiftly, 
accurately! Highest quality 
throughout spring return 
stain.css steel body. 
Quick-action shift button 
durable Hard-Wear handle 
of attractive green plastic. 
Two sizes: small and medium. 
Get details today on this 
volume sales-maker 
Greenlee Tool Co., 1931 


Herbert Ave., Rockford, Ill. 


timesaving maintenance tools 


One-man-operated Gneenter Hydraulic Pipe 
Bender, above left, for fast, accurate bending of 
conduit and pipe up to §". Compact, portable. 
Greentee Hydraulic Pipe Pusher, above right, 
for pushing pipe under streets, walks, floors, etc. 
Eliminates costly tearing up and extensive ditch- 
ing Other Greenies timesaving tools for 
industry include Hand Benders for Tubing; Elec- 
tricians’ Knockout Punches; Automatic Push 
Drills; Auger Bits; Chisels and Gouges and Many 
More. Write for complete sales data 


<> 
REENLEE 


ae 
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Air Complaints 
And Clear the Air 


(Starts on page 35) 





as order tracers and expediters. With 
shipments as good as they are these 
days our backorder problem is decreas- 
ing—I don’t think we'll have trouble 
with it much longer.” 
‘One last thing,” said Mr. Brodt. 
“TI come in here at seven in the morn 
ing every day—I'm the first one here. 
I come in to get my desk cleared and 
to get an early start on the road. But 
I get involved. This morning a call 
turned over to me, a company 
some alummum machine 
We don’t stock them, and 
A. was in a hurry. I had to 
locate a check back to see if 
they'd accept a substitute, call the 
manufacturer back, write up the order, 
and clear the papers. We're stymied 
on detail—we're !caded with it. | 
can’t get out of here until 10:30 or 
11:00—and then the manager 
wants to know why I’m not on the 
road earlier.” 
“Those problem orders that you 
get stuck with in the morning,” said 
Mr. Niep, “when you're trying to 


was 
wanted 
SCTCWS. 
the P. 


SOUTCR, 


sale S 


get finished and out on the road 
they're special cases, cases for the 


experienced salesman who handles 
the account. It’s part of the service 
you owe your customer.” 

Mr. Niep suggested that the sales 
man analyze his customers—and, if he 
thought it practical, to try to explain 
to them just how an industrial supply 
house worked. 

“We stock 35,000 items,” said Mr. 
Niep. “We get an average of 300 
orders a day, ¢ of them with more 
than three items. Most of these we 
fill from stock, but there are always 
some that we have to chase down. 


john | 


to the salesman’s attention. “Some 
times our inside men spend hours on 
quotations,” he said. “We send one 
opy to the customer, one to the files, 
and one to the salesman. If we don’t 
get the order, you're supposed to fol 
low it up and see just why—but you 
don’t without some pressure. If you 
find out the reason we miss—price or 
delivery or whatever—we could gain a 
lot by it.” 

These sessions are more than just 
an opportunity for blowing off steam, 
according to Mr. Niep. He feels that 
they clear up problems in the minds 
of Great Lakes personnel, they en 
ible them to exchange ideas, and are 
a factor in coordinating the efforts of 
all personnel toward customer service. 


Delfer, assistant sales man- | 
ager, brought the matter of quotations | 


AHLBERG 


BALL BEARINGS + SPECIAL 
BEARINGS + PILLOW. BLOCKS 
AND OTHER MOUNTED UNITS 


EC SERIES PILLOW BLOCK 


. +» for light-medium duty and normal 
speeds. Shoft sizes 
%," to 2%6". 
Compact design— 
sturdy construction 
—economical. 
Equipped with 
fixed or 
expansion type 
bearing at no 
extra cost. 


ED SERIES PILLOW BLOCK 


-.-@ low priced precision unit for light load 
requirements. Shaft 

sizes “2” to 1%”. 

Clean, trim 

appearance— 

smooth, quiet 

performance — 

long, 

trouble-free 

life expectancy. 


FEC SERIES FLANGE UNIT 


«++ for light-medium duty and 
normal speeds. Shaft sizes 
%”" to 2%". Equipped 

with precision, self- 

aligning extended inner 

ring bearing. Simple— 
sturdy —inexpensive. 


. « + built to the 
highest standards 
of quality—in 

t types and sizes 
for any 

purpose. 


~e 
Send for New Catalog Today! 


Contains complete informaiion 
on the entire Ahiberg line. 


Ask about our sales and 
engineering assistance 


AHLBERG BEARING COMPANY 
3025 West 47th Stree? 
Chicago 32, Illinois 





New G-E Rapid Start lamp needs 
no starter, cuts maintenance 


IN THE NEW RAPID START lamp circuit G-E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reason, maintenance is even 


easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible by two G-E developments: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast logether, they give 


is better... 


General Electric Rapid Start lamps almost instant starting 


and smooth, simple operation. 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments of 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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the most complete line of the RIGHT belting for any job! 


@ For over thirty-five years GLOBE BELTING has been 
proved through actual service, and improved through con- 
stant research. GLOBE is accepted by industry as a source 
of strong, durable belting for any job, because it is engi- 


neered for particular jobs 


With GLOBE, a large part of your selling job is done. New 
customers quickly realize its superiority, assuring you easier 
initial sales. Present users, knowing GLOBE'S dependable, 
complete service, assure you ready-made profits through 


repeat business 


The GLOBE line, each in a full range of widths and plies, 
all available with special treatment for ANY job includes: 


* SOLID WOVEN WHITE COTTON BELTING 

* KANRY-TEX BELTING 
PLASTIC AND CELLULOSE COATED BELTING 
ENDLESS WOVEN BELTS, COTTON OR NYLON 
STITCHED CANVAS BELTING 
WHITE NEOPRENE RUBBER BELTING 
WEBBINGS 
SIFTER BRUSHES 


Write today for complete details on handling GLOBE, 
the complete textile belting line. Write Dept. D. 


WOVEN BELTING CO., INC. 


1400 CLINTON STREET BUFFALO-6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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Alfred F. Swearingen 


Alfred F. Swearingen, 
Somers, Fitler & Todd 


Alfred F. Swearingen, Sr., 66, for- 
mer secretary-treasurer of Somers, Fit- 
ler & Todd Co., Pittsburgh, died at 
his home in Mount Lebanon August 
30. 

Mr. Swearingen retired from office 
only recently after serving 40 years 
with the Pittsburgh firm 

Active in civic and lodge work, he 
was master and secretary of the Frank 
lin Lodge, F. & A. M., for 24 years, 
and a member of several other groups 
including the Knights ‘Templar, Ma 
sonic Veterans, Credit Men's Asso 
ciation and the Pittsburgh Chamber 
of Commerce. 

Surviving, besides his widow, are 
two daughters, Mrs. Lucille Brown 
ind Mrs. Virginia McKinney, of Pitts 
burgh; a son, The Reverend Alfred J. 
Swearingen, Jr., of Cranbury, N. J.; a 
brother, Harry D. Swearingen, of Steu 
benville, Ohio, and four grandchildren. 


John M. Phillips, 
Phillips Mine & Mill 


John M. Phillips, 92, retired presi 
dent of Phillips Mine & Mill Supply 
Co., Pittsburgh, and noted conserva 
tionist and youth leader, died Septem 
ber 8 in Pittsburgh. 

He had retired from office 
firm only recently 

His major lifetime interest centered 
on conservation and Boy Scout work 
Friend and associate of the late Presi 
dent ‘Theodore Roosevelt and the ta 
mous naturalist, Daniel Beard, he was 
one of the founders of the Bov Scouts 
and organized the first troop in 
Pennsylvania. He was one of the 
earliest crusaders for conservation laws 


in the 








4}, No, he doesn t know 
i them all like a book.. 


but ... there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know “from 
cover to cover.” That phase has to do with helping 
their customers make the most out of steel equipment 
in terms of savings in time, labor and money. 

A highly diversified line of more than 1500 stand- 
ard Lyon items enables Lyon Dealers to meet the 
varying needs of business, industry and institutions 

-better. A very few typical products are shown below. 





This and similar ads appear each month in News- 
week, Business Week and leading trade publications. 
Many products, plus many markets, plus consistent 
advertising support, equal volume steel equipment 
sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1153 Monroe Avenue, Aurora, Illinois 


>. 





for BUSINESS- INDUSTRY - INST 
STEEL KITCHENS for THE HOME 























. «Ff 
2 
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long before they were enacted and 
was the author of the Pennsylvania 
game code, a model for many other 
ARE YOU SELLING THESE rent 

In 1889, with an uncle, he pur 
chased the mine supply department 
of Oliver & Phillips Iron & Steel Co. 
The firm was reorganized as Phillips 
Mine & Mill Supply in 1900, with 
Mr. Phillips as its head 

Besides his widow, he is survived 
by three daughters, Mrs. Joseph Shu 
man, Mrs. Robert C. Lutz, and Mrs. 
Alexander S. Chalfant; two sons, 
James M. Phillips and John M. 


Phillips, Jr.; and 13 grandchildren. 





HARRISBURG SEAMLESS STEEL 
PIPE COUPLINGS... made te 
A.P.1. and A.1.S.1. specifications. 


HARRISBURG DROP-FORGED STEEL PIPE 
FLANGES... manufactured to A.S.A. standards. 


WRITE TODAY _ 
for catalogs and current prices HU) 100 Years in Pennsylvania's Capital / 


and information about 


ee Harrisburg Steel 


distributorships 
CORPORATION manaiseune Ne 
PENNSYLVANIA 








A. D. Abate 


A. D. Abate, 
Seither & Ellis 


A. D. Abate, 45, assistant secretary 
of Seither & Ellis, Inc., Newark, N. J., 


~ 


died August 3 after an illness of four 


The finest fittings months. 7 
Mr. Abate joined the company in 
you can stock and sell! 1926 as a clerk. He became head of 


; the purchasing department in 1948 
Frr0™ billet — to tube — to fitting . . . Globe and in 1951 was made an officer of the 

welding fittings are manufactured in the Globe ; company 
plant — under exacting Globe requirements and -', 

ky He is survived by his wife, a son, 

subject to complete control at every step. Special- \ eee 
: - ;' hate 
ized men and machines plus years of broad met- ENG & Mamned Gaugnter. 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can gwar- 
antee customer satisfaction when you sell Globe Carleton Reynell, 


Welding Fittings. Worthington Corp. 


ne acquainted with Ge ne on Carleton Reynell, 68, retired ex- 
assures uniform high-quality seam- “, 
ecutive purchasing officer and traffic 


less welding fittings. Contact your 


nearest Globe sales office. manager of Worthington Corp., Harri- 


son, N. J., died September 7 after a 

For complete information on the . 

finest welding fittings available long illness. 

anywhere, send for the Globe Mr. Reynell retired in May after 

Welding Fistings Catalog. 20 years with the company. He was a 

director of the Regina Corp., Rahway, 

N. J., and former purchasing engineer 

os ia aa of the American Sugar Refining Co. 

lan Detroit ew ork Philadelphia . ° . : 
oe Si a dd oe and vice president of an engineering 

consulting firm before joining Worth- 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin ington. 
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HIGH SPEED 

DRILL BITS 
Set of 13, Ye" to 4”. 
for fast drilling in steel 


DRILL STAND 
Grinding, buffing, wire 
brushing 


PRECISION ARBOR 
Permits use of grinding 


wheels, buffing wheels 
wire brushes. 


(@) 


3° GRINDING 
WHEEL 
For sharpening tools, 
knives, shaping meta! 


Tool 
Makers 
since 1893 


‘O) | Wl eres EXTRA SALES FOR YOU .. . in the home 


4 WIRE BRUSH 
For cleaning off rust 


workshop market...to add to the profits you can make from 
Thor's high quality Silver Line industrial electric tools. Powerful, 


eel ar nan sturdy, 4” Thor “Copper Line’ Drill, finest quality acces- 
sories, carrying case. Write for Circular No. JE-1602. 
THOR POWER TOOL COMPANY, AURORA, ILLINOIS. 


3” BUFFING WHEEL 
For polishing, cleaning, 
buffing. 


POLISHING 
COMPOUND 
Brings dullest surface 

to bright sheen 


FOR PROFIT 
TOMORROW 
Pees eeeeeeaee2@ 


THOR POWER TOOL COMPANY 
AURORA, ILLINOIS 


Please send Circular No. JE-1602 describing new Thor 
Copper Line Drill Kit. 

NAME 

FIRM__ 


ADDRESS _._ 


eS eee 
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a new BOOKLET 
to help you sell... 








VALUABLE INFORMATION FOR 
YOU AND YOUR CUSTOMERS 


A real opener to a “‘sales talk" on your 
next round of calls. This 36 page 
booklet contains a host of details 
covering (undamentals of pump selec- 
kind 
of guide engineers, P.A.’s, and design 
men are eager to keep on file. Send for 
your own copy —then tell customers 
you'll be glad to arrange getting copies 
for them. 


tion and installation... it's the 


Sell Roper... 
ONE FOR THE PLANT 
or 
THOUSANDS FOR THE PRODUCT 


Geo. D. Roper Corporation 
341 Blackhawk Park Avenve 
Rockford, Winois 


®@ Please send new booklet for use in my 
sales portfolio. 


STATE... 


A. R. Nicolas 


R. Nicolas, Sales Head, 
Kester Machinery Co. 

A. R. Nicolas sales manager of 
Kester Machinery Co., Winston 
Salem, N. C., died September 19 of 
a heart attack. 

He was stricken when driving his 
car in trafhe, just after leaving the 
local stadium where he had _ been 
working on ticket sales for the Ex 
change Club 

Mr. Nicolas had been with Kester 
Machinery for 17 years. 

Ile was active in many Civic groups 
and held offices in the American Le- 
gion, Exchange Club, and Old Hickory 
Boy Scout Council. He was corre 
spondent of the Local Voiture 982 of 
the Forty-and-Kight for many years. 

Born in Savannah, Ga., he gradu 
ated from Georgia Tech in 1922, mov 
ing to Winston-Salem when he joined 
Kester Machinery 

Besides his wife, he is survived by 
a son, Alexis Nicolas, Jr., ot Atlanta, 
Ga.; two daughters, Mrs. James A 
MacDonald of Winston-Salem and 
Georgia Ellen Nicolas, a student at 
the Women’s College in Greensboro, 
N. C.; two grandchildren; and a 
brother, Thomas C. Nicolas, of Chi 


cago 


Mrs. Julia F. Wellford, 
Memphis, Tenn. 


Mrs. Julia Farnsworth Wellford, 82, 
mother of Walker L. Wellford, Jr., 
of J. KE. Dilworth Co., died September 
19 in Memphis, ‘Tenn. 

Her husband, Walker Lewis Well 
ford, Sr., acquired an interest in the 
Memphis distributor firm shortly after 
sclling in 1945 the old Chickasaw 
Wood Products Co. and Chikasaw 
Cooperage Co. which he had 
founded. His son is now president of 
J. E. Dilworth Co. 

Interested in church affairs and gar 


GIVES YOU LIGHT 
WHEN YOU WANT IT— 
WHERE YOU WANT IT! 


No installation 
costs. Just hang 
up, plug in! 


Foolproof 
“Gravity Action” Re- 
coil Mechanism .. . 
locks at any desired 
length! 

U/L Approved 218-2 
$.V.0. Neoprene 
jacketed, kink-proof 
cord! Oil and water 
resistant. 





New “Stubby” Handle! 
100% Neoprene with 
protector eors. 





New type ‘swing open” 





for one year! 


V MODERN v EFFICIENT 
V ECONOMICAL 


No more tangling in a clumsy wire 
“booby trap” that’s always in your way, 
causing short tempers and painful 
accidents! Save time, trouble and money 
the Cordomatic way. Cordomatic works 
like a window shade—just pull out 
the length of cord you need and it locks 
in place automatically! A flick of the 
wrist, and z-z-zip, it rewinds itself 
One Cordomatic Trouble Light Ree! will outlast 
many ordinary drop cords 


Available Through Your 
lecal Automotive Jobber 


@Reg. U.S. Pat. of 


“* 
DIVISION 


OF THE VACUUM CLEANER CORP. OF AMERICA 
Plant No. 2: 


CROSKEY ST. & INDIANA AVE. 


dening, Mrs. Wellford was active un- | PHILADELPHIA 32, PENNA. 
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til the day of her death. She was one 
of the first members of the Idlewild 
Presbyterian Church and participated 
in church work until recently. 
Besides her husband and her son, 
Walker L. Wellford, Jr., she is sur 
vived by three other sons, Harry A 
Wellford, treasurer of J. KE. Dilworth; 
Marion R. Wellford; and Alexander 
W Wellford; 12 grandchildren and 


mine great-grandchildren 


Charles B. Rickert, 
Rickert Industrial Supply 


Charles B. Rickert, 44, vice presi 
dent of the Rickert Industrial Suppl 
Co., Milwaukee, died September 22 

Mr. Rickert had been connected 
with the supply business for the last 
five vears. Previous to that he was 
district manager for the Precision 
Grinding Wheel Co. 

He was a member of Wauwatosa 
Masonic lodge, Wisconsin Consistory, 
lripoli Shrine, Athletic Club, and 
Roosevelt Drive Presbyterian church 

Surviving are his wife, Mary Evelyn; 
a daughter, Mary Elizabeth; — his 
mother, Mrs. M. Hl. Rickert; four 
brothers, Alton G.; J. Lloyd; Hi. 


Stanlev; and R. James; and a sister, 


Mrs. J. Burnett Holland 


Edward G. Cochran, 
Charlotte, N. C. 


Edward Grier Cochran, 74, died 
October 4 at his home in Charlotte, 
N. C 

Ile was associated for 40 vears with 
the old Charlotte Hardware Co. and 
Allison Erwin Co. Born in Mecklen 
burg County, he came to Charlotte in 
1902 


Charles T. Schaffnit, 
Johns-Manville 


Charles ‘T. Schaffnit, 31, chemist 
for the Johns-Manville Sales Corp., 
New York City, died in Chicago Sep 
tembcr 7 while attending the conven 
tion of the American Chemical So 
cicty 





RUBBER FROM SUGAR-CANE 


A synthetic rubber plant using 
sugar-cane alcohol as the principal 
raw material is to be set up by a 
French concern at Campos, Rio de 
Janeiro, Brazil, according to Chemical 
Week, McGraw-Hill publication. An- 
nual production of rubber in Brazil is 
estimated to be some 14,000 tons short 
of domestic requirements. 




















The Skinner line of p 
ing equipment has t 

rigidity and design 
essential for today's 


air cylinders are available with semi-steel bodies for 
Skinner power chucks, and for actuating all types 
fixtures and tailstocks. Series 2200 do 

rotating air cylinders have aluminum bodies 
operation up to 3000 spindle R. P. 

accessories include hand-operating valves 


. Skinner 
complete 


air unit, including regulating valv@, pressure 
gage and lubricator — filters — softiblank top 


jaws; draw bars— dra 


Write for catalog giving 


complete details on the Skinner line 
of power and manually operated 
chucks. And ask about new movie 
“Chucks and Their Uses” — available 
for free showings. 


THE SKINNER 


CHUCK COMPANY 
205 Edgewcod Ave., New Britain, Conn. 


Sold by leading distithutow 
im every industrial area 
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SERIES 








Many industries have entire departments using 
nothing but Scissors or Shears continuously in their 
operations. All have need for some. 

Here are 4 Clauss tools from over 100 models, custom 
mode to satisfy specific factory cutting problems. 


WHERE TO SELL Fabric Mills, Garment Makers, Electrical and 

Electronics Equipment Manufacturers t Thread Cli 
HOW USED Snipping let? MElald 171+) MRllal A bd p 
SELLING POINTS Hardened and tempered for longer life 


between sharpenings Double plated aila-liuil MCL? Lamia CL 
and fitted with special stainless steel screw and lock nut be 
cause of constant exposure to rust from the hand's perspira 


tion 


HOW FURNISHED: No. 1 c4 4 2 Overall Length. Packed 


6 per box 


WHERE TO SELL Electrical and Electronics Equipment Mbnu 
b 


facturers, Small Part Manufacturers 


HOW USED Cutting hard-to-reach Tifetaa? tal) light wire ligt t 


metal 

SELLING POINTS Tremendous leverage for a small tool 
Blades small énough for close tolerances, Handles designed 
to heep nails from digg ng into palms when in use 


HOW FURNISHED N 76\4 6'2" Overall Length. Packed 
4 








6 per box 


WHERE TO SELL Automotive and Aviation Fields Applica 


tions involving weather stripping, beading 


HOW USED Cutting spring wire core ‘sponge. rubber or fab 
ric covered insulation material around automobile, aircraft 


retrigeration doors and windows 


SELLING POINTS Biodes sharp enough to cut covering 
cleanly, yet hard enough to snip wire core without nicking 
Long, sprifg action handles, short sfubby jaws deliver tre 


mendous cutting power 


HOW FURNISHED No. 928" 2” Overall Length. Packed 


6 per box 


4. Industri l Sni 
WHERE TO SELL Automotive Field, Monutecturers of Molded ° USTriadi nip 
Rubber Items, Poultry Processors 
HOW USED Cutting light metal, upholstery fabrics, rubber 
in body work, trimming flash from molded rubber parts d i chet’ 
— , 

SELLING POINTS a ee | 
leverage and make an easy to handle cutting tool for either 
o mon or woman 

Packed 


HOW FURNISHED No. 4268 8” Overall Length 


6 per box 


CLAUSS SCISSORS AND SHEARS Heme CONLEET Semen var? 
ARE NATIONALLY ADVERTISED 


There may be oa distributorship open in the area you serve HOT HAMMER-FORGED 
We will be glad to furnish information. Please write ‘ 
ee . [HE HENKEL-CLAUSS CO. + Fremont, Ohio 
New York Office + 1107 Broadway 
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ond corrosion 
troubles with 


HARPER everiasting Ye 4 


fastninge 


Will the fastenings you sel: defy the ravages of 
severe weather—salt spray—corrosive acids — 
destructive electrolysis? 


Many manufacturers have found the sma!i 
additional cost of Harper Fastenings is morc 
than offset by the better service they render— 
by the prevention of equipment failure—by 
the improved satisfaction of customers. 

Harper specializes in Everlasting Fastenings 
—bolts, nuts, screws, washers, rivets and spe- 
cials. Harper has cver 30 years of experience, 
exclusively in the field of corrosion-resistant 
metals. Over 7,000 different items in stock. 

Standardize on Harper—secure these advan- 
tages: one order to write, one account to keep, 
one bill to pay. For further information, write 
for Catalog 25. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


CORROSION-RESISTANT FASTENINGS 
HARPER 
EVERLASTING FASTENINGS 


BRASS + NAVAL BRONZE + SILICON BRONZE + MONEL « ALUMINUM « ALL STAINLESS STEELS 


Aviitiek al, Ml be Rataatal 


AMA RUA 4 
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on your regular calls! 


—to Find HIDDEN Sales 


with our 


30-DAY TRIAL OFFER 


on the 


FOLEY aavomatic 
SAW FILER 


You probably beve a lot of customers who use 
eawe to quite an extent, yet atill enaceee Soe m by 
hand or send the we yh out You ay find many 
hidden presee ects for the Foley Sa ww a and 
our 30-Day Trial Offer enables each atomer to 
prove its merits on his own saws 
In any plant where a n iber of sawe are used 
the Foley quickly pays tor elf Fe ley filed saws 
increase sawing hi tbo 25% to 40%, becaus 
they cut so much faster and emeoother run cooler 
siay sharp longer 
: The FOLEY SAW FILER is the ONLY 
The FOLEY SAW FILER Practically Sells machine that files BAND SAWS up to 4!" 
wide $-CU ULA ws u 
itself on our 30-DAY TRIAL OFFER wide, Cneee-CUt ROAR SANS 
SAWS. (All Saws that can be sharpened 
Our 20-Day Trial Offer is open through you to with a three cornered file) 
any wel! rated cor pene and your customers will | 
thank you te be informed about it. Write today | 
for full details and literature 


FOLEY MANUFACTURING co. 
3363 WN. E. Sth St. Minneapolis 18, Minn. 


We also make Foley Retoothers for 
hend sews, Sew Setters, Grinders, etc. 














NATIONALLY ADVERTISED 
SHIM STOCK 


Advertised to your customers in 





Do You Remember? 


(Answers on page 210) 





Where this jovial group was headed in 
a musical dining car? 


The year the special train to the 


| Triple Convention was combined 


with the Mathematicians’ Express 


' to Churchill Downs? 


SOLD ONLY 
THRU DISTRIBUTORS! 


Protected territories... fair prices... 
top quality packaged shim stock in 
both brass and steel. Here's a long- 
fun good will builder for you! BASY TO USE! 


Customer just snips shim stock 


@) LAMINATED oO from 6* x 100° roll. Gauges 


to suit the customer's choice. 








oO COMPANY, Inc. oO 4111 Union Street, Glenbrook, Conn, 
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When and why this smiling gentleman 
had a run-in with the law? 





Distributors-— 


It ade bow iene 
at hol 
business for a 





‘yy /® 
DOUBLE CIRELE TOOLS 


available from your 
industrial 
distributor 


stocked in 
your local area— 


service is as close as your phone 


There are Industrial Distributors in all principal cities with 

stocks of DOUBLE CIRCLE TOOLS to serve your immediate needs. 
These distributors are backed by Chicago-Latrobe service to 
insure the right tool delivered on time when needed. 

In emergencies deliveries are made by air illustrating the 
factory-distributor cooperation to serve you. 

Chicago-Latrobe feels that service is part of its business . .. 
as a result in 99.99% of the time you can secure the 


DOUBLE CIRCLE TOOL you want when you want it. 


CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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SPECIFICALLY FOR 


INDUSTRIAL 
APPLICATIONS 


COMPACT POWERHOUSE 
NOW ANSWERING MANY AND VARIED 
POWER TRANSMISSION PROBLEMS 


Hardened “*ZEROL” gears 

Matched pairs of gears run in before assembly 
Double shielded ball bearings throughout 

Provision for re-lubrication if necessary 

Choice of four or five mounting faces 

High load capacity 

Long service life 

Compactly designed and rigidly constructed for guaranteed 
industrial service. 

4 and LHP. at 1800 R.P.M. with 250 and 750 in. lbs. 
static torque, with two or three shaft extensions. 





DISTRIBUTORS’ INQUIRIES INVITED 
\ few choice territories now available, If interested, 
write for complete details of our Distributor Policy 





own Year, fre 


84 EMERALD STREET KEENE, N. H., U.S.A. 


tlso Manufactured and Sold Through Distributors in 
Canada by H&R Arms Co., Lid., Montreal, P. Q. 
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The Thomas Cook agency handled 
details for the Convention Special to 
Dallas in 1940. Rolling out of St. 
Louis, it was a carnival on wheels. 
But the junket was voted only second 
best to the cruise to Bermuda the 
year before. The 1940 gathering saw 
the end, for a while, of pre-war friv- 
olity. The following year, in Chicago, 
the mood was somber, the talk cen- 
tered on the nation’s defense effort. 


Memphis was the Convention City in 
1937. The club car on the Conven- 
tion Special out of New York only 
went as far as Louisville. The train 
was also the special for the Kentucky 
Derby. 


Ed Ristau, of Skilsaw, Inc., is the 
outwardly composed traveller flanked 
by local gendarmes. It happened in 
Washington, D. C., in 1943, when Ed 
stepped off the train on a business trip 
and two uniformed men “arrested” 
him without explanation, and bundled 
him off in a black sedan under motor 
escort. Turned out to be combination 
practical joke and reception committee 
steged by his friend Bryce Weaver 
(right), of W. T. Weaver & Sons. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 








Another 1948? 


Ihe September survey reveals no 
significant improvement over August, 
when it was reported the Fall and 
Winter upswing might be a slow 
starter. Order books are lower and 
production has only inched up. The 
conditions seem to be almost parallel 
with those of September, 1948, when 
the stage was being set for the 1949 
recession. There is one exception. Un 
worked inventories, which have been 
undergoing treatment for 
several months, and 
better balanced than in September, 
1948. 


Prices were softening, led by copper, 


reducing 
we mii h lower 

















Regardless of the materials or products your impregnation process welds carcass and cover 
customers handle, you can supply a Thermoid into an exceptionally strong, durable belt. 


Conveyor Belt that will stay on the job 
reduce down time. From a wide range of types, you can select 


longer... 
The complete Thermoid line includes both the Thermoid Belt best suited for the job. 


standard belts for handling a wide variety When you face an unusual problem, you can 
of materials, and special types to meet count on the complete cooperation and service 


specific requirements. Thermoid’s. special of an experienced Thermcid Sales Engineer 


Write for Thermoid Conveyor Belt Catalog #3679, containing full engineering data. 


add NEOPRENE | CANNERS | |} THERMOGLA | RUFF TOF 
| For extreme or lesser For wood chips Oilproof. Resists | For handling For high heat Specially treated | Eliminates 
abrasives such as ibrasives such gravel, etc. Ideal abrasion and | fruit, vegetables. | conditions other > fabric | backslip of 
| quartz, granite | as cement for portable high heat | Acid resistant than oil | carcass |} smooth articles 
flint rock | es, et conveyors | Imparts no odor Temperatures to | Temperatures on inclines to 35°, 
| | 250° F to 360 


Conveyor & Elevator Belting » Transmission Belting 
F.H.P. & Multiple V-Belts » Wrapped & Molded Hose 


Thermoid Company = Office 
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lead and zinc, in September. Employ- 
ment was lower, with slightly more lay- 
offs than additions reported, which is 
a very rare condition for September 
Buying policy is short-range, predomi 
nantly 60 days and under. 
Ihe pressure for business is sharp 
ening im most all lines. Foreign 
TRIPLE-THREAT competition is more noticeable. Pur 
chasing Agents expect business will 
taper off during the fourth quarter 
but still be at a high level. ‘The situa 
tion is not alarming but calls for cau 
tion and close watching. October will 
have to show a real spurt for industrial 
business to equal the fourth quarter 
of 1952 


SAF =T: “SA ws Price Structure Weak 


The industrial purchased materials 
Proven price structure for September again 
shows weakness and instability. Price 

e increases are more than balanced out 
Profit Makers by decreases, nonferrous metals taking 
the heaviest decline. The long-ex 

pected drop in copper and brass prices 
has occurred. Still pending is the 


‘Here is a HACK SAW BLADE disposition of the large Chilean copper 


surplus. 
users are buying again and AGAIN’”’ ss Ihe declining order backlog condi 
ae tion of many fabricators has intensi 
a fied competition. Foreign producers 


are stepping up selling activity in this 
country 


We brought this blade out two years ago. 


Industry has shown proven acceptance. | his Sevctnctes Biel 


: “s Unworked material inventories took 

A welded edge High Speed Power Hack another dip in September, the third 
Saw Blade— month in succession that more than 
30% have reported lower stocks. 

F Those having inventory increases com 
Three strips of steel welded together for ; ment it is due to seasonal pickup, pro 
ne e duction cutbacks, improved vendor de 
more durability and straightness. liveries, strikes, and suppliers’ shipping 
ahead of schedule. Lagging order 


This blade is Shatter-Proof, will stand extra : ; books, availability of materials, lack 


of confidence in prices, all contribute 


tension and strains. SPARTANIZED heat 4 to the conservative view on material 


investment. Over-all, stocks are be 


treatment. lieved to be in better balance and in 
improved turnover position. 


P : 
Have your customer's safety-engineers try | Hew Caples Than Minton 
them. They'll be back for more. More report layoffs than new hir 
ings, a most unusual condition for 
September. The principal reasons: 


Sell Your Trade production curtailments, students re 
The 


turning to school, and strikes. 

These situation is not bad, as 78% report 
holding to previous high employment 

or adding to pay rolls. Overtime is 


Saf-T -Saws fast disappearing and some plants have 


cut under 40 hours to hold their peo 
ple. Productivity is improving, as is 


THE COMPLETE SPARTAN LINE usual when lavoffs and short time oc 


Hack Saws—Band Saws—Tool Bits—Compass Saws— cur. Several areas report all types of 
labor available and better selectivity. 


Hack Saw Frames Others are looking for skilled help. 
Sold Through Distributors More “Hand-to-Mouth” 
SPARTAN SAW WORKS SPRINGFIELD, MASS. Future commitment range shows 


| practically no change from the pre- 
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N E W / BAY STATE 


BZ SAF-T-CUT 








GREATER 
SAFETy 


Reinforced with tough New ‘’BZ’’ Bond holds New Spiral Grooved sides Micro photo shows “air- 
glass fiber for rugged abrasive particles exactly give COOLER, CLEANER cooling” groove design 
STRENGTH and LONG right for OPTIMUM CUT- CUTTING on the 14” to that adds NON-BURNING 
LIFE. TING POWER. 20” dia. sizes feature. 
Development of the new “BZ” bond was aimed at improving safety, cutting rate, 
and wheel life for all cut-off work on steel bars, pipe, angle iron and other structural 
shapes, as well as ferrous and non-ferrous castings. 
Actual tests show fast, clean cuts on these materials, plus performance records of 
10 to 20% better life... and up to 20% faster cutting rate than the best competition. 
BAY STATE says to its sales force and to you, “We believe this ‘BZ’ SAF-T-CUT 
po a wheel to be the best reinforced resinoid cut-off wheel on the market today, from every 
cutting metals), and Silicon Carbide abrasive point of view’? Ask for a demonstration. 


(for cutting non-metallic materials) 


dntulh, 7 woke for don ond spestiaaton date. BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 


details, or write for size and specification data. 
Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd. Brantford, Ont. 








TASTY PEANUTS—OR TOTAL LOSS! 


tt all depende on the 
COFFING 
CHALLENGER 


HOUGH a hoist failure is always costly to a manufacturer, it is 
doubly so to a processor of peanuts. At one critical point in their 
Quik-Lift Electric Hoists roasting, a breakdown would not only slow production, but even so 
Safety-Pull Ratchet Lever Hoists much as a 10-second delay would mean total loss of a 300-Ib. batch. 
Spur-Gear Hoists During this vital period, everything depends on the hoist. It must 
: work “right now” — every time! That’s why Young Foods, Inc. has 
Mighty-Midget Pullers : : A 
. ; standardized on Coffing Challenger spur-gear hoists. 
Hoist-Alls * Load Binders . . 2 : : - 
Differential Chain Hoists This all-steel, 38-lb. hoist is designed specifically as a production 
tool. Its crack-proof housing, sealed bearings and five-to-one safety 
factor are just a few of the design details that assure years of pro- 
ductive use. What’s more, when servicing does become necessary, 
co FFI MG H OIST the Challenger can be completely disassembled in minutes without 
special tools. 
COM PANY Coffing Challengers are available in three sizes with capacities 
of 42, 1 and 2 tons. For full information in these and other depend- 
Danville, tlinois able units in the expanded Coffing line, write Dept. A11C. 
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vious cautious view of the markets. | 
Seventy-five percent report holding to 
“hand-to-mouth” to 60 days in the 
bulk of their purchases. This policy is 
supported by falling backlogs, price in 
stability, ready availability, and tight 
inventory control. 


Prices: More Down Than Up 


I'he downs far overshadow the ups, 
both in number and degree of chang« 
Copper, lead and zinc, with their prod 
ucts, led the declines in September 

Reported up: Steel and gray iron 
castings, paper and paperboard con 
tainers, some electrical equipment, 
fatty acids, sheet glass, refractories, 
soap, sulphuric acid, titanium dioxide 

On the down side: Automobiles 
(new and used), brass, cattle, coal, 
petroleum coke, copper, cotton, cot 
ton linters, electrical appliances, ethyl] 
ether, ferromanganese, gelatin, glye 
erin, low priced homes, scrap iron, 
lead, lumber, mercury, rubber, tin, 
vinyl acetate, copper wire, zinc, Zine 
dust and oxide 

Hard to get: Cement (seasonal 
graphite, polyethylene, structural steel 

Most other commodities a 
ported available or in easing po ition 


Canada—A Brighter Picture 


Industrial Fall and Winter busine 
is reported starting up with a bang in 
Canada. Orders and production are 
substantially up. Commodity prices 
are holding much better than in the 
States. Inventories are slightly higher 
Employment is high. Buying policy 
range is somewhat longer than in the 
United States 

Canadians are optimistic that busi 
ness will remain at its present high 
level over the balance of the year 





NEW LINES 
taken on by 
DISTRIBUTORS 





Henry Walke Co., Norfolk, Va., has 
been appointed distributor for Car 
boloy Department of General Ek 
tric Co., Norfolk, Va. & Charlott 
N. C 


Bauer Factory Supply, Inc., Irvington 
N. J., has been appointed distribu- 
tor for Johnson Bronze * 3 New 
Castle, Pa 


M. J. Vail Co., Maplewood, N. J., has 





C k 
[ ° 
in ol a eee PATENT PENDING 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 


Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 
9 Popular Sizes (A.S.A. Medium) 3/16", 1/4”, 5/16", 3/8", 7/16", 1/2”, 
9/16", 5/8", 3/4”. 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simplifies inventory control. 


Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-Label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 equal cartons, labeled and 
counted, designed for shelf storage. 
No more kegs on floor, in aisles. 
Ask for descriptive folder. 





THE AXL2 YI 7HRZA CO. 


MILWAUKEE 12, WISCONSIN 
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SELF 
CONTAINED 
1” 702 


518 


the only RATCHET PIPE THREADER 
which gives you all these time-saving features 


Cuts pipe thread or conduit thread (same dies) 
Instant setting for sizes 1” to 2”. 

Opens automatically at standard length thread 
Opens manually at any length of thread 
Adjustable depth of cut 

Mistake-proof self-centering guide 


Jam-proof 





Dual purpose spin-back knob 


* €¢€-eeee#ee#ée@e@ 


Manual or power operation 








For complete details inquire of your local Supply 
House or write direct for literature. 
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been named distributor for the fol 
lowing manufacturers 
@ Jergens Tool Specialty Co 
Cleveland 
component parts for jigs and fix 
tures—exclusive for New Jersey) 
@ Punch-Lok Co 
Chicago 
(hose clamps & tools 


Schultz € Anderson Co., Newark, 
N. J., has been appointed distribu- 
tor for the following manufacturers 
@ Plante & Barnes Mfg. Co 

Providence, R. | 

surface grinders 
@ Automatic Methods, Inc 
Newark, N. J. 

(auto-taps & lead screw tapping 
attachments) 


lool Supply & Engineering Co., Dal 
las, Texas, has been named distribu 
tor for precision holding tools of 
Scully-Jones & Co., Chicago 





FROM THE 


om FILES += 


25 YEARS AGO 

The Graf Zeppelin had just made its 
first historic Atlantic crossing. Ad- 
of-the-month for SKF Industries 
featured a picture of the great air 
ship, hovering over the Statue of 
Liberty with the tag-line that it 
“came across on SKI’ bearings.” 





Pittsburgh Gage & Supply Co. held 
a three-day sales meeting for its 
entire inside and outside force cli- 
maxed by a banquet at the William 
Penn Hotel and an outing at the 
ballpark to see Pittsburgh play 
Cincinnati. Harry ]. Casper, sales 
manager, presided. 








WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 











You don’t waste productive space storing steel! 


OU can turn your present steel storage space into profitable production 
WHEN YOU BUY STEEL FROM : I Be 5} I I 
WAREHOUSE, YOU GET: space—without danger to the continuity of your steel supply. Just use a 


U.S. Steel Supply warehouse as your own. U. S. Steel Supply can deliver the 
@ LOWER INVENTORY COSTS . 


steel you want to your plant or job site at whatever time you desire. Ask 


© LOWER SPACE COSTS mt é 
your U.S. Steel Supply salesman to arrange delivery of your steel at your 


© LOWER TIME COSTS convenience—and you'll find your steel arriving with timetable dependability. 


@ LOWER CAPITAL INVESTMENT 


ne U. S. STEEL SUPPLY 


© FEWER INVENTORY LOSSES DIVISION 


General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 





UN IT @ oe fe ee ee ee ge 


FOR SAFETY'S SAKE ARREST 





THAT DUST! 


with 
STANDARDS’ 
‘*AIR-RESISTER UNIT”’ 


DEALERS: Here's good news 
for all your foundry and metal 
working customers . . . whet 
ever grinders are used with an 


existing dust control problem 


Sper ifically designed for Salety 


Code compliance the Standard 





\ir-Rester dust control unit 
is ideal for most any applica 
tion including salvaging precious metals, buffing lint, polishing and 
grinding grit, to other objectionable refuse such as saw and abrasive 
dust 
The unit is Cyclone equipped and is available in 550, 1150, 2300 CFM 
sizes 


Write for 
Catalog No. 44 


the Oo TAN DART electrical tool co. 


2520 RIVER RD. - CINCINNATI 4 + OHIO 
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25 Years Ago (Cont'd. ) 


The move to unite all three supply 
associations, or at least two of them, 
came to a slow but apparently final 
halt with the decision of the South 
ern Association not to join with the 
Nationai. All that was salvaged out 
of the big scheme was a tentative 
agreement to continue holding one 
triple convention instead of two 


Herbert Hoover became president of 
the United States and Al Smith 
went down to defeat along with any 
hope, for the present at least, that 
the country would go “wet’’. Be 
sides Prohibition, the major issue 
of interest to business men in the 
closing months of the campaign 
was the tariff 


The National City Bank reported on 
the state of the nation’s business 
“The political campaign has been 
without noticeable influence he 
unemployment scare of last Winter 
has passed away.” 


Newton Smith was elect presi 
dent of Boston Woven Hose & 
"Rubber Co 


The National Mill Supply Co., Fort 
Wayne, Ind., and its president, 
S. A. Lehman, were the subject 
of an article in MILL SUPPLIES 
on sclling electrical lines 


Joseph T. Ryerson & Son, Chicago, 
purchased the Sanderson Co., Cani 
bridge, Mass 


General Electric Co. reported sales 
for the first nine months of the year 
it $260,076.09 |} 


Samuel Harris & Co., Chicago, was 
appointed distributor for American 


Swiss File & Tool Co 


Wayne Pump Co., Fort Wayne, Ind., 





Scene in boiler room of Williamsville Central 
School, Williamsville, N. Y 
John 


k 


J 


W 
Eddy 


( 


General Contractor py 
owper Co Insulation ¢ 


Ine both of Buffalo, N.Y 


ontractor 


K & Mi otters you a complete line 
of THERMAL INSULATIONS 


For the insulation of equipment and 
piping in the Williamsville Central 
School, K&M 


were used exclusively. 


Thermal Insulations 


Boilers, heat exchangers, breeching, 
and allexposed supply and return risers 
were covered with “Featherweight” 
85°, Magnesia. All supply mains and 
concealed risers were covered with 
K&M Simplex “Super Shrunk’ White 


Glazed Pipe Insuiation. 
All K&M Insulations are easy to 
Nature made Asbestos... 


Keasbey & Mattison has made it 
serve mankind since 1873 


* KEASBEY & MATTISON 


COMPANY + AMBLER + PENNSYLVANIA 
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apply, dependable, and highly efficient 
in their respective ranges. They are 
made in various forms to suit any 


application. 


If you are looking for a truly out- 
standing line of low pressure insula- 
tions, write us now requesting com- 
plete information on these profitable 


K&M products. 





RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





INSULATION sor 


| 100°F 200°F 300°F 400°F 500°F 600°F 





DUPLEX | 








AIR CELL 


rt 
|} 





TI 


FINE CORRUGATED AIR CELI 





SPECIAL FINE CORRUGATED 
AIR CELL 

















SIMPLEX “SUPER SHRUNK seen | 


FEATHERWEIGHT” 85% MAGNESIA 











im 
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poco 


here’s something new for 


f 
distributors © 
LectRiC TOOLS 


poRTABLE E 


HIGH SPEED HAND TOOL! 


If you're already handling conventional-speed portable 
electric tools, here’s something new to fill out your line! 
IT’S THE FRANKLIN BALMAR DISKETTE, a rugged, precision built industrial tool, 
especially ‘designed for use in high speed ranges where ordinary electric 
tools simply won't produce the specified results. The no-load spindle speed 
of the Diskette is rated at 9000 RPM .... operating speeds are only 

slightly leas. So users get high-speed, precision work in— 
grinding polishing sharpening 
rotary filing deburring sanding 
and many other preparation and finishing jobs on metal, wood or plastic. 
Diskette can be used for either production or maintenance work. It is 
compact and lightweight, thus can be used as a portable hand tool, or as 
a fixed machine when you sell the Diskette bench mount along with it. 
You'll find Diskette customers in foundries, machine shops, ‘welding shops 
.. any plant where precision work is required and high operating speeds 
are understood. We truthfully believe it’s the only machine of its type 
on the market today! 


YOUR TERRITORY MAY BE OPEN! 
Diskette is sold on a 100% distributor basis. For complete information on our 
proposition, fill in the coupon below and mail it today. Our man will be in to see 
you promptly with compiete details of the Diskette Deal. 





FRANKLIN BALMAR |----- 


CORPORATION J 


Woodberry, Baltimore 11, Maryland, 
or 5001 N. Wolcott Ave., Chicago 40, Ill. 
Please give me full information on available Diskette distributorships. 


NAME — TITLE 


COMPANY 
ADDRESS 
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25 Years Ago (Cont’d.) 


acquired the Boyle-Dayton Co., Los 
Angeles pump manufacturer. 


Moore-Handley Hardware Co., an- 
nounced plans for a new $40,000 
warchouse in Tuscaloosa 

Signs of good times, quoted from a 
distributor: “The price situation 
is regular, with little price cutting” 
(C. J. Steir, manager, Fort Wayne 
Pipe & Supply Co., Fort Wayne, 
Ind.). 


Ihe Black & Decker Mfg. Co., ‘Tow- 
son, Md., reported net sales for the 
quarter up 254% over the same 
period in 1927, 


Che Pidgeon-Thomas Iron Co., Mem- 
phis, dedicated its new 350-page 
catalog to the memory of its foun- 
ders, Philip Pidgeon, Sr., and Wil- 
liam Greene Thomas, who organ- 
ized the company in 1907. 


West Virginia-Kentucky Hardware & 
Supply Co., Huntington, W. Va., 
afhliate of Logan Hardware & Sup 
ply Co., Logan, W. Va., became 
an independent firm headed by 
C. W. Breckner of Huntington. 
The sale involved a_ half-million 
dollars. 


Jenkins Bros. published a new manual 
for its sales force. Its introduction 
“He who sells is the Apostle of 
Happiness, the Bulwark of Pros 
perity. Of what utility is the most 
useful and wonderful device ever 
invented, unless exploited by the 
man who knows how to sell?” 


The Power ‘Transmission Association 
took a survey of power-distribution 
methods used in industry. The 
results: 88% of the plants depended 
on belt drives, 5% on direct-con- 
nected motor drives; 4%, chain 
drive, 2%, gear drives; 1%, rope 
and other types 


Ihe Union Chain & Mfg. Co., San 
dusky, Ohio, acquired control of 
the American High Speed Chain 
Co., Indianapolis. Machinery and 
equipment of American High Speed 
Chain was moved to Sandusky. 


A Department of Commerce survey 
covering all principle lines of busi- 
ness revealed that while a great 
many salesmen were only getting 
from two to four percent of their 
business before 11] o'clock in the 
morning, the most successful ob- 
tained 50 to 60 _— of their 


orders before lunch. 





Happily, THE CINCINNATI electrical tools are “| | 

moving through and out of our plant at a rapid 

rate. But we're still not satisfied. Our production ; UT ¥ OURSELF 
lines are geared for greater things. in "HIS 

That's where YOU enter the picture! If you like PROFIT PICTURE 


to sell a fundamental product that is in ever- 
increasing demand in almost every plant—then 
we would like to do business with you. Our 
products are good. We and our customers think 


they're better than most. We hope you will, too. 


But before you investigate further, take a good 
look at this “Chart of Your Money's Worth.’ We 


think you'll like what you see! 


CHART OF YOUR MONEY’S WORTH 


You Ask About: We Say: You Ask About: We Say: 
The Complete as can be... Competitive with other quality 
tools—most tools built in two 
Bench and Pedestal Grinders or more price ranges to fit your 
Tappers e Screw Drivers customer's budget. 
Bench and Pedestal Buffers cevcecececres 
Routers e Electric Drills ' 
Abrasive Cut-Off Machines THE CINCINNATI advertising 
Nut Setters will pave the way in 8 publica- 
Portable Grirders Aestitel tions: Modern Machine Shop, 
Air Master Dust Collectors Adverpising Machine end Tool Blue Book, 
Speed Lathes New Equipment Digest, Metal- 
Tool Post Grinders working, Mining Ads; addi- 
tional promotional space in 
Thomas’ Register, McRae’'s Blue 


Do I have to stock | Of course not. We will be Book and Conover-Mast Pur- 
chasing Directory. 


your complete line?| guided by your requirements. Ye 
, ; Complete catalogs and other 
Assured by over 50 years promotional material available 
experience in making fine elec- to you and your salesmen on 
trical tools. _ Foquest. 





Excellent. Usually from stock. 


ee 





eeeee 











THE CINCINNATI ELECTRICAL TOOL CO. 


Division of The R. K. LeBlond Machine Tool Co 
2686 MADISON ROAD CINCINNATI 8, OHIO 
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MASONRY ANCHORING DEVICES 
for maximum 


a qe 


Arro anchoring devices are designed to give you 
MAXIMUM HOLDING POWER... year in and year 
out. When you think of anchors, think of Arro! 


SI sSesee 


ARROFIVTE CARBIDE MASONRY DRILL ki 


SS =) 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING. TYPE 


Min i) : a 


A-C.E EXPANSION SHIELD 
> SPRING HEAD 


Go) STEEL TOGGLE BOLT 
DOUBLE EXPANSION SHIELD a 
es RIVETED HEAD 
TOGGLE BOLT 

CO cemaa<) 


O-E EXPANSION SHIELD 


LITTLE MAJOR TURNBUCKLE 
Cz =>) 


FOUR-POINT HAND 
MACHINE SCREW ANCHOR D STAR OMA 


outed THREE-POINT ORILL POINT 


STUD BOLT ANCHOR —-E_ 


FOUR-POINT DRILL POINT 


eS 


LEAD SCREW ANCHOR TWIST DRILL POINT 


a 
+ RUBBERGRIP 


DRILL POINT HOLDER 
MAL-LEAD BOLT ANCHOR _ 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 BOONE AVE., MARION, OHIO 
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10 YEARS AGO 


With the Armed Forces: Rex Fowler, 
of Charles C. Lewis Co., Spring- 
field, Mass., just promoted from 
major to lieutenant-colonel in the 
South Pacific; R. P. Woodbury, 
Woodbury & Co., Portland, Ore., 
a licutenant m the Navy; Lt. 
Colonel Robert Findlay, son of the 
president of The L. S. Starrett Co., 
serving in the Medical Corps in 
Burma. 


Swastika from a vanquished German 
plane adorned the walls at McJun- 
kin Supply Co.’s Charleston, W. 
Va, warchouse Captain Paul 
Baldy, former McJunkin man, sent 
it back from ‘Tunisia 


Bakiwin) Supply Co., Charleston, 
W. Va., elected Lee McCallister 


president 


Southern Supply Co., Wichita, Kan., 
acquired Drillers Supply Co 


W. A. Riechle, of Riechle Supply Co., 
Saginaw, Mich., became president 
of the Central Supply Association. 
Virst vice president was C. E. 
Helstrom, Globe Machinery & Sup 
ply Co., Des Moines 


Shapleigh Hardware Co., St. Louis, 
celebrated its 100th anniversary. 


C. W. Dabney, vice president of 
Capital City Supply Co., Charles- 
ton, W. Va., took over sales super 
vision in the absence of V. B. 
Harris, an Air Force captain 


R. C. Neal Co., Buffalo, opened a 
branch in Elmira, N. Y. 


A new firm, Industrial Supply Co., 
opened in Roseburg, Ore., under 
founding partners Layton K. Nos- 
ler and S. G. Palmer. 














Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how’”’ .. . 


MARVEL is not “‘tied”’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades--MARVEL will use them, regardless of cost or 
source... 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge”’ hack saw blades are merely flattering 
attempts to imitate— without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and ‘‘re-tested’’ by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U. 8. A. 
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10 YEARS AGO (Contd.) 


why COIVMBIAN VISES gc Senge aaa 
HAVE REPLACEABLE 


Robert S. Mars, of W. P. & R. S. 
Mars Co., Duluth, was elected 
president of the Duluth Chamber 
of Commerce. 


varl Krueger, of San Antonio Ma- 
chine & Supply Co., was busy in 
spare moments promoting San An 
tonio’s football stadium. In_ past 
. years he had averaged two colleg« 
Standard Knurled Jaw Faces of heat-treated tool steel are fastened games and two big sectional con 
securely and will not come loose in use, but may be replaced if the ae pe eee. 
original jaw surface is worn. New vises may be ordered with 
Eric Johnson, president of the Cham 
SMOOTH JAW FACES of hardened steel to protect soft materials ber of Commerce, went on the 
and finished surfaces...or with COPPER stump across the country campaign 
ing for unity and understanding be 
INSERT JAW FACES if non-sparking tween business ind Government 
or non-magnetic material is required. 
SPECIAL JAW FACES, designed and Another OPA gas cut put the squeeze 
machined out to fit irregular shaped on distributor salesmen 
pieces, can be used for production work. . 
Ihe Truman Committee in the Sen 


Columbian Distributor Service Saves ate launched an investigation of 
the Government's big surplus tools 


sale in Detroit. Some two-million 
Vises, your local distributor stocks thousands of other dollars’ worth of supplics, mostly 
items essential to your daily operations. You make one cutting tools, had been sold quietly 
phone call ... get one invoice ... pay with one check at about 7% of cost, mostly to 
speculators. ‘The press charged a 


. +. streamline your purchasing and accounting. 4.1» major scandal. 





Ray C. Neal, president of R. C. Neal 
Co., Buftalo, presided at a ban- 
quet honoring employees for 100% 
participation in the War bonds pay 
roll deduction plan. Every member 
of the firm was buying bonds with 


Y/ Wel The Columbian Vise & Mfg. Co. 12% or more of his salary. 


eecvetsaas 4%, Portable power (“chain”) saws were 
coming into widespread use. Among 


SLEDGE TESTED the first distributors to recognize 
GUARANTEED UNBREAKABLE their potential in lumber and allied 


industries were Riechman-Crosby 
Co. in Memphis and Mine & Mill 


Sold only through industrial distributors! teme 
7 Supply Co., Seattle 
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TOP QUALITY 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting. 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bullt-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bulit-in Smoke and Heat Fire Detecting Systems 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas... 
smothers fire in seconds, leaves no after fire muss .. . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound .. . blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fail during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
to get all the facts. 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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» * - * >» LET THESE KEYS 10 Years Ago (Cont’d.) 


Dean D. Simpson succeeded A. J. 
Williams as president of Chandler- 

OPEN UP EXTRA PROFITS FOR YOU! P 
Boyd Co., Pittsburgh. Mr. Wil- 


liams was devoting all his time to 
Fost Sellers . . . Proven Re- ——er his post as Western Pennsylvania 
director of OPA. 


peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively .. . yet are For sealing 
easily opened... do not pipe joints 

freeze in the joints. Product carrying water, 
superiority .. . backed by 36 gas, low pressure cial articles from renegotiation; put- 
years of leadership in the ao ting renegotiation on an after-tax 
field make these Key prod- ee A basis; and setting up new, clear-cut 
ucts a dependable source of ~ ' formulas and policies. 

sales and profits for you! : 


| The Disney Committee of Congress 
called for sweeping changes in the 
renegotiation law. Among them 
elimination of all standard commer- 





Good Door Openers, Too! 

Steady national advertising, For sealing 

dealer helps and continuous lines carrying 

sompling program build uni- oils and high To 

versal demand .. . actvally Pressure Nh ? D-A-T-F-S 
————— 


make openings for sales to steam. 


many new customers for you. 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 














Nov. 1-2—Central States Industrial 
2621 McCASLAND AVE. Distributors Association Conven- 


tion, Edgewater Beach Hotel, Chi 


EAST ST. LOUIS, ILLINOIS cago. 

Nov. 9-12—Refrigeration & Air Con- 
ditioning Exposition, Public Audi- 
torium, Cleveland. 





PA R K E 4 " ! Ss & Ss | Nov. 9-12—National Electrical Manu- 
facturers Association, Haddon Hall, 


Atlantic City. 


America's First Vise Maker 
1954 


| Jan. 13-15—Midyear Meeting, South- 
ern Industrial Distributors Associa- 
tion, Edgewater Gulf Hotel, Biloxi, 
Miss. 

Jan. 14—Regional Meeting, Southern 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Edge- 
water Gulf Hotel, Biloxi, Miss. 

Jan. 25-28—Plant Maintenance & En- 
gineering Show and Conference, In- 

ternational Amphitheatre and Con- 
rad Hilton Hotel, Chicago. 
BRINGING HOME THE BACON Mar. 12—Regional Meeting, National 
, Industrial Distributors Association 
You can bring home the bacon and American Supply & Machinery 
in vise sales with Parker’s. Manufacturers Association, Nether- 
lands Plaza Hotel, Cincinnati. 


Backed by 121 years of time May 4-7—National Spring Technical 
proven service to industry. Meeting American Welding So- 
i : ciety, Hotel Statler, Buffalo, N. Y. 
Machinists © Top Swivel Jew May 5-8—Welding & Allied Industry 
Heavy Duty © Double Swivel Exposition, Memorial Auditorium, 

Combination Pipe @ Hinge Pipe Buffalo, N. Y. 
Sheet Metal Workers @ Filers The Sales Policy is May 17, 18, 19—Triple Industrial 
Woodworkers @ Utility © Small Anvil 100% through Distributors Supply Convention, Waldorf As- 
toria Hotel and Madison Square 


THE CHARLES PARKER CO. MERIDEN, CONN. Garden, New York City. 
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S You Yan Sell \ 


~. MILWAUKEE 


INDUSTRIAL: BRUSHES 
} FOR A WIDE WARIETY iOF 


APPLICATIONS 


. 


7 





r 





Here are a few of the uses .... 


—THERE ARE MANY MORE 


Manufacturer Airplane Engines 


1. Removing solder wipings from parts 
2. Deburring Gears 
3. General Maintenance 


Manufacturer of Ships 


1. Removing weld spatter 
2. Removing rust and corrosion from steel plates and sections 


before painting 
3. General Maintenance 


Refineries 
1. Removing rust and corrosion before painting storage tanks 
2. Cleaning pipe sections at joints before caulking 


Tire Manufacturer 


1. Buffing Tire Moulds 
2. General Maintenance 


Manufacturer of Cheese 
1. Buffing protective coating of age 


Manufacturer of Dry Cell Batteries 


1. Removing wax deposits outer casings of dry cells 


Manufacturer of Cooking Utensils 
1. Buffing operations at seams 


~ 





y, 





- 
"= — oe] 
See ec enna 


* MILWAUKEE 


production brushes for 
power use 


* MILWAUKEE 


production brushes for 
hand use 


* MILWAUKEE 
brushes for various 
maintenance needs P 


Here is the line that helps you build industrial 
brush sales—your one source of supply that affords 
you a complete service for Industrial Brushes. Right 
now your customers are faced with high operating 
costs and a competitive market. They welcome 
ways and means for cutting their overhead. Mil- 
waukee Industrial Brushes do a cost- and time-sav- 
ing job on production lines. The list of uses shown 
gives you an idea of the opportunity for sales that 
you have with Milwaukee Industrial Brushes. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


Rikesl — 


: 
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MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 


<<< emaana- @ 
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Bay “tate 


Taps and dies for 
precision performance... 
---On nearby shelves of 


industrial supply distributors. 


BAY STATE TAP & DIE CO. * MANSFIELD, MASS. 
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Have You Heard This? 





Teach Engineer To Sell 


“Engineering schools have been 
concerned for years with the fact that 
too many engineers seem inarticulate. 
They tend to have a lack of ability to 
write clearly and speak articulately, and 
these deficiencies have caused a great 
deal of concern among thoughtful en 
ginecring educators. . . . Here is an 
area in which industrial advertising and 
sales executives can do much to help 
If they make it clear that a little sales 
training on top of the engineering 
courses would make every school’s 
graduates more eagerly sought by in 
dustrial companies, and would tend to 
make the on-the-job training course 
shorter and easier, engineering schools 
are sure to do the best they can to 
integrate such courses into their exist 
ing curricula.’""—Industrial Marketing, 
Sept. 1953. 


Abusing Call Reports 


“The call report is a valuable tool, 
but one which has been badly abused 
by both management and salesmen. A 
salesman is naturally reluctant to fill 
out a report which to him is just an 
other management check on his activ 
ities. When management fails to sell 
him on the benefits of his call reports, 
makes the mistake of not reading 
them or requires unreasonably long 
and detailed reports, it defeats its pur 
pose and deprives itself of valuable in 
formation.” Walter E. Brunauger, 
director of sales personnel develop 
ment, Lilv-Tulip Cup Corp.. im an 
interview in Sales Management, Au 
gust 1, 1953 


Needed—Personality 
Training 


“Few salesmen lack product know! 
edge. Kew salesmen don't know how 
to make out a sales report. All sales 
men get more than an ample supph 
of customer information. Few ever 
lack for new sales ideas, new methods 
of presenting their ideas . But go 
into any sales meeting, and you will 
discover the time, thought, effort put 
into improving the individual sales 
man’s personality, his ability to b« 
liked by most of his customers most 
of the time, amount to a pittance, just 
a hand-me-out”’,—William J. Tobin, 
editor, Research Institute of America, 
Printers’ Ink, Sept. 4, 1953 








The owner of this attractive home is undoubt- 
edly a successful business or professional man. 
As such he is necessarily intelligent. 

He knows (1) that men unaccustomed to the 
routine of strenuous work should not risk the 
exertion of snow shoveling, (2) that temporary 
help is usually impossible to get when most 
needed, (3) that in cases of emergency the 
ability to get out of house or garage is quite as 
important as getting in, (4) that totaled over the 
years the cost of snow removal by hand labor 
reaches an unbelievably high amount. 


So, he is a good prospect for steel pipe snow 
melting! 

Yes, many home owners in the snowbelts have 
reasoned it through and have installed driveway 
and sidewalk snow melting systems not only asa 
wonderful convenience and safety measure but 


Sreel Pipe 
is Furst Chace 








also as an economically justifiable investment in 
added property value. 

Steel pipe helps to make it so. For steel pipe is 
economical, durable, weldable and formable for 
grids and coils, and has a proved background of 
performance in more than 60 years of conven- 
tional steam and hot water heating applications. 
In fact, for snow melting, radiant heating and 
other wet heat installations, steel is the most 
widely used pipe in the world! 

A free 32 page color booklet, “Steel Pipe Snow 
Melting and Ice Removal Systems,” has been 
prepared, answering the most commonly asked 
questions about snow melting. It includes tech- 
nical data on design, piping layouts, temperature 
requirements, boiler capacities and other in- 
formation for domestic, commercial and indus- 
trial uses. Ask for it. 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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prints. 


1342 W. Vernor Highway 





CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy 
For prompt quotes, send prints - 
you are now using, and specify material to be machined. 


or somple of blade 


WILLEY’S CARBIDE TOOL CO. 


Detroit | 


Michigan 








THREE “CHEATS” 
IN THE WIND 


Don't let Dirt, Dust, and Grit rob 
your machinery of its efficiency— 
cheat you out of profitable oper- 
ation. Blast ‘em out of every 
crack and crevice with a pow- 

erful CLEMENTS-CADILLAC 
blower - suction cleaning 

tool. Cleans all types of 
equipment quickly, 
thoroughly, econom- 

ically, 


Eligible under 
C.M.P. regula- 








LSTOCK BINS 


Made in 5 models 
with attachments for 


very cleaning job 
PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, AL 


ASH YOUR MILi SUPPLY DEALER OR WRITE US FOR DATA 
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ADVERTISING 
LIKE THIS 


— wv 
~2% 
eset 
— 


DESIGNED 19 
STIMULAT 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


” 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


Profitable 
SELLER 


WRITE US 
FOR DETAILS 


The Unsold Generation 


“Some of us cannot even remem- 
ber the last time a salesman tried to 


| sell us certain types of goods. There 


is absolutely nothing in the economic 
picture which cannot be overcome by 
aggressive selling’ —H. Ward Zimmer, 
president of Sylvania Electric Prod 
ucts, in cornerstone-laving spect h at 


Batavia, N. Y 


No Recession 


“Salesmanship can continue to in 
crease our standard of living there 
need be no pause, call it recession, ad- 
justment, or what you will. Then, 
‘The why are Americans worried? Prin- 
cipally because our people do not 
understand how salesmanship can 
meet this challenge. Too many years 
of easy selling have gone by. The na 
tion has lost sight of selling as an 
economic force capable of changing 
habits and of creating new desires— 


| Melvin H. Baker, chairman of the 


board, National Gypsum Co., in a 
speech before the National Industrial 
Conference Board 


The Salesman’s Burden 


“During the early forties, the public, 
of necessity, had to accept poor serv- 
ice, inferior materials, and only too 
often the unreasonable attitude of 
suppliers and merchants which usually 
appears in a seller's market. I am 
reminded of the customer who entered 
a hardware store during World War 
II for a set of hinges. He was told by 
the only man ia the store—the proprie 


| tor—that the hinges were in the top 


bin in the storeroom at the back of th 
store., He thought the customer could 


| also find the stepladder back there. 


After risking his neck and finding th« 
hinges, the buyer returned to the front 
of the store and asked that his pur 
chase be wrapped. He was promptly 
told where he could find the wrapping 
paper and twine, and when he asked 
that the purchase be charged, the 
owner curtly cxplained that he could 
not find a bookkeeper, much less afford 
one, and the sale had to be cash on the 
barrel. He further informed the buyer 
that if these terms were not satisfac 
tory, he could unwrap the hinges and 
put them back where he found them. 
By this time the customer was irate 
and said: ‘One of these days the war 
will be over and I'll come back and tell 
you what I think of you.’ ‘Oh no you 
won't,’ said the store owner. ‘You 
won't tell me because I will have a 
salesman _ then.’”’—William C. Stolk, 
president, American Can Co., before 
the Industrial Conference Board. 











Point-Blank Advertising 


Month after month nitting } basic line of just seven field tested packing 
is aimed at your prospe types covers 95 percent of all packing needs 
7" Packing Types. Big 

stions reaching the power tories, sim 


me. If you would like the backing of this 


YOU 


that standardizing on them lowers inven 
in leading publi é fies order ng reduces down 
oil, chemical ar ' 
—f ublicat hard-hitt ng cams aign, | lus action-getting 


to buy. These ad merchandising aid write for deta 














SZ 20 GI ap QP @ aa 


ALL R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


PACKING S 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA. 


Factories: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J.; Neenah, Wis.; Crawfordsville, Ind.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings «+ Teflon Products « Asbestos Textiles 
Rubber Covered Equipment ¢ Brake Linings + Brake Blocks «© Clutch Facings « Fan Belts 


¢ Industrial Rubber Products «+ Abrasive and Diamond Wheels 
© Radiator Hose «+ Sintered Metal Products « Bowling Bails 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 231 








MODEL J 


(Wet or Dry) 
10” x 18” Capacity 


¢ CAPACITY 
¢ STRENGTH 
¥ 3-Point Suspension 
/ Safety 
¥ Centralized CONTROL 


and You'll buy a 


JOHNSON BAND SAW 





MODEL B 
5” x 10” Capacity 
Light— Portable 





WRITE FOR DETAILS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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The Value of Silence 


“Some years ago, the owncr of a 
chain of grocery stores, who was defi 
nitely the silent type, told me this ex- 
perience. A company wanted to buy 
his business because his stores had 
excellent locations. ‘They sent a repre- 
sentative around to sce him who, in 
due time, got around to making an 
offer. ‘We are prepared to give you 
$600,009 for your stores,’ said the 
representative. Well, my friend was 
flabbergasted. He didn’t utter a word 
but only managed a weak smile. His 
silence was mistaken for indifference. 
‘OK, we will make it three quarters 
of a million,’ said the representative. 
My friend was frozen in his chair. 
Words failed him. It was impossible 
for him to reply. Finally he heard the 
representative say: “We will give you a 
million, and not a penny more.” With 
great effort, my friend managed to say, 
‘Sold’, and the deal was completed. 
The chain-store operator told me this 
experience convinced him of the value 
of the statement, ‘Silence is golden’ ” 

John M. Wilson, Open the Mind 
and Close the Sale. McGraw-Hill 
Book Co 


Curing “Exaggeritis” 


“Teach your salesman all they 
ought to know about the product 
and ‘all they ought to know’ is at least 
100 times as much as they should ever 
use in a sales talk. The reason some 
salesman exaggerate is that they are 
not sure of their facts. If they can’t 
remember whether the figure they 
want to use is one million or two, they 
say ‘about three’—and they feel that 
they are on the safe side . . . Rule: 
preach the gospe! of understatement” 

Percy H. Whiting, managing-director 
of Dale Carnegie Sales Courses, Print- 
ers’ Ink, Sept. 11, 1953. 


Mousetrap Hokum 


“What's wrong with industrial sales- 
manship? In the fewest possible 
words, ‘there’s too little of it’ . . . Too 
much emphasis is placed on the com 
pany, its plants, its products, per se; 
too little on the prospective purchaser, 
his operations and his needs .. Lest 
you forget, the old bromide goes like 
this: ‘If a man builds a better mouse- 
trap than his neighbor, the world will 
beat a path to his door even though 
it be in the heart of the wilderness.’ 

“There may have been some truth in 
this fiction in the davs when Elbert 
Hubbard first created it, but | doubt 
it. Certainly it should have no cre- 
dence to day when the‘ paths’ are being 





AL: 
ALLEN adopts 
net pricing 


LEN: 
saves distributors 
time and money 


aay 


HEAL 


We are now furnishing two net price lists—one_ pricing and computation,” reports a_ typical 
Allen Distributor. Apply this time saving to a 
broad “active” line like Allen Socket Screws, 
and you make really worthwhile year-in-year- 
out savings in time, while reducing the possi- 
“Makes a 24% saving in time required for bility of costly pricing errors. 


quoting consumer prices on full standard pack- 
ages and bulk quantities, the other net Dis- 
tributor Prices. 


SOLD ONLY THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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you can make a 


PROFIT 


selling hose clamps 





—because 
EVERY SHOP THAT USES- 
air liquids 


water sludge 
steam ail 


gas coal dust 


IS A PROSPECT! 











Stock - Sell - Profit with 
PUNCH-LOK HOSE CLAMPS 


GET OUR DEALER PROPOSITION 





321 North Justine Street, Chicago 7 Illinois 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1953 


built to the prospective customer's 
door in ever-increasing numbers, and 
are well trodden by a host of ‘repre- 
sentatives’ seeking the elusive order. 

“It is unlikely that any company or 
executive would acknowledge a belief 
in Hubbard’s hokum, but it is amaz- 
ing the extent to which this philoso- 
phy is practiced in the industrial 
field”—A E. Turner, “Wanted, 
More Creative Selling for Products 
Sold to Industry,” Sales Management, 
Aug. 15, 1953. 


What Your Catalog Should Do 


“Put in the briefest possible terms, 
an effective modern industrial catalog 
should define product advantages, re- 
late its information to the sequence 
followed by an average buyer when he 
studies a catalog for the purpose of se- 
lecting a product, and suggest a specific 
buying action.”—Richard A. Falk, of 
Sweet's Catalog Service, Industrial 
Marketing, Sept. 1953. 





Operations Idea— 
Can You Use It? 





Pallet Roller 


There’s a device which permits 
effortless movement of _palletized 
loads through your warehouse. Looks 
like a pallet, heavy steel frame with 
six easy rolling rollers crowned for 
floor protection. Load can be pushed 
in any direction. Rollers are equipped 
with bearings. (Frank L. Robinson 
Co., Latham Square Bldg., Oakland 
12, Calif.). 





NECESSITY SPURS 
INVENTION 


The dollar shortage in Denmark is 
the driving force behind the design of 
a new full-sized automobile that has 
a plastic body and floor, Product En- 
gineering, McGraw-Hill publication, 
says. The country has no automobile 
manufacturing industry; to set up a 
plant to fabricate steel bodies a Dan- 
ish firm would have to invest close to 
$300,000. A plant to make the plastic 
bodies will require an investment of 
only about $25,000. 














WHAT DOES FIRTH STERLING OFFER YOU? 


( ANSWER NUMBER 3) 


UNBIASED 
RECOMMENDATIONS 


Producing fools and tool materials for the cutting, shaping 
and forming of metals is major business at Firth Sterling. 
Hence, capacity to serve you best necessarily embraces 
“full line tooling” . . . high speed tool steels and tungsten 


carbides, or both as needed. 

So, you can count on unbiased tooling recommendations 
when you make Firth Sterling your one source of supply 
for complete shop tooling needs. We have no axes to grind! 


What are the advantages to you? 


1. An integrated tooling program that saves you money 
by matching tools to applications, without temptation 
to apply more expensive tools than may be necessary. 


. Improved production from wider selections. A choice 
of 97 different grades of high speed steels and tool and 
die steels and a dozen grades of carbides in everything 
from die nibs to an almost unlimited selection of standard 


and special carbide tools and tips. 


3. The purchasing economies inherent to buying from 
one source of supply instead of from several. 

4. The finest “packaged” tool line today for easy handling, 
stocking, identification in the tool crib, and inventory 


control. < 


. The consistently high quality assured by 64 years of 
leadership in development of special purpose steels and 
24 years of pioneering in carbide and powder metal- 
lurgy applications. 

Makes sense, doesn’t it? Call a Firth Sterling representa- 
tive, or phone the nearest one of our 87 distributors. 


Firth Sterling Stands for Metallurgical Achievement—Past, Present, Future 


ANOTHER FIRTH-FIRSTI 


A Packaged LINE OF 
UNGROUND 


TOOL 
BITS 


Now, Firth Sterling introduces 
unground tool bits in packages! With 
all the advantages, for distributors 
and users alike, inherent to goou 
packaging ... protection of content;, 
ease of handling, storing and re- 
shipping, quick identification on dis- 
tributor shelves or in the tool crib, 
better inventory control, simplified 
pricing. 

This Firth Sterling innovation 
replaces the old 5 lb. “bundles” of 
Van Chip, Red Chip and Blue Chip 





unground bits, with sturdy rein- 
forced boxes containing 2, 6 or 12 
pieces as bit sizes may require. And 
pricing by the piece inated of by the 
pound becomes a resultant simplifica- 
tion appreciated by both buyer and 
seller. 

Once again Firth Sterling demon- 
strates its determination to provide 
the most complete packaged tooLline 
in the industry for off-the-shelf de- 
livery. Remember, Firth Sterling is 
your one dependable source for com- 
plete tooling needs . . . both steel 
and carbide. 


Now... 
Van Chip, 
Red Chip, 
Blue Chip 
in packages. 








Eisth Sterling 


— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


OFFICES* AND WAREHOUSES BIRMINGHAM*® CHICAGO CLEVELAND DAYTON* DETROIT 
HARTFORD HOUSTON® LOS ANGELES NEW YORK* PHILADELPHIA® PITTSBURGH* WASHINGTON® 


PRODUCTS OF FIRTH STERLING METALLURGY 


High Speed Steets Sintered Tungsten Carbides 
Tool & Die Steels Firth Heavy Metal 
Stainless Specialties Chromium Carbides 
High Temperature Alloys High Temperature Cermets 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 








BURNERS THAT OFFER | 
MORE THAN HOT FIRE | 


(1500° in 5 minutes — 2300° in 30 minutes) 





No. 120 
Hi-Speed Steel 
Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


ASSEMBLING a motor-driven grind 
ing wheel at Gastonia Mill Supply Co., 
Gastonia, N. ¢ ie Brady Logan and 


John Grissop 


No. 130A 
Hi-Speed Steel 
Heat Treating Furnace 





a Cc IE | Cc » t C © ] he  @ | ha y Harnischfeger Promotes 


District Sales Head 


DEPENDABILITY J. I’. Catalane, recently in charge of 


the upper New York State territory 
for Harnischfeger Corp., has been 


+ «+ « « from a name 50 years old 
named sakes manager of the com 
in the Gas Appliance Industry pany’s Small Excavator Division 
7 . F : He succeeds I. C. Edwards, re 
When the job calls for heat treating tools, dies cently appointed general manager of 
and small metal parts, both you and your cus- the P & HI Diesel Division 
tomers profit from the big line of Johnson Gas Robert P. Jones has been named 


Burning Equipment. Write for the free com- assistant sales manager of the Small 
Excavator Division 


No. 1202 Blower plete Johnson Catalog which shows additional Mt 
A : ‘ r. Catalane jomed the company 
profit-making items. in 1945 as a salesman im the New 
York district office. In 1950, he took 
over the upper New York territory, 
with Svracuse as the new district ofhicc 


No. 101 
Bench Furnace 





) 
‘ ‘ 


No. 60ABC 
Concentric Annealing 
Ring Burner Furnace 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Cedar Rapids, lowe 


IF OU GAS LOOK TO 


No. 706 


SINCE 
1901 


/ o } 
TERRITORY covetage 1S studied by 
James L. Warren, sales manager, Ten 
nessee Machinery Co., Nashville, Tenn. 
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Bovaird Supply 
Names Executives 


Bovaird Supply Co., Tulsa, Okla., 
has appointed (¢ I. Hamm as man 
iger of machinery sales. J. A. Metzer 
succeeds Mr. Hamm as purchasing ex 
ccutive 

With Bovaird for 16 years, M 
Hamm was at one time with the Pur 
Oil Co. He will supervise machinern 
ind heavy equipment sales in Okl 
homa, Kansas, Illinois, New Menxic 
ind ‘Texas 

Mr. Metzer joined the company in 
1948 as assistant purchaser. I 
in the oil well supply busin 
with Continental Supply ¢ 

The compan\ has pp! moted Ear! 
M. Henson from the Tulsa sales office 
to the Dallas office where he wi 
pervise sales in the Dallas and 
Worth area He has been cit iles 
representative for the past vear, after 
training in the company’s office and 
stores division 

Russell L.. Fogle, sales office man 
ier, has been named Tulsa sales repre 
cntative IIe has been with the com 
pany for the past 15 vears, lately as an 


purr ha Cl 





Marvin V. Cox 


Foledo Pipe Tools 
Names Representative 
Marvin V. Cox has been named 


representative for the ‘Toledo Pip 
hreading Machine Co. for Southern 
California, Arizona and New Menxic 

He will make his headquarters in 
Huntington Park, Cal. 

Formerly employed by Pan-Ameri 
can Airways as an instrument repau 
mechanic, he has also sold constru 
tion tools. In World War II he wa 
1 mechanic im the Air Force. He r 
cently completed loledo Pip 


plant training program 


ail 


Che Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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PILLOW BLOCKS 


FOUR TYPES OF CONSTRUCTION 


"SS" Straight Sleeve Series 
For general purpose application 


“TS" Taper Sleeve Series 
For higher speeds and shock loods 


“DM" Direct Mounted Series 
For heavy duty rugged jobs 


“DC” Dog Collar Series 
For light duty general applications 


There is also a complete line of 
Medart-Timken Hangers in drop, 
post, bracket and floor mounting 
designs — Flange Units — and 
Unit Mounts for which 

Medart engineers will help 
design proper housings. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 
Transmission Equipment 
3535 DeKalb St., 

St. Lovis 18, Mo. 





| 


You'll never have to worry about 
user satisfaction when you 
recommend Medart-Timken Pillow 
Blocks. They've never been excelled 
for trouble-free years of service — 
the kind of service that means an 
absolute minimum of maintenance 
and freedom from the danger of 
scored shafts, hot boxes and 
excessive downtime. In addition 

to the famous proved precision 
design and rugged construction, 
these are the “plus” features of 
Medart-Timken Pillow Blocks: 


Factory Adjusted & Lubricated 


They're ready for service immediately 


Positive Shim Adjustment 


Prevents too-tight or too-loose bearing 
adjustment 


Self Aligning 

Built-in ball-&-socket principle 
safeguards against distortion, vibration 
or strain. They're completely 
interchangeable. 


Wak Coupon “Joday/ 


ATTACH TO COMPANY LETTERHEAD 


MEDART COMPANY, 3535 DeKalb St., St. Louis 18, Mo 
© Send Catalog of Pillow Blocks, Hanger Units, etc. 
Also send the following catalogs 

© V-Belts & Sheaves () Gears 

© Pulleys & Sprockets (© Speed Reducers 





ee 


Title... 
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Frank Brown 


Midland Industries 
Names Sales Executive 


Midland Industries, Inc., Cedar 
Rapids, Iowa, has appointed Frank 
Brown as assistant sales manager to 
works with Sales Manager Ellis Cram. 

Mr. Brown is former supervisor 
of the mechanical division of Mc- 
Leod’s Ltd. and president of Mead 
Stores Ltd. in Manitoba, Canada. 
During World War II he was an en 
gine mechanic with the R.C.A.F. 


Catalog Is Dedicated 
To Firm’s Officials 


The new catalog of the Neill-La 
Vielle Supply Co., Louisville, Ky., is 
the largest ever put out by the firm 
and is dedicated to Fred Pfeiffer, Sr., 
president, and Morris H. “Bud” 
Young, vice-president in charge of 
sales. 

Mr. Pfeiffer was born in 1892 and 
entered the employ of the company, 
then known as Forgerty & Neill, in 
1907, as a delivery boy. The following 
year the firm’s narae became the W. H. 


Neill Co., and in 1916 as the Neill- 


LARGEST catalog yet published by 
Neill-La Vielle Supply Co., Louisville, 
Ky., is scanned by Fred Pfeiffer, Jr., 


the firm’s vice-president 





“We're proud of our connection with 
OIC. They're very progressive!” 





say: 
Mr. Gordon Helms, President, 
Mr. E. B. Parker, Sec. & Treas., 
Mr. E. B. Langston, Vice Pres. 


of Parker, Helms & Langston, Inc. 
Industrial Supplies, 
Brunswick, Georgia 


Messrs. Helms, Parker and Langston 
set up an exhibit of OIC Valves for 
an open house. 


Forward thinking, always looking ahead to meet the needs and 
demands of the market... this marks OIC’s progressive nature 
as outstanding. 

Look at the OIC long line of valves... including Lubricated Plug 
Valves. Investigate OIC’s progressive engineering. Then, discover 
how OIC provides active co-operation in sales and service. 

You'll learn how valuable an OIC Distributur Franchise can 


be to you. 


THE OHIO INJECTOR COMPANY « WADSWORTH, OHIO 


€) | € THE LONG LINE OF VALVES 


FOUNDED 1883 


IRON'& BRONZE, 
Va LVE S FORGED & CAST STEEL, 


LUBRICATED PLUG VALVES 
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LaViclle Supply Co. Mr. Pfeiffer was 
associated continuously with the firm 
and became president in 1930. 

Mr. Young joined the organization 
is a Salesman in 1918. While assisting 
the president in management, Mr. 

tf | Young gave most of his attention to 
Here S$ Your | sales and he has served as vice-presi- 
dent since 1930. The dedication of 

the catalog to the two executives was 


is © 7) 
for their efforts on the company’s be 
Punch Line’ & °:: : 


to PILLOW BLOCK USERS Che new catalog is 864 pages with 
42 » 3 


2 pages of index, listing some 30,000 
items. It is a fifth larger than the 
previous catalog published by the firm 
in 1942. According to Fred Pfeiffer, 
Jr., vice president, the firm hopes to 


~ 
‘install LFELYSE > | ERRRRte eres 
1947 by pressure of business. 
W AWAY the GREASE GUN” N In 1942 the firm published 2,500 
and THRO 


copies but the latest edition went to 
| 4,000. Some 2,000 of these have been 
“4 \ re distributed by salesmen personally. 
Receipts were obtained for the com- 
pany file. Mr. Pfeiffer, Jr.. explained 
that repl wements of worn copies, 
copies for new customers and pros- 
pects should exhaust the reserve supply 
in about four years 
Ihe catalog was printed by R. R. 
Donnelley & Sons Co., and was eight 
months in +"——" ition under the di 


rection of Mr. Pfcifter, Jr. 


How many Pillow Block 
users do you know that 
wouldn't be tickled pink by: 
(1) Eliminating p.riodic lubrication, thereby 
slashing maintenance time and costs. 
(2) Cutting down costly bearing wear to practically 
nothing (as proved by tests) .. . precluding pos- 
sibility of over lubrication; under lubrication. 
(3) Not having to stock any bearing lubricants. 
(4) Doing away with ALL lubricating equipment. 
As you can see all these advantages make 
Life-Lube easy to sell. Enclosed in leak-proof Haven C, 
housing, ball bearings are permanently lubri- 
cated for life at the factory. Available in sizes Standard Pressed Steel 
from %” to 2'%". Write for Bulletin 194 and Names Ad Executive 
our Dealer Proposition. Standard Pressed Steel Co., Jenkin 
town, Pa., has appointed Haven C. 


Babb 


WOOD'S PRODUCTS: SHEAVES - V-BELTS - ANTI-FRICTION BEARINGS 

STOCK FLAT BELT PULLEYS + HANGERS + PILLOW BLOCKS + COUPLINGS Babb as assistant advertising manager. 

Se See ee, a a With the ‘company for the past 
three years, Mr. Babb was at one time 
assistant advertising manager of the 
Globe Hoist Co., Wyndmoor, Pa. He 
has also worked for Bendix Aviation 
Corp. and the Lovekin advertising 
agency in Philadelphia During 
World War Il he was in the Army 
\u Corps. 
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wax 
AN sterON i ; 


Ny These ads work for’ ¢ 
' , r y a) 3 
\ aa , ARO’s hard-hitting advertising 


\ . ' . campaign reaches your customers 
regularly with color pages in leading 
industrial publications. Cash in! This 


cD 


promotion gives a big lift to sales of 
Air Tools and Air Hoists for ARO 
Distributors. 
The Aro Equipment Corporation 
Bryan, Ohio 


Offices in All Principal Cities 


Aro Equipment of Caneda, Lid, Toronto, Ontarie 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 


7 tvervTninc IN STANDARD AND SPECIAL CUTTING TOOLS” 


an WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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Kenneth W. Lint 


Beaver Pipe Tools 
Names District Head 


Beaver Pipe ‘Tools, Inc., Warren, 
Ohio, has appointed Kenneth W. Lint 
is manager of the central district with 
headquarters in Chicago, succeeding 
Avery W. Phillis. 

Ihe territory imcludes Illinois, In 
diana, western Michigan, southern 
Wisconsin, Iowa, Nebraska, Missouri 
and Kansas. Mr. Lint has covered the 
area for the past seven years, repre 
senting a tool manufacturer . 

Llovd George Chere is now rep 
resenting Beaver Pipe Tools as a manu- 
facturer’s agent in ‘Territory No. 11, 
comprising northern Michigan, the 
northern half of Wisconsin, all of 
Minnesota, and North and South Da- 
kota. 

Mr. Cherne is an electrical engi 
necring graduate of the University of 
Minnesota. He formerly worked as 
draftsman and superintendent for 
Cherne Co., Ironwood, Mich. 


b 


Lloyd George Cherne 





Here’s Good Business, 


Because You Have 


Practically every industrial plant your men 
call upon is a prospect for one or more of these 
S-A quality products. That means you have 


a large market that you can turn into profitable 
business with very little extra effort. And the 


volume grows continuously, as demonstrated 
by actual sales record. When you sell any one 
of these S-A products, it will sell many more 


for you, as others see how it speeds up opera- 
tions and cuts costs. 


and Every Sale Means Bear in mind that you don't have to invest a 


penny in stock. Your men sell from our 


More New Sales literature and at your request we will drop 
ship for you. Write today for full information, 


prices, delivery schedules and discounts. 


SACO = S-A “TELLEVEL” 
SPEED REDUCERS 


adapt standard full speed y, ® 
motors to any speed re- . overlow—cerntrels mo- 
quired. Saves time, floor ’ terial levui in bins, 
space, installation costs tanks and storage silos 
and maintenance. Bulle- . Bulletin Ne. 1048, 

tin No. 643. 


regulates bin levels f 
ticall a Bw save manpower. One man 


con move ond spot up te 
six leaded cars. Every 
firm with @ switch trock 
can vse one. Bulletin 
Ne. 1339. 





S-A | i S-A 
BOX CAR | “SWIVELOADERS"” 


a 
~ 

LOADERS ‘ Nu ’ fil and trim dry bulk ma- 

a —_ . : terials—up te 2” size—into 
spose up tecems and cars, bins and storage 
trimming of leese, § spaces at low cost. Bulletin 
small lump materials Y Ne. 1046. Can alse be fit- 
inte bex cars. One man, q ted te conveyors te extend 
part time, can operate. storage range. Request Bul- S-A Hand and Motorized 


Bulletin No. 948. letin 650. WINCHES 
enable one man te lift—er move 


— heavy loads — up te 6,000 
pounds. Ask for Bulletin No. 340. 
MERCHANDISE DIVISION 
| STEPHEN Ss AMSON 
ine \ L 
BRIDGEWAY AVENUE, AURORA, ILLINOIS LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO: 
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Announcing Model “53” the Improved 


NEW 


SALES 
BUILDER! 


Nozzle removes with- 
out pressure loss 

. Nozzle adjusts from 
spray to stream 
Positive easy seal; 
Acme-threaded neck 
closure 

NEW ... Air hose attachment 
(optional at extra cost) 


The new Becker Model “53” Spray Gun 
features unusual versatility in spraying. 
Specially designed for industrial use, for 
spraying protective coatings, paints, sol- 
vents, cleaners, oils, degreasers, finishes, 
etc. Cleans easily. Rugged steel tank, 
machined brass and stainless inserts, cast 
aluminum head. New air hose attachment 
available for liquids atomizing at 120 psi. 
Write for further details on prices and 
discounts. 


SULLIVAN-BECKER COMPANY @ 


Sherman 


HEAVY 
WROUGHT 
BRASS 
HOSE 
CLAMPS 


NEW... 
NEW .. 


NEW... 


Dept. 








Never Rust 


Make Hose Last Longer 


ASK YOUR INDUSTRIAL 
DISTRIBUTOR OR WRITE 
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BECKER CO. PowERED 
INDUSTRIAL SPRAY GUN 


No Compressors, Hoses, 
Electrical Cords 


Take It Anywhere! 


cartridges 








INDUSTRY APPROVED! 


Because of its complete portability, 
industrial plants, machine shops, and 
others are daily discovering dozens of 
routine and special purpose applica 
tions 








523-L e@ 


KENOSHA, WISCONSIN 


{ Stiff Ears. Cannot 
pull together of 


top when tightened. 
Ears also form per- 
fect nut lock. 


2 


Heavy Shoulder to 
engage vise jaws, 
ye = clamp to 

ulled tremend- 
ously tight. 


3. 


Tongue runs in 
channel holding it 
close to hose ond 
moking a uniform 
grip. 


-— 4. 


Plioble in band por- 
tion, grips tight 
ond con be opened 
up, removed and 
used over again. 


BATTLE CREEK, MICH. 


INDUSTRIAL BRASS FITTINGS 


SALESMEN Bob Gifford, John Par 
ran and ‘Tom Smith, Dabney-Alcott 
Supply Co., Memphis, ‘Tenn 
vate bull-session after a sale 


have pri 
» mecting 








Colorado Fuel & Iron 
Opens New Tube Mill 

Colorado Fucl & 
cently opened its new $30 million 
scamless tube mill at Pucblo, Colo., 
a ten-acre structure expected to pro 
duce some 150,000 net tons of seam 
less pipe a year to the oil and gas in 
dustries. 

Construction was started in Febru 
ary of 1952. 

A. F. Franz, company president, said 
the new plant is a step in the firm's 
long-range plan for expansion and 
diversification. Colorado Fuel & Iron 
operates 13 plants in six other states 


lron Corp., 1 


To Manage Wire Mill 
V. L. Nicoli has been appointed 


superintendent of the wire mill at the 
Buffalo, N. Y., plant of the Colorado 
Fuel & Iron Corp.’s Wickwire Spen 
cer Steel Division. 

The plant is now having its facili 
tics modernized for producing hard 
drawn spring wire. By November 1, 
production of this type spring wire is 
expected to be raised by an estimated 
12,000 tons annually. 


Advertising Manager 
Named by Dayton Rubber 


Phe Dayton Rubber Co. has named 
John J. Walsh as advertising manager 
and Robert ‘T. Hollister as manager 
of public relations. ‘They will report 
to Ray Wetzel, director of advertising 
and public relations. 

Mr. Walsh has been advertising 
manager for Crosley Motors and Clo 
pay Corp. Mr. Hollister was with the 
Akron, Ohio, Beacon Journal. 








" ...at 20 Fathoms 


The ocean is in reality a number of YOUR “SILENT” SALESMAN 
layers or currents of water ‘‘sepa- ; nage . 
rated”’ by differences in temperature This advertisement, appearing in FORTUNE 
Tr é magazine, will reach over 200,000 business 
The temperature at various levels inf hei 
lete dt : _¢ eee : a executives who influence their company buy- 
is determined Dy lowering a smali measuring instrument, called a ing policies 
Bathythermograph, into the water Advertising such os this, dramatizing the 
The Bathycthermograph provides invaluable information for our U.S. GAUGE story of creative instrument- 


armed forces in plotting “pictures’’ of the directions and levels of ation is designed to make your introduction 
of USG easier. 


these ocean currents 

By pinpointing abrupt temperature interfaces the Bathythermograph 
shows when and where these changes deflect Sonar detector beams, 
thereby causing the beams to give erroneous positional information 
Sonar operators, compensating for this refraction of the beam can 
calculate the exact position of enemy submarines 

U.S. Gauge makes the thermal element in this intricate instrument, 
another example of USG Creative Instrumentation at work supplying 
answers to difficult and complex problems of temperature and pressure 
sensing 

If you have problems like this or products that require accurate 
measuring elements or instruments wed like to put Creative Instru- 
mentation to work on a solution for you. United States Gauge, 
Division of American Machine and Metals, Inc., Sellersville, Penna 


Cnt 
SUM IMM US 


NIT UGE 


Absolute Pressure Gauges © Aircraft Instruments © Air Volume Controts © Altitude Gauges © Boiler Gauges © Chemical Geuges © Mercury Gas and Vapor Dial 
Thermometers © Glass Tube and industrial Thermometers ¢ Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Geuges © Marine Ship and Air- Brake Gauges © Voltmeters © Ammeters © Welding Geuges 
OTHER DIVISIONS OF AMERICAN MACHINE ANDO METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 


PRODUCTS OF UNITED STATES GAUGE 
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STRUCTURAL 
WRENCH 


CONSTRUCTION 
WRENCH 


STRIKING FACE WRENCH 


BILLINGS 
NEW TOUGH BABIES! 


tough as the nuts they “crack” or set up! 


Drop forged from Billings own Vitalloy © (special analysis alloy) steel — heat 
treated to deliver maximum strength on the most rugged jobs — accurately 
sized openings machined to perfection — finished in heavy chrome plate with 
polished heads for a long, corrosion-free life. 

Top quality to meet the most rigid requirements of craftsmen in heavy con- 
struction and industry. Each one is UNCONDITIONALLY GUARANTEED. 


New Carbon Steel CRANK HANDLES 


For use as original equipment or 
replacement parts on all types 
of machinery. Available in eight 
different sizes with straight or 
offset handles. Details on request. 


These and other profit-building wrenches and shop tools make Billings 
the right line —the COMPLETE LINE —for Industrial Distributors. Full 
particulars on request! 


QUALITY TOOLS AND FORGINGS SINCE 1869 
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Joseph F. Whitaker 


Weller Electric Corp. 
Names Sales \ ‘anager 


Joseph I’. Whitaker has been named 
sales manager of Weller Electric 
Corp., Easton, Pa. 

Formerly assistant to the sales man 
ager of International Resistance Co.'s 
distributor division, Mr. Whitaker 
has been active in electronic com 
ponent sales for the past nine years, 
covering metropolitan New York, 
Philadelphia, Baltimore, Washington, 
D. C., and Virginia. 

In his new post, he will direct the 
sale of the Weller soldering guns 
through industria! distributors and 
the automotive, hardware, electrical 
and flooring trade. 


Tool Supply Assigns 
Two New Territories 


Tool Supply & Engineering Co., 
Dallas, ‘Texas, has assigned two new 
sales territories in the state. 

Paul Chapman has been moved to 
the East Texas area, with headquarters 
in Longview. He will serve the towns 
of ‘Tvler, Gladewater, Kilgore, Mar- 
shall, Daingerfield and Sulphur 
Springs. 

Don McClure has been assigned to 
the area immediately south of Dallas, 
including Waco, Temple, Belton and 
Rockdale. 

This brings to nine the company’s 
outside staff making regular calls in 
North Texas. 


To Sell for Cullman 


Cullman Wheel Co., Chicago, has 
appointed Elhott Manufacturing Co., 
Fresno, Cal., to stock and sell the 
Cullman roller chain transmission 
chain in the Fresno area. 





Morgan Named President 
of Globe—Cedar Rapids 


R. C. Morgan was named president 
of Globe Machinery & Supply Co., 
Cedar Rapids, Iowa, recently, succeed 
ing red Swanson Jr., who is now 
chairman of the board. Mr. Morgan 
was formerly vice-president and gen 
eral manager. 

Mr. Morgan is also vice-president 
and director of the affiliated company, 
Globe Machinery & Supply Co., Des 
Moines, with branches in Spence: 
and Davenport. Before joining Globe, 
he was connected with the Carnegi« 
Steel Corp. 

Curtis Barnum and Guy Stillson 
have been promoted to the positions 
of assistant to the manager at Globe 
Cedar Rapids. Mr. Barnum will have 
charge of the general office, all of its 
functions and its personnel. Mr. Still 
son will manage the warehouse display 
area, counter, and maintenance and 
repairs of all Globe-Cedar Rapids ter to the wrapping clerk, at 18 ft. per minute, check-stand 
properties. Everett Weekly is acting conveyors send super market shoppers quickly on their way 
manager of sales. ‘ 

Ed Asthalter has joined Globe Ma 
chinery & Supply Co., Davenport, as 
representative for the company in rect speed is a Winsmith Speed Reducer, special assembly 
Southeast Iowa and Central Illinois. Model 2B, with a reduction ratio of 48:1. “...the only re- 


Mr. Ashhalter, who served two and ducer which would fit in the limited space beneath the check- 


a half vears in the Navy, is a graduate " 
of lowa State Collese. Hic onal pa out counter and give proper operation,” states J. S. Dillon 


perience includes design, production and Sons Food Stores Co., Inc. 
and liaison engineering in the field of Compactness, coupled with ruggedness and dependability, 


aircraft, instruments and centrifugal have made Winsmith Speed Reducers essential components 
pumps. 


Carrying meats, vegetables and groceries past the cash regis- 
; i. & 


in Dillon’s 25 Kansas food stores. 
Depended on to turn each of the grocery-laden belts at cor- 


of numerous types and makes of essential equipment. Worm, 





helical and differential units are promptly available within the 
range of 1/100 to 85 hp in 1.1:1 to 50,000: 1 reduction ratios, 
Request catalog 148 for details. 


WINSMITH, INC. 
12 Eaton St. 
Springville (Erie County), N. Y. 


ey ee 
cane | __ Bdeere 
j* 4 —— a 


Donald Chandler 


Lufkin Rule Co. 
Names Salesman 


Donald Chandier has joined the 
sales force of ‘The Lufkin Rule Co., 
Saginaw, Mich., to work in the Chi 
cago area. 

A Northwestern University gradu 
ate, he has worked for several firms 
in Chicago. 
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The Johns-Manvi 
Packing of the Month 


~~. one of the lead 
ers ing * e 
profitable busi quality line th ; 
siness in re at will help 
placement you build a 
packings 


j-m CROS 
ROD pACKING 


STYLE No. 271 





One of the ™ ost widely used 
rubber and duck packings- 
Seals tightly because it 
allows two-way expansion. 


Where to sell it: Cross Diagonal Pack- The diagonal construction, plus the high 
ing, Style No _ 271 has many rod and quality compound, allows for the unusual 
plunget app i nity {tis ideal expansion in hot water and ammonia 
for hot-water 5© fice e it provides service. 
a tight seal 4 ainst this duid even on rods 
re are sli b ut of line. It may also How it is 

onal Rod Pac 
be used against ce low-pressure form, style! No. 
steam, ammonia, light ‘oils and mineral No. C-2715 and in fin 


seal oil. 
seat on R-271, i0 sizes of Va" and up- 


What its : T Backed by national advertising: 
three outstanding fe Sty . _M Packing advertisin g regularly reaches 


are resiliency: ability a 


sired quality of ex in either direc s 

tion. It 1s ade f first quality j-M Packing Distri 

duck, laid diagon -d with @ high buy. Your selling job is mi 

grade rubber compound and graphited. you push Johns- Manville packings! 


local 


Note to salesmancger®* For copie of this advertisement od distribution to 
our sales OE BAY | write John s-Man ville, Box- 60, New yrk 16, N. Y. Io 
Canada, wrt 199 Bay St., Toronto, Ontario- 
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Westinghouse Sets up 
New Atlantic Region 


The Westinghouse Electric Corp 
has reorganized its former Middle At- 
lantic District with headquarters in 
Philadelphia into the Atlantic Region 
of the company. The sales territory 
has 16 offices throughout the area. 

E.. W. Loomis, who has served for 
many years in Philadelphia as district 
vice-president, has been named _ vicc 
president of the Atlantic Region. 

Former branch offices of the com 
pany in Philadelphia and Baltimore 
have been named district offices. T. P 
Jones, formerly Philadelphia branch 
manager, will manage the new Phila 
delphia district. J. W. Magee, Balti 
more branch manager, has been named 
manager of the new Chesapeake dis 
trict, with headquarters in Baltimore 





Cited for Service GLOVES 
MITTENS 
HAND- 
GUARDS 
ARM- 
PROTECTORS 
LEGGINGS 
SPATS 
SHINGUARDS 
APRONS 
COATS 


Westinghouse Electric has awarded 
its Order of Merit for distinguished 
service to Robin S. Kersh, vice-presi 
dent and manager of the company’s 
Northeastern Region. 

Mr. Kersh joined Westinghouse in 
1929 and after several district sales as 
signments became manager of the 
company’s Houston, ‘Texas, office in 
1942. In 1947 he was made manager 
of Industrial sales at East Pittsburg 
He has Northeastern manager 
since this April 


been 





INDUSIRIAI 


Robert H. White 


Sales Representative 
Named by Snap-Tite 
Snap-Tite, Inc., Umon City Pa 
has appointed Gulf States Distributing 
Co., Houston, ‘Texas, as sale 
tative for its lines 
The company was founded a year 
io bv Robert H. White. The exclu 
sive Snap- Tite franchise covers the 
southern part of ‘Texas 


T¢ pre scn 
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Steel-Grip 


INDUSTRIAL 


Safety Apparel 


The Line to Sell 
is the Line that Leads 


=> Nationally advertised 
=> Nationally recognized 
=> Universally respected 


Industrial'’s know-how gained through 
nearly 50 years of leadership in coping 
with the problems of industrial hazards 
assures better design, better protection, 
longer service . . . more for the money. 
Steel-Grip Industrial Safety Apparel is 
nationally advertised, nationally recog- 
nized, the nationally accepted standard 
of quality. Industrial’s Steel-Grip quality 
not only builds sales volume, it protects 
your profit by staying sold. And your 
repeat business is assured. It is more 
profitable to sell Steel-Grip quality than 
to compete with it. Write for our catalog 
now, 

INDUSTRIAL GLOVES COMPANY 

A CORPORATION 
1643 Garfield Street + Danville, Illinois 
(In Canada: Safety Supply Ce., Toronto) 


TRADE-MARK 
TO BE SURE 


OF THE GENUINE 
DEMAND THIS TRADE MARK 


Safeguards furnished in Leather, Asbestos, Flame- 
proofed Duck, Woven-Gard, Wool, Dynel, Viny!, Plastic 
coated duck, as required. 





STEEL-GRIP 
OPEN END FINGER GUARDS 


The Finger Guard demonstrates how close 
Industrial is to the safety needs of industry. 
Since Industrial introduced Steel-Grip open 
end Finger Guards, they have been used suc- 
cessfully in every type of American industry. 
Made in open and closed end styles, in a 
choice of materials. Ask for literature de- 
scribing the various types. SIZES FOR 
MEN AND WOMEN. 
(U.S. Patents No. 2,351,906. No. 2,461,872.) 
Write for INDUSTRIAL’S CATALOG of Safety Apparel 
The Nation's Leader in industrial Safety. 
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FAMOUS 


HARD EDGE - FLEXIBLE BACK 


ARC LINE 
RAKER SET 


Preferred for cutting lorger solids or thick 
plote—assures fost cutting rate. Arc Line 
Raker Set retains the saw kerf. For contour 
cutting, Arc Line Raker Set permits cutting 
dies and intricate shapes to a layout line 
within close tolerances. On cut-off opera- 
tiens, Are Line Raker Set is used on large 
stock. 1 resists weer ond gives longer 
blade life 


ARC LINE 


WAVY SET 


Arc Line Wavy Set eliminates stripping 
when cutting thin sections, such as struc- 
tural shapes, tubing, pipes, sheet stock, 
etc. Used on all horizontal and vertical 
machines, such as Johnson, Kalamazoo, 
Wells, DeAll, Grob, Tennewitz, and others 
Arc Line Wevy Set is preferred by foun- 
dries for removing gates and risers where 
fins are encountered 


SKIP TOOTH 


Barnes Skip Tooth is used for cutting non- 
ferrous metels, plastics, poeper, wood, 
rubber, etc. The special tooth design pro- 
vides maximum chip clearance, cuts faster 
ond easier. Aluminum and magnesium 
foundries prefer Bornes Skip Tooth. Weod- 
workers use it because it resists dulling 
due to give and nails. No resharpening is 
necessory. Lests longer. The herdened 
teeth retain keen cutting edge. Designed 
for high speed cutting 


BARNES WELDED BAND SAWS 
are 


FOR QUALITY 


BARNES PACKAGING is 


DESIGNED for YOUR Convenience 
Packaged 3 ways! 


Roland J. Ahern 


Billings & Spencer Buys 
Pexto Stock Majority 


The Billings & Spencer Co., Hart- 
ford, Conn., has purchased a majority 
of the common stock of Peck, Stow 
& Wilcox Co. of Southington, Conn. 

Roland J. Ahern is president of 
Billings & Spencer and Mark J. Lacey 
is president of Pexto 

The Pexto board of directors re- 
signed, with the exception of Mr. 
Lacey and Samucl J. Wilcox, execu- 
tive vice president. ‘The new direc- 
tors of Pexto are the present directors 
of Billings & Spencer, in addition to 
Mr. Lacey and Mr. Wilcox Mr. 
Ahern became chairman of the Pexto 
board, and Mr. Lacey will be chair- 
man of the Billings board. 

Billings & Spencer was established 
in 1869 to manufacture hand tools. 
It makes wrenches and shop tools. 
sold primarily through industrial dis- 
tributors and hardware wholesalers, 
and commercial and specialized pre- 
cision drop forgings for diversified 
industries 

Peck, Stow & Wilcox was estab- 
lished in 1785. It manufactures me- 
chanics’ hand tools and machines 
and tools for the sheet metalworking 
industry under the trade names 
“Pexto” and “Worth.” 


Lunkenheimer Expands 


SUPERIOR! 


Barnes Welded Bands stove opeitor time and 

SS eeiieaman aneiians aid penn alle om e 250-300 #.—Economical random length coils. Provide Phe Lunkenheimer Co., Cincinnati, 

production. Barnes asures @ “perfect” weld on nee Senay eee eee Sees is expanding facilities for the produc- 

@ superior biede. lt oll adds up to 

quand Gin G2 tan oo Welded Bends—Perfectly welded to desired length | tion of steel and iron valves at its 
© Packaged 6-10-12 to carton as requested Carthage, Ohio, plant. 

Steel and iron castings will be sup- 
plied by outside sources in the future, 
officials announced, so the Lunken- 
heimer force can devote full time to 
valve production work. P.M. Arnall, 
company president. said valves will 
now be produced in sufficient quan- 
tity to meet the demand 


100 #. Coils —Easily handied. Safe, convenient to store, 
free from tangle. Sow is coiled to readily unwind as 
well as rewind. No projecting ends 


Valve Production 


—_ INDUSTRIAL DISTRIBUTOR 





MyOeDAaNesies 


ba euir Lhe eae AVE., DETROIT 14, 9) 
ANNAN kor 44, len STARLINED TRIO 
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Advisory Board Named 
for Maintenance Show 


Kleven executives, drawn from some 
300 companies, have been named 
to an Exhibitors Advisory Board for 
the Plant Maintenance & Engineering 
Show scheduled for January 25-28 in 
Chicago 

Ihe committee includes L. ¢ 
Morrow, of Factory Management & 
Maintenance, McGraw-Hill publica 
tion, chairman; D. F. Beard, Revnolds 
Metal Co; C. J Copley, Socons 
Vacuum Oil Co.; S. W. Corbin, 
General Electric Co.; Howard | 
Eastwood, Barreled Sunlight Paint 
Co.; Orville C. Hognander, G. H 
Tennant Co.; H. R. Mever, Westing 
house Electric Co.; W. L. Parcell, 
Ridge ‘lool Co.; Francis S$. Russell, 
RCS ‘Tool Sales Co.; Stuart C. Som 
mer, James G. Biddle Co.; and 
Thomas Z. Van Raalte, West Disin 
fecting Co 

he show will be held in the Inter 
national Amphitheatre, and the Plant 
Maintenance & Engineering Confer 
ence will run concurrently in_ th 
Conrad Tilton Hotel 


- 





Robert M. Harmon 


Sales Representative 
Named by Holo-Krome 


Ihe Holo-Krome Screw Corp. has 
named Robert M. Harmon as sales 
representative travelling through the 
eastern New England district. He will 
assist red Paulson, New England sales 
manager 

Mr. Harmon has been selling to in 
dustrial and wholesale hardware ac 
counts in New England for the past 
five years. He has completed a con 
centrated factory course in all branches 
of Holo-Krome production methods 

His headquarters will be in Framing 
ham, Mass. 


Give 
Tackle 
block 


sales 


a LIFT 
...with 


MAD 


The Madesco line of tackle blocks 
pays off in easier soles and re- 
peat business. Customers know 
they can depend on Madesco for 
top materials and workmanship. 
They also know they can depend 


. on Madesco Tackle Blocks for 
es long, efficient service 

Rs Put Madesco products and 
3 reputation to work for you. Stock 
* Madesco Tackle Blocks — and fea- 
& ture them prominently! 


Our catalog will make it easy to 
order. Send for your copy today. 


MADESCO 


TACKLE BLOCK COMPANY 


EASTON, 
PENNSYLVANIA 
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Darts STAND UP 
i for 


4 Reasons 





PERSONAL instruction is given by 
A. J. Mutch, manager of industrial 
sales, Pidgeon-Thomas Iron Co., Mem- 
phis, Tenn. to William H Brandon, 
new salesman with the company 





Division Executives 
Named by Ryerson 


Joseph T. Ryerson & Son, Inc., Chi- 
cago, has appointed H. J. Holquist and 
KE. J. Richardson as assistant managers 
of the company’s cold finished bar 
division, 

Both men have been connected with 
the division’s sales staff, Mr. Holquist 
in Chicago and Mr. Richardson in 
New York. They will continue their 
headquarters where they are, reporting 
to A. P. Beckloff, division manager. 

Mr. Beckloff has assumed the added 
duty of directing cold finished bar sales 
at all Ryerson plants. His division will 
in the future be known as the Tubular 
Products & Cold Finished Bar Divi 

“This True Ball Joint Makes the Difference sion. 

Mr. Holquist will supervise cold fin- 

ished bar sales in the Midwest, and 


Darts deliver longer on the job because of their Mr. Richardson in the East 


true ball joint, two bronze seats, practically in- 
destructible bodies and nuts and their extra heavy shoulders. Users 
save money in installation time, in labor, in replacement costs and in 
leakage damage when they insist on Darts! 





QUICK FACTS 
THE TRUE GALL JOINT results from spherical grinding. Wide, true-bearing 
seat surfaces assure quick, easy tightening without jamming 
THE TWO BRONZE SEATS have unusual resistance to pitting and corrosion. 
You get longer life and leakproof protection 
THE BODY AND NUT of finest grade, air-refined malleable iron are prac- 
tically indestructible. Stress and stretching are never a problem 


4. THE EXTRA-HEAVY SHOULDERS are built 
especially to take wrench abuse 


Because Darts stand up, you're selling your 
customers the best. It pays to sell quality. 


DART UNION COMPANY SECRETARY to the president is the 
title of Isabella M. ‘Taylor, Dietz Indus 


ne eee appgge tonearm trial Supply C \urora, here passin 

5 . a . . le ot »p A., urota, cgTe aSS g 

The Fairbanks Co. Distributors out candy on the occasion of the firm's 
Boston+ New York:+Pittsburgh+ Rome, Ga. UNIONS tenth anniversary 
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Robert M. Whitney 


Yale & Towne Names 
National Ad Manager 


Fhe Yale & ‘Towne Mfg. Co. ha 
named Robert M. Whitney to the 
newly created post of manager of na 
tional advertising and sales promotion 

Mr. Whitney is a former sales man 
ager of Yale & Towne’s Automatic 
lransmission Co. Division in Chicago 
With the division since 1936, he di 
rected its advertising from 1945 until 
1952. 

In his new post, he will supervise 
Yale & Towne’s corporate advertising 
program and will coordinate all di 
visional advertising and sales promo 
tion, reporting to Philip B. Niles, vic« 
president. His headquarters will b 
in New York City 

Succeeding Mr. Whitney as sales 
manager of the heavy line of Auto 
matic electrical industrial trucks at the 
Chicago division will be George A 
Hinckley, now sales manager of Auto 
matic’s New York branch 


Standard Pressed Steel 
Marks 50th Anniversary 


Standard Pressed Steel Co. is cck 
brating both its 50th vear and the 
completion of a ten million dollai 
expansion program at its Jenkintown 
Pa., plant 

It recently published an anniversary 
booklet, “50 Years—A Start for the 
Future” describing the company’s 
personnel, plant and recent progress 
Stressing as its theme the “present 
and future’, the book shows the 
new plant inside and out and variou 
applications of SPS products. It 
authors explain that “nostalgic dis 
sertation on the founding days and 
pictures of officers in sideburns and 
1 worried look” were dispensed with 
because, “There is no time more im 
portant than the future; we're all 
going to spend the rest of our lives 
there.” 


AND YOU NEVER 
APPRECIATE 


HOME 
SERVICE 


FOR DISTRIBUTORS 


until you're really 
in a tough spot 


It’s easy enough to be happy, when 
your business in mechanical rubber 
goods goes along “like a song”. But 
the time you appreciate Home Rubber 
Service is when everything goes “dead 
wrong’. Then you can really smile— 
because Home Rubber has what it 
takes to take care of both ordinary 
and EXTRAordinary service situations 
. . . we have the goods, the where- 
withal, the facilities and the old know- 
how. In addition to which Home gives 
you mechanical rubber goods that are 
TOPS in quality, and have been so for 
73 years. Put that in your pipe and 


asmoke it! 


Te HOME 


RUBBER COMPANY 


Factories and Main Offices 


TRENTON 5, N. J. 


ranches: New York * Chicago « London 
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SINCE 
1880 





SERVING 
DISTRIBUTORS 
SINCE 
RUTHERFORD B HAYES 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 
Chemical — Creamery 
Suction — Water — Air 
Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 
BLACK SHEET PACKING . 








PHONES: 


New York - WOrth 2-4460 
Chicago - CEntral 6-060! 
Trenton - 5-6171 
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8 Five of the 700 partakers of the Warren, Ohio, distributors’ yearly feast are shown 
no er 1g S ep here: Doc Goodrich, of The Lamson & Sessions Co.; Vernon Larson, Sheldon 


Machine Co.; Ed Brooks, Stanley Electric Tools; Bill Olson, Lamson & Sessions; 
Soo 


and Jack Wallace, Victor Saw Works 


Make no mistake about it: the 

developments presented in the 

advertisement reproduced above 

will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges telling them 


1. Marsh has perfected a new process 

the “‘Conoweld” process — for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit 


2. Marsh has developed a new copper- 
clad case — the ““Marshalloy”™ case — four 
times as strong and one-third lighter than 
a cast iron case, yet a8 non-corrosive a8 a 
plastic case 


Yes, the leader in the pressure gauge field 


has taken a still longer lead. The most _ ; ; , 
acceptable line has become still move Both factory representatives and customers were feted. In this group are: Earl 


acceptable. It will yay you to push the Williams, of Trumbull; George Schwager, Holo-Krome Screw Corp.; Rollie Waid, 
line that provides so much extra sales of Trumbull; Red Colburn, Behr-Maaning Corp.; Bill Olsen, Lamson & Sessions; 
leverage the Marsh line of pressure Matt Derge, Trumbull preside nt; and Doc Goodrich. Lamson & Sessions 
gauges, dial thermometers, refrigeration 
controls and heating specialties 
Ask for latest catalog and price data 

MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 

Dept. C, Skokie, i. 


te , 
with the “a 

~ pe CALIBRATOR 
ond 


4 has beer 
ee finishing 


Ice cream wagon is the backdrop for Mert Hatless guest is Harry Hazen, of Lufkin 
Malham, Art Ward, and Norman Bramer, Rule Co. With headgear are Bob Kersh- 
all of Trumbull. The company’s first ner, of Trumbull; and Jesse Kennedy, 
clambake was in 1934 Wheatland Tube Co 


GAUGES + VALVES + TRAPS 
OiAL THERMOMETERS 
HEATING SPECIALTIES 
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VALVE COMPARISON CHART 


COOPER: COMPETITORS 


BASED ON 2” GATE Cc 


: Ball and socket rotating type disc for g — g — 
‘ positive seating with minimum galling 
4 Discs and seats designed for simple 
reconditioning in the field 


Centerless ground stock to cut pack- 
ing wear 


4%," minimum stem diameter to as- 
sure rigidity 
Deep stuffing box with six turns of 
V4," square packing 


Packing gland designed to deliver 
Square, uniform compression 
Two piece gland construction to pre- 
vent gouging of the stem 
Swinging eyeboits to simplify repack- 
ing and provide added safety 
Simplified yoke nut construction to 
permit replacement without inter- 
rupting service 
——< 


Grease fitting to elwminate friction on 
yoke nut during opening and closing 


100%, x-ray of vital cast components 
A stainless steel valve designed and 
produced by stainless stee! specialists . 


| = 














Se a et, 


©. 








> 


&"3 
< h 








vo a 















































Stocked in major industrial areas by 
nationwide distributor organization 


Rugged construction for tough corro- 28 Ibs 
Sive service —compare these weights! 3 . 


7’ minimum diameter wheel 
for simplified hand closing | ) 


























THE superior design of Cooper Alloy stainless steel valves means 
greater reliability and reduced maintenance costs. Make the com- 
parison yourself and you'll soon agree that, no other stainless steel 
valve gives you so many quality features .. . at no additional cost. 


Our thirty years of experience in the casting of high alloys is your 
guarantee of the best in stainless steel valves, fittings and accessories. 
To get the full details, write today for your free copy of our 2” valve 
comparison chart. 


THE 


COOPER ALLOY 


FOUNDRY CO. HILLSIDE, NEW JERSEY 


Please send 
along my free 
copy of your 
detailed chart 
comparing 
competitive 2" 
stainless steel 
gate valves. 
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| but Lower Prices are 
Only ONE of the Reasons 


@ Lower prices, YES, BUT combined with a grow- 
ing line of medium duty all-steel welded trucks. 
@ Lower prices, YES, BUT reaching the growing 
market for light but rugged tubular steel hand 
trucks, and all-steel-deck platform trucks. 
@ Lower prices, YES, and 14 models now avail- 
No. 6635-C able, including Appliance Carriers and Welding 
Trucks, Each provides the maximum in dollar for 
dollar valve, in customer satisfaction, in distribu- 
tor sales potential. 


Ne. 3305-0 MORE DISTRIBUTORS WANTED: 

Sales records show that greatest increases have come from distribu- 
tors qualified to serve the expanding market for the growing line 
of Milwaukee Trucks. Naturally we want to add more such dis- 
tributors. Write today for NEW catalog M-123 and price schedules 
covering the most popular hand trucks for factories, offices, stock- 
rooms, warehouses, shipping rooms. 
Ask our factory representatives to give you more information, tell 
you about the fastest growing hand truck line in America. Clip 

No. 2203-A the coupon to your letterhead and the facts will be on your desk 
within the week. Compare values for yourself. 








Gentlemen: Please send us Catalog M-123 and Price 
Schedules. 


Truck and Caster Corp...» 


6512 W. River Parkway, Milwaukee 13, Wisconsin City State 


|W ork Enspection Mirrors 


speed production « prevent accidents 


@ Exclusive All-Angle Ball Joints 
@ Precision Engineered 
Replaceable Copper-Backed Clear View Mirrors 
Folds and Fits into Pocket 
Many Sizes Cover Practically Ail Applications 








IMMEDIATE 
DELIVERY! 


WRITE FOR YOUR COPY OF COMPLETE ILLUSTRATED CATALOG 1 


ULLMAN PRODUCTS CORPORATION 


15 RIVER ST., NORWALK, CONN. 
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Edward Valves 
Names Sales Engineer 


Edward Valves, Inc., East Chicago, 
Ind., has appointed H. W. Bierman as 
sales engineer for the territory compris 
ing Oklahoma and parts of Missouri, 
Kansas, Arkansas and Texas 

He will move his headquarters from 
the Kkdward home office to the Rock 
well Mfg. Co. offices in Tulsa 


District Managers 
Named by Myers 


The F. FE. Myers & Bro. Co., Ash- 
land, Ohio, has promoted three of its 
salesmen to district managers 

‘They are: J. M. Kelley, who will 
handle Colorado, Eastern Idaho, 
Montana, Utah, Wyoming, Nebraska 
and lowa; J. fk. Hudson, named dis 
trict manager in Ohio; and M. I 
Derfler, manager for Arizona, Cali 
fornia, western Idaho, Nevada, New 
Mexico, Oregon, Washington and FE] 
Paso, ‘Texas 

Mr. Kelley, a former power sprayer 
specialist, takes over territory formerly 
managed by E.. L. Board, transferred to 
the South. Mr. Board will be manager 
for Alabama, Florida, Georgia, south 
ern Missisippi and part of South Caro 
lina. 

Mr. Hudson, a former dealer sales 
man in Ohio, will share territory in 
Ohio with the present district man 
ager, C. M. Parquette. 

Formerly a special canvasser in the 
West, Mr. Derfler fills the vacancy 
left by the death this summer of C. R. 
Jordan. 

I'wo other territorial changes for 
district managers were announced. C. 
B. Austin adds western Pennsylvania 
to his territory in addition to upstate 
New York. In addition to West Vir- 
ginia, district manager J. E. Tice will 
also cover North and South Carolina, 





Virginia, Maryland and the District of 
Columbia. 


Five Salesmen Named 


Five new Myers salesmen were re- 
cently graduated from a three-month’s 
sales training class at the company’s 
main plant in Ashland and are now 
assigned to territories. 

They are: W. R. Bauman, east 
erm Ohio; N. S. Glasgow, water con- 
ditioning specialist; J. W. Holmes, 
Wisconsin and upper peninsula of 
Michigan; T. R. Martin, Maine, New 
Hampshire, Vermont, Massachusetts 
and Connecticut; and R. L. Sebrell, 
power sprayer specialist in Virginia, 
West Virginia, Marvland, the District 
of Columbia and Delaware. 


Territories Assigned 


Che company also announced sey 
eral territorial changes. 

R. W. Culbertson has rejoined 
Mvers from private business as a dealer 
salesman in eastern Pennsylvania 

W. T. Jones has been transferred 
from the office to the field as an indus 
trial pump specialist. 

C. R. Snyder, former dealer sales 
man, is now a power sprayer specialist 
in the New York City area, New 
Jersev, Connecticut and Rhode Island. 

W. J. Wagner has transferred from 
West Virginia and Marvland to 
southern Ihiaois and southeast Mis 
sour. 

J. C. Williams, former dealer sales 
man, is now hand sprayer specialist in 
Maryland, Delaware, the District of 
Columbia, North and South Carolina, 
Mlorida and Virginia. 

S. C. Miller, former dealer sales 
man, has been named a Mvers sales 
representative in Canada. 


Zone Meetings Held 


‘The Myers sales department is hold 
ing zone meetings in Ashland, Chi 
cago, Atlanta and Philadelphia to 
brief the sales force on organization 
changes and the company’s 1954 sell 
ing and advertising program. The two 
day sessions are bemg conducted by 
F. M. Myers, sales operations manager, 
and J. F. Simmons, domestic sales 
manager, under the theme, “Sell Mor 
in Fiftv-Four.” 


Foote Bros. Opens 
California Branch 


Foote Bros. Gear & Machine Corp 
has opened a new West Coast sales 
and service branch in Southgate, a 
Los Angeles suburb. 

Robert E. Utermohlen will manage 
the operation 


AMERICAN BOSCH 


. « « great name in automotive electrical equipment . . . 


KEEPS PRODUCTION OP 
COSTS DOWN 


with Millers Falls Power Drivers 


“TRIPLETS”. Typicol 
of the highly efficient 
Millers Falls installa- 
tions at American 
Bosch are the ingeni- 
ous three-driver appli- 
cations shown above 
and in the main illvs- 
tration. Both speed 
production of WWC 
wipers. 


When it comes to really rough competition, few busi- 
nesses are tougher than manufacturing original equip- 
ment for the automotive industry. 

For many years, American Bosch has been a highly 
successful supplier of voltage regulators, electric 
windshield wipers and other automotive products. 
For years, too, Millers Falls No. 52 Electric Drivers 
with the patented “Adjustomatic”® Clutch have been 
standard equipment at American Bosch. 

In multiple and single-unit applications, scores of 
these rugged, vibrationless drivers help keep costs 
at a minimum, hold torque specifications to rigid 
standards, and maintain peak production. 

In the industrial supply business, too, these power- 
ful, high-speed drivers with the super-sensitive “Ad- 
justomatic”’® Clutch can give you a big edge on com- 
petition. Write for full 
details on these and all the 
other high-performance 
electric tools Millers Falls 
makes for industry. 


Miers FALLS COMPANY WA ‘, ; 
Greenfield, Mass. She Mark of Suporiortiy 
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UNITED NATIONS 
served by 
DEMING PUMPS 


Here’s another example of the versatility of Deming Vertical Tur- 
bine Pumps. Designed originally for deep well pumping, the ef- 
ficiency and adaptability of these pumps has extended their 


application to a diversity of liquid handling services. 


The two Deming Turbine Pumps 
illustrated are part of the air con- 
ditioning system at the United 
Nations Building in New York 
City. Salt river water from the 
East River flows through conduits 
to the third basement level and is 
pumped through rotating drum 
type screens to free it of foreign 
matter before use in the air con- 
ditioning systems. The Deming 
Pumps wash the rotating screens 


to prevent them from clogging. 


The installation was made by Kerby Saunders, Inc. Each unit 


pumps 200 gallons per minute against a 35 foot head. Pumps 


are powered by 5 H.P. motors. 
Deming Vertical Turbine Pumps are available in a full range of 


capacities up to 3500 G.P.M. 


write for bulletin 4700 


This illustrated bulletin gives essential facts about 


Deming Vertical Turbine Pumps 


THE DEMING COMPANY 


511 BROADWAY . SALEM, OHIO 


DEMING PUMPS 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1953 


Clara T. Meehan 


Lunkenheimer Co. “Voice” 
Retires After 44 Years 


Clara ‘T. Meehan, senior telephone 
operator and the “voice” of The 
Lunkenheimer Co., Cincinnati, for 
the past 44 years, has retired from 
her post at the company’s main 
switchboard. 

Miss Mehan’s pleasant greeting was 
familiar to thousands of the com- 
pany’s customers. Now 73, she joined 
Lunkenheimer in 1909 succeeding 
her sister, Celia, on the firm’s switch- 
board. She had also been a telephone 
operator on the Cincinnati exchange 
and at the Hotel Gibson, Cincinnati— 
spending altogether more than a half- 
century at a switchboard. 

Her retirement was marked by office 
ceremonies in which Miss Mehan was 
presented with a scroll by Katheryn 
Lensing, herself a Lunkenheimer op- 
erator for the past 35  vears. 

Messages were received from 
friends, customers and _ suppliers 
throughout the world. 


New Los Angeles Branch 
Opened by Quaker Rubber 


Quaker Rubber Corp. Division of 
H. K. Porter Co. has opened a new 
stock-carrying factory warehouse and 
branch office at 4384 East Bandini 
Blvd., Los Angeles, to serve the South- 
ern Pacific Coast area. 

Supervised by James Joyner, it will 
provide service on the division’s com- 
plete line. Company officers said the 
new branch carries out the firm’s pol- 
icy of expanding distribution facilities 
in all important industrial areas. 


Name Credit Manager 


B. F. Goodrich, Akron, Ohio, has 
appointed Francis H. Atkins as gen- 
eral credit manager for the company’s 
industrial products division. 





Black & Decker Plans 
Vancouver Branch 


Black & Decker Mfg. Co., ‘Towson, 
Md., has announced plans for a new 
factory sales and service branch in 
Vancouver, B.C 

Headquarters have already been set 
up in the citv, but service work on the 
company’s products will continue to 
be handled by the Winnipeg branch 
office until suitable quarters for a re 
pair awd vice bunlding in Vancouver 
are obtained in the coming vear 

Charlton K. Gynn, sales representa 
tive in the company’s ‘Toronto branch 
for the past five vears, has been ap 
pointed manager at Vancouver Be 
tore joing the company, Nir. Gynn 
worked for Remington Rand. He 
served five vears in the R.C.A.F. dur 
ing World Il 

J. I’. Spaulding, general sales man 
ager for the company, said the new 
branch will serve the British Colum 
bia—Alberta territory and free other 


branches to concentrate on growing 


business 

The new branch is the company’s 
fourth in Canada, and its 36th in the 
United States and the Dominion 





Ben F. Leaman, Jr. 


Owens-Corning Sets up 
Sound Control Division 


Owens-Corming Fiberglas Corp., 
loledo, has organized a new Sound 
Control Products Sales Division un 
der Ben F. Leaman, Jr., as sales man- 
ager. 

Company officers said production 
facilities or sound control products 
ire being increased and will be double 
the present capacity by January, 1954. 
(he new division will sell, among 
other products, acoustical tile and 
ceiling board and baffles for industrial 
is well as home use, 

Mr. Leaman joined the company 
as acoustical specialist in 1950 and 
became managér of acoustical sales in 
1951. 


Advantages 
of the Donnelley-brult Catalog 


GOOD PRINTING 

GOOD BINDING 
CROSS-INDEXING 

COVER DESIGNS 

STEP CUTTING 

SECTIONAL INDEXING 
ILLUSTRATIVE END SHEETS 


S Good Compiling 


Skilled compiling is the heart of a good catalog. Donnelley com 
pilers have become experts through fifty years of building fine 
catalogs. Their services alone go a long way toward assuring 


you of the results you havea right to expect. 
- e- 


A Well Compiled Catalog Can Increase Your Profits 


Phe heavy expenditures of manufacturers and mercantile companies 
for advertising in recent years suggests one thing: the growing convic- 
tion that, in this Machine Age, it pays to use the machine (in this case 
the printing press) to perform as big a part of the work of distribution 
as, by its nature, it can accomplish. 

From conversations with hundreds of distributors in recent years, we 
know that few are satisfied that printing is carrying as much of the dis- 
tribution load as it should, and as it eventually will. This is our behef as 
well. We are, accordingly, exerting ourselves in every possible way to- 
ward the improvement of copy, pictures, good merchandising, conveni- 
ence of presentation, and every element that furthers the productiveness 
of the catalog, never forgetting, of course, our primary responsibility for 
Quality compiling, printing, and binding. It seems to us we are sulla 
long way from the profit limits for the best catalogs, and we are here to 


help all who are keen to press on to better things. 


The Lakeside Press + Catalog Compiling Department 
R. R. Donnelley & Sons Company 


350 East Twenty-second Street 


Chicago 16, Ilinois 





—e PRINTERS + BINDERS * ENGRAVERS * LITHOGRAPH ERS 
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EVERLASTING 
Boiler Blow-Off 


VALVES 


Win Repeat Orders 


When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 

. and long life that - been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex 
Units in any desired combination of 

ee age valve, angle valve and 
“Y” valve, and all units fully meet 
ASME code requirements. 
Write for catalog and price information. sv 978 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


TRADE BARK EVERLASTING SEG U6 PAT OFF 











range — Cyclo-twist — Cyclo-Core — Thunder-twist 
— Thunder-Core — is the world's only complete line. 


YY “WOWTE drilled a 
l-inch hole through 6 
Y inches of hard concrete in 
1 minute with a Cycio- 
@ Core drill bit!" TS 
{e FOR DRILLING HOLES %&” TO 6” DIAMETER IN 
TILE - BRICK - CONCRETE - GRANITE 
or ANY other Masenry Material 
Time is Profit when you use these easier, faster drilling 
bits for any masonry job — any size hole, any depth, 
any material from soft brick to hard concrete and 
granite. The New England Carbide Masonry Bit size- 


information on how to select the right bit for every 
power tool and every masonry material. 


Cyl” Mail the Coupon for Free Copy of 
“@ “MASONRY DRILL BIT GUIDE" — fun 


“angi? 
NEW ENGLAND CARBIDE TOOL CO., INC., Cambridge 39, Mass. 





—— —_— -_-—-_- -_——— 
New England Carbide Tool Co., Inc., 60A Brookline St., Cambridge 39, Mass. 
Gentlemen: Please send by return mail the free “Masonry Drill Bit Guide™. 


Nome 
Address 


My Lecal Deoler's Name is: 
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G. N. Dow 


Leschen Wire Rope 
Names Chicago Manager 


Leschen Wire Rope Division of 
Hf. K. Porter Co., St. Louis, has ap 
pointed G. N. Dow as Chicago dis 
trict sales manager 

Mr. Dow is former district repre 
sentative for Leschen in Detroit 

The Chicago district includes 
Northern Illinois, Lowa, Wisconsin, 
Northern Indiana, Michigan and 
Minnesota. 


LeValley McLeod 
Opens Syracuse Branch 
LeValley McLeod, Inc., Elmira, 


N. Y., has opened a new branch war 
house and office in Syracus¢ 

the new branch held an open 
house October 8-9, with 35 manufac 
turers exhibiting. More than 1,000 
purchasing officials and guests from 
upstate and = central New York 
attended 

Presiding at the opening ceremonies 
was Norman J. Learned, LeValley 
McLeod president. Other company 


Robert P. Edwards 





officials attending were John M 

McLeod and Emil Melnick, vice presi 

dents; Kyle Apgar, treasurer; Douglas WHAT DO YOUR CUSTOMERS WANT 
M. Willams, vice president and Sche 

nectady branch manager; and G. D 

Nolan, J. F. Ryan, J. F. Howley and MOST IN HACK SAW BLADES? 
EK. L. Burns, all of the Schenectady , 
branch Frank F. Merivale, Bing 

hamton branch manager, and Orin 


Crandall, Olean branch manager, were 
also present 


Manager of the new branch is 
Robert P. Edwards, former president aa 
of Burhans & Black, Inc., Syracuse SAI & I 


The Syracuse operation is LeValley 
McLeod’s fifth branch and_ office H oO N G L A S-T i N (> 
Others, besides the Elmira headquar = = - = == = 


ters, are at Schenectady, Binghamton 


and Olean, N. Y. 

The new branch is located on 
Court St. Road, in the Syracuse in 
dustrial area. It contains 11,000 sq 


ft. of floor space and 48,000 sq. ft. of 
vard storage space, with railroad siding 
and three truck loading doors. 


Teletype Installed 


The branch is equipped with tel 
type, connecting it with the main 
ofice and the company’s other 
branches. 

Mr. Learned hailed the new svstem 
as a means of “providing our cus 
tomers with a $2,000,000 inventory 
as Close as their telephone.” He said 
that when anv one of the firm’s 
branches is out of stock, a message 
is sent to other branches until the 
item is located, thus effecting delivers 
in a few hours 


Klinger-Dills Co. 
Now “Transmission, Inc.” 


Ihe Klinger-Dills Co., Dayton 
Ohio, has changed its name to “Trans 
mission, Inc 

The firm has been in the industrial 
supply business for 36 vears. However, 
for the past seven years it has special 
ized in mechanical power transmission 
equipment 

Officers said that the new name tells 
the company’s business accurately and 
that the change is “in name only.’ 

The firim recently opened a branch 
in Cincinnati managed by Richard and 


Donald Martin. 


Chicago Belting 
Names Sales Head 


Chic igo Belting Co. has appointed 
Joseph J. Samter as general sales man 
iger, succeeding K. Brad Stiles who 
has resigned to head his own business 

Mr. Samter was formerly sales repre 


sentative and district hydraulic engi FRANKLIN, NEW HAMPSHIRE 


necr for the Chicago division of the 
E. F. Houghton Co., Philadelphia " Seles Agents: JOMM H. GRAHAM & CO. inc., 105 Duane Street, New York 8, W. Y 
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Socket Screw Products 
by WESTERN 


Insure Fast, Economical Assembly 


Western Socket Set Screws 
are avatlable in cup point, 
cone point, flat point, oval 
point and half-dog. 


a 
ty 
ee 
— 
~~ 
a 
=. 
e 
a 
= 
om 
=. 
= 
= 


Western Socket Cap Screws > 
are ‘‘traction-hknurled”’ ~ 
for faster assembly. = 
= 


Western Stripper Bolts, like other 
Western Socket Screw products, 
have rust-resistant black oxide 


finish. 


Western Socket Keys are available 

singly or in 3 hit sizes individu- 
ally packed in attractive cloth or 
plastic cases. 


Western Socket Pipe Plugs, made of special 
electric furnace alloy steel, are available in 


pipe sizes from 1/16" to 1-1/4" 


Your customers get faster assembly of their products p/vws modern, 


streamlined appearance — with no protruding bolt heads — when 


they specify, “Western Socket Screw Products.” 
Flush-to-surface Socket Screw Products by Western are made of alloy 
steel, carefully processed on the most modern heading and thread- 
ing equipment and heat treated in electric atmosphere-controlled fur- 
naces. Precision made, they fit instantly — saving assembly time and 
money. 
Write today for free catalog and prices. 





Western Automatic 


Machine Screw Company 
371 Lake Ave., Elyria, O; 


\ 





“CLANKIN’ HANK”, tame skeleton 
of The Billings & Spencer Co., helps 
sell drop forgings, which he’s made of 


Billings & Spencer 
Unveils Its Skeleton 


Phe Billings & Spencer Co.'s family 
skeleton, “Clankin’ Hank,” has again 
been brought out of the closet to help 
sell the company's products 

The skeleton, made entirely from 
drop forgings, stands 7 ft., 6 imches 
tall. Created for the Columbian Ex 
position in Chicago in 1893, he has 
1 colorful histoiv. He's been exhibited 
almost everywhere, including Africa 
and Australia. When last in Africa, 
he somehow disappeared or was lost, 
later reappearing im England His 
guardians have as vet been unable 
to explain how he got there or how he 
disappeared in the first place 

His “bones” consist of the m 
pany's standard drop forgings—19 dif 
ferent items, including, among other 
things, a gun part, a bicycle tic frame, 
connecting rod, sewing machine bob 
bins, die stock chaser, nutcracker and 
motor bearing covet 


Name Raybestos Officer 


Ravbestos-Manhattan, Inc., Passaic, 
N. J., has appointed Joseph N. Kuz 


mick as coordinator, corporation 1 


Precision Screw Products, Parts and Assemblies Since 1873 
search and development 
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Jones & Laughlin Opens 


New Louisville Warehouse 


Jones & Laughlin Steel Corp. is . 
opening a new steel warehouse in Liff Power Means 
Louisville, Ky., early this month. ue 

Serving 109 counties in Kentucky, 
southern Indiana and northern Ten 5s | =) 
nessee, it will be headquarters of the a es ower 
company’s “Kentuckiana district.” 
The area was formerly served by the 
company’s Cincinnati warehouse. 

Donald L. Ande, acting manager of 
Jones & Laughlin’s warehouse division, 
said Louisville’s recent growth as an 
industrial community was the main 
reason for the new plant. Since the 
war, he said, many diversified metal 
working plants have moved into the 
area. 

The warchouse will carry hot rolled 
and cold finished bars, sheets, strip, 
structurals and plate. Most of the steel 
will be shipped in by barge. Full in 
ventory will be about 4,000 tons of 
finished stecl. The building has 57,500 
sq. ft. of floor space. 

The company now has nine ware 
houses in major cities. One was opened 
in Nashville, Tenn., this July. 

Raymond E. Hale has been named 
resident manager of the Louisvill 
warchouse 

A Louisville resident salesman for 
Jones & Loughlin for the past seven 
years, Mr. Hale has been connected 
with the company’s warehousing a 
tivities since 1939. A World War II 
Army veteran, he attended the Uni 
versity of Cincinnati. 

Named to sales posts at Louisville 
were: Kenneth A. Falk, who will be 
sales representative in Louisville and 
the 50 Kentucky counties to be serv- 
iced by the warehouse; and William 
A. Tucker, who will represent the 
warchouse in 2] counties in Indiana 
Kenneth F. Bettag will be office man 
ager 

Mr. Falk has been connected with 
Jones & Laughlin’s Cincinnati ware 
house since 1939. Mr. Bettag was | Engineered to deliver maximum power A Jack for 
formerly with Girdler Corp at minimum weight, Simplex Hydraulic Every Purpose 

Jacks meet every jacking need with The Simplex line of jacks is 


, saf dd dability. Eight plete. It includes rachet 
ease, sa ety an epen abdi ity ig nea tpg 


models, in capacities from 3 to 100 tons, derdonalite beubes eall-ean> 
RADIUM SAFETY AID give you a range to satisfy every cus- tained and remote-con- 


Radium now is being used to prevent tomer. Sold only through Industrial trolled center-hole pullers; 
trench and timber braces. 


accidents to press and shear operators, Distributors. Buyers heve known Simplen 
Factory Management and . Mainte meens quelity in jocks fer 
nance, McGraw-Hill publication, says more than 50 years. 
The operator wears a wrist band that 
contains about three times as much 

woe.o's taaecest mrGes OF ImOusTRIAL 


radium as a luminous-dial wristwatch 
MECHANICAL AND HYDRAULIC JACKS 
A Geiger tube controls the machine, TEMPLETON, KENLY & COMPANY 


requiring the operator's hands to be 4 i at e L gE x 
2523 Gardner Road 


out of the danger area before it will 


e6-mo.TeO 
work. UTH-a-1004 JACKS coures Broadview, Illinois 
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-Extra Safety 
Sell your -Extra Economy 
) —Dependability 
customers the —Long Life 





+ Taytor Mane 


ALLOY STEEL 


Marvin S. Bandoli 


Proto Tools Names 
Vice President of Sales 


Proto ‘Tools, Los Angeles, has con 


Wades des ble erond te co Teal solidated its sales and marketing re 
y 8 as caged search divisions under Marvin S. 


Made Alloy Steel Chain. Hop on the Bandoli as vice president of sales, 
profit band wages. Sell the ad- marketing and distribution. 
vantages of this famous chain over He will direct activities of both the 
wrought iron types. You'll make parent company and __ subsidiaries, 
satished customers that come back P & C Rand Forged Tool Co., Port 
for additional items in your line. land, Ore.; the Penens Corp., Schil 
ler Park, Ill., and Proto Tools of 
®@ Taylor Made Alloy Steel Chain Canada, Ltd., London, Ont. Sales, 
has twice the tensile strength merchandising advertising, sales pro 
(125,000 Ibs. P.S.I.) of wrought iron motion and marketing and research 
chain (48,000 Ibs. P.S.1.) will all be under his supervision. 


® This famous nationally advertised Executives Named 
— > ee Working with Mr. Bandoli will be 
9 8 Clifford A. Faust, formerly adver 


@ Taylor Made Alloy Steei Chain tising manager and now director of 
has tremendous resistance to shock, merchandising, advertising and pro 
grain-growth and work-hardness motion for all divisions; 


at all temperatures! H. W. Octjen, formerly director of 
research and development and now 


* t' a . * 
| s ay fe seer —_ sales manager of Proto domestic sales; 
ee eee Coen eee J. H. Perry, vice president and sales 


265 to 285! manager of P & C Hand Forged Tool 


@ All slings are furnished with amazing Co.; 
new Taylor Made Alloy Steel Tayco H. Hi. Hyler, vice president and 
Hooks. All attachments are of the same sales manager of the Penens Corp 


analysis steel as the chain! Manuel R. Calvo, formerly assistant 
export manager and now export man 


5. G. Taylor Chain Co., Hammond, Ind. wer in charge of Canadian and export 
sales for all divisions; 
Nelson E. Bartoo, formerly indus 
trial sales specialist and now director 
‘ of research and development for all 
Send coupon for FREE. | divisions: 
7 H. D. Norton, director of contract 
Booklet No. 12C! 5 sales for all divisions; 
. Louis Greenfield, assistant to vice 
president and assistant sales manager 


> S See Sem oo. 7? for Proto domes les; 
Dept. 6, Hammond, indiana or Proto domestic sales; 

Rush free folder giving all the facts on Taylor Jay Womack, director of training 
| Mode Afey Steel Crete, and organization for all divisions; 


| Nome William B. Rice, administrative as 


Address , , sistant to the vice president and di 
N 8 rector of budgets and statistics for all 


| City ° 
, divisions. 
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Engelberg-Huller Buys 
Porter-Cable Division 


Porter-Cable Machine Co. has sold 
its abrasive-belt grinder division to 
another Syracuse, N. Y., firm, Engel 
berg-Huller Co 

Ihe deal was ratified last month by 
stockholders of the two compani 
It involves 15 grinder lines 

John ‘Tl’. Schenck, Engelberg presi 
dent, said the full line of Porter-Cable 
machines and accessorics now known | 
to the trade will continue to be avail 
ible Ihe new owncr plans to offer 
special holding fixtures and jigs to | 
mect the particular requirements of | 
belt grinder customers 

Distribution will be carried out 


under the same policies and through YEARS OF - 


the same distributors as with Porter 


Cable, he said for STAR Industrial Sup 
\dditions to the line are scheduled | and Hardware Distributo 


for production in the near future and 


will be announced through magazines here’s why it 


and distributors 
Engelberg will maintain experi PAYS TO BE ONE — 


mental grinding laboratories for test 
work or samples subinitted by custom 
ers secking the best materials and 
methods, company officials said. John 


Simmons, for six vears methods engi oh ty, 
neer at Porter-Cable, will assume a phi «st gc. ote sh angen Aa 
similar post at Fngelberg-Huller | ; eaieny side nena. 

Purchase of the Porter-Cable lines | 
is the second of two Mayor cquisitions | ‘6 3. sing kek ising, Beer sia one 
by Engelberg-Huller within the past | + are v3 dustri fpind 8 fig 
vear. In 1952 the company bought I Ge 
the complete Rome Machinery Sales | ie 4, The Star line is complete — Hacksaw 
& Enginering serics of polishing f % ‘Blades and Frames, Metal and Wood Cut- 
lathes and automatic polishing and | , x, Lie ting Bandsaws. 

pe Pee eetves are trained 


buffing cquipment ; <p ; 
” /. tS, . a ee 


Goodyear Officer Named 5 Piet. ees ica eo ian srl 
Goodyear ‘Tire & Rubber Co. has | y avails ~ imprinted with your name. 
appointed John H. Long, manager of | main th. ae eras noes Nave been She Com 
general accounting, as assistant comp id 

troller of the company. He has been 
with Goodyear 41 vears. 





Inquiries Are Invited — 
from Interested Soe 
Distributors ~¢ Se ae 
A te 


CHECKING on his territory, Les 
Grand, Henry Disston & Sons, Inc., 
calls on J. E. Norton, president, Buford 
Bros., Nashville, ‘Tean 
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are being produced 


ata new pace; = 
meaning better servis 
to distributors 





Shipments of most items in the wide size 
range of Cleveland Cap Screws, Set 
Screws and Milled Studs are materi- 
ally stepped up. Faster production 
and new traffic controls assure 
prompter service on your in- 
quiries and orders. Many items 
now in stock, ready to ship. 
Write or wire for our latest 

Stock List. 


>" 


~ 
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Verl Taylor 


New Vice-President 
Named by Dallman 


Dallman Co., San Francisco, has 
named Verl ‘Taylor as vice president in 
charge of all administrative duties. He 
will continue as controller of the com 
pany. 

Mr. ‘Taylor joined Dallman last year. 
He had been exccutive vice-president 
of Blum’s in San Francisco and indus 
trial engineer for Columbia Steel Divi 
sion of United States Steel Corp. 


Division Sales Head 
Named by Bristol Co. 


The Bristol Co., Waterbury, Conn., 
has appointed Ernest Nuber as sales 
manager of the firm's instrument divi 
sion. 

Mr. Nuber has been with the com 
pany’s sales engineering organization 
since 1929. He was made Pacific Coast 
manager in 1934 and in 1948 became 
manager of the Application Engineer 
ing Department. 

He will continue in his headquar 
ters at Waterbury. 


Ernest Nuber 





If it means Baw '\-) [8 J -{-) iby 


for the distributor — 


VW TRAINING DISTRIBUTOR 
SALESMEN 


One of the 7 keys to better selling 
and bigger profits for distributors 
of the Walker-Turner machine line 


Hundreds of Walker-Turner Distributor sales- 
men are better sales producers because of 
Walker-Turner in-plant training. They come to 
know the product as they know their local 
markets. 

With its sales engineering course—instruction 
classes and machine operation, open to all distribu- 
tor sdenen = Wellin Cacner helps the dis- 
tributor to make his salesmen more productive. 

It’s all part of a sales policy (see below) that’s 
keyed to the distributor’s needs. And in these 
days of the hard sell, it’s paying off for Walker- 
Turner Distributors in prestige and PROFITS! 








All together, a sales-producing 
sales Policy 








Selective Distribution 
Popular Price Policy SOLD THROUGH FACTORY-TRAINED 
Advertising INDUSTRIAL DISTRIBUTORS 

Distributor Cooperation 


Service 
Product Engineering WALKER-TURNER 


and Development* 

















*DIVISION®. 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, -f. J. 














+ DRILL PRESSES—Hond ond Power Feed * Radial Drills * 
See important announcement on page 299 Cettng SAND SAWS © RING ARDOR SAWS © RADIAL 
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NW RIBZIb 


Quick-Opening 


“504” PIPE THREADE 


for Power Drive use 


Victor A. Spoehr 


H. M. Harper Executive 
Named to NPA Post 


Victor A. Spochr, vice-president 
and general manager of The H. M 
Harper Co., has gone to Washington 
a; Director of the General Compo 
nents Division of the National Pro 
duction Authority 

He is on leave from the company 
under a rotation system by which the 
services of business men are mad 
available to the Department of Com 
merce. He has been with H. M 
Harper since 1936. 

Included among the 49 different 
component industries assigned the 
General Components Division are 
A\nti-friction bearings, gears and gear 
drives, mechanical power transmission 
equipment, valves and fittings, indus 
trial fasteners, screw machine prod 


This new fast-seller Rifa(b> ucts, job stampings, mechanical 
“ onl ° 4 springs, marine supplies, industrial 
threads 1 to 2 pipe with I set of dies wire cloth, saws and files and service 


You can’t beat this new ‘504”’ for fast smooth threading with and hand tools. 


power drive! Changes instantly from size to size regardless of 
position of quick-opening lever . . . Release ball handle, move Dodge-Newark Names 
; : ” ” ” 9" oa ; it” 

indicator line to 1”, 1% ; 1 or 2” on size bar, tighten it’s Seles Engineer 

ready to thread! Quick-opening handle retracts dies instantly 
without stopping power drive—no slow backing off. 4-jaw work- 
holder centers pipe for accurate threading. No lead screw to jam. 
Easy-to-read size bar. Adjustable to over and under size threads. 
New “504” is another sure Ritf@ntD “best seller’’—it pays you 


James C. Jones has been appointed 
sales engineer for Dodge-Newark Sup- 
ply Co., Newark, N. J. 

The son of D. M. Jones, vice-presi- 
to ender today! dent and sales manager of the firm, 

he joined the company three months 
THE RIDGE TOOL COMPANY « ELYRIA, OHIO ago as telephone salesman. He recently 
completed the factory course at the 
Dodge School of Transmissioneering. 
Mr. Jones is a graduate of Rutgers 
University, where he studied both 
engineering and business administra 
tion. He is a Navy veteran of World 
War II. Before joining Dodge-Newark, 
he was connected with an insurance 
. x firm. 
Wo! <- Sa A= Pp jels T 1S Also attending the Dodge course 
from the Newark house was Arthur 


,_— _ aa Sockler of the outside staff. 
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Here’s the perfect set-up for every Distributor handling "he MULCONROY HOSE COUPLING SYSTEM is 
backed by the company’s 66 years of design and 


industrial hose . . . couplings of unequalled strength and —_jranutacturing experience, and the outstanding repu- 


efficiency, and an inexpensive, easily-operated unit for tation which the many other Mulconroy products 


have earned in every industry. 


attaching them to any kind of hose. 


Now . . . with the MULCONROY HOSE COUPLING SYS- 
TEM . . . youcan supply your customers with coupled hose 
promptly . . . with the assurance that the couplings fur- 
nished will provide the ultimate in service and safety. 


WRITE Zoclay FOR 
THIS BOOKLET. . 


Completely illustrated, it describes 


THE COUPLING THAT _ tte. crolutionary MULCONROY 


HOSE COUPLING SYSTEM, and how 

CANT COME OFF! quickly, easily and economically it 

F can be operated in your own 

shop, without skilled ‘abor . to 

provide coupled hose of any descrip- 

tion wrapped ply; wire, rayon 

or cotton braid; rubber or cotton 
covered 


Attached quickly and easily by a powerful 
hydraulically-operated unit which occupies 
just a corner of a work bench, “Holedall” 
Couplings are there to stay virtually 
molded to the hose by a patented three-way 
gripping arrangement that precludes the - 

possibility of pulling or blowing out of the MULCONROY Sfarua... WHERE OTHERS S. 
hose even under highest pressures. Further 

more, it is not necessary to alter the hose in 

any way before making the attachment 

no buffing or cutting of the cover 
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Hardened, alloy-steel jaws can never 
get lost, loose or broken because 
mold-welded into a perfect 


and permanent union 


EVERY DETAIL IS 


The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last ard ovt-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinol take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 

it pays to sell quality! Because they ‘'carry the load 
under the hardest conditions of usage, REED Vises make 
friends for the distributor who sells them. Take advantage 
of this profit and good-will power by maintaining an 
adequate stock at all times. 


MANUFACTURING COMPANY 
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W. Alexander McCune, Jr. 


Canadian Norton Firm 
Names Sales Manager 
W. Alexander McCune, Jr., has 


been named general sales manager of 
Norton Company of Canada, Ltd. 

A former abrasive engineer for Nor 
ton in the northern New Jersey area, 
Mr. McCune assumes his new duties 
November 1. He succeeds C. W. Fell, 
who will become an abrasive engineer 
in the Toronto area. Ill health has 
forced Mr. Pell to take a less strenuous 
part in the company’s sales program. 

Winton A. Vagedes has been ap- 
pointed an abrasive engineer and will 
take over Mr. McCune’s former terri- 
torv. He is a former department man 
iger and abrasive specialist at C. W. 
Marwedel, San Francisco distributor. 

Mr. McCune has been with Norton 
since 1940 except for two years during 
World War II when he served as a 
Navy officer on a destroyer escort. He 
is a graduate of Dickinson College. 


Name Research Executive 


Norton Co., Worcester, Mass., has 
appointed D.. Newman W. Thibeault 
as assistant director of research and 
development in charge of the com 
pany’s Physical Research and Micro 
scopic Sections. He succeeds the 
late A. Albert Klein, who died August 





SNAKE DAMAGE HIGH 


A snake in the grass who appeared 
right after an electrical windstorm in 
Ohio did more damage than the storm, 
Electrical World, McGraw-Hill publi- 
cation, reports. The snake, an ordi- 
nary black one, crawled through a sub- 
station fence in quest of a robin’s nest 
and electrocuted himself on a power 
line. About 2,000 customers were with 
out power for an hour. 














lustrated are but a few of the many popular W 
drills and reamers. Complete lines of High Speed 


of 
Carbon Steel drills and reamers are also available 


Catalog No. 105, available upon request, lists 
illustrates the complete Whitman & Barnes line 
E i "be quality tools. 


stock and sell 
W & B Carbide Drills 
and Carbide Reamers A 





For efficient high speed drilling of cast iron, plastics, non- 
ferrous and abrasive materials. Diameters from 4” to 1%”. 





Have the same application and high speed efficiency char 
acteristics found in above standard length drills. Diameters 
from gs” to ¥ 





These drills are specifically designed to efficiently enlarge 
cored, drilled or punched holes. Diameters from 4” to 1%” 





Particularly applicable for reducing costs on turret lathe 

and screw machine reaming of metals. Diameters from 
“to lh” 

m 





Provide fast, easy drilling of concrete, cement, brick, slate, 
marble, stone and all types of masonry. Diameters from 
yy” to ly’ 





Carbide extends full length of barrel preventing scoring or 
galling and insuring high-finish hole. Diameters from .1881” 


to 1.010 





Quickly drill smooth, uniform holes in glass with little or no 
chipping and without cracking. Diameters from 4%” to 4” 





For cost saving reaming of dowel pin holes in hardened die 
steels—eliminate time consuming annealing. Diameters 


from %* to % 








Save time by drilling hardened steel in the range of Rock- 
well C40-65 without expensive annealing. Diameters from 


Mie” 10%" 





W&B carbide straight flute shell reamers are carefully de- 
signed for easy and firm arbor mounting. Diameters from 
%” to 3” CARBIDE STRAIGHT FLUTE 








SHELL REAMERS 





“Wakers of Fine “Jools Since 1845" 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK ¢ CHICAGO e¢ LOS ANGELES ¢ HOUSTON 
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James E. Butler 


Franklin Balmar 
Names Sales Head 


James E. Butler has been named 
manager of product sales of the 
Franklin Balmar Corp., Baltimore, 
Md. 

He will supervise sales of all Strand 
products as well as electric hand tools 
and other products. 


Sanson & Rowland Holds 
| Third Sales Conference 


‘ Sanson & Rowland, Inc., Philadel 

yf. yhia, held its third annual sales con 

Style W-16 ; : ey needs recently at Mt. Pocono, Pa., 

for the company staff and _ selling 
agents. 

Aaron I. Sanson, 3rd, president, and 
Earl H. Goodby, vice-president and 
leader in the Dixon tine Sag treasurer, presided at the three-day 

“so session, which started with product 
. discussions and ended with a recrea 
\merican industry. I ”, ) tion program. Richard A. Brunhouse, 
sail “es of International Business Machines 
Guay sae Ges we Corp., was guest speaker. Motto 
adopted for the conference was the 
IBM slogan, “Think.” 
a nily yet improp Your Market for this Company officers described Sanson 


& Rowland’s new building which will 


erly elassthed we 
a Pe . coupling covers every be occupied within the next few 

Iype coupling service where high or months. 
low pressure water, 
steam, gas, oil, air, Smith-Wadsworth Hardware 
butane- propane and Moves Supplies Division 
hydraulic hose is used The industrial division of Smith 
..indoors or outdoors. Wadsworth Hardware Co., Charlotte, 


N. C., that formerly was located at 
#28 Tryon St., is being consolidated 
with the company’s store at 1316 


, ‘a+ tae op . | South Tryon St. 
) > q+), A AY A f of , vie y Officers said the move will provide 
the division with better facilities 


Mor W irchouse space will he i\ ul 
ible to take care of expanding busi 


L ser ol tha lone -tome 


represent i roster o 


tinveuisheit from other 


ROSS x wm IA A A, x . 


Ness 
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Minnesota Mining Names 
Sales Executives 


Minnesota Mining & Manufactur- 
ing Co., St. Paul, has promoted three 
members of its industrial tape division 
to sales supervisory posts 

John V. Monley, a salesman since 
1941, has been made sales manager 
for the San Francisco and Seattle areas. 

Paul W. Myers, who has been with 
the company since 1937, becomes 
sales supervisor with headquarters in 
Philadelphia 

Named sales manager of the Los 
Angeles territory is Jess G. Utter, who 
joined the company in 1941 as a sales- 
man covering the St. Paul area 


Irvington Officer Named 


Minnesota Mining & Manufactur- 
ing has appointed Roy J. Gavin as a 
vice president of Irvington Varnish & 
Insulator Division, newly acquired sub- 
sidiary. Mr. Gavin was recently sales 
manager of the 3M sound recording 
tape division. 


Heads Tax Association 


John L. Connelly, secretary and 
gencral counsel of Minnesota Mining 
& Manufacturing, has been elected 
president of the National ‘Tax Asso- 
ciation. 


Names Manufacturing Head 


Minnesota Mining & Manfacturing 
has named Donald R. Guthrie as as- 
sistant gencral manufacturing manager 
of the coated abrasives and related 
products division. 


Plans $1.5 Million Plant 


Minnesota Mining has announced 
plans for a $1,500,000 expansion of 
its roofing granule manufacturing fa- 
cilities at Wausau, Wis 

Che project calls for installation of 
crushing cquipment at the quarry 
north of Wausau and for moderniza 
tion and expansion of its granule 
coloring plant within the city G. 
W. Swenson, vice-president in charge 
of the roofing granule division, said 
the new facilities would increase pro 
duction by a third 


Carboloy Opens 
Magnet Plant 


Carboloy Department of General 
Electric Co. recently opened its new 
magnet plant at Admore, Mich., de 
signed to produce permanent magnet: 
of an aluminum, nickel and cobalt 
lov for both industrial and home us« 

The plant will employ 450. Some 
200 types of magnets will be turned 
out, for uses ranging from = militar 
radar to kitchen hardware, officials 


said, 


ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 


Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 


Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


Aree 


SINCE 1909 


SA ASEM > et: 
Bee pe ae 


RY 


is ieee 
peat : 
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Fact is, we’ve been talking about you for 42 years — both in print and 
out of print. 


For 42 years, INDUSTRIAL DISTRIBUTION has been promoting the advan- 
tages of selling through industrial distributors and urging a closer 
working relationship between manufacturer and distributor. 


Every possible channel is used to tell this story to your suppliers and 
potential suppliers — publication advertising, direct mail and personal 
contact. One of the most frequently used js direct mail. 


We maintain a steady flow of booklets, letters and reports —like those 
reproduced on the next page—to promote the industrial distributor. 


These mailings reach over 3,000 manufacturers of production, operating 
and maintenance equipment, tools and supplies and their advertising 
agencies and marketing consultants across the land. Virtually every 
important person in sales and distribution planning is contacted. 


Of course some manufacturers, like the advertisers in INDUSTRIAL 
DISTRIBUTION, are well aware of the importance of the industrial 
distributor. They don’t have to be sold. But others do. 


That’s why we keep hammering away at such basic points as: 


—The real service the distributor performs for both buyers and 
suppliers. 

— His coverage of the industrial market. 

— His extensive contact in manufacturing plants, mines, quarries, oil 
fields, utilities and service industries. 

— His proven acceptance among industrial buyers. 

— The importance of building and retaining a sound, working rela- 
tionship with the distributor. 


That is one reason why your suppliers refer to INDUSTRIAL DISTRIBUTION 


as “headquarters for distribution information,” why distributors say it 
is a “truly indispensable service” to the field. 
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ad 
| De qeu have a 


POR THE MAN | . | Hoduet t Market 7 


WHO WANTS TO REACH 

| AND INFLUENCE 
INDUSTRIAL DISTRIBUTORS 
AND 


THEIR SALESMEN 





veers aseour Industrial 3 
Distribution 





“ 
f (| U S T rl (] The McGraw-Hill publication 
edited exclusively for Industrial Distributors 


and their salesmen. 


Distribution 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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BB i iniiniuvei tite yt tint Early Morning at Great Lakes Supply 








MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line | Chicago house’s truck fleet is loaded and ready to leave. L. R. Niep, president, gives 


last-minute instructions to E. C. Porter, superintendent 
Year after year distributors have relied 
on the ZIP line of T-boits and accessories 
to serve the needs of their customers. By 
taking advantage of the universal accept- 
ance among users of these items, you too 
will find the ZIP line a profitable one to 


handle. It will pay you to make “SELTZER” . . + . 
our source of supply for Zip Machine 6 Hingig House Wins a Gold-Plated Prize 


ool Accessories. 


“Immediate delivery from stock, any quantities” 


GEO. WH. SELTZER & CO. 


OREXEL HILL, PA 


Get more sales with 


CARBOLOY, 
MASONRY DRILLS 


Now open-account item! 


Right combination of narrow “land” Five-millionth pocket tape produced by Evans & Co., was bought by Hibbard, Spen 
and fast spiral simplifies drilling in cer, Bartlett & Co., Evanston, Ill. With it went a prize of special gold plated 
toughest ——-+ makes sales in tapes, shown here being awarded to John Gabel, William Hogan and Vice-President 
toughest competition. George McIntyre of Hibbard, Spencer, Bartlett, by David W. Goldman and Dorse 


Now ... a new, improved Carboloy Endres, of Evans 
Masonry Drill with spectacular 

drilling action that agitates dust 

out of hole No stalling, stiching or 

binding. Sizes: %4" to 1” ” 

shank aveilable in sizes to 4%” 

Also in 3 handy kits 


oteni ne once = SAfety Socket Screw Builds Plant Addition 


flute of Carboloy Masonry Drill 
The right combination of narrow 
“tand” and fast spiral keeps dust 
agiteted—loose—and moving up 
out of hole rapidly, cleanly, regard 
less of drill position 

Wide overhanging Carboloy 
Tungsten Carbide tip bites deep 
into toughest masonry material 
provides ample drill clearance 
further helping dust-agitation 


action 
ORDER NOW 
Made-to-order for home, trade and 
industrial users of masonry drills 
who are still stumped by packing 
stalling and slow — 
Order your supply of the new 
improved Carboloy Mesonry Drills 
today 


“Carboloy” is the trademark for the products of the 
Carboloy Department of General Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Road, Detroit 32, Mich 


More than 25% increase in capacity of Chicago firm's plant results from new addi 
tion, shown to left of picture. Addition is the second within two years. 
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produced by cutting tool experts to toolmakers standards 
of precision and quality oe 
DISTRIBUTORS = 


Here’s an opportunity to make your cutting tool service really 
complete .. . a top quality line with established recognition . . . 





®@ backed by a sound franchise policy 
® supported with a unique sales promotion plan 
@ designed to meet your sales needs. 





Ti 


Write for details. See how you can increase your volume and 
profit by adding ILLINITE Standard Metal Cutting Tools. 


F e Car , WN 





Every tool illustrated—complete 
“ dimensional and purchasing data 


TOOL WORKS 
2501 North Keeler Avenue 
Chicago 339, Illinois 


—organized for your convenience! 


Guardian of Industry... 
Builder of Sales 





QUA-FLEX FIRE HOSE 


Leakproof! Dependable! Gets water to the fire yet 
protects plant equipment from leak-damage. Quaker 
Qua-Flex Fire Hose is cotton-rubber lined . . . and yet 
is as flexible as linen hose. Fits any rack or reel, folds 
flat, easy to handle and store. Every length tested to 
300 P. S. 1., Factory Mutual approved. Jacket is care- 


fully woven of long-staple, sturdy cotton. Here’s quick- 


» ’ 
drying ruggedness, long wear . . . and all-around value 


that makes Quaker Qua-F lex attractive to buyers. 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Charles D. McAllister 


American Mfg. Co. 
Names Vice President 


Charles D. McAllister, sales man- 
ager of American Manufacturing Co., 
has been named vice president of the 
Brooklyn, N. Y., cordage firm. 

Mr. McAllister has been with the 
company for more than 2 years. The 
post he now has was once occupied 
by his father, Charles D. McAllister, 


vice president in 1924. 


Controls Lifted 
On Diamond Wheels 


Order M-103 to regulate the use of 
diamond grinding wheels has been re- 
voked by the National Production Au- 
thority, effective immediately. 

Officials said a review of the supply- 
demand situation indicates no further 
need for controls. ‘They said this opin- 
ion is shared by a majority of manu 
facturers and users. 

The officials said manufacturers and 
others in the industry have given their 
assurance that they will continue to 
give preference to orders for military 
and atomic energy applications. 

Revocation of the order does not 
relieve any firms of the obligations or 
liability incurred under its provisions, 
or deprive any company of rights “re- 
ceived or accrued” under the order 
prior to the effective date of this 
action. 


New Jersey Warehouse 
Opened by Kaylo 


A new warehouse for storage of heat 
insulation products was recently com- 
pleted at the Berlin, N. J., plant of 
the Kaylo Division of Owens-Illinois 
Glass Co., Toledo. 

The structure occupies an area 360 
by 220 ft. and provides 80,000 sq. ft. 


Branches in Principal Cities | of floor space. 
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bbs tithe worlds fires 
, fi 
Kite Doren 


PROMPT DELIVERY 
FREE: Display 
Literature 
Mats 


nap Jock DELUXE 


No. 2610-10” 


Are you offering it to your customers? 


These exclusive advantages: SWIVEL JAW ¢ JAW SIZE INDICATOR e FINGER-TIP LOCK RELEASE 


Fits work. Holds tighter. Visual, on handle. Saves time. Saves hard pull to unlock jaws. 


WE Snap Jock 


Your Seymour Smith distributor 
has full information—or write us. 


Seymour SmitH 


Snap Jock 
Smce 7850 








No. 610-10” 
No. 607- 7” 


Also Utility Pattern “Snap-Lock". Same locking principle, 
same rugged construction but without exclusive features above. 








Seymour Smith & Son, Inc., 34111 Main Street, Oakville, Conn. 
Sales Representative: John H. Graham @& Co., Inc., 
105 Duane St., New York 8, N.Y. 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 





When a valve must make its own decisions 


use KENNEDY swing Check Valves 


A swing check valve often guards the most vital point in 
your lines. That is why you will want the full assurance of 
KENNEDY'S seventy-three years of valve experience back of the 
check valves you select. When things are flowing smoothly ... 
in the right direction... it stays open with minimum flow 
resistance. The moment back pressure develops it closes 
instantly and positively! 
KENNEDY manufactures check valves in a wide range of 
types and sizes. Write for full details. aa ro 
ACCOUNTING at the Tennessee 
Belting & Supply Co., Knoxville, 
Tenn., is the province of R. M. Me 
Nabb, secretary-treasurer 





Steel Warehouse Leader 
Sees Continued High Level 


Steel warehouse sales are expected 
to hold their present level for the 
rest of the year through the first quar 
ter of 1953, according to F. H. Love 
joy, chairman of the executive 
committee of the American Steel 
Warchouse Association. 


KENNEDY FIG. 889—IRON 


KENNEDY FIG. 492—BRONZE 
BODY BRONZE MOUNTED 


SWING CHECK VALVE 


Steam 300 Ibs. at 550° F. Cold 
Water, Oi! or Gas, Non-shock, 
600 ibs. Generous diometer 
<op permits easy inspection 
and regrinding without re 
moving from line. Swing disc 
swivels in hinge while oa stop 
on the cap prevents sticking in 
open position. Sizes '/,” to 3” 


Bronze Faced Disc. Steam 250 
ibs. at 500° F. Cold Water, 
Oil or Gas, Non-shock, 500 
Ibs. Revolving disc is self-ad 
justing. Angular placement 
permits easy opening at low 
pressures while also reducing 
closing shock at high back 
pressures. Sizes 2” to 10” 





"i 


a 


KENNEDY FIG. 106—IRON- 
BODY SWING CHECK VALVE 


280 


VALVES + 


Flonged Bronze Mounted 
Bronze Faced Disc. 2” to 12 
Soturoted Steom 125 Ibs 
Cold Water, Oi! or Gas, Non 
shock, 175 Ibs. Has revolving 
self-adjusting disc angled for 
eaty opening at low pressure 
and shock reducing closing at 
high back pressure. Sizes 2” 
to 24 


(7“ndentietten - —~ | 


bond J 
KENNEDY FIG. 103—BRONZE 
SWING CHECK VALVE 


Bronze or Leather-Faced Disc 
Saturated steam 125 ibs. Cold 
Woter, Non-shock, 200 Ibs 
Also recommended for use on 
oll and gas lines. Leather 
Faced disc should be used on 
cold water lines. Easy swing 
ing disc is hinged on bronze 
pin will not stick in open 
position. Sizes 4" to 4” 





SOLD THROUGH LOCAL DISTRIBUTORS 


m KENNEDY 


VALVE MFG. CO. + ELMIRA, N.Y. 


ee ee ee, oe 


2 aoe ee, ee) 
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His committee reported increasing 
sales in August compared with Sep 
tember. “They expressed optimism 
in the nation’s economy despite sup 
ply-demand readjustments.” 

Mr. Lovejoy said steel warehouse 
executives representing all sections of 
the country expressed no fear of a 
severe recession at present or m the 
near future. Inventories are not ab 
normally large, 
tinues at an 
consumer demand for household prod 
ucts is strong, he reported 

Even after adjustments, he pre- 
dicted, automotive, farm implement 
and similar requirements for steel will 
remain at high levels. He reported 
shipments of steel from warchouse 
stocks so far this year substantially 
ahead of last year. Indicated declines 
in sales are not expected to bring the 
volume below the 1952 level, he said. 


new construction con 
encouraging rate and 





BUSES GET NEW NOTES 


A musical note will soon be heard 
on the buses of one Chicago bus com- 
pany, Bus Transportation, McGraw-Hill! 
publication, reports. The company plans 
to introduce electric fare boxes that 
will sound one tone for a nickel, an- 
other for a dime. But a hoarse razz- 
berry note will herald the arrival of a 
slug. 














Permite Paint Division 
Adopts New Sealing 


Permite Paint Division of Alumi- 
num Industries, Inc., Cincinnati, has 
been sealing its paint cans by a new 
method involving carbon dioxide gas, 
company officials revealed recently 

Called Carbo-Seal, the process was | 
developed by American Can Co. A 
burst of standard commercial carbon 
dioxide gas is introduced into the 
headspace of each can before sealing, 
to insure against the phenomenon of 
agitation seepage. 

Under the company’s old method, 
officers said, the lid was seated with 
a piston-like action, leaving internal 
pressure of about 5 Ibs. When the 
can was jarred in handling, the paint 
was often forced out between the lid 
and rim. 

The new method creates a_ partial 
vacuum inside, it is claimed, when 
the gas displaces the air and is ab- 
sorbed by the pairt in the headspace 


Grinnell To Install 
P Fi Syst MODEL M11-24 
yreme Fire vynems Contractors Barrow 


Air foam fire extinguishing systems 
manufactured by the Pyrene Mfg. Co., 
Newark, N. J., will be offered for sale 


and installation by the Grinnell Co., 
Providence, R. I., sprinkler systems SELF- LUBRICATING 
firm. 


The arrangement is non-exclusive 


and does not alter Pyrene’s policy of 
selling air foam systems and mobile WAEEL BEARINGS 
and portable equipment through Py 
rene’s own district offices and di: 
tributors, according to Pyrene spokes 
men. They said purpose of the new 
setup was to enable the company to 
work with a large organization for 
installing sprinkler systems and pip 


ing 
It’s new . . . revolutionary! Now you can buy your 


favorite Jackson Contractors Wheelbarrows with lifetime 
self-lubricating wheel bearings! Yes, you can count on 
Jackson to bring you the latest, most outstanding improve- 
ments. This highly porous wheel bearing—a product of 
powder metal processing—is impregnated with lubricant 
so that you have a long-term reservoir of oil. Heat expands 
the oil and brings it to the bearing surface, as needed. 
This unique Jackson feature gives you the advantages of 
lower price, longer wear, better performance and, of course, 
eliminates lubricating. For your next job, specify 
Jackson barrows with self-lubricating bearings! Model 
M11-24B (Roller Bearing) still available. 


Jackson seveeeeeeeeeeeo GiGi» 


MANUFACTURING COMPANY e HARRISBURG, PENNA. 








WILLIAM A. RUPPEL, export man 
ager of Simonds Abrasive Co., recently 
was awarded a diamond-studded service 
pin marking 50 vears service 


Oldest and largest wheelbarrow maker in America 
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profitable 
sales 


. of 
satisfied 
customers 


Magor’s Eastern Pattern 16 gauge 
scoops are available in three popu- 
lar Brands— Arrow, Bull's Eye, and 
Gold Target. Their non-splitting,non- 
curling normalized steel blades and 
seasoned ash handles will ring the 
bell with your quality-mind 
tomers ...keep them coming back for 
repeat sales and more profits for you. 

To dig into this profitable —_ 
with the simplified Magor line.. 
ply drop a p ponmee for Musteated 
price list, N ! 


CAR CORPORATION 
SMOVEL DIVISION 
50 CHURCH ST, NEW YORK 7, 6.¥. 
perenne aa 


Roger O. Bay 


Bonney Forge & Tool 
Names Vice President 


Roger O. Bay, sales manager of 
the Tool Division of Bonney Forge 
& ‘Tool Works, Allentown, Pa., has 
been elected a vice president of the 
company. 

He will continue in the sales post. 

Mr. Bay was sales manager of the 
company's Automotive Division until 
May of this year, when he took over 
lool Division sales 


Government Ends 
Civilian Nickel Curb 


I.ftective November 1, the Govern 
ment will drop controls on civilian 
use of nickel. 

Nickel controls will remain in effect 
for military, atomic and stockpile re 
quirements only. Civilian manufac- 
turers will no longer be restricted on 
the amounts of nickel stainless steel 
they use or the items in which they 
use the material 

Arthur Flemming, Defense Mobi 
lizer, said this does not mean that 
there has been an increase in the 
supply of nickel. The supply for 
civilian use won't meet total demand 
for many months “But the con 
tinuance of controls,” he said, “will 
not serve to relieve or assuage the 
dislocation and hardship which now 
exist.” 

Manufacturers from now on can 
buy as much nickel steel as they want 
or can find, but can’t look to the 
Government for priority assistance 
in getting the metal. 

Previously, manufacturers were sub 
ject to a ceiling on the amount of 
nickel stainless they could use each 
month, plus end-use restrictions. ‘They 
could not use nickel-bearing steel, for 
example, in the manufacture of cigaret 
lighters, hair curlers, letter boxes and 
door knobs. 

Mr. Flemming said he expected 





Introducing the New 
BOREMASTER 


MODEL 
“00” 


Deo you want to cut holes in such materials as sheet 
metal, rubber, plywood, plastics, etc. easily, 
accurately, smoothly and eae 

Then consider the Model “00 BOREMASTER, 
toe junior model of the i BOREMASTER line 

of trepanning tools which cut holes up to i” dia 
and 4,” in depth in such metals as steel, stainiess 
stool, cast iron, ete. 

The 00" BOREMASTER completes the cong Sv for 
the thinner materials and is particularly suitabi 
for the cutting of from approximately |.2” to 
& dia. in any of the following materials: Sheet 
metal, gasket material, presswood, masonite, rubber, 
plexigiass, fucite and other 





leather, . 
plastic materials. 








* For Descriptive Literature Write 


KARL A. NEISE 


404-4th Ave., Dept. 1D, New York 16, N.Y 














USERS AND 
DISTRIBUTORS 
PROFIT 


Users profit by the increased eiffici 
ency ceaene Screw Machine Prod- 
ucts inaugurate in the pilant—the 
distributors profit by the great num- 
bers used in plants everywhere. The 
income source is constant because 
plant men invariably repeat on 
their orders—the reason is the de- 
pendable service they know they are 
sure of when they use Economy Prod- 
ucts. No y and exp ive 
shutdowns — smooth-running assem. 
bly. Keep step with user demand. 
Get details. 


ECONOMY 
PRODUCTS 


* Headless Set Screws 
© Stripper Bolts 





* Hollow Set Screws* 
* Secket Head Cap Screws 
° Wrenches 


HOLLOW SET SCREWS* 


Made from high ALLOY steel 
and heat with great care 

further increase their strength 
. Made Boot Cone, 


stocks on hand at all times. 


FCONOM MACHINE 


PRODUCTS CO. 
CHICAGO 30, ILL. 
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the nation’s nickel supply to increase 
eventually. The United States uses 
two-thirds of the free-world’s nickel. 

The Defense Mobilize: stressed 
that the present Administration is 
opposed to controls unless there is a 
clear need for them. 

“There is a burden of proof on the 
proponent of continuing controls to 
establish clearly and persuasively that 
distribution of the ioumes material 
in a free market, under present cir 
cumstances, will be less effective or 
less equitable or less orderly than 
government distribution to a degree 
that will aggravate existing dislocations 
and hardships.” 


Canadian Firm to Sell 
Farquhar Products 
The Stephens-Adamson Mfg. Co. of 


Canada will manufacture and _ sell 
Farquhar conveyors in Canada, ac 
cording to an agreement recently 
closed between that firm and the A. B. 
Farquhar Division of the Oliver Corp., 
York, Pa. 

Stephens-Adamson will produce the 
conveyor line to Farquhar specifica 
tions, officials said, and will sell them 
under the Farquhar trade name. They 
will maintain through sales agencies a 
complete supply of service parts for 
Canadian customers. 

R. F. Tomlinson, general manager 
of the Farquhar division, and G. A. 
Freeman, president and general man 
ager of Stephens-Adamson, said that 
past relationship between the two 
companies paved the way for the agree- 
ment. They said the Farquhar line 
complements the line now manufac- 
tured by the Canadian firm. 





SALES ANALYSES at Oberjuerge 
Rubber Distributing Co., St. Louis, are 
supplemented by monthly reports from 
salesmen—here B. E. McCaslin finishes 
his for the records 


WITT CANS 


theyre GUARANTEED 
to last eee 


WITT CANS are guaranteed to outlast 3 to 5 ordinary 
Cans. Their ruggedness...over the years...fairly shouts 
the value and economy that users everywhere understand. 
WITT quality that is evident on inspection plus customer 
satisfaction that follows each purchase makes every WITT 
CAN another salesman added to your staff. Here are just 
a few models it will pay you to stock: 


ASH AND GARBAGE CANS 


& PAILS: Five Can sizes: 12%, 
16, 20, 27 and 33 gallons capacity. 
Garbage Pails: four sizes: 5, 
6-3/5, 8% and 10 gallons capacity. 





OILY WASTE CANS: 

Standard equipment in leading indus- 
trial plants. Made in 7 sizes, 5 to 30% 
gallons capacity with hand and foot- 
operated covers. Approved and labeled 
by Underwriters’ Laboratories, Inc. 
and Associated Factory Mutual Fire 
Insurance Companies, 





ROLLER CANS: tfdeal for storage and 
handling of liquids and solids. Three 
sizes: 20, 27, 33 gallons capacity. Can be 
furnished with lain or corrugated 
bodies, iron or rubber wheel casters, and 
regular or flat covers. 


OTHER WITT PRODUCTS: Underground 
Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, Mopping Pails, Extra Large 
Refuse Cans, Can Dollies and specter 
designed Cans. WRITE FOR FRE 
CATALOG, 


WITT CANS HAVE THE “RIGHT” ANGLE 


Vitra! 





“Originators of the THE WITT CORNICE COMPANY 
Corrugated Can” = =| 2111 WINCHELL AVE., CINCINNATI 14, OHIO 
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Here’s an idea to pass 
on to your customers. 


... fake a look 
at this —> 


L. J. MacKenna 


Worthington Names 
Tulsa Office Head 


Worthington Corp., Harrison, N. J., 
has appointed L. J. MacKenna as 
district office manager in Tulsa, Okla. 

Mr MacKenna has been attached 
to the company’s New York district 
sales office for the past 20 years, han- 
dling negotiations with large cus- 
tomers including municipalities and 
public utility engineers. He joined 
Worthington in 1926 and worked for 
a time as an engineer in the com 
pany’s former Blake & Knowles plant. 
He became a sales engineer in Detroit 


in 1930, and two and a half years 
— later moved to New York City as 
general line salesman. 


Remote Control “Push-and-Pull” Names Purchasing Head 


David S. Gibson has been appointed 
general manager of purchases for 
Worthington Corp., Harrison, N. J., 


. and its two subsidiaries, Electric Mfg 
<eu it operates at a convenient Co. of Minneapolis and Wintroath 
. : Pumps Inc., Alhambra, Cal. 
and safe distance from the job Mr. Gibson joined Worthington 
in 1924 and has served successively 
' ; , ar sales engineer, division sales man 
Pulling a heavy main drive wheel off a shaft (as illustrated) can be ager and aan of the priorities di 
done easily and safely. All a maintenance man needs is a Hein-Werner 
Model J-20 Push and Pull Hydraulic Jack with attachments. 
The pump works in any position, and is operated by remote control. 
It's fast... It's safe... So—if you're looking for new ideas to push up 
your customers production and pull down costs—get details on H-W 
PUSH and PULL HYDRAULIC JACKS .. . Available in models of 4, 
10, and 20-tons capacity, each with many handy attachments. 








Hein-Werner also manufactures a complete line of hydraulic indus- 
trial jacks of 144, 3, 5, 8, 12, 20, 30, 50, and 100 tons capacity. Models 
of 12 tons and larger have carrying and positioning handles. 

Write us for Bulletin PP 1051 


HEIN-WERNER 
CORPORATION 


Waukesha, Wisconsin David S. Gibson 
INDUSTRIAL DISTRIBUTION © NOVEMBER, 1953 





vision during World War Il. Later 
he became general sales assistant and 
in 1951 transferred to purchasing and 
trafhe functions. 


Heads Refrigeration Sales 


Worthington Corp. has named 
Earl R. Michel as general sales man 
ager of its Air-Conditioning & Refrig 
eration Division. 

Mr. Michel, who joined Worthing 
ton in 1932 as a test engineer has 
been manager of direct sales for the 
company since 1951. Before that 
he was district representative for air 
conditioning and refrigeration sales in 
Cleveland and Cincinnati. 

Peter A. McLeod has been named 
product manager of the company’s 
Centrifugal Refrigeration Section 
He joined the Worthington organiza 
tion in 1945 as district representative 
for the New Orleans office of the 
A. M. Lockett Co. In 1945 he be 
came manager of the Special Processes 
Section. 





James A. Swan 


Triangle Conduit 
Names District Head 


Triangle Conduit & Cable Co., 
New Brunswick, N. J., has appointed 
James A. Swan as New York district 
manager for brass and copper water 
tube and plastic pipe. 

Mr. Swan was recently a salesman 
in the northern New Jersey territory 
for Revere Brass & Copper Co. Ex- 
cept for Navy service in World War 
II, he had been with Revere since 
1934. 


Baldwin-Hall Rents Buiding 


Baldwin-Hall Co., Syracuse, N. Y., 
has leased a building in Potsdam, 
N. Y., which is expected to be used 
as a warehouse to serve the northern 
New York area. The structure form- 
erly was occupied by the Watertown 
Mattress Co. 


MR. DISTRIBUTOR: 


-.- need it 


—- a 
IGID 
Ww Wu 


oe 


. \ \ 
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and PROFITABLE, too? 


Sell “INDUSTRIAL” 
THE BEST BENCH BUY! 


“INDUSTRIAL” Benches bearing the IB or NB (New Britain 


Machine) 
over 50 years. 


trademarks have been the foremost bench line for 
Excellent workmanship, finest materials and 


national advertising has made the “INDUSTRIAL” line inter- 
nationally famous. A catalog listing 1,020 different sizes and types 
of benches is making “INDUSTRIAL” the line to carry. NOW, 


added facilities 


business permits more new territories . . 
Get the facts today—you'll be glad 


that could be yours! 
you did! 


improved methods of production—expanded 


. profitable markets 


Working Surfaces clear of 
BOLTS—NUTS—HOLES—SHARP EDGES. 
Perfect for every need! 


LAMINATED MAPLE TOP 
Patented Construction—Selected 
Hard Maple on edge—glued and 
reinforced with concealed bolts. 
Steel stringers assures rigidity 

Plates, shelves, drawers op- 
tional. 


ELECTRICAL WELDED 
STEEL DRAWERS 
4 Standard sizes. Open or 
closed tops. Locks or padlocks 
theftproof, no binding or 
cramping. Welded — cannot 
wedge. 
PRESSED STEEL LEGS 
6 types in light, medium heavy 
and extra heavy duty styles. 4 
standard sizes. Formed sections, 
electrically welded. No Rivets. 
Stands by themselves. Designed 
to construct benches free from 
end or wall support—and sway. 
ALL Welding is Guaranteed. 


STEEL TOP 

Patented Construction—Back of 
Bench top turned down to form 
stringer — takes strain adds 
rigidity. Legs fastened to top 
by 4” carriage bolts through spe- 
cial battens. Plates, shelves, 
drawers optional. 

PRESSED WOOD TOPS 

Same construction as _ Steel 
Benches, but with a Pressed 
Wood Top cemented directly 
over heavy gauge steel top. 


FOR EXTRA PROFITS— 
Sell The Complete Line 


a 


b. 
c. All-Steel Work Stands 
d. 

e. 
# 
g. 
h. 


Pressed Steel Legs 
Steel Bench Drawers 


All-Steel Machine Stands 
Steel Tote Boxes 
Welding Benches 
Laminated Maple Tops 
Pressed Wood Tops 


Let_us send you a partial list of our customers—you'll see why, you, too, should represent the 


INDUSTRIAL BENCH Line. 


earlty—only a few good areas rema 


tn open. 


ot order just one Bench—judge for 


Write 


reef. 
INDUSTRIAL BENCH supports its Distributors. 


Distributors and Manufacturers Representatives Inquiries Invited 
'MMEDIATE DELIVERIES 


: 47 = 


107 South Street 
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The Industrial Bench & Equipment Mfg. Co. 


New Britain, Conn. 
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‘W. A. WHITNEY 
| HAMMERS | 








eg > 





HOT FORGED from solid, . of * ateie gee 09,48 | Riveting Hammer 12 oz. 
oe ge steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 








A TYPE FOR EVERY USE! DIRECT MAIL campaign at Dayton’s Setting Hammer 18 oz. 
FOR ALL PRESSURES! Monnier ‘Tool & Supply Co. keeps - 
FOR ALL TEMPERATURES | Mrs. Rita Stecher busy with the stapler. 
. | any Balance ¢ Leather Grip—con't 

loosen 








~ Encourage Education, ae 
> One piece handle and head prevents 
Standard & Double Industry Leaders Told breakage and splintering. Be sure you 


Extra Heavy Industry must devise new ways to have them in stock—good business build- 
iid and encourage American educa ag ; 
UNIONS tion, a General Electric Co. executive pty og copy of our pocket-size cat- 
Available with told a meeting of college placement : 
screwed or socket officers recently 
weld ends. 3000- Cc) ter H. I » GC ‘ral Electric 
weit cn: 000 | Chester. Lang, General Electric WA, WHITNEY MFG. CO. 
’ ” vice-president of public relations, said, 
\ 6000-Ib. sizes wy real st amege sae 626 RACE ST. ROCKFORD, ILL. 














to 2”, “American democracy rests squarely on 
the assumption of a well educated, 
honest, self-disciplined, moral people.” 
ORIFICE He predicted that within the next 
20 years all gifts from business to edu- 

UNIONS cation will be thought of in terms of 
With screwed oc 1 normal business activity, in dollars 
socket weld ends. coming out of gross income and not 
3000-Ib. and 6000- out of net profits to the shareholders. 
Ib. service. General Electric, he said, spends a 
million dollars a year on aid to educa- 
tional institutions, scholarships to stu- 


(mare & FEMALE dents and fellowships to outstanding 
teachers 
UNIONS 


With steel-to-steel, 
bronze t steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


L service only. 


(FULL STAINLESS & % 
FULL ALLOY 
STEEL UNIONS 


With screwed or 


socket weld ends, : Let Allens’ Technical Service solve your 






































3000-lb. and 8000-Ib, 
—— sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


WRITE FOR CATALOG 11 . : Sold thru Distributors 
Send for Catalog 





Showing the complete Catawissa line of 
Perfect Seal Products STOCK conditions are discussed i 
< y C i ‘ peni- 
CATAWISSA VALVE & odically by J. W. Williamson, pur- L. B. ALLEN CO., INC. 
chasing agent, and W. W. Warner, in- 6731 Bryn Mawr Ave. 


FITTINGS COMPANY dustrial sales manager, at Nelson Hard- | 
300 MILL ST. - CATAWISSA, PA.| ware Co. Roanoke Va. s«L CHICAGO 31 eumansansing 
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SALES pianning is pet subject with 
P. W. Harrison, general manager, 


Memphis Rubber & Supply Co 





Small Business Agency 
To Charge 6% Rate 


Ihe new Small Business Agency 
which recently took over the Govern 
ment’s lending program has an- 
nounced a flat 6% interest rate on 
direct loans. 

Previously, the agency had an 
nounced the 6% rate, then withdrawn 
it in favor of “appropriate rates’ de 
pending on circumstances. ‘The latest 
announcement is a return to the 
original rate, which was criticized 
at the time by spokesmen for the 
American Bankers Association as too 
high. 

William D. Mitchell, Smail Busi 
ness Administrator, said the 6% rate 
was decided on because the agency 
does not believe public funds should 
be used on sound, though not bank 
able, loans without a commensurate 
higher interest rate “to protect the 
public interest.” 

The 6% rate is about 1% higher 
than the rate charged by the Recon 
struction Finance Corp., from which 
S.B.A. inherited the lending program. 

Interest on participating loans, in 
which §.B.A. provides part of a loan 
made by a private bank or lending 
agency, will be the same as under 
the R.F.C. rules. The rate will be 
fixed by the participating bank, ex 
cept that there must be a minimum 
of at least 5% annually on the por- 
tion of the loan made by S.B.A. 

In the case of “deferred participa 
tion” loans, S$.B.A. will charge slightly 
less than R.F.C. Under this type, 
the Government guarantees to sup 
ply part of a loan made by a bank or 
private lending agency if its partici- 
pation is demanded. 

A sliding scale will be used for 
charges in addition to the interest 


“CLOSED BACK” 
Expansion Shield 


This shield is designed for over- 
head installations. The bottom of 
the shield is closed fo prevent 
foreign matter from clogging the 
threads of the nut. Ideal for over- 
head piping. Another important 
feature is its heavy rolled collar, 
which permits hammering into a 
hole without shield distortion. 


selector chart 


What you and your custo- 
mers wont to know: the 
right anchor 10 use, how 
mony whot sire 
sofe working lood 


mosonry duntiution, : Send for yours! 
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FEATURES: 


®@ Malleable tron 
@ Closed Bottom 
@ inside Taper 
@ Wedge Nut 
@ Heavy Collar 
@ External Ribs 


@ Underwriters 
Approved 


A. 


Other quality 
products by U.S.E. 


Machine Bolt and log 
Shields — Caulking-type 
ond Wood Screw Anchors 
—Toggie Bolts—Turn- 
buckles— Wire Rope Clips 
and Thimbles—Pipe 
Clamps — Masonry Drills. 
SOLD THROUGH 
DISTRIBUTORS ONLY 





New |-lon Aluminum 
Pocket Hand Chain Hoist 
Weighs Only 32 Pounds 


Get complete data on 
this new, lighter hoist— 
write us in Philadelphia 


The new aluminum Packet combines the advantages of 
steel with light, yet strong, aluminum alloys. It retains 
the drop-forged, heat treated steel hooks; the electrically 
welded, oval link, heat treated, steel load chain; and 
the mounting of rotating parts on prelubricated, shielded 
ball bearings of the present Packet. Yet it is 21 pounds 


lighter than its all-steel counterpart. 


Peet less Peerless Bearcat 
Packet Model C Electric 
Hoist Hoist Horst Trolley 


HARRINGTON PEERLESS HOISTS 


Tue Harrinetron Company, 1640 W. Callowhill St., Phila. 30, Pa. - Since 1876 


288 INDUSTRIAL DISTRIBUTION * NOVEMBER, 1953 


rate, to compensate for the fact that 
money must be set aside in any in- 
stance. On a loan in which S.B.A. 
is liable for 50%, the charge will 
be 1% annually; from 50% to 75%, 
the charge will be 14%; and from 
75% to 90%, it will be 2%. The 
agency is allowed to take no more 
than 90% of a loan on a deferred 
participation basis. 

On disaster loans, the rates will 
be 3% for home construction or re- 
pair, and 5% for business assistance. 


Defense to Get Preference 


In making loans to small firms, the 
Small Business Agency will give pref- 
erence to applicants engaged in de- 
fense or essential civilian production, 
Mr. Mitchell announced recently. 

I'his, he said, would not rule out 
loans for other purposes. However, 
because of the continuing urgency 
of the mobilization program, he pre- 
dicted, S.B.A.’s_ financial assistance 
will be almost wholly confined to 
defense and essential civilian busi 
ness for the current fiscal year at 
least. 

He stressed that if a firm can find 
financial help from another source on 
reasonable terms, the loan applica 
tion will be denied. The firm must 
have exhausted the possibilities of ob 
taining the loan from a bank or 
private source. 

Also, loans must be “of such sound 
value or so secured as reasonably to 
issure repayment.” 

Other policy rules 

1. The loan limit to one concern 
is $150,000 

2. Loans will be for no longer than 
10 vears. except in the case of in 
dustrial facilities taking longer than 
that to complete. 





STUDYING UP on new product at Boy 
kin Tool & Supply Co., Atlanta, Ga., are 
Willie Lawrence and Roger Fontaine 





LUCILLE is the name of the pet par 
rot which Max E. Wells, sales man 
ager, brings to the office of J. E. Dil 
worth Co., Memphis, Tenn., on occa 
sional Saturdays 





Yale & Towne Forms 
Powdered Metal Division 


Ihe Yale & Towne Mfg. Co., New 
York City, has established a new 
Powdered Metal Products Division 
consolidating the firm’s operations in 
this field. 

It unifies under one management 
the recently acquired Powdered Metal 
Products Corp. of America, Franklin 
Park, Ill., and the American Sintered 
Alloys Division, acquired in 1952 

George L. Bachner, formerly presi 
dent of Powdered Metal Products 
Corp., is general manager of the new 
division. He will direct operation of 
the two plants from Franklin Park 
Sales headquarters will also be located 
there 

Powdered metal products are de 
signed as components for a number 


of manufactured products in both the 


consumer and industrial field. Yale & 
Towne is producing them in the form 
of gears, bearings, sprockets, valve 
and other products, company officers 
said 





WELDERS MAKE FLOATS 


Whether they're in the Rose Parade 
on New Year's Day in Pasadena, or 
the inauguration parade in Washing 
ton, the floats that draw all eyes in 
porades are actually the work of weld 
ers, Welding Engineer, McGraw-Hill 
publication, points out. The multi 
colored flowers and gay wrappings 
hide steel frames of welded wire, 
which must constructed in three di 
mensions from a_ two-dimensional 
drawing 











Me 


we ile \clok 
Threaded Products 


Yow 


Our more\complete stocks mean’‘at 
once” shipments of quality fasteners 
when you need them~no ‘production / 
delays—no maintenance.shut downs”. 


“Chicago” quality. threaded products include: 


Hexagon HeddCap»Screws, Bright and—___|. 
Heat Treated Grade 5 * Square Head and 
Headless Set»Screws'*,Hexagon Nuts « 
Hexagon Castellated Nuts’s Socket Head 

Cap Screws « Socket Set Screws * Socket 

Pipe Plugs. 


Continuing our long established/ pol- 
icy,,Chicago Screw Products are sold 
through service-conscious, Industrial 
Supply Distributors in bulk or in pack- 
ages for original equipment,or replace- 
ment. If yon do not now stock Chicago 
Screw Products, write us fdr full details 
and samples. Ao 
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WHEN YOUR CUSTOMERS 
NEED PRESSES 


ARBOR 
PRESSES 

1 to 25 tons 
Bench, Pedestal 
or Floor Models 


DAKE 


HYDRAULIC 
PRESSES 

25 to 300 tons 
Electric, Air, or 
Hand Operated 














and get your share of the 
press business 


SPECIAL 
PRESSES 
engineered 
to 
individual 
require- 





ments 


PRESSES 
DAKE ENGINE CO. 


631 Monroe St. 
Grand Haven, Mich. 


Third Session Concludes Falk Sales Seminars 


i 


Nineteen representatives of distributors throughout the country attended the last 
Sales Seminar for 1953 sponsored by the Falk Corp. Milwaukec 


A Sales Seminar given for salesmen 
from Maine to Oklahoma was held by 
The Falk Corp., Milwaukee. 

The meeting, the last of three 
scheduled by the manufacturer for 
1953, was designed to ground distribu 
tor salesmen in the knowledge and 
theory behind Falk couplings, speed 
reducers, and drives. 

Among those attending were: Ross 
Magruder, Apex Power Equipment 
Co., Chicago; Robert Braun, Apex 
Power Equipment Co.; Bob Samples, 
Pye-Barker Supply Co., Atlanta, Ga.; 
Bernard ‘Terdeman, Patron Transmis- 
sion Co., Inc., New York; Neal Sturm, 
Bay City Iron Works, Inc., Oakland, 
Calif.; Loring Clark, ‘Transmission En- 
gineering Co., San Francisco, Calif. 

Murray A. Dunberg, Central En 


gineering & Supply Co., Passaic, 
N. J.; William Hollins, ‘Transmission 
Equipment Co., Pittsburgh; William 
Schmidt, F. H. Bathke Co., St. Paul, 
Minn.; Russell Johnson, A-C Supply 
Co., Milwaukee; Thomas Yonley, 
Kornfeld ‘Thorp Electric Co., Kansas 
City, Mo.; Frank Mullelman, J. W 
Penney & Sons Co., Mechanic Falls, 
Me.; Frank W. Seifert, Jameson Ma- 
chine Supply Co., Lewiston, Idaho; 
Art Borchardt, A-C Supply Co., Mil 
waukee; George Herbert, Midwest 
Fulton Machine Co., Dayton, Ohio; 
Jeff Davis, C. G. Unlaub Co. of Okla 
homa, Tulsa; Francis W. Jackman, 
A-C Supply Co. of Philadelphia; Brad 
ley Pritts, Meir Transmission Supply 
Co., Cleveland; and Walter M. Smith, 
R. R. Howell Co., Minneapolis, Minn 





Newark House Puts Its 


So soon 60.16 
sinc VM et 


iawn Meters Par wa Dir 
us 


Name on the Road 


i 


New delivery truck of Dodge-Newark Supply Co., Newark, N. J., helps carry out 


management's idea of fast extra service—and advertising that 
Firm used to rent its trucks. 


own name before the public 


ts the distributor's 
ispatching the trial 


run is R. A. Seggel, treasurer and operations manager. 
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TORTURE CHAMBER 


for VALVE and FITTING MATERIALS 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 


normal operating conditions! 


We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 


no other way. 


HENRY VOGT MACHINE CO.., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK @® CHICAGO @ CLEVELAND 


PHILADELPHIA @ ST. LOUIS © DALLAS @ CHARLESTON, W. VA. 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 

Consult Catalog F-9 for the complete Vogt line of 


drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services, 


DROP FORGED STEEL 
VALVES and FITTINGS 
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“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one... a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you've got a sale for 
“Yankee” Spirals. Made in three sizes and 
two styles regular and Quick-Return. 


meter assembly with a “VYankee’’ 135. 
Quick. Return Spring brings back handle after each 
push, makes driving « one -hand job. Centering 
sleeve prevents slippage 


Parkt 


Typewriter assembly with “Yankee” 30A. Rapid 
spiral saves woikers’ muscles, gives you more of 
eis ekill, 


Body assembly with “Yankee"’ 130A. Quick Return 
Spring keeps bit in slot and worker's eyes on the job. 


We've telling your customers te 
@e te you for Yankee" Spirals 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE” TOOLS NOW FART OF 


STANLEY 





ome = 0. U.S. Por. OFF. 


292 


BIRTHDAYS at Cincinnati's Bingham 
Tool & Supply Co. are always cele 
brated with cake bought by firm. June 
Hoffmeier applies knife for gustatory 
benefit of (from left) Pearl Ackerman; 
Ralph Bingham, president, and Ken- 
neth MacCallum, Putnam Tool Co. 
representative. Tradition has been ob- 
served at firm for many years. 





| Creative Selling Seen 


Depression Insurance 


Creative selling can avert a reces- 
sion, Melvin H. Baker, chairman of 
the board, National Gypsum Co., told 
a recent meeting of the Industrial 
Conference Board in New York. 

He classed as “hogwash” the opin 
ion that markets are insufficient to 
take up the slack when defense tapers 
off. Because our cconomy is based on 
created human wants rather than ne 
cessities, he said, salesmen have it in 
their power to imsure its continued 
growth 

Mr. Baker, Secretary of Commerce 
Sinclair Weeks; William C. Stolk, 
president of the American Can Co.; 
C. B. Larrabee, publisher of Printers’ 
Ink magazine; and Claude Robinson, 
president of Opinion Research Corp., 
were speakers at the Conference 
Board's 342nd meeting on “Better 
Profits Through Better Selling.” 


Selling Faces Challenge 

Mr. Baker said, “There is little 
doubt that our ability to sell faces a 
tremendous challenge but we can 
state as a fact that salesmen can con 
tinuc our standard of lis 
ing.” 

Uhe task, he said, is to educate the 
American people to accept and work 
for a higher standard that their vast 
productive capacity warrants 

Mr. Stolk took a somewhat less 
optimistic view. He said a readjust- 
ment in the economy was “long past 
due” and felt that many companies 
would be unable to reorganize them 
selves for tough, competitive selling in 
time to prevent a scrious settling back 
in business 


to mecreas¢ 
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Calling y 
PAUL BUNYAN ; 


Remember him? He was a mythical 
character of unheard of strength who 
was credited with such tremendous 
feats as uprooting mammoth trees and 
moving rivers. Did you ever wish you 
had some of his great power? 


We know that the 


MORE POWER PULLER 


is no Paul Bunyan. We also know it 
is far from mythical, because for its 
size this sturdy unit has more possibil- 
ities for accomplishing ingly im- 
possible tasks for your customers, than 
you can imagine. 





Here’s a light-weight, flexible, sturdy 
puller that is operated by one man 
and requires no electrical or fuel con- 
nections. It is always available for 
such jobs as moving and loading heavy 
machinery, opening car doors, and a 
host of other everyday uses around a 
plant or warehouse. 

it comes equipped with 20, 30, or 40 

feet of cable. 


List Price 
$27.75 to $33.80 
F.0.B. Factory 
Distributor and Dealer 
Openings 


The 
WYETH-SCOTT CO. 


Newark, Ohio 





~ id OAs OD 8 OR 


Sets the pace— 
leads the field — 


Substantial business with good profits— 
that’s what ATLAS Distributors are sure 
of. ATLAS Car Movers have been set- 
ting a good sales pace for many years and 
they're still leading. They are sturdy, 
reliable, and easy to use. They in- 
corporate modern improvements which, 
combined with the some fundamentals of 
construction that have built up their 
reputation, make them the outstanding 
Car Mover of today. Write for latest 
bulletin which fully describes the ATLAS 
line. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 S. 2nd St. Milwaukee 4, Wis. 








He predicted that if this readjust- 
ment takes place, competition will be 
the toughest American industry has 
ever witnessed. 

He said industry would have to 
drop bad habits acquired during war 
and defense periods, shed excess fat, 
and make sacrifices. The rest would be 
up to the salesmen, but “the sales 
department cannot do the job by it 


self.” 


Needed—a New Attitude 


Mr. Stolk scored what he termed 
the bad attitudes of both suppliers 
and dealers toward customers during 
the seller’s market. He said it still ex 
ists in too many areas today 

He said there was always the hope, 
usually too late, “that when things 
get tough and the world looks black 
indeed, the sales department is ex 
pected to invent its own special kind 
of magic to put the world back on its 
teet.”” This hope he called “false and 
just plain cockeyed.”” 

Besides fil-will built up recently, 
companies must also face the fact that 
the majority of salesmen have never 
sold in “a fee economy,” said Mr 
Stolk. He wamed that the training 
job will be difficult, especially since 
the best salesmen, he believes, are 
“made” rather than “born.” 

“The so-called born salesman is 
generally the ‘blue sky boy,’ some 
times known as ‘the fair weather sales 
man’. He is so conscious of his God 
given abilities that he keeps changing 
from one business to another egotis 
tically believing he should not be ex 
pected to face hard times or advers 
ity 


Sees Minor Readjustments 


Secretary Wee ks, speaking on ““The 
Outlook Today,”” termed the eco 
nomic climate “good” but “fluid” 
He said the transition itself from what 
he termed controls to free enterprise 
enhanced somewhat the “minor read- 
justments”, but that the economy had 
limitless possibilities for growth 

He stressed that 

1. Personal mcomes continue to 
rise 

2. Civilian employment was at 62 
million and average hours worked per 
week had not changed much in recent 
months. 

3. Business activity was continuing 
at a high rate and corporate profits had 
expanded over the rates of the previous 
year 

4. Inventones were rising, but were 
expected to show a drop for the third 
quarter 

5. Plant and cquipment outlays 
maintained an upward trend through 
the third quarter. and business men 


ALKON 
AIR-POWERED 
Hydraulic-Controlled 
DRILL a Nid 


cosrs/ 3 


Multiple-hole drilling requiring many 
separate production runs may now be 
combined in one operation with the new, 
extremely compact Alkon Drill Unit! 


Many units may be mounted as close as 
2” parallel centers, and by actuating 
a common operating switch, all units 
automatically advance quickly to the work, 
are governed through the work by a unique 
“Hydraulic Monitor,” (at pre-selected 
feed speeds), to pre-set depths. Upon 
completion of stroke, rapid automatic 
reverse, (climinating dwell), returns 


Speed Control Quick each unit individually 


—— ren woex A few choice areas are 
still available for new distributors. 

Write, wire or ph i diately 

for full details. 





Mgucts corporation 


698 EAST 142nd ST., NEW YORK 54, N. Y. 


CALDER ,.. the Dresser Line 
for Bigger Profits... Easier Sales 


\ \ \ \ \ 
N \ \ . \ 
\ \ \ “th By 


BUILT RIGHT—Best. materials throughout .. . tool 
> steel cutters ... Right and Left hand Threaded Bushings 
\ for Automatic Tightening. \\\— 


\ \ ft 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


Yale CALDER Fine Diamond Dressing Tools 
\ ‘ 
‘SOLD ONLY THROUGH. DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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THEY SATISFY 


The line is complete 
in sizes, shapes and cuts 


VIGAT 
p> BRAND On 


FILES 
SWISS PATTERN 


GREATER PROFITS 
CLIPPER 


Vv Constant Consumer Demand 
~No Factory Sales to Users 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alili- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


VW Nationally Advertised 
W Firm Resale Price Policy 
vV Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


EQUIPMENT 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1953 


have indicated they will spend 5 per- 
cent more for this next year. 

6. Durable goods purchases re- 
mained at a high level, and summer 
automobile sales declines were offset 
by increases in furniture and house- 
hold equipment. 


Marketing Key to Success 


Mr. Larrabee, speaking on “How to 
Get More from Your Advertising,” 
stressed that “consumption thinking” 
in American business was rapidly re- 
placing “production thinking.” 

“Management im many industries, 
often against its will, has been forced 
to recognize that the marketing side 
of business holds the key to financial 
and production success.” 

However, he said, management as 
yet only dimly understands advertis- 
ing as a sales weapon. This is proven 
by the “paradox” of advertising’s rela- 
tionship to the state of business— 
when times are hard and advertising is 
needed most, the budget is trimmed, 
but when volume is high and times 
ire good, more advertising is used. 

Executives of companies in both in- 
dustrial and consumer advertising at- 
tended the three-day conference. 
Among chairman and speakers at the 
sales sessions were: Donald M. Patti- 
son, The Warner & Swasey Co.; B. K. 
Wickstrum, Sylvania Electric Products 
Co.; J. W. Humphrey, The Philip 
Carey Mfg. Co.; P. R. Hatch, Brown & 
Sharpe Mig. Co.; Rudolph Mathes, 
Owens-Corning Fiberglas Corp.; Mil- 
ton M. Enzer, The Yale & Towne 
Mfg. Co.; and George H. Halpin, 
Minnesota Mining & Manufacturing 
Co 





HUDDLE at Rogers-Bailey Supply 
Co., Chattanooga, Tenn., brings to- 
gether C. F. Bowman. manager; Broyles 
Prendergrass and Bernie Brown, clerks 





PERSONAL check of stock is made by 
Herman E. Russman, Jr., manager 
Oglesby-Barnett & Endris Rubber Co., 
Louisville, Ky 





““A Matter of Training” 
or, How to Sell Nothing 


What purchasing agents think of 
some sales organizations’ sales training, 
or lack of it, was described vividly in a 
recent issue of The Midwest Purchas 
ing Agent. Featured in the magazine's 
‘Scratch Pad” column was this tonguc 
in-cheek dialog under the heading “A 
Matter of ‘Training:” 

“Those companies that train thei 
salesmen before sending them on the 
road may consider this paragraph our 
formal apology for what follows,” the 
article begins. “But if purchasing 
agents took over their jobs with as 
little background as some salesmen, 
the interview might go like this 

Salesman: Good morning, I’m from 
the Amazon Nuts, Bolts & Spring Co 
Is there anything we might do for you 
this morning? 

Purchasing agent: It is too early to 
tell. You see, they just gave me this 
position and title yesterday. The idea 
seems to be that I should grow on the 
job and learn about industrial buying 
is | go along. 

Salesman: You mean you have had 
no previous training or experience? 

Purchasing agent: Well, I had been 
in the acgounting department when 
management spotted me and decided 
I should be a P.A. By the way, isn’t 
that about the same method used in 
picking salesmen? 

Salesman: No, indeed. We are 
chosen for our personality, initiative 
and ability to think fast. In addition, 
we receive a very thorough course not 
only in salesmanship but also in the 
products sold by our company. 

Purchasing agent: How long does 
this special training require? 

Salesman: A day and a half 





GOoobD 
RELATIONS 









































DISTRIBUTORS 


Working closely with our Distributors is a habit of 
long standing at “Shaw-Box."" Their quality distri- 
bution of quality products has earned the respect of 
all industry. That is why ‘Load Lifter’ and ‘Budgit' 
Hoists, ‘Budgit' Chain Blocks, and other ‘‘Shaw-Box" 
lifting specialties are serving in thousands of plants 
throughout the nation. 


“Shaw-Box"’ Distributors know our standardized, 
mass-produced, load-handling equipment is outstand- 
ing in valve and performance. They alse know our 
manufacturing facilities permit them te carry ample 
stock to meet promptly the needs of customers. 


Selling is easy for “Shaw-Box" Distributors. The 
efforts of their field men are strengthened by con- 
vincing sales helps — bulletins, catalogs, and direct 
mail pieces — which we supply them; by the national 
and tradepaper advertising we do to vncover pros- 
pective buyers for them; by the constant help our 
field men stand ready and do give them; and by the 
“Shaw-Box"’ Sales Policy which clearly ovtlines our 
side of the franchise as well as that of ovr Distrib- 
vtors. To this policy, we firmly adhere. 


Time has proved that Industry gets the best when it 
buys “Shaw-Box"’ Products. Time has also proved 
that, in selling a line developed and produced by 
an organization devoted entirely to load-handling 
equipment, ‘“Shaw-Box" Distributors make a highly 
desirable profit. We intend to keep it that way. 


| 
MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 
Muskegon, Michigan 


*"Shaw-Box" and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter 


Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges, ‘Hancock’ 
‘Consolidated’ Safety and Relief Valves, ‘American’ Industrial 


Instruments, and Aircraft Products 
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to the distributor 
who must make 


more money 
in 1954 


We can show you how to make 1954 

the most profitable year you and your sales- 
men have ever known—by handling 

quality spray finishing systems that sell for 
$200.00 to $200,000 and more per 
installation. 


Water Wash Geray Seoths 


A major line of finishing equipment 


We engineer and manufacture a com- 
plete line of spray finishing equipment and 
systems. Major units of our line 

are shown on the left. 


The standard items in our 62-page catalog 
are valued at well over one million 

Ory Type Spray Beoths dollars. In addition, we are often called 
upon to engineer and build com- 
plete finishing systems tailored to indi- 
vidual requirements. 


We are an aggressive company with 

a@ record of many thousands of success- 

ful installations throughout the United States. 
Customer satisfaction with equipment 

and service has contributed to a sound and 
steady growth. 


Every plant is a prospect 


Every industrial plant is a prospect for 
our equipment. Applications include spray 
painting. spray coating, air com- 

pression and ventilation. 

Alr Compresser Unite The distributors we appoint will be 
backed by a strong national advertising 
program, factory engineering and 
sales iraining. plus a proven sales-build- 
ing promotion program. 


If you want to make 1954 your best 
year yet, write, wire or phone today for 
our catalog and distributor plan. 


M & E MANUFACTURING COMPANY 


2565 WINTHROP AVE. INDIANAPOLIS 5, IND. 


M & E MANUFACTURING COMPANY 
2565 Winthrop Ave., Indienapolis 5, Ind. 


Please send your catalog and distributor plan 
Name Title 
Company 
Address 


City peeeee State 
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Purchasing agent: That certainly 
gives you a marvelous fund of infor- 
mation to help the men who buy for 
industry. Suppose you tell me all 
about your line. 

Salesman: | couldn’t do that be- 
cause I was off sick one day of the 
sales training course. But you just ask 
me any old question and I'll see if the 
answer is in the sales manual they 
gave me. 

Purchasing agent: O.K. Describe 
the finishing methods used on the han- 
dies of your screw drivers. 

Salesman (After frantic search of 
manual): The book passes up the sub- 
ject entirely. Do you want me to tell 
you a good story instead? 

Purchasing agent: No, I don’t. In 
fact I rather counted on telling stories 
myself until I learned enough about 
this job to do some buying. 

Salesman: If you are going to make 
things difficult for me, we may as well 
get down to business. What kind of 
materials does your company use? 

Purchasing agent: That is a tough 
one. I will have to write the home 
office for the answer. I cannot carry 
all these facts in my head. 

Salesman: Sounds to me like vou 
have the wrong sheet of the script. I 
feel definitely sure the sales manager 
said I was to hide behind that state- 
ment when any one asked anything be- 
yond how I liked the weather. 

Purchasing agent: Who on earth 
ever told you that you were a sales 
man? 

Salesman: The same misguided soul 
who made you a buyer. 

Purchasing agent: That is impossi- 
ble. You couldn’t mean my uncle 
John. 

Salesman: No. my uncle Henry 

Purchasing agent: At least I have the 
advantage of being on salary while I 
learn. You no doubt have to depend 
on commissions until you make good. 
I wonder what happens to all the 
young salesmen who cover the terri- 
tory once or twice and then drop out. 

Salesman: They pick up jobs on a 
salary. Do you happen to need an 
assistant? I’m too modest to point 
out my youth, enthusiasm and eager- 
ness to learn all there is to be known 
about the business, but you have no 
doubt noticed these features yourself. 

Purchasing Agent: No thank you. If 
you continue your selling, in five years 
we may be able to throw some orders 
vour way. Which reminds me, I must 
learn how to make up an order one of 
these days. 

Salesman: I need business now. I 
won't be here in five years. 

Purchasing agent: Cheer up, I prob- 
ably won't be, either. But no one can 
say it hasn’t been fun learning on the 
job how to be a buyer. 





MACHINE ROLL covering is checked 
in at Poe Hardware & Supply Co., Green 
ville, S. C., by Harry B. Graham, textil 
specialist, and Frank F.. Granger 





Ameican Welding Society 
Plans Spring Meeting 


The American Welding Society 
will hold its national Spring ‘Tech 
nical Meeting May 4-7, at the Hotel 
Statler, Buffalo, N. Y. 

The Welding & Allied Industry 
Exposition is scheduled for May 5-5 
in the Buffalo Memorial Auditorium 
The first all-welding exposition was 
held last vear in Houston, ‘Texas 

Programs for the activities are now 
under wav and data on the events 
will be mailed to the industry this 
month, the committee in charge has 
announced 


Wins Financial Award 


Bell & Gossett Co. has won 
Financial World magazine’s award for 
the best annual report of the stove 
and heater industry. Its entry was 
one of 5,000 judged in the maga 
zine’s 13th annual competition 





DAVID C. EISENDRATH has been ap 
pointed works manager of Pheoll Mfg 
Co. of ¢ hicago 


Builds Them Strong! 


Erie PIPEMASTER WRENCHES 


greatly surpass Government 


specifications —yet Weigh Less! 


Hook and Heel Jaws are 
triple-heat treated to the 
correct hordness—to pre- 
vent crushing and chip- 
ping of teeth. 


PIPEMASTERS are covered by a broad 


guarantee against defects in materials and 
workmanship. Every one is performance- 
nearest PIPEMASTER tested to exceed all Federal Specifications 
paver eae Tee for Heavy Duty Pipe Wrenches. Available 


catalog, write Erie 
Tool Works, Erie, Pa. in 6, 8,10, 14, 18, 24, 36 and 48-inch sizes. 


For the name of your 


(vig TOOL WORKS 


735 West Twelfth St., Erie, Penna. 
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EACH ANG 


TRADE MARK 


Photograph courtesy Sintering Machinery Corporation 


The standard model of this conveyor scale drive unit is chain driven. In this 
case, mine engineers decided to replace the chain with an enclosed drive as 


a precaution against the damaging effects of ore dust. They tried ANGL gear, 


and its built-in lubrication and high capacity filled the bill. 


Heip solve a problem and you usually 
make a sale. In the mine case described 
above, the successful application of 
ANGLgear led to several hundred sales. 
The big market for this versatile right- 
angle bevel gear grows bigger whenever 
a new application is devised. Make a check 
of industries in your area. Wherever you 
can help solve a right-angle transmission 


problem, you've won a customer 


THERE MAY STILL BE A TERRITORY 
NEAR YOU THAT IS OPEN—WRITE US. 





A Partial List of 
ANGlgear Fields 


Packaging « Food Packing 
Construction « Heat-treating 
Hydraulics « Optical Parts 
Atomic Energy « Agriculture 
Bottling « Instruments 
Oil Surveying « Ceramics 
Box Manufacturing 
Woodworking » Canning 
3-D Movie Equipment 
Electrical Equipment 
Shipbuilding 


The ORIGINAL right- 


angle bevel gear unit 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE © HILLSIDE 5, NEW JERSEY 


Ear sare f, 
LEADS TO MANY MORE 


MANUFACTURER'S man, W. P. 
McCord, Allegheny-Ludlum Steel 
Corp., listens to questions asked by 
lom Meador, Joe Coffman and Nor- 
wood Carter, salesmen, Hays Supply 
Co., Memphis lenn., on tool steel 





Wire Rope Manager 
Named by Roebling 
John A. Roebling’s Sons, Colorado 


Fuel & Iron Corp. subsidiary, has 
named Elmer A. Trask as wire rope 
sales manager succeeding lorest S. 
Burtch, who has been appointed prod 
uct sales manager of the newly formed 
Construction Materials Department 
of Roebling. 

Mr. Trask has been Chicago district 
manager for Roebling since 1950 
With the company 29 years, he 
started as warehouseman and splicer in 
the San Francisco office. In 1931 he 
became a salesman and in 1936, man- 
ager of the San Francisco office. 

Mr. Burtch has held several sales 
executive posts in the Roebling firm 
for the past ten years. He joined the 
Wire Rope Engineering Division in 
1923, and in 1934 became assistant 
chief engineer. 

Ihe new Construction Materials 
Department makes available, through 
a single source the company’s com 
plete line of wire and stranded steel 
products prestressing concrete. 

Both Mr. ‘Trask and Mr. Burtch 
will have their headquarters in 


Trenton, N. J. 





SUBSTITUTE FOR CHROME 


One of the major developments 
in aluminum in the next decade prob- 
ably will be die castings of aluminum 
that can be given a hard transparent 
coating to look like chrome plate, 
American Machinist, McGraw-Hill 
publication, says. Not only will it be 
cheap, but it won't rust and will re 
main bright even when scratched 
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VARIABLE 
SPEED 
DRIVE 


NO NEED TO CHANGE 
BELTS, PULLEYS. 


Just dial 


speed wanted 


—while machine 
runs! 


It’s a HOT order-getter because it offers sensational advantages 
... much wanted user benefits that have always cost a lot more 
money to get. 

Now, without question Walker-Turner Distributors offer the 
“best buy” in a 16” Band Saw. You have “the edge”’ when you 
have the Walker-Turner /ight-heavyweight line. If you don’t — 
ask about the few choice franchises open. 














WALKERUTURNER 
° Ly ty ON e 

KEARNEY ANDI TRECKER| CORPORATION 
PLAINFIELD, J 


DRILL PRESSES—Hand and Power Feed * Radial Drills * Wood 
and Metal Cutting BAND SAWS * TALTING ARBOR SAWS * RADIAL 
SAWS * JG SAWS © LATHES © SPINDLE SHAPERS © JOINTERS 
BELT AND DISC SURFACERS * FLEXIBLE SHAFT MACHINES 
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You can't 
handle a better 
line of bolts 


HERE’S WHY. . .1. Circle ® bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 
plus features, is no high- 

er than ordinary 

bolts alone. 


BUFFALO 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CiRcLE @ PRODUCTS 
@OLTS « NUTS « RIVETS AND SPECIAL FASTENERS 


NUMBER $1 identifies the latest 
catalog available. If you don't 
have a copy, we'll gladly send you 
one upon request. 
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PRECISION too!s for a demonstration 
re ‘ait out by Zeke Robbins at Schultz 
& And rson Co., Ne wark, N ] 





National Hardware Show 
Draws 900 Exhibitors 


More than 900 manufacturers of 
hardware and alhed lines filled four 
floors of Grand Central Palace, New 
York City, with their products re- 
cently at the week-long National 
Hardware Show. 

Some 40,000 buyers and _ visitors 
attended to sce everything from power 
tools and light farm equipment to 
kitchen = ware Altogether about 
10,000 lines were on display. 

‘This was the last show to be held 
in New York City, as Grand Central 
Palace will be sented next year to the 
Internal Revenue Bureau. Next year 
the show will be moved to the Navy 
Pier in Chicago 


Fullerton Steel 
Building Warehouse 


Fullerton Steel & Wire Co., Chi- 
cago, will soon complete a_half-mil- 
lion dollar expansion project at its 
main plant. 

The structure includes an 80-ft. 
wide main span for steel storage and 
a nonferrous department with a 50-ft. 
span. Each 300-ft. long bay is 
equipped with an overhead crane and 
railroad siding 

The old warehouse will be used for 
1 service department. 


Plastics Division Set Up 


Boston Woven Hose & Rubber Co 
has organized a new Plastics Division 
to develop and produce vinyl extrus 
ions and new elastomeric products 
Kenneth S. Goodyear, formerly with 
United States Rubber Co., will be 
manager. 





For punches and dies that produce up 
to 50% more pieces per sharpening — use 
Simonds Air Hardening Die Steel. 5% chrome 
content makes this non-deforming steel more 
wear-resistant. Better for punching or cutting 
silicon or stainless steels, Monel metal, or 
other abrasive metal. Spheroidize annealed 
for good machinability, it also has a wide 
hardening range (1700° to 1800°F). Stock 
sizes from 14” to 2” thick, and 2” to 10” wide 
in 36” lengths. 

For standard die, jig, punch, gage and small 
tool applications, Simonds Oil Hardening Flat 
Ground Die Steel is a valuable time and 
money saver. Made of non-deforming molyb- 


denum type die steel, it is uniformly annealed 
for easy machining and uniform hardening. 
Due to its wide hardening range (1450° to 
1540°F) good results are assured with even the 
simplest heat treating rp Teme Stock sizes 
available from 1/64” to 3” thick and 4” to 14” 
wide in 18” lengths. Heavier sizes also fur- 
nished in 36” lengths. Individually packaged 
with simple heat treating instructions. Order 


SIMONDS, 


SAW AND STEEL co. | 


— 


Factory Branches in Boston, Chicago, San Prancisce and Portland, Oregon. Canadian Factory in Montreal, Que 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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INDIANA. BE VTTTA: 


Early quarters of Indiana Bearings, Indianapolis, established in 1935, was this small 
tore. Now the company has four modern branches throughout Indiana 


MODEL ADDED 
TO POPULAR 


KELLER 
LINE 


New No. $ has 9" x 
9” capacity. Has 
variable 0-200 Ib. 
power pressure reg- 
ulator for blade. Cuts 
thin wall tubing or 
solid bars fast. Also 
many other fea- 
tures you want 

in a saw. 


@ More Features 

@ Easy to Sell 

@ Rapid Turnover 

@ Satisfied 
Customers 


@ 10 Models to 
Choose From 


Founder of the company, John F. Raymond, sits beneath a mural picturing modern 
quarters of main branch. Building is 175- by-175 ft., has two 40- by 200-ft. park 
ing areas for customers cars 

Sell the Keller 

Power Hack Saw 

line. Efficient—low 

cost—speedy. Each 

Keller Saw sale 

means genuine cus- 

tomer satisfaction 

plus good profits. 


CHOOSE FROM THE 


Complete 


LINE OF KELLER 
POWER HACK SAWS 


New catalog illus- 
trates and gives all 
specifications of 10 
models. Write for 
catalog today! 


Saves, Seroice Machine Tool Co All emplovees of Indiana Bearings (now a division of Bearimg Specialists, Inc.) con 


5. sare GE SHAPERS . SHAS PONNE MAGE Lams tributed ideas when the company's present quarters were bemg planned. Offices 


e + St Pout W4, Mannesote feature spacious layout, latest me hanical aids 
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ag MASRESE 
4 % % 
é 4 % 


Manufacturers of HOLTITE Fastenings For Every Purpose 
CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A; 





New lightweight gun helps Binks 


distributors tap special markets 


LIGHT PRODUCTION SPRAYING 
—AND FOR WOMEN OPERATORS 


Binks Model 26 Spray Gun provides 


BINKS MODEL 26 IDEAL FOR 


new sales opportunities in many 
plants because it is especially de- 
signed to produce high-quality fin- 
ishes, yet be extremely light in 
weight 

Model 26 weighs only 15 ounces 
and so is ideal for stenciling, blend- 
ing, touching-up products coming off 
assembly lines and where women 
operators are doing light production 
spraying 

This featherweight gun increases 
efficiency by reducing operate: fa 


tigue. It saves money by supplying 
quality features normally found only 
in more costly guns. For example, it 
has a brass and steel fluid passage 
to protect the gun body from the 
corrosive attack of certain paints 
and fluids. 

Model 26 can be used to spray 
lacquers, synthetic enamels, paints 
and other finishes and coatings of 
light or medium viscosity. Send cou- 
pon TODAY for details, including 
list prices. 


Send today for Bulletin 26. This builetin tells how the 


a 


ty | 


featherweight Model 26 Spray Gun saves your customers time 
and money. Bulletin 26 makes your selling easier by thoroughly 
illustrating and explaining each advantage the gun offers 


MAIL COUPON today for Bulletin 26 
Binks Mig. Co., 3128-30 Carroll Ave., W., Chicago 12, Hil. 


Gentlemen: Please rush my FREE copy of your Bulletin 26 
describing your new Model 26 Spray Gun. And tell me 


oo about the profit possibilities in handling the Binks complete 
’ nm $s line of spray painting equipment 
NAME 








EVERVTHING /OR 





Na 


ZONE STATE 





IT PAYS TO SELL THE BINKS LINE 


304 


THE CHOICE OF LEADING MANUFACTURERS 
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New Business Agency 
Replaces NPA 


The Department of Commerce has 
established a new Business & De 
fense Services Administration which 
takes over functions of the former 
National Production Administration 
and consolidates five other depart 
ment offices, including the Office of 
Distribution. 

Charles F. Honeywell, one-time dis 
tributor and wholesale plumbing ex 
ecutive, has been named administrator 
of the new agency. 

It also sets up 25 industry divisions 
staffed by representatives of Govern 
ment and private business 

Secretary Sinclair Weeks said the 
new agency should “provide a focal 
point for effective cooperation be 
tween Government and business in 
promoting economic stability and 
growth.” 

Also transferred to B.D.S.A., be 
sides the Office of Distribution, are: 
the Office of Technical Services, the 
Ficld Service, staff functions of the 
Industry Evaluation Bord and_ the 
Office of Industry and Commerce. 

Assistant administrators are Samucl 
N. Comly. of Russell, Burdsall & 
Ward Bolt & Nut Co. Leonard FE 
Pasek, of Kimberly Clark Corp.; and 
Samucl A. Crabtree, of Republic Steel 
Corp. William FE. Haines will be as 
sistant deputv administrator. 

Mr. Honevwell has been 
since the Eisenhower Administration 
took over as senior special assistant to 
Secretary of Commerce Sinclair 
Weeks 

From 1933 to 1935 he was an ex 
ecutive of the Honolulu Tron Works, 
Honolulu, T. H. Before that he 
headed a wholesale plumbing firm in 
California 

Since 1935 he has been in business 
in Hawaii and in South Carolina, 
where he headed Gregorie Neck Plan 
tation at Coosawhatchie 


serving 


Three Staff Offices 


There will be three staff offices 

The Office of Technical Services, 
which is a clearing house of Govern 
ment technological data of interest 
to business and will also assist in 
voluntary product stendardization 

The Office of Small Business. focal 
point for haison with the Small Busi 
n Administration 

The Office of Distribution. 
point for the retail. wholesal 
and “distributive” trades on market 
ing and distribution problems and 
policies 


for al 


servic 


Affairs 
former Worthing 


Heads Domestic 
Carl F. Ocechsl 





ton Corp. executive, has been named | 
Acting Assistant Secretary of Com 
merce for Domestic Affairs, pending 
appointment of a successor to Craig R. 
Schaeffer, who resigned recently. 

Mr. Oecchsle was recently executive 
of a department store and before that 
was assistant vice-president and man- 
ager of the Construction Equipment 
Division of Worthington Corp. and 
vice-president of Ransome Machinery 
Co., Worthington subsidiary. 

His new office has over-all respon- 
sibility for the new Business and De- 
fense Services Division of the Com- 
merce Department. 


Regional Service Available 


Business men wanting help from 
the Department of Commerce now 
have access to it through some 800 co 
operating Chamber of Commerce 
offices throughout the country. 

The Chamber is working with the 
Government department to decentral 
ize services and facilities so they will 
be accessible to businesses in their lo 
cal areas. The offices are designated as iol 
“Co-operative Offices” and will serve 
both Chamber members and non 
members as a_ business information 
outlet for Government matcrials 

Meanwhile local regional offices of 
the Department of Commerce are 
conducting a series of conferences 
with Chamber executives to find out 
local requirements in each area, so 
that inquiries can be handled eff 
ciently 


Pasa 


Olmsted-Flint 
Names President 


Olmsted-Flint Corp., Cambridge, 
Mass., has elected E. H. Cargen presi 
dent of the company. 

Formerly vice-president, he sueceeds 


the late F. M. Schiffmacher 





FUTURE PRESIDENT of M. J. Vail 
Co., “Butch” Vail, gets a report from 
his father, M. J. Vail, the present 
owner, and Mrs. Vail, who keeps the 


A CUNEO-BUILT CATALOG 


is designed and produced by experts 
to fit exactly into your sales picture 


A CUNEO-BUILT CATALOG 


is right in quality, in arrangement, 
and in sales ability 


A CUNEO-BUILT CATALOG 


has character, individuality, and 
is modern in every respect 


A CUNEO-BUILT CATALOG 


has added value because of expert 
compiling, printing, and binding 


Write * Wire * Phone 
BROADWAY 6-5340 
CATALOG DIVISION 


SSS Le. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 





Maplewood, N. J., firm’s books 
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sowg suv) 


CLARK BROS. BOLT COMPANY TO 
COMPLETE A CENTURY OF SERVICE 


wherever fastening fast with greater security is 


a must CLARK Bros Rot (0 


160 Canal Street. 
MILLDALE, CONN 


= 


VAAL 


NSEMANN->- HN-aAmM<=-7F 


Export Dept.; 
Suite 513 
25 Beaver St., N. Y. 4, N. Y¥. 
Whitehall 4-4392 


teil 


| 
| 


New plant addition of Flexonics Corp. at Memphis, Tenn., 


-Flexonics Adds to Plant; Names Sales Manager 


adds 30,000 sq. ft. to 


house the firm's newly created Brass Bellows Division 


Thomas K. Wells 


Flexonics Corp. recently opened a 
new plant addition in Memphis, 
lenn., which adds 30,000 sq. ft. to the 
company’s facilities there It will 
house the newly organized Brass Bel 
lows Division. 

Flexonics recently named ‘Thomas 
K. Wells as general sales manager of 
the corporation and Howard W. Gries 
bach as assistant sales manager for the 
Bellows Division. Richard H. Sabel 
had been appointed to the new post of 
sales development manager. 


Richard H. Sabel 
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Howard W. Griesbach 


Ir. Wells, with the company 12 
years, was recently sales manager for 
the Bellows and Aircraft Divisions. 
The post of general sales manager is a 
new one. Since the death in 1950 of 
\. S. Keller, who was vice-president in 
charge of sales, over-all sales direction 
has been under a sales executive coun 
cil. 

Mr. Griesbach recently returned to 
I'lexonics after eight years with Brown 
Instrument Division of Minneapolis 
Honeywell Regulator Co. He had 
been industrial manager at Milwaukec 
for that firm for the past three years 
Earlier, he was with Flexonics for five 
years. 

Mr. Sabel was formerly general man- 
ager of Midwest Roof Deck Co. 





TELEVISION SAFETY DEVICE 


Television is being used in a Long 
Island generating station to watch 
combustion conditions in furnaces, 
Electrical World, McGraw-Hill publi- 
cation, reports. Keeping an eye on the 
television screens in the contro! room, 
Gn operator can spot conditions that 
might mean trouble and take preven 
tive measures before damage is done 














If you're interested in profits... 
get this free folder now! 


It’s all there on just 4 pages... U.S. Tool’s _ kind of selling information you need, and an- 
complete line of utility grinders, buffers and other factor in your favor, the popular models 
dust collectors. are carried in stock, ready for prompt shipment. 


You'll find it a profitable story, too. It lists the Yes, if you’re interested in grinder and buffer 
models with the features your customers want. sales and profits, get this free folder now. Write 
This folder gives complete specifications, the for Bulletin US 58. 


United States Electrical Tool Diuision 


THE EMERSON ELECTRIC MFG. CO. 


Findlay St., ¢ ti 14, Ohlo 


AN. 
<0 PDA 
AN 

NEW... 
Portable P ae i il Merchandising campaign 
drills Portable é ‘ tells nation's tool 
sanders — buyers about leading 
ae U.S. values! 
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Valdura—a leader in the field of heavy-duty in- 
dustrial maintenance paints—devotes its extensive 


laboratory facilities to a constant study of indus- 


trial maintenance problems and their solutions. 


For Low COST MAINTENANCE 
of strectural iron wort, pipe wees 
metal ant weed sash, stacks, water 
taaks, ventilators, metal roots, 


eer PT 


Because of increasing demand for expert echnical 
jee of special paint problems, Valdura has estab- 
ned a new Technical Service Department which will 
@ the full support of American-Marseta’s extensive 

t's mode re perch laboratories 
with other enperfine eo - ted and without charge—chis new depart 
y offer its services to industrial plant 
{ architects. For prompt 
just fll in this coupon and attach it t your 
industrial maintenance. our EXPENSE! s letrerbead 
PROVE IT AT | gi ee 
ie coupon to 7 
Jost OB ont wt wo he jrese shows below 
ee BREE SAMPLE cooren::: 
; ccad Uberel comple of VIAP ond cater ant 
. pane bee fume rosteting coters 


VALDURA DIVISION 


AMERICAN-MARIETTA CO. 
101 £ Ontorie St, Chicage 11, Mt. 











Sales supervisors are specially trained 
in industrial maintenance problems. 





| 
Detailed maintenance charts are prepared 
for the guidance of specialized industries. 


Valdura haa good reasons for selecting FACTORY 
to tell its sales story to manufacturing. I. M. Mac- 
Lachlan, Valdura’s General Sales Manager, says, 
“We look forward to the business leads we get from 
our advertising in FACTORY, because we know 
they are invariably productive.” 


On every product line you handle . . . you, too, will 
find that if you're getting the support of advertising 
in FACTORY, you'll get more business from the 
manufacturing industries. 


Then . . . to insure that the story of Valdura’s 
talents and services gets across to Plant Operat- 
ing Men in manufacturing plants... Valdura 
uses powerful advertising in FACTORY. 


FACTORY 


MANAGEMENT AND MAINTENANCE 





A McGRAW-HILL PUBLICATION > 
330 West 42nd Street, New York 36, New York 





BALL- 
BEARING 


CARBIDE TOOL GRINDER 


BALDOR builds a complete tine of bench and pedes 
tal type grinders (including the special Carbide 
Toot Grinder shown above). 6” to 12° wheels, bal 
anced for smooth operation and precision grinding 
Ball. bearings in dust-proof housing are lubricated for 
life 


BALDOR ELECTRIC CO. 


4364 Duncen Ave ST. LOUIS 10, MO 


SOLD 
THRU 
DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-H 








a - Type 
huck 


THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service” 


THE COLLIS CO. 


Dept. A, Clinton, lowa 








Porter-Cable Starts Work on Plant Addition 


I'wo-story structure will have floor area of 20,000 sq. ft. and will be used mainly 


as warehouse and shipping point. Porter 
buildings to its mam plant in the past few 








Porter-Cable has also opened this new 
branch in Dallas 


Porter-Cable Machine Co., Syra- 
N. Y., has opened a new Texas 
at 1712 South Akard St., 


cuse, 
branch 
Dallas, 

Housed in a new bnilding of its 
own, the branch is staffed with factory 
trained mechanics and equipped for 
service on all the company’s products. 
Leonard P. Harvey 

It is the company’s eighth factory 
branch. Fifty other 
iuthorized stations are main 
tained in various cities. 


IS supers ISOT 


sale S and Service 


seTvice 


Presents Sawing Prize 


Porter-Cable Machine Co. presented 
the prize for the sawvers contest, an 
electric chain saw, at the recent Na 
tional Shade ‘Tree Conference at Jack 
son Park, Chicago. M. A. Patulski 
and W.. Isgar, Porter-Cable representa 
tives, awarded the saw to the winning 
team of John Stashenko and Tim 
Janosko, of Connecticut. 
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Cable Machine Co. has added several 
years, operates another elsewhere in city 


Breaking ground for new building at 
Syracuse plant is D. J. Ridings, com 
pany president, flanked by J. M. Hayes, 
factory manager; J. D. ‘Taylor, head of 
Faylor Construction Co.; and A. W 
Shear, president of the Power ‘Tool Em 
ployees Union 





Generai Electric Names 
District Sales Head 


H. S. Farmilo has been named man 
ager of the Philadelphia sales district 
of the General Electric Co.’s Distribu 
tion Assemblies Department, one of 
the two new departments formed out 
of the former Trumbull Electric divi- 
sion. 

Mr. Farmilo has been a sales rep- 
resentative for ‘Trumbull since 1942 
and has served in the Philadelphia 
area for the past ten years. He has 
also served as power apparatus spe 
cialist with the General Electric Sup 
ply Co. in Baltimore and as a field 
sales engineer with Chase Copper & 
Brass Co. 





@ WOOD SCREWS 


@ STOVE BOLTS FASTENERS PACKAGED 


@ TAPPING SCREWS 


@ MACHINE SCREWS FOR SHELF APPEAL 


@ORIVE SCREWS You can’t ignore facts! Today’s competition 


@ THUMB SCREWS calls for the utmost selling power in pack- 
a aged goods and every package of Central 

@ SEMS SCREWS Fasteners has inviting eye-appeal More- 
PHILLIPS RECESSED HEADS over, color coded labels enable your sales 
personnel to select the type of fastener, head 

STANDARD SLOTTED HEADS style and size at a glance. Consider that 
@ WING NUTS AND CAP NUTS Central Screw Company has been supplying 
precision-made fasteners for nearly half-a- 

@ HEXAGON AND SQUARE NUTS century. It all adds up to PROFITS when 


@ WASHERS you specify “‘Central’’! 


LOS ANGELES. Cau, og CHICAGO Ht KEENE NOH 


ee ee 


You 


c tral 
MOMPRSA 3501 SHIELDS AVE CHICAGO 9 ILLINOIS 
~ Oat 
3028 £€ ELEVENTH STE LOS ANGELES 23 CALIF © 149 EMERALD ST, KEENE N H 
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IMPACT 
WRENCH 


Lightweight and compact ease of handling 
teamed with rugged power make it the ideal tool 
for shops end production lines 

Here's a true all-purpose, all ‘round tool designed 
to tighten and loosen nuts and bolts up to 44", 
extract broken cap screws and studs, and handle 
many other jobs. It can easily be equipped for 
wire brushing, drilling, tapping, hole sawing, and 
lotsa more. You'll be proud to sell it because you'll 
be providing your customers with a dependable 
tool-——a famous name tool that will save them 
time and money 


Model 4EW 


Tightens and 
removes up to 
%" nutes 

and bolts 


GET 


a 
40 Factor y-Owned Service Warehouses, Coast to 
Coast, To Give You Fast, Dependable Service 


5 
MALL TOOL COMPANY |! 


7802 $. Chicago Ave., Chicago 19, Illinois 


Send me complete information about dealer- 
ship possibilities 


Name 














a Al 


Plumbing & Heating Group 
Holds Annual Convention 


More advertising was the keynote 
at the annual convention of the Amet 
ican Institute of Plumbing & Heating 
Supply Associations held recently in 
New York City. 

Stephen EF. Kindelan, Jr., president 
of Providence Plumbing Supply Co., 
Providence, R. I., urged the trade to 
unite in a campaign to sell modern 
heating and plumbing systems to 
homeowners and industry. He said an 
assessment of one percent of sales for 
idvertising would be a good begin 
ning. 

Other featured speakers were Ed- 
ward F. Howrey, chairman of the 
lederal ‘Trade Commission, and Sen 
itor Joseph McCarthy of Wisconsin. 

Graham A. Barker, of Belheld Sup 
ply Co., Philadelphia, was clected 
president of the Middle Atlantic 
Wholesalers Association. Other new 
officers are: John A. McCann, Sea 
shore Supply Co., Atlantic City, N. J., 
first vice-president; John ‘T. Roberts, 
Jr., J. T. Roberts & Bro., Baltimore, 
vecond vice-president; and W. Harold 
Mitchell, C. L. Weber & Co., Phila 
delphia, treasurer 

Mr. Barker succeeds C, C 
of Hajoca Corp., Philadelphia, as 
president. 

Other 
tions later in the year 

Albert J. Miller, of Careva Co., 
York, Pa., was honored by the Middle 
Atlantic Association in a_ resolution 
expressing thanks for his work with 
the Institute’s Sales Building Program. 
Recently named a director of the 
Middle Atlantic group, he had repre- 
sented it on the Institute’s national 
committee for the sales program 


Lowry, 


associations will hold elec 


Name Traffic Manager 


United States Steel Corp.'s Ameri 
can Steel & Wire Division has ap 
pointed Edward R. Cassidy.as Cleve- 
land district trafic manager. He 
succeeds Harry M. Knobel who has 
retired 


NO LOST PASSENGERS 


A device to show air passengers 
exactly where they are at any given 
moment is being developed by an Eng- 
lish firm, Aviation Week, McGraw-Hill 
publication, says. Designed for air- 
liner cabins and controlled by an au- 
tomatic navigator, the device shows 
the plane's position by means of a 
dot of light moving across a series 
of transparent screen maps. 
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STRENGTH 


BIG ORANGE 
Shackles Have It! 


D 
Forged of Hi-STRENGTH STEEL 
nies Strong 


ran Tough 
ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 
Now Available in Sizes 
VY oo to 1 VY oe 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


The Zuatity that brings 
Zuantity Sates 


Precision Brand 


FEELER STOCK 


@ Tool and die mokers — machinists 
— automobile technicians, and skilled 
men in other professions approve 
the quality of this handy thickness 
gouge. Packaged for easy stocking. 
Easy to use and precision made for 
lasting accuracy. Cellophane wrapped 
for moisture protection. All popular 
sizes and etched with thickness. 


7s More Profit Makers 


@ Shim Stock — pack 

for over-the-counter sales. Available in brass, 
steel and stainless. 

@ Music Wire — comes in tangle-free dispenser 
cartons morked with size, gouge, ond weight. 


PRICES AND DISCOUNTS ON REQUEST 
PRECISION 
STEEL WAREHOUSE, inc 


Kingee S$? . Chice i 





Binks Mfg. Names 
New Vice President 


Binks Mfg. Co., Chicago, has ap 
pointed John E. Rowe as vice presi 
dent in charge of industrial and public 
relations. 

Mr. Rowe was assistant to the presi- 
dent with special responsibilities for 
advertising and Government contracts. 
Uhese activities will continue under 
his supervision. 

He joined the company’s sales staff 
in 1935 and during the war opened 
Binks’ Washington, D.C., office 
After Navy service, he resumed his 
sales activities in 1947 and returned to 
the home office in Chicago, handling 
sales and advertising as assistant to the 
president 


Paint School to Open 


Binks Manufacturing Co. will con 
duct a new series of spray painting 
schools in Chicago starting early in 
January 

The dates are: January 4-8: Febru 
irv 1-5 and March 1-5. Classes will 
be held in the Binks plant, under 
William Beacham. The courses are 
designed for distributors as well as 
plant personnel, according to company 
officers. 

Facilities of the school were 
recently doubled and additional vis 
ual aids were acquired, including a 
sound-slide film. Classes are free but 
limited to 40 students each 


Liquid Carbonic 
Names Executives 
H. C. Mathey and Bicknell Lockhart 


have been elected vice presidents of 
The Liquid Carbonic Co., Chicago 

Mr. Mathey will also be general 
manager of the Pacific Division and 
president of the Stuart Oxygen Divi 
sion. He will continue his headquar- 
ters at Los Angeles 

Mr. Lockhart will be in charge of all 
durable goods manufacturing in Chi 
cago. 

Mr. Mathey has been with the 
company since 1926. Mr. Lockhart 
joined the firm last year as manage- 
ment engineer and has recently been in 
charge of the Durable Goods Manu 
facturing Plant 


Baker Names Agent 


Baker-Raulang Co., Cleveland, ha 
appointed Industrial Truck Sales, Inc 
Latham, N. Y., as representative for 
the company’s industrial trucks and 
cranes in Western New York State 


we > tai 


Give Customers Added 4 


Savings with the 


di 


Simplified 
BUSHING SYSTEM 


BUILD 
SALES 
FOR 
YOURSELF . 


@ The Bushings are individu- 
ally packaged and marked 
for size. They are used 
throughout the complete line 
of BROWNING Single and 
Multiple Groove Sheaves, 
Rigid and Flexible Couplings 
and Paper Pulleys. Ask for 
Catalog GC 101. 


BROWNING ROLLER 


CHAIN and SPROCKETS 


the ideal line for “off the shelf” sales 


The Bushings used in BROWNING Roller Chain Sprockets 
are “Unbreakable Malleable Split Taper Compression 
Type. Your customers benefit through the use of these 
bushings because there are no troubles from scored shafts 
nor sloppy or wallowed-out bores. The bushings stay put 
and are easily removed. BROWNING Sprockets are 
coated with baked-on enamel. 


BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE 


MAYSVILLE, KENTUCKY, U.S. A. 
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L Befes 
ms 
SOLDERING 


aD 


NO SURFACE CLEANING NECESSARY 


STIK + PASTE - LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture no cleaning 
of surface necessary. Provides a free flow of 
solder and mokes a firm union possible. Non- 
acid eliminates danger of acid burns. For 
copper, bross, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plate, zinc, etc. 


Chrome-Stainless Steel FLUX 


For all soft soldering of chrome or stainless 
steel and their various alloys. No surface 
cleaning necessary. You save clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch or soldering iron. 
Flux action keeps soldering irons clean. Avail- 
abie in poste form 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soldering or brazing. Free flow- 
ing, non-acid flux thet penetrates close joint- 
gop clearances. Suitoble for use with all 
common metals and alloys 


Electro FLUX 


Made specially for soldering electrical ports 
and electronic equipment. Free of salts, acids 
ond alkali. Non-corrosive and non-conductive. 
Can be used for continuous tinning of copper 
wire. Available in stik or heavy liquid form. 
Electro Flux Stiks are excellent for use by 
radio and TV repair men. 


Aluminum FLUX 


Non-ocid, non-staining ... for use with pure 
eivminum or alloys, aluminum castings or alu- 
minum alloy costings. Fluxes through oily sur- 
faces. Can be used with 50/50, 40/60 or 95/5 
solder. Has wetting properties that causes 
solder to flow freely. Saves clean-up time. 


Consultation on Flux Problems Invited 


if you heve a special fluxing condition send 
soldered and unsoldered parts — ovtline the 
condition . . . ovr engineering division will 
recommend the correct flux for you or develop 
@ special flux to meet your requirements. 


LAKE CHEMICAL CO. 
if 3094 W. Carroll Ave. 
es Chicago 12, Illinois 


INDUSTRIAL 


Roger Cross 


Stanley ‘Tools, New Britain, Conn., 
has named Roger Cross as sales rep 
resentative for the state of Texas and 
Alfred J. Vayssie as representative in 


Washington, Oregon, Idaho and Mon- 


tana 

Mr. Cross joined the company in 
1948. After a factory training course, 
he called on retailers in the Middle 
West and New England. In 1950 he 
became sales representative for the 
Northwestern states with headquarters 
in Seatth 

\ World War Army veteran, he is 
1 graduate of the Boston University 


College of Business Administration. 


Alfred J. Vayssie 


Mr. Vayssie, who joined Stanley 
last year, has been calling on the re- 
tail trade in Northern California. He 
is a Navy. veteran and attended the 
College of the Pacific. 

His new headquarters will be in 
the Stanley sales office in Seattl 


To Manage Bureau 


Carboloy Department of General 
Co., Detroit, has named Jay De Eulis 
manager of the department's news 
bureau. He was previously technical 
editor. 





he — - 
v=, ™®, Tool, Die Panter f oe 
er 
2% Leyeut on of 


4 BLUE MARK 


Ist choice of the metalworking industry 
all over America for DEPENDABLE 
performance on all metals. 


BLUE MARK CO. 
60-62 Howard Street, Irvington 11, N. J 


Please send me your NEW PRICE LIST and 
FREE SAMPLE ID-1) 


ADDRESS 
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Jim Hawkesworth 


Graton & Knight Names 
San Francisco Manager 


Graton & Knight Co., Worcester, 
Mass., has appointed Jim Hawkes- 
worth as district manager in charge 
of the company’s San _ Francisco 
branch. 

He will direct the company’s sales 
for the entire Pacific Coast area, in 
cluding California, Washington, Ore 
gon, Idaho, Nevada, Utah, Arizona 
and New Mexico. 

Mr. Hawesworth formerly covered 
the Northwestern states for Graton & 
Knight. He joined the company in 
1913, working first as a production 
man. For several years, except for 
World War I service with the Army 
Engineers in France, he was attached 
to the company’s British branch. He 
directed the company’s belt shop in 
Shanghai between 1927 and 1937 and 
later supervised the Canadian sales 
branch. 

During his Far East stay, he was 
a member of the Shanghai Volunteer 
Corps, a cavalry unit of American 
business men, rising from private to 
a lieutenant and serving in the Sino 
Japanese war in 1932 and again in 
1937. 





FISH GET A SHOCK 


Tuna fish in Scandinavian waters 
are being shocked almost to death 
these days, according to Food Engi- 
neering, McGraw-Hill publication 
After being caught with small hooks, 
the fish are stunned by an electrical 
field set up in the conductive salt 
water between the charged hook and 
a second electrode on the line. Un- 
conscious, the fish are easily hauled 
in and then killed. 








THE BASSICK COMPANY, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


- 
i 











Somebody always 
needs new casters! 


@ Looks like the fashion parade has traffic trouble. It also looks 
like a fine time to start talking Bassick Casters. 

Even in these days of high horsepower, a lot of manpower is 
still at work pushing and pulling materials from here to there. 
Which means that somebody always needs casters. Their best bet 
is Bassick casters, because these products of the world’s largest 
caster manufacturer have proved their worth for years in the 
toughest materials-handling jobs. And your best bet is to ask for 
an order for Bassick casters from every customer you meet. 

You who are Bassick distributors have an advantage. Years of 
national advertising have made the name Bassick familiar to 
every engineer and purchasing agent. That makes the job of 
selling Bassick casters a lot easier today and every day. 

Fae tite: 


SERIES “99” TRUCK CASTERS. These 
quiet, easy-rolling, easy -swivelling 
casters can take a lot of punishment 
day in and day out. In 3” to 10” 
sizes, for light and heavy loads. 
Full-floating ball race construction, 
The right type of wheel for every 
requirement. 


Bassick 


MAKING MORE KINDS OF CASTERS 
...»- MAKING CASTERS DO MORE 


A DIVISION 
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Ask yourself 

these questions 
before you stock up 
on pipe unions again 


Are the unions you're selling de- 
signed having a truly spherical 
ball joint with brass seats re- 
qoanes for protection and tree- 
flow 


Deo the unions you handle have 
octagonal ends so that they may 
be easily tightened with any type 
wrench? 
Are they plainly marked tor 300% 
pressure? 


Are Gory made of Air Furnace 
Malleable Iron having a tensile 
strength of 55,000 p.s.i. and air 
tested before shipment? 

If you can’t answer “Yes” to all these 

questions, you're not selling 


oy" 


UNIONS 


» +» « Quad you're not in position to 
make selling capital of all those fea- 
tures which are back of Jefierson’s 
reputation and acceptance for high 
quality, maximum service and econ- 
omy. 


The Jefferson line includes: WOG 2000 
to 2" and 10002 to 4” in Jefferson 300% 
brand straight through unions, union 
ells and union tees; flange unions; AAR 
male and female unions; Enduro 3002, 
Excel 250% and Master 150% unions. 
All types also available with all-iron 
seats. Underwriters approved. 


Cash in now on the com 
leteness of the Jefferson 
ine, its outstanding supe- 


rior performance and exclu 
sive features. 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 








Charles A. Fischer Holds an Open House 


Newark firm showed its room-length display board for wrenches and shop tools 
recently to customers and friends. Looking over the new setup are Jerry Fischer, 
Mrs. Charles A. Fischer and Ed Fischer. Display is 40 ft. long. 











Government Leaflet 
Tells How to Bid 


“Sound Pricing Policy in Bidding 
on Government Contracts” is the title 
of the most recent Management Aid 
leaflet published by the Small Business 
Administration. 

The booklet points out that Govern- 
ment requirements are rigid, and that 
small manufacturers must take careful 
stock of their facilities to be sure they 
are capable of fulfilling a contract, and 
doing it in the black. 

Bidding on Government contracts is 
not the same as for routine commercial 
business, the booklet explains. ‘“‘Pric- 
ing pitfalls” that the small business 
man must be wary of are outlined in 
one chapter. These pitfalls, the booklet 
explains, range from making the price 
low enough to get the award, but at a 
serious loss, to getting the wrong type 
of contract which may commit the 
bidder to price rigidity where he 
should have price flexibility 


Cone-Drive Division 
Assigns Representative 


Cone-Drive Gears, Division of 
Michigan Tool Co., Detroit, has as- 
signed Walter H. Douglas to cover 
northern New Jersey, northeastern 
Pennsylvania, downstate New York, 
and the New York City area. 

Mr. Douglas has been with the 
company for the past seven years as 
a sales engineer working out of the 
headquarters office in Detroit. His 
address in the new territory will be 163 
Sunrise Parkway, Mountainside, N. J. 
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Host Ed Fischer and John Donaldson, of 
Ihe Billings & Spencer Co., stand by to 


greet the guests 





Named by Union Wire Rope 


Union Wire Rope Corp. has ap 
pointed E. A. Johnson as secretary 
treasurer and controller. He succeeds 
John C. Stoll, who has resigned for 
health reasons after 29 years with the 
company. Mr. Johnson was formerly 
controller of the company 





AFRICA UPS TEXTILE 
OUTPUT 


Over 30 textile plants have been 
established in South Africa since 
World War II, Textile World, Mc- 
Graw-Hill publication, reports. Previ- 
ously, except for blankets and some 
hosiery, all textiles were imported. By 
1952 one-third of the cotton cloth re- 
quirements were being produced 
locally. 














Cooper Alloy Engineer 
Loaned to NPA Board 


lhe Cooper Alloy Foundry Co., 
Hillside, N. J., has loaned the services 
of its chief engineer, Percy C. Schaffer, 
to the National Production Authority 
in Washington for work on nickel 
allocation. 

He will serve without compensa 
tion for six months with the Nickel 
Section of NPA’s Iron & Steel Divi 
$10n. 

Mr. Shaffer has been active in work 
of the American Standardization As 
sociation, The Manufacturers’ Stand 
ardization Society of the Valve & Fit 
ting Industry and the American So 
ciety of Tool Engineers 





R. J. Samuelson 


Sales Vice President 
Named by Greenlee Tool 
Greenlee Tool Co., division of 
Greenlee Bros. & Co., Rockford, III., 
has appointed K. J. Samuelson vice- 


president in charge of sales. 
With Greenlee 33 years, Mr. Sam- 


A. H. Hawkinson 





Safer... becoysataeah 
ey 





Safe working capacity embossed on 
side plate. Every block packaged, 





Here are the two most important 
words in the wire rope block busi- 
ness today... LOAD-RATED! This 
great, exclusive safety feature, 
plus individual packaging, has made 
American CROSBY Wire Rope 
Blocks the hottest sellers in their 
field. If you want the business, just 
tell your customers you have the 


American CROSBY line in stock! 


Made by 


AMERICAN HOIST & DERRICK CO. 
ST. PAUL 1, MINNESOTA 
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THE MOST COMPLETE SOURCE 


IN- ALL METALS 


BOLTS? 
NUTS wo 


SCREWS @ 


° THREADED & 
# PRODUCTS 


STAINLESS STEEL ‘eu/ 


NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 
NICKEL ALLOY STEEL 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST,WN. Y. 7, N. Y. 
WOrth 4-4600 


It's easy 
picking 


4 
wd 
° Huor pri} 


TELL YOUR CUSTOMERS about this ideal fl 
sevetem for their drills No more rummaging 


ing 
ind = boxe Indexes are 


sround in dark drawet 
made im | sizes to hold one-ofaesime of frac 
tional. number, letter, metric, stub or taper shank 
drills (Drills not fur 

ed) Made of steel 

nmerlin enameled. The 

onvenience 

prices make them sell on 

sight Kemember Huot 

es with Dou 


Write for catalog pages 


HUOT MFG. CO. 2's rion 





and attractive 


R. W. Stevenson 


uclson has been sales manager of the 
tool division since 1943 

Also appointed were A. H. Hawkin 
on as sales manager of the Western 
division and R. W. Stevenson as sales 


manager of the Eastern division 


Parker Appliance 
Names Representatives 


l he Parker 


named two firms 


Appliance Co. has 
to represent it for 
various product lines 

Avels Sales & Engineering Co., In 
dianapolis, will handle the company’s 
tube fittings, O-rings and related lines. 
Headed by Robert I. Avels, Sr., the 
firm's staff will be assisted in the area 
bv J. J. Matich, Parker sales engineer 
in Indianapolis 

Bearing Specialty Co. of California 
will handle Parker O-rings and related 
products in three of its offices, in Oak- 
land, San Francisco and Sacramento. 
Iloward J. Rien heads the firm. He 
will be assisted by E. C. Robinet, 
Parker sales engineer for northern Cali 
fornia 


Wall Colmonoy 
Names Sales Head 


Wall 
pointed Elmer J. Lell as 
ager of the firm. 

Recently at the company’s Detroit 
headquarters office, Mr. Lell has served 
successively as sales engineer and as- 
sistant sales manager there since 1951. 
He joined Wall Colmonoy in 1948 as 
Midwest sales engineer, and two years 
later became branch manager of the 
firm’s Houston, Texas office. 

Mr. Lell studied mechanical engi- 
neering at the University of Southern 
California and spent several years in 
the heat treating, materials handling 
and steel erection industries before 
joining Wall Colmonoy. 


Colmonoy Corp. has ap 


ales man 





SELL <QU 


FEELER STOCK 


> DETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 








FACTORY 
REPRESENTATIVES 
WANTED 


Exclusive territories available 


on LWBANE 


D 


$0 DOUT 


Also various ether industrial and 
marine chemicals. 


Diesel fuel oil 
additive 


the original fuel oi! treat- 
ment that gives constant 
action from tank 


industrial fields for many 
years. 


Jean Santschi, outstanding diesel authority 
says this about LUBAID-D: “I have seen many 
developments in the Diesel field since the 
days when | worked with Dr Rudolph Diese! 
One of these developments which is worthy of 
every engineer's attention is Lubaid-D. Re- 
sults are excellent Lubaid-D aids moter- 
rially in achieving cleaner over-all combustion 
in Diesel engines . . 

Fine opportunity for active sales organization 
Good earnings. Please state in reply, present 
territory covered and other products handled 
Write to 


LUBAID COMPANY 
MILWAUKEE, WISCONSIN 


industrial, marine and automotive chemicals 
years 


Phone HUmboidt 3-$400 
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John Barnes 


Whether it's shells or beads —or 
good old American dollars, for that 
matter — you just can’t operate 
successfully without showing a profit. 
That's why so many progressive 
companies depend on Kester quality 
and performance to insure maximum 
results in production at the lowest 
possible cost. And we'll bet 

Kester Solder can mean more 


“wampum” in your ‘“wigwam,” too! 


Harry L. Jenkins mes Wn, 


Five Added to Staff Remember Kester for that exact job-engineered 
Solder you need; 8 major Fluxes in Core 

by Allen Mfg. Co. Solder, all available in 5 core openings. And 

don’t forget Kester Solid Wire and Bar Solder, 

Kester “Solderforms’ and Kester Fluxes. 


Allen Mfg. Co., Hartford, Conn., 


has added five new representatives to 


its field sales force 
They are: John Barnes, who will KES] 
KESTER 


SOLDER COMPANY \ FiuxX ‘2 CORE 
. SOLDER 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY « BRANTFORD, CANADA 


TLL LL 


Eugene C. Manley 
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Complete [ine 
of Oilers for all 
INDUSTRIAL 


Needs 


Eagle Oilers have been 
favorites for many years 
in mills, mines, foundries 
and factories of all kinds. 
Hydraulic Pump Oilers; 
Super Oilers, pistol snp 
type; Welded Steel Bench 
Oilers; Copperite Steel 
Oilers— all are available 
in various sizes to suit all 

urposes. Many styles 
tow straight, Baw or 
flexible spouts—all inter- 
changeable. 


Use EAGLE 
SAFETY CANS 


to protect plant 
arate! personnel 


(Listed and labelled Wi 
by Underwriters’ 
Laboratories, lnc.) 


The new Eagle Safety Can for han- 
dling and storing inflammable liquids 
sani many Eagle exclusive fea- 
tures which make it easy and safe to 
use--and which prevent spillage and 
leakage when the can is not in use 
1, 2% or 5 gallon capacity. 


Order from Your Distributor 


Eagle Products are also available in Canada 











Roger J. Morell 


Willard B. Simon 


work with Kirk Hobart in New York 


and New Jersey; Harry L. Jenkins, 
who will cover Southern Ohio, par- 
ticularly Dayton; Eugene C., Seine 
assisting Henry Milashen in Chi- 
cago; Roger J. Morell, special field rep- | 
resentative, and Willard B. Simon, | 
who will assist Charles Schnell in De- 
troit. 
Mr. Barnes formerly sold for E. C. 
Atkins & Co. Mr. Jenkins was with | 
George D. Laughter Co., Dayton dis- 
tributor. Mr. Manley is a former sales 
correspondent for the Shakeproof Di- 
vision of Illinois Too] Works. 

Mr. Morrell joined Allen Mfg. in 
1951, and has since worked in the 
company’s Planning Department. Mr. 
Simon has sold for Smith Winchester 
Co., Jackson, Mich., distributor, and 
Blair Auto Parts, Inc., in Jackson. 


Names Ad Agency 


United States Expansion Bolt Co., 
York, Pa., has appointed William 
B. Kamp Co., Lancaster, Pa., as its 





advertising agency. 


.. .@ good, long 
established 
seller... 

easy to store, 

easy to ship, 


for maintenance, 
means repeat 
sales assured... 


- «+ yes, owr popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 

BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 

Write for our Distributor Propose 
tion today . . . we believe it win 
prove attractive to you! 


REFRACTORIES CO. 


781 S$. Swanson St. Philadelphia 47, Pa. 
In Canada, Canadian Botfield Refractor- 
ies Co., Ltd., 171 Eastern Avenue, Toronto 


DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


Most popular package is 8 oz. can with brush 
in plastic cap. Simply brush on, right at the 
bench; ready for the layout in a few minutes. 
The dark blue bockground mokes the scribed 
lines show up in sharp relief, and at the same 
time prevents metal glare. increases efficiency 
and accuracy. 


Write for full information. 


THE DYKEM COMPANY 


2305A North 11th St. St. Lowls 6, Mo. 
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Tube Turns Adds 
Sales Engineers 


Two sales-engineering _representa- 
tives have been added to the staff of 
Tube Turns, Inc. 

They are: Bert Grant, assigned to 
the Pittsburgh office, and Clyde Chro- 
nister, assigned to Tulsa, Okla. 

Mr. Grant, who joined the company 
in July of this year, worked previously 
for another manufacturer in the field. 
He had also been connected with an 
air line and an investment firm after 
World War II service as a test pilot 
and base commander. His headquar- 


ters for the area will be in the Chester | 


Building, Cleveland. 
Mr. Chronister joined Tube Turns 
this June. He was formerly the Orbit 


Valve Co.’s representative east of the 


Mississippi. 


Atlanta Warehouse 
Planned by Williams 


J. H. Williams & Co. recently an 
nounced plans for a warehouse in At 
lanta, Ga., to serve distributors and 
their customers throughout the South 

The new branch will be located at 
1855 Cheshire Bridge Road, N.FE. (Bu 


ford Highway). It will stock all popu- | 


lar sizes and patterns of tools in the | 


Williams line, officials said. 


Main Belting 
Names Executive 


Alexander F. List has been elected 
vice-president of the Main Belting Co 


Sales manager of the firm for the | 


past two years, Mr. List joined the 


Philadelphia manufacturer in 1950 as | 


a salesman. He is a Lehigh University 
graduate. 


Republic Plant Cited 


The new building that houses the 
Northern Division headquarters of 
the Republic Supply Co. of California 
in San Leandro, Cal., has won for 
its designer an American Institute 
of Architects Award of merit for 
“architectural excellence.” The plant 
was designed by George Vernon Rus- 
sell, Los Angeles architect 


Ad Executive Named 


United States Rubber Co. has 
named Thomas R. Worthen as man- 
ager of advertising and sales promo- 
tion for its international division. 


With the company since 1941, Mr. | 


Worthen was formerly assistant to the 


advertising and sales promotion man- | 


ager. 


 COOK- 


3 NEW ITEMS! 


Now there’s a Rawl-Product for top speed 
and safety on every job 





Rawl Lag Screw Shields 


Here is a completely rustproof precision-cast 
lag shield made of a durable alloy. Ideal for 
all masonry fastening, especially where “prob- 
lem masonry” is encountered. Horizontal fins 
prevent shield turning in hole. Tapered out- 
side rings have tremendous biting power. 





Rawl Spring Wing Toggle-Bolts 


For utmost ease in fastening to hollow walls, 
pressed board walls, tile, sheet metal, etc., 
Rawl Toggle-Bolts are unsurpassed. They 
have positive, automatic spring action...are 
rust-proof ...assure permanent security for 
fastening or suspending lighting and plumb- 
ing fixtures, cabinets and endless utility items. 





Rawl Handymen Kit 


Everyone — householders, maintenance men— 
will find the Rawl Handyman Kit the perfect 
answer for a thousand and one anchoring 
jobs. The kit, packaged in an attractivesplas- 
tic tube, contains twenty #8 x 1” Rawiplugs, 
assorted screws, screw eyes and screw hooks, 
one of the famous 3-point Rawl Drills, and 
complete installation instructions. 





And remember—the complete Rawiplug line enables you to meet every anchoring 
requirement with lower installed cost and with positive, permanent holding 
power. Order Rawl-Products from your dealer. 








THE 


RAWLPLUG Co., Inc. Ff] 


271 Church St., New York 13, N. Y. 
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STAINLESS STEEL 
FASTENINGS 
> OF ALL TYPES 


RIGHT OFF THE SHELF 


“SEL 
able—-write today 


a 
Lis 
FS Zap, sraimusss, scaew co. 


SOP tame (mem ome AR mory 4-1240 
lo% 230 Union Avenue, Paterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-904! 


-— 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog Now Avail- 


A LIST OF PRODUCTS 
THAT BUILD BUSINESS 


© Car Movers 

®@ Safety Handguards 

© Spurs 

© Handles 

® Replacement Parts 

® Porter Spring Winders 


Moke us your supply source for 
these items ond others which 
we will be glod to tell you 
about Our direct mail com- 
peigns and trade paper adver- 
tising have made our products 
well known among industrial 
users The Safety Handguard 
shown has been added to our 
well known BADGER line. it is 
easy to attach to the 
handle of ANY moke of Cor 
Mover and prevents acci- 
dents to the operator 


, moto 
CAR MOVER CO. 


Safety Hondguord Appleton, Wisconsin 


POWER KING 
CAR MOVER 
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Book Reviews 





COMPANY PRACTICES IN MAR- 
KE TING RESEARCH: Research Re- 
port No. 22, American Management 
Association, 330 West 42 St., New 
York 36, N. Y., $2.50 


Methods of determining sales po- 
tentials are probably the weakest link 
in present-day marketing research 
practices, according to this survey of 
168 companies representing all fields. 
\ fifth of the respondents said they 
were dissatisfied with the results they 
were getting from their present meth 
ods of determining territory poten- 
tials, the competitive position of 
products, and the size of markets. 
Hlow much money do firms spend on 
marketing research? Only 10 cents 
on $100 of sales, the survey found. 


r'EN TRAILS TO SALES: by Fred 
DeArmond, Lloyd R. Wolfe, Pub- 
lisher, 111 West Washington St., 
Chicago 2, Ill. $3.50 


There are three main requirements 
for a successful sale, says this author 
a good product, seeing enough buyers, 
and asking for the order. As for the 
“ten trails,” four of them relate en- 
tirely to preparation, because, says 
the author, “a sale is probably half 
made before you even stand in front 
of the buyer.”” That means you must: 
Study People—Why and How They 
Buy, 2. Know Your Products, 3. Plan 
Your Sales Talk, and 4. Pick Your 
Prospects 

The other six steps, all concerned 
with the selling interview, are: 5. Ask 
Questions, 6. Talkin Terms of Buyer 
Benefits, 7. Let Your Customers Speak 
for You, 8. Meet Objections with 
Mental Footwork, 9. Focus on a Key 
Issue, and, of course, 10. Ask for the 
Order 

All this in 110 pages, with cartoons, 
and written for the entire selling field, 
with stress on the door-to-door artist. 
Plus some quotations from Napoleon 
and other noted figures on how to 
handle people and succeed. 

But for those who like their reading 
short and simple, there are a few 
pearls in this little volume, especially 
for the novice, since all selling, 
whether grinding wheels or vacuum 
cleaners, requires the practice of cer- 
tain fundamentals common to all 
fields. This book is strong on case 
histories for brush salesmen, however, 
and weak on industrial examples, if 
that’s what you're looking for. 


Best parts probably are the sections 
on “Plan Your Sales Talk” and “Ask 
Questions.” ‘There’s some good ad- 
vice on how to handle the discussion 
of a competitor's product where it 
can’t be avoided (“Know Your Prod- 
ucts’) and the chapter on “Buyer 
Benefits” stresses a point that both 
distributors salesmen and manufac- 
turers’ men can take to heart: “A lot 
of ammunition is wasted in selling 
because the salesman is shooting at 
the wrong target—He talks about the 
fine construction of his machine when 
the prospect has not been sold on the 
use of the machine.” VNP 


THE SALE BEGINS WHEN THI 
CUSTOMER SAYS NO: by Elmer 
G. Leterman, Greenberg, Publisher, 
201 East 57th St., New York 22, 
N. Y., $3.00 


The author credits himself with 
pioneering group insurance in Amer 
ica, opening the market for Hawaiian 
macadamia nuts and, among other 
things, insuring Betty Grable’s legs 
for a half million dollars. His fabulous 
career was apparently only half started 
when he was making $25,000 a year 
selling wool at the age of 25. 

For entertainment mixed with sales 
lessons, this book is tops—but, as onc 
reviewer commented, there are prob 
ably only ten or twelve people in 
America who can emulate Mr. Leter 
man’s particular brand of outgoing 
salesmanship (He himself has been 
dubbed one of the country’s “Twelve 
Master Salesmen” by Forbes maga- 
zine). However, industrial salesmen 
do go to lunch with their prospects 
occasionally, though not in the same 
glittering atmosphere of Gotham 
opulence to which Mr. Leterman has 
become accustomed in taking his 
meals and finally closing his biggest 
accounts. 

Mr. Leterman goes to great pains to 
explain that he has been other things 
than an insurance salesman (the mac 
adamia nuts, for example) and he 
does succeed in putting across the 
point, that no matter what we sell or 
do, salesmanship of some kind is the 
key to success. Both Eric Johnston 
and Dr. Norman Vincent Peale com 
mend this book for its inspirational 
qualities—enthusiasm is something 
Mr. Leterman has so much of, some 
of it is bound to rub off. 

The chapter on the need for selling 





young men on careers in sales is pat 
ticularly to the point: 

“We are failing to sell salesman- 
ship to young people. We have failed 
to sell them on the importance, the 
respectability, the intellectual stand 
ing, the challenge, and the oppor 
tunities of the career in selling. W<« 
have sold faith in our young people 
we have sold democracy to them . . 
but in our anxiety to sell every prod 
uct and service, every idea and ideal 
we salesmen have overlooked the need 
to persuade our share of the most 
gifted men and women to join the 
ranks of our profession.” VNP 


Small Business Agency 
Names Regional Heads 


The new Small Business Admini- 
stration has appointed directors for 
three of its regional offices 

Thev are: Dwight F. Entwistle, 
owner of a plastic fabricating concern 
in Daytona Beach, Fla., named re- 
gional director in Atlanta, Ga; J 
Frederic Benedict, owner of a metal 
fabricating plant in Morris, N. Y., ap 
pointed New York regional director; 
and Don Irelan Williams, former vice- 
president and general sales manager of 
the Ohio Match Co., named regional 
director in Cleveland. 

The Atlanta office of S.B.A. super 
vises §.B.A. field activities in Alabama 
Florida, Georgia, Mississippi, South 
Carolina, and Tennessee. The agency’ 
branch offices in Birmingham and 
Nashville are under its jurisdiction 

New York region includes portions 
of New Jersey and Connecticut 

The Cleveland office covers Ohio, 
Kentucky and Michigan, including 
offices in Detroit and Cincinnati 


Hails Nickel De-control 


William D. Mitchell, Small Busi 
ness Administrator, calls the recent de 
control of nickel “good news” to many 
small business firms 

He predicted in a statement that 
some 4,000 electroplating companies 
“will breathe a sigh of relief” as a re- 
sult of the Government's action. Med 
ium-sized and small manufacturers of 
products made of nickel-bearing stain- 
less steel will now be able to resume 
production of tableware, kitchenware, 
food handling, hospital and dairy 
equipment, he said. Also expected to 
benefit, according to Mr. Mitchell, are 
manufacturers or processors of build 
ing materials, hardware, toys, jewelry. 

The Small Business Administrator 
pointed out that for more than two 
vears users of nickel] and nickel-bearing 
metals have had to operate under 
“rigid” Government regulations. Some 
firms, he said, have had to get out of 
the electroplating business. 


you get maximum “use-value” 


when you standardize on 
Desmond-Simplex 





ferns 


SLIDE 








VISES 


You name the job—there’s a Desmond-Simplex Steel Slide vise 
for every holding operation in your shop. Choose all your vises 
from the complete Desmond-Simplex line at your Industrial 


Distributors 


MACHINISTS — Swivel 
base for convenience, all 
the strength of a station- 
ary base vise 


DRILL PRESS, MILL- 
ING MACHINI Pre 
cision made for heavy o1 
medium duty. Slots in 
base for machine align 
ment, variety of jaw faces 
available, non-pinching 
type handle 


MACHINISTS —station- 
ary base, extra rigid, firm- 
ly mounted vise for heavy 
pounding and bending 
operations. STEEI 
SLIDE, as on all 
Desmond-Simplex vises. 


COMBINATION 
BENCH AND PIPE— 
High grade pipe jaws and 
deep vise jaw depth plus 
Steel Slide give unusual 
holding capacity and 
strength. 


Ask your Industrial Distributor for Desmond-Simplex Catalog 
No. 60 or write THe DesMOND-STEPHAN Mpc. Co., URBANA, 
Ono, Dept. M-F. Contains complete description—application 


photos 
NAME 
COMPANY 


ADDRESS 
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< 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
Catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
customer 
requirement 


Plus! 
nationally 
known name 
— Stands for 
quality 

and service 





The need for blood is greater than ever, not only for men 
wounded in combat, but here at home . . . to cure disease, to meet 
accidents and disasters, and to prepare for civil defense. 


Our quota can ONLY be met, if those who give keep on 
giving . . . regularly! 


You CAN give more than once . . . as often as every three months 
with complete personal safety. The more often you give the more often 
you save a life. For every pint of blood you give goes to someone 

who needs it desperately. 


Remember . . . once is NOT enough. Give blood again and again! 
Call your Red Cross, Armed Forces or Community Blood Donor Center 
for an appointment to give blood today. 


GIiVE 
BLOOD 


.. give it again and again 





BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, 
you—and your company-—are doing a needed 
job for the National Blood Program 





HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS 


HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS?’ 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY? 


HAVE YOU ARRANGED TO HAVE A BLOOD- 
MOBILE MAKE REGULAR VISITS’ 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION? 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY? 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 
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Marlow Pumps to Merge 
With Bell & Gossett 


Marlow Pumps, Ridgewood, N. J., 
will merge on December 1 with the 
Bell & Gossett Co., of Morton Grove, 
Tl 

Marlow manufactures self-priming 
centrifugal pumps. Bell & Gossett 
makes hot water circulating pumps, 
universal pumps, heat exchangers, flow 
control valves and other heating spe 
cialties. 

Marlow Pumps will continue its 
present line under the Marlow name, 
with its main plant at Ridgewood, a 
branch plant at De Queen, Ark., and 
licensed plants in France and England. 
Additional facilities in the East will be 
added to increase Bell & Gossett’s pro 
duction capacity. Both product lines 
will retain their individual identity 
throughout sales, marketing and distri 
bution. 

Under the new setup, Marlow 
Pumps will be known as the Marlow 
Division of Bell & Gossett and will be 
headed by A. S. Marlow, Jr., as gen 
eral manager. He will also be a vice 
president and a member of the board 
of directors of Bell & Gossett. 

Founded in 1910, Bell & Gossett is 
one of the oldest manufacturers in the 
Midwest in its field. It employs 300 
Marlow was established in 1926. It 
has a payroll of 200, which officials of 
the new organization say will be in- 
creased considerably after the merger 


Heads Construction Sales 


Clark Fquipment Co, has ap- 
pointed Clarence F.. Killebrew as man 
ager of marketing and sales for its 
Construction Machinery Division. 
Formerly general sales manager for 
The Frank G. Hough Co., Mr. Kille 
brew was also at one time with J. D. 
Adams Co. in Indianapolis 


Names West Virginia Outlet 


Clark Equipment has appointed 
the Crunkleton Co., Charleston, W. 
Va., to sell the company’s full line 
of materials handling equipment 





FIGHTING SEA FIRES 
WITH FISH 


Fish are contributing their bit in 
helping to quell fires at sea, according 
to Chemical Week, McGraw-Hill pub 
lication. Protein from fish scraps and 
soybeans is hydrolyzed, a chemical 
method of decomposition, then neu 
tralized wtih acid and filtered, to pro 
duce the foams used by the Navy to 
fight fires on shipboard 











VEE ATH offers you 
4 Keys to More Flexible 


Metal Hose Sales 





When you sell Atlantic flex- 

ible metal hose, you know you can 
deliver — on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
..- for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


Atlentic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—%"-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 





ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST... NEW VORK 23,5. Y. 
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Whitney Mfg. Co., W. A. 
Wickwire Spencer Steel Div. of 
the Colorado Fuel and Iron 


Corp. Bet. 168-169 
Willey’s Carbide Tool Co. 230 
Williams, J. H. & Co. 53 
Wilton Tool Mfg. Co. 190 
Winsmith Inc. 247 
Winter Bros. 134-135 
Wisconsin Cuneo Press 305 
Wiss & Sons Co., J. 185 
Wood's T. B., Co. 240 
Worthington Corp. 50 
Wyeth-Scott Co., The 


262 
178 
271 
286 


Y 


Yale & Towne Mfg. Co., 
Yarnall-Waring Co. 


l 


Zecol Lubaid Co 


The 
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No. 1-8 electric vi- 
broting Feeder —for 


smoll-copacity oper- 


ations up te 3500 
pounds per hour. e & T 
ideo! for laboratory Jeffrey-Traylor No. 


4-L Water-cooled 


FEEDERS COOLERS Feeder with 10” eut- 


side diameter x 4° 


DRYERS CONVEYORS long water - jecketed 
PACKERS SCREENS deck. For feeding to 


high temperature fur- 
naces or for handling 
A type and size to meet re- extremely hot mate- 


quirements in continuous rials. sal 
processing—at low over-all 


cost. 
dettrey-Traylor No. 3 electric vibroting spark-proof 
Feeder with 12” x 30” open-pon deck. For feeding Absolute control over flow of 
operations in hazardous atmospheres of under ex- wide variety of materials. 


treme moisture conditions 
M-V Mechanical Vibrating Con- 


ULTIMATE IN veyor for conveying abrasive, 
lumpy or rough moteriols, het 

FLEXIBILITY! or cold, dry or wet, as well as 
fine materials. Up to 80° can be 

Literature Available operated by one drive uni. 


Right: Jeffrey - Traylor 
electric vibrating Indi- 
rect-type Cooler. Type 
HI-21F open type 21” 
Jettrey-Traylor electric vibrating Spreader Feeder, wide and 18° long. 
14” wide « 70” long with one edge topered to Has solid plate convey- 
spread to 55” width ing surface over which 
material travels while 
being cooled. Also Di- 


rc ee rect-type Coolers. 
Below: Jeffrey-Traylor Type 450 WAY- 


TROL, ao precision machine for continvovs 
gravimetric feeding, batching and propor- 
tioning. The feeder is weight-controlled, 
delivery of material being avtomatcally 
regulated. Accurate and flexible. 


4-T Enclosed Pan Conveyor 
with removable cover and 
three feed inlets for receiv- 
ing hot discharge of sinter- 
ing machines. A No. 5 elec- 
tric vibrating type, 25" wide 
x 45° long. 


CAPACITIES—FROM A FEW OUNCES TO TWO THOUSAND TONS PER HOUR 


IF IT'S MINED, PROCESSED OR MOVED 
. . IT'S A JOB FOR JEFFREY! 
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NO.16 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiS- 
TRIBUTORS AND THEIR SALESMEN 


A 


SALES LEADS 





; Pens ) ro | < 4 


MECHANICS HAND MEASUBING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


THE L. S. STARRETT COMPANY ¢ SINCE 188O WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., U.S.A. 


THESE STARRETT TOOLS BELONG IN EVERY KIT 


AUTOMATIC CENTER PUNCH 


No. 18 
An automatic, adjustable 
stroke punch no hammer 
needed.3% ,5 or heavy 
duty 6 models 


NAIL SET 


No. 800 
Easy to hold, easy to hit 
won't roll. Five point 
sizes from 1 32 
to 5/32 


SILENT SALESMEN 
That Do A Tremendous 
Selling JOB FOR YOU 


Your customers prize Starrett catalogs 
use them hard and often. Because 
they're packed with useful reference 


data, instructions, illustrations an 
descriptions of more than 3000 es 
sential irems, they never stop working 
and selling for you. Together with 
Starrett folders, leaflets, stuffers, wall 
charts and counter displays, they keep 
your customers posted on the newest 
and best in cools, dial indicators, steel 
hacksaws, band band 


tapes Saws, 


knives and precision ground flat stock 


And like ever) 


every 


Starrett advertisement 
they urge reader to Buy 


Through Your Diseriburor.”’ 


STARRETT SCRIBERS 


No. 70 
@ Pocket type with 
reversible point, 
non-roll hex head 
No. 67 
Straight, short bent > 
and long bent points 
interchange in 
knurled stock 


DRIVE PIN 
PUNCHES 


No. 248 
Extra long for deep 
holes. Five sizes from ‘se 
to % . Short type also 
available 


Over the counter or in the field, 
you'll find many Opportunities to 
sales by featuring 


make extra 


these widely used Starrett items 
They are the kind used a hundred 
times a day in every craft and 
trade. Stock them, display them, 
talk them up to mechanics and in- 
dustrial tool buyers. There's no 


easier way to stimulate extra sales. 


NOW AVAILABLE IN 4 TYPES — 295 SIZES 
Starrett Precision Ground Die and Flat Stock 


Big shops, small shops, mechanics 
and craftsmen they all use Starrett 
Ground Flat Stock De 


mand for this popular item continues 


Precision 
to grow as more and more people 
learn its advantages. With the new 
Nx 197 Air Hardening 


ground die stock now available, you 


2FECision 


can Offer 4 types and 295 sizes to meet 
every need. Be sure your customers 
have copies of the folder and wall 
chart which gives complete size and 


heat treatment information on the 


complete line of air, oil, oil or water 
and water hardening types. And don't 
forget that every sale of Starrett Flat 
Stock is a chance to sell Starrett Band 


Saws 
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acco AMERI 


CAN CHAIN 


Here's a Sling Chain that You Can Sell 


@ These pictures show only two applications of an 
AMERICAN 125 Endweldur alloy ACCO Registered 
Sling Chain with ACCO series 80 Sling Hooks. The 
2 legs are long enough for use with various length 
plates. They can also be used in a double-basket 
hitch for lifting two or more plates together. 

The big advantage your customer has in using this 
AMERICAN Chain is in the small diameter, light 
weight, and great strength of the tough alloy chain, 
and in the short links which make the chain so flex- 
ible and easy to rig. You see that in the right hand 
picture above. 


co 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Write to our York, Pa., office today for full information 


Inside the plant this same sling chain is used in a wide 
variety of lifts on castings, housings, and finished ma 
chines. It has become sort of a “‘jack-of-all-trades.”’ 
AMERICAN makes sling chains with ACCO grab, 
sling, foundry, and special hooks so you can take care 
of all your customers’ sling chain needs. Note (above) 
the two ACCO Registered Sling Chains on the plate 
grabs. The ACCO Sling Chain 
Catalog DH-314 will make 
it easy for you to sell 
America’s finest chain 
slings... AMERICAN. 


American 
Chain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





